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PREFACE 

The  material  presented  herein  has  been  compiled  into  two 
major  parts,  each  of  which  is  divided  into  additional  sections. 

Part  One,  The  Conference,  presents  an  introductory  section 
that  summarizes  the  trends  that  provided  momentum  to  the 
movement  toward  government  utilization  of  sheltered  work- 
shops and  the  directions  in  which  we  appear  to  be  headed.  The 
other  four  sections  include  conference  presentations  that  center 
on  Matching  Government  Requirements  to  Workshop  Capabih- 
ties,  the  Role  of  General  Services  Administration  and  Defense 
Supply  Agency,  Successful  Contracting  with  the  Federal  Gov- 
ernment, and  State  Use  Laws:  Current  Development,  Interest 
and  Implementation.  Only  the  central  theme  of  each  speaker, 
panel,  or  discussion  group  has  been  reported  in  these  proceed- 
ings, inasmuch  as  the  substantial  amount  of  material  covered 
during  the  conference  would  have  been  too  comprehensive  to  be 
included  in  its  entirety.  Some  material  was  not  included 
because  portions  of  the  tapes  were  distorted  or  inaudible.  This 
occurred  during  sessions  that  included  extensive  audience  parti- 
cipation. 

Part  Two  is  entitled  Securing  Government  Contracts:  Re- 
sources for  Technical  Assistance.  This  is  a  compilation  of  re- 
source materials  developed  and  disseminated  by  National  In- 
dustries for  the  Severely  Handicapped.  This  section  is  designed 
to  provide  a  guide  to  workshop  directors  who  plan  to 
participate  in  the  Wagner-O'Day  program.  Although  not  all- 
inclusive,  the  material  provided  herein  should  help  to  clarify  the 
role  of  NISH  in  governmental  procurement  and  outhne  the  vari- 
ous steps  in  the  process  for  NISH  utilization.  Information  is 
included  on  presubmission  and  submission  activities,  as  well  as 
forms  needed  to  initiate  activities  under  Wagner-O'Day. 

In  conducting  the  conference  described  herein  and  editing  the 
proceedings  of  the  conference,  we  are  indebted  to  a  number  of 
colleagues  who  shared  in  the  conceptualization  and  organization 
of  both  the  conference  and  the  proceedings.  In  this  respect,  our 
thanks  go  to  Dr.  Stephen  Cornett  and  Mr.  Henry  Warner,  who 
provided  overall  guidance  and  consultation  on  the  general  focus 
and  content  of  the  conference.  Appreciation  is  also  extended  to 
Mr.  Robert  Sanders  and  Mr.  Claude  Seals  for  assisting  with  the 
selection  of  featured  speakers  and  making  arrangements  for  the 
conference  faciHties. 

Very  special  thanks  are  due  to  Dr.  Wilson  L.  Dietrich,  Chair- 
man of  the  Department  of  Special  Education  and  Rehabihtation, 
Memphis  State  University,  who  provided  the  support  and  en- 
couragement necessary  for  the  success  of  the  conference. 


We  are,  indeed,  indebted  to  Dorothy  Lippmann,  who  trans- 
cribed the  conference  tapes,  and  Mitzi  Mann,  who  shared  in  the 
typing  of  the  manuscript. 

Appreciation  is  also  extended  to  the  personnel  of  the  Bureau 
of  Educational  Research  and  Services  for  editorial  work  and  the 
pubUcation  of  the  proceedings. 


William  M.  Jenkins 

Robert  M.  Anderson 

Sara  J.  Odle 


VI 


FOREWORD 

The  publication  of  the  proceedings  of  this  conference  repre- 
sents a  growing  interest  and  awareness  of  the  potential  that 
federal/state  government  has  as  a  purchaser  of  goods  and  ser- 
vices for  sheltered  workshops. 

Recent  studies  have  indicated  that  handicapped  persons  suf- 
fer a  rate  of  unemployment  substantially  higher  than  the  gener- 
al public.  It  is  possible  that  workshops  and  rehabilitation  facili- 
ties can  offer  expanded  opportunities  for  sheltered  and  extend- 
ed employment  for  those  not  readily  absorbed  into  competitive 
employment  settings. 

The  conference  was  conceived  and  conducted  in  coordination 
with  the  Region  IV  R.S.A.  staff  and  Dr.  William  M.  Jenkins,  Co- 
ordinator of  Rehabilitation  Counselor  Education,  Memphis 
State  University.  We  are  appreciative  of  the  contribution  in  the 
planning  and  hosting  of  this  conference  on  the  part  of  the  staff 
of  the  Florida  Division  of  Vocational  Rehabilitation;  the  acting 
director,  Mr.  John  Carter;  Mr.  Claude  Seale;  and  Mr.  Robert 
Sanders. 

It  is  our  hope  that  these  proceedings  will  assist  conference 
participants  and  others  interested  in  the  development  of 
expanded  opportunities  for  extended  employment  of 
handicapped  individuals. 

Stephen  J.  Cornett,  Director 
Office  of  Rehabilitation  Services 
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INTRODUCTION 

Sheltered  workshops  provide  a  valuable  means  of  transitional 
employment  for  our  nation's  disabled  population,  and  for  some, 
such  as  the  most  severely  handicapped,  they  may  offer  the  only 
opportunity  available  for  long-term  gainful  employment.  To 
carry  out  this  worthwhile  vocational  function,  the  sheltered 
workshop  needs  a  source  of  substantial,  steady  income  and 
related  job  opportunities.  Our  governments— federal,  state,  and 
local— each  year  purchase  millions  of  dollars  of  commodities  and 
services  that  could  well  be  provided  by  these  workshops.  Most 
workshops,  however,  lack  the  sophistication  to  work  into  this 
marketplace,  and  the  procuring  agencies  have  Uttle  way  of 
knowing  about  this  group  of  potential  suppliers.  What  is  needed 
is  a  way  of  matching  up  the  suitable  requirements  of 
government  procurement  and  the  latent  capability  of  work- 
shops to  produce  them. 

Congress  and,  quite  frequently,  state  legislatures  have 
recognized  this  problem  and  attempted  to  provide  a  remedy 
through  programs  of  directed  government  purchasing.  The 
authority,  or  even  the  desire,  of  each  party  to  participate  is  not 
sufficient,  however,  if  the  "know-how"  of  accomplishing  the  end 
is  missing. 

The  conference  for  which  these  proceedings  provide  a  record 
was  a  desirable  and,  1  think,  successful  effort  to  bring  the 
necessary  "know-how"  to  those  who  could  make  use  of  it.  It 
brought  together  people  from  NISH  and  the  government 
agencies  involved  in  facilitating  the  federal  Wagner-O'Day 
program  and  state-use  laws  in  various  southern  states  (along 
with  knowledgeable  current  suppliers)  with  those  who  would  be 
future  participants.  This  chance  to  review  and  understand  the 
procedures  and  each  others'  problems  related  to  carrying  out 
the  process  is  a  valuable  tool  that  1  hope  can  be  replicated  many 
times.  These  proceedings  will  be  an  aid  to  refresh  those  who 
took  part  and  instruct  all  of  those  others  who  have  an  interest 
in  the  government  making  proper  utilization  of  the  workshop 
community. 

Harry  R.  Clements,  Executive  Vice-President, 
National  Industries  for  the  Severely  Handicapped,  Inc. 
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UTILIZING  GOVERNMENTAL  AGENCIES 


Robert  M.  Anderson,  William  M.  Jenkins, 
and  Sara  J.  Odle 


The  rehabilitation  of  handicapped  citizens  under  a  variety  of 
divergent  philosophies  and  categorical  funding  mandates  has 
had  a  brief  but  significant  history  in  the  United  States.  Only  in 
recent  years,  however,  have  serious  efforts  been  made  to  inter- 
vene in  behalf  of  the  severely  disabled.  Anderson  and  his  co- 
writers,  in  a  discussion  of  key  issues  and  trends  in  the  rehabili- 
tation of  the  severely  handicapped,  emphasized  that: 

It  is  very  probable  that  historians  ^vill  identify  the  decade  of  the 
seventies  as  a  critical  benchmark  in  society's  efforts  to  understand  and 
more  fully  incorporate  handicapped  citizens  into  the  mainstream  of 
everyday  life.  In  the  wake  of  numerous  court  decisions,  and  supported  by 
trends  in  legislation,  it  is  now  clear  that  the  severely  handicapped  have  a 
legal  and  moral  right  to  the  opportunities  we  all  enjoy. ^ 

During  the  past  decade  substantial  legislative  enactments 
have  centered  on  rehabilitation,  and  two  important  pieces  of 
legislation,  in  particular,  are  relevant  to  the  education  of  the 
severely  disabled.  Indeed,  the  implications  of  these  acts  helped 
to  generate  the  need  for  the  conference  described  herein  and 
the  subsequent  publication  of  this  proceedings.  It  is  obvious 
that  the  Wagner-O'Day  Act,  as  amended  in  1971,  coupled  with 
the  Rehabilitation  Act  of  1973,  represents  important  milestones 
in  the  rehabilitation  of  severely  handicapped  citizens  in  this 
nation.  The  thrust  toward  improved  services  for  this  popula- 
tion, engendered  by  the  provisions  of  the  two  acts,  has  resulted 
in  increased  awareness  among  rehabilitation  personnel  of  the 
multiple  problems  facing  the  severely  handicapped  and  the  ef- 
fort required  to  assist  these  persons  with  their  personal  and 
vocational  adjustment  needs. 

With  the  subsequent  and  timely  development  of  the  National 
Industries  for  the  Severely  Handicapped  (NISH),  and  the 
emergence  of  State  Use  Laws,  rehabilitation  agencies  and  facih- 
ties  now  have  an  opportunity  to  procure  governmental 
contracts  to  provide  employment  and  rehabihtation  opportuni- 
ties to  a  large  population  of  severely  handicapped  individuals 
who  might  otherwise  remain  unproductive  and  vocationally 
maladjusted.  The  NISH  staff  members  have  the  expertise  and 
resources  to  provide  assistance  to  rehabilitation  facilities  and 
workshops  so  that  they  may  more  effectively  utilize  govern- 
mental agencies  such  as  the  General  Services  Administration 
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and  the  Defense  Department.  The  NISH  staff  can  also  assist  in 
the  implementation  of  State  Use  Laws.  Full  utilization  of  these 
resources  could  result  in  substantial  contract  employment  for 
the  severely  handicapped  while  simultaneously  providing 
needed  goods  and  services  to  these  agencies. 

This  chapter  will  summarize  briefly  the  legislative  acts 
previously  mentioned,  describe  the  role  of  the  National  Indus- 
tries for  the  Severely  Handicapped,  and  present  an  overview  of 
the  conference  which  served  as  a  basis  for  this  document. 

The  Wagner-O'Day  Act 

The  Wagner-O'Day  Act  of  1938,  as  conceived  in  its  original 
form,  resulted  from  vigorous  lobby  pressure  exerted  by  a  group 
of  citizens  who  were  concerned  about  the  needs  of  blind  persons 
and  the  lack  of  opportunity  for  this  population  to  realize  their 
vocational  potential.  Summarized  in  the  Manual  for  Workshop 
Participation  in  Wagner-O'Day, ^  the  Act  delineated  two  major 
modifications  of  government  purchasing  procedures  in  order  to 
promote  a  greater  availability  of  meaningful  jobs  for  the  blind. 
The  modifications  were: 

.  .  .  the  mandate  of  supplier  priority  to  nonprofit  agencies  employing  the 
blind,  thereby  omitting  competitive  bidding,  and  the  establishment  of  a 
pricing  concept  based  upon  a  fair  market  price.  Thus  the  blind  were  able 
to  manufacture  a  commodity  normally  purchased  by  the  Government  and 
sell  the  commodity  as  the  sole  supplier  to  the  Government  at  an 
established  fair  market  price.  The  Act  did  not  designate  a  group  of 
products  suitable  for  manufacture  by  the  blind.  The  only  limitation  of  this 
nature  was  that  ensuing  from  the  requirement  for  the  blind  to 
demonstrate  capability  to  produce  any  subsequently  selected  product.  The 
Act  established  a  committee  of  Government  officials  to  determine  the  fair 
market  prices  for  products  sold  under  Wagner-O'Day  provisions.  The 
committee  was  also  charged  with  responsibility  for  publishing  a  listing  of 
these  products  exempt  from  bid  for  use  by  Government  procurement 
officers. 3 

The  Wagner-O'Day  Act  was  amended  in  1971  to  increase  the 
availability  of  meaningful  jobs  for  the  severely  handicapped. 
The  amendment  authorized  workshops  for  the  severely  handi- 
capped to  be  the  sole  producers  and  sellers  of  selected 
commodities  and  services  (at  an  established  "fair  market  price") 
normally  purchased  by  the  government.  Any  bona  fide  nonpro- 
fit agency  organized  according  to  state  law  with  the  stated  pur- 
pose of  serving  the  severely  handicapped  is  eligible  for  partici- 
pation in  the  Wagner-O'Day  program.  Workshops  participating 
in  the  Wagner-O'Day  program  are  represented  by  two  central, 
non-profit  agencies  that  work  through  the  Committee  for  Pur- 
chase from  the  BHnd  and  Other  Severely  Handicapped.  These 
two  central,  non-profit  agencies  are  the  (1)  National  Industries 
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for  the  Blind  (NIB),  whicn  represents  workshops  serving  the 
blind,  and  the  (2)  National  Industries  for  the  Severely  Handi- 
capped (NISH),  which  represents  workshops  serving  the  other 
severely  handicapped. 

In  analyzing  the  implications  of  this  act,  we  concur  with 
Samuel,  who  contends  that  the  ultimate  goal  in  rehabilitation  is 
the  placement  of  disabled  persons  in  commercial  enterprises 
and  that  training  the  handicapped  in  the  simple  crafts  will  not 
accomplish  this  objective."^  Samuel  suggests  that  progress  must 
be  made  in  the  areas  of  prime  manufacturing  and  subcontract- 
ing, and  the  enactment  of  the  Wagner-O'Day  amendment  may 
represent  the  most  significant  step  that  has  been  taken  in  these 
directions  in  recent  years. 

The  Vocational  Rehabilitation  Act  of  1973 

This  legislation  has  been  discussed  in  detail  in  recent  publica- 
tions-'^.6  and  summarized  by  Anderson  et    uL,  as  follows: 

1.  The  major  implicacion  of  the  legislation  is  that  the  new  Act  redirects 
the  Vocational  Rehabilitation  program  to  focus  on  individuals  with 
the  "most  severe  handicaps"  and  requires  that  each  state  plan  show 
how  persons  receiving  services  would  be  selected  to  guarantee  that 
those  with  the  more  severe  handicaps  are  served  first.  Quotas 
imposed  on  counselors  and  an  emphasis  on  closure  of  cases  have 
previously  discouraged  counselors  from  the  long-term  follow-ups 
necessary  to  meet  the  needs  of  the  severely  handicapped. 

2.  The  law  does  not  establish  any  new  program  for  the  severely  handi- 
capped nor  does  it  change  the  definition  of  the  handicapped  individual 
eligible  for  services  in  any  significant  way.  The  new  legislation  does, 
however,  require  that  each  state  agency  must  establish  an  order  of 
priority  for  serving  handicapped  individuals  and  that  severely 
disabled  individuals  shall  receive  the  highest  priority. 

3.  The  program  was  established  to  include  individuals  who  are  so 
severely  handicapped  that  they  may  not  have  the  potential  to  work 
[even  though  they  could  conceivably  benefit  from  vocational  rehabili- 
tation services].  This  is  a  significant  departure  from  previous 
legislation. 

4.  The  legislation  mandates  a  study  of  the  problems  of  severely  handi- 
capped individuals,  including  those  whose  rehabilitation  goals  may 
not  necessarily  include  employment. 

5.  Eact  state  is  required  to  conduct  state-wide  studies  aimed  at  the 
expansion  of  services  for  the  severely  handicapped. 

6.  The  law  requires  that  the  counselor  and  client,  working 
cooperatively,  develop  an  individualized  written  program  specifically 
tailored  to  the  needs  of  the   client.   The   individual   plan   may   be 
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modified  and  the  client  "recycled,"  if  the  original  goals  cannot  be 
achieved.  This  provision  should  help  to  insure  that  every  possible 
education  strategy  or  alternative  will  be  employed  in  attempts  to 
rehabilitate  the  severely  handicapped.' 


National  Industries  for  the  Severely  Handicapped 

National  Industries  for  the  Severely  Handicapped  was  incor- 
porated in  June  1974  as  a  coordinating,  consulting,  research 
and  engineering  operation  to  help  workshops  expand 
employment  opportunities  for  the  severely  handicapped  by 
increasing  their  capabilities  for  producing  commodities  and  ser- 
vices to  the  federal  government  under  the  Wagner-O'Day  Act. 

The  NISH  corporation  is  operated  by  a  Board  of  Directors, 
which  includes  representatives  of  the  six  central,  nonprofit 
agencies  that  planned  and  developed  NISH  (Goodwill  Indus- 
tries of  America,  International  Association  of  Rehabilitation 
Facihties,  Jewish  Occupational  Council  for  Jewish  Vocational 
Services,  National  Association  for  Retarded  Citizens,  National 
Easter  Seal  Society,  and  United  Cerebral  Palsy  Association) 
and  representatives  of  workshops,  technical  and  professional 
individuals,  and  cUent/consumers. 

NISH  is  designed  to  provide  services  to  all  qualified  work- 
shops on  an  equal  basis  without  regard  to  affiliation  with  a 
national  agency  or  lack  thereof. 

Funds  for  the  development  and  initial  operation  of  NISH  are 
being  provided  through  a  grant  from  the  U.S.  Department  of 
Health,  Education,  and  Welfare  Rehabihtation  Services  Admin- 
istration (RSA).  The  first-year  grant  in  the  amount  of  $200,000 
was  approved  April  1,  1974.  A  second-year  grant  in  the  amount 
of  $316,200  was  approved  April  1,  1975. 

NISH's  responsibihties  include: 

1.  Providing  technical  assistance  to  qualified  workshops  for 
the  evaluation  of  capability  and  production  feasibihty  to 
determine  equipment  needs,  physical  plant,  materials, 
manpower,  financing,  and  other  requirements  as  related  to 
the  participation  by  the  workshop  in  Wagner-O'Day. 

2.  Conducting  research  and  product  development  studies  to 
identify  commodities  and  services  feasible  for  provision, 
manufacture,  and  sale  to  the  government  by  workshops. 

3.  Allocating  orders  for  the  manufacture  and  sale  of  commo- 
dities and  provision  of  services  to  qualified  workshops. 

4.  Disseminating    information    about    procedures,    require- 
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ments  for  the  workshops'  participation  in  the  Wagner- 
O'Day  sale  program,  and  evaluating  workshop  capabihty 
to  produce  commodities  and/or  services  for  sale  to  the 
Government  under  these  provisions. 

5.  Recommending  to  the  Statutory  Committee,  with  appro- 
priate justification,  prices  and  suitable  commodities  and 
services  for  procurement  from  its  workshops. 

6.  Recommending  appropriate  price  adjustments  for  commo- 
dities and  services  already  on  the  Procurement  List. 

1.  Overseeing  producing  workshops  to  ensure  contract  com- 
pliance in  the  production  of  a  commodity  or  performance  of 
a  service. 

8.  Monitoring  and  inspecting  the  activities  of  workshops  to 
ensure  compliance  with  the  act  and  its  regulations. 

A  Workshop  Approach  to  Implementation 

In  his  recent  analysis  of  the  Wagner-O'Day  amendments, 
Samuel  reported  that  many  persons  in  all  areas  of  government 
and  rehabilitation  had  given  their  time  and  support  to  the  new 
legislation,  thus  providing  new  opportunities  for  the  severely 
handicapped.  He  asserted  that  "It  is  now  up  to  those  in  the 
workshop  field  to  direct  their  efforts  toward  its  (Wagner-O'Day 
amendments)  full  implementation  and  the  employment  of  handi- 
capped persons,"  and  he  concluded  that  this  would  "take  much 
time  and  hard  work."^ 

The  work  has  obviously  begun.  The  workshop  that  led  to  the 
publication  of  this  proceedings  represents  one  of  several  initial 
efforts  to  stimulate  governmental  use  of  workshops  and  rehabil- 
itation facility  programs  and,  thereby,  more  effectively  serve 
the  Me  adjustment  needs  of  the  severely  handicapped. 

Preliminary  planning  for  the  workshop  began  at  the  regional 
NRA  conference  April  14-16,  1975  in  Tampa,  Florida;  at  that 
time  a  planning  committee,  consisting  of  Mr.  Henry  Warner, 
Mr.  Claude  Seals,  Mr.  Bob  Sanders,  and  Dr.  William  Jenkins, 
met  to  discuss  the  overall  objective  of  the  workshop  and  draft  a 
tentative  agenda.  Each  member  of  the  committee  was  assigned 
specific  responsibilities  that  included  submitting  a  grant  apph- 
cation  and  contacting  the  National  Industries  for  the  Severely 
Handicapped,  General  Services  Administration,  and  Defense 
Department  staff.  Moreover,  the  planning  committee  attempted 
to  identify  appropriate  participants,  including  state  directors, 
facility  personnel,  and  additional  selected  workshop 
participants. 
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The  workshop,  envisioned  as  a  two-day  program  designed  for 
key  agency  and  facility  personnel,  had  the  objective  of 
identifying  and  forming  a  working  corps  from  each  of  the  eight 
states  in  the  southeast  region.  This  selected  working  corps  of 
key  personnel  was  ultimately  charged  with  individual  state  res- 
ponsibility for  orienting  and  training  their  respective  state 
DVR  agency  and  facility  personnel  in  the  areas  of  expertise 
judged  to  be  necessary  to  achieve  the  objectives  of  the 
workshop. 

The  workshop  was  conducted  on  August  12-13,  1975  in 
Orlando,  Florida.  There  were  forty  trainees,  with 
representation  from  the  State  DVR  Agency,  facility  personnel. 
General  Service  Administration,  and  the  Defense  Department. 
The  workshop  was  coordinated  by  Dr.  William  M.  Jenkins  and 
Dr.  Robert  M.  Anderson  of  the  Department  of  Special 
Education  and  Rehabilitation  at  Memphis  State  University.  The 
workshop  staff  was  comprised  of  representatives  from  the 
Offices  of  Rehabilitation  Services,  National  Industries  for  the 
Severely  Handicapped,  General  Services  Administration, 
Defense  Supply  Agencies,  and  Rehabilitation  facilities. 

Program  Description  and  Evaluation 

Lectures,  panel  discussions,  and  small  group  discussions  were 
utilized  to  achieve  the  objectives  of  the  conference.  (See 
Appendix  A.) 

The  specific  objectives  of  the  workshop  were  as  follows: 

1.  To  disseminate  written  materials  which  will  assist  work- 
shops for  the  severely  handicapped  to  participate  in  the 
Wagner-O'Day  Procurement  Program. 

2.  To  review  new  information  on  the  Wagner-O'Day 
Procurement  Program  and  assist  workshop  managers  in 
conceptualizing  the  overall  program. 

3.  To  provide  a  basic  orientation  to  the  overall  technical  and 
procedural  requirements  of  the  Wagner-O'Day 
Procurement  Program. 

4.  To  survey  and  discuss  the  capability  characteristics  of 
workshops  for  the  severely  handicapped  and  to  consider 
their  potential  for  improvement  and  change;  to  explore 
the  organization  needs  and  productive  capacities  of 
workshops. 

5.  To  relate  the  reality  experience  of  workshops  for  the 
severely    handicapped    which    are    currently    in    active 
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involvement  within  the  Wagner-O'Day  Program;  to  deal 
with  the  practical  advantages/disadvantages  of 
participation  and  the  risks/opportunities  inherent  to 
participation. 

6.  To  solicit  relevant  input  with  regard  to  improving  the 
technical/managerial  capabilities  of  workshops  through 
the  mechanism  of  technical  assistance. 

7.  To  provide  an  open  and  free  forum  aimed  at  developing 
creative  interchange  which  will  forward  the 
implementation  of  the  Wagner-O'Day  Act  for  workshops 
serving  the  severely  handicapped. 

8.  To  survey  State  Use  Laws  in  the  region  and  develop 
strategies  for  more  effective  utilization  of  state  govern- 
ment agencies. 

9.  To  survey  and  discuss  contractural  experience  of  facilities 
in  the  region. 

10.  To   share    experiences   in    the    development   of   existing 
State  Use  Laws. 

Each  participant  had  an  opportunity  to  evaluate  the 
workshops  in  terms  of  the  relevance  of  the  content,  the 
effectiveness  of  the  instructors,  the  quality  of  the  facilities,  the 
opportunity  for  interaction  and  participation,  and  other 
dimensions  of  the  workshop  (see  Appendix  C).  Furthermore, 
funds  were  allocated  for  the  purpose  of  developing  these 
proceedings,  which  could  be  utilized  as  reference  material  as 
part  of  the  final  report  for  participants  and  other  interested 
rehabilitation  personnel. 


FOOTNOTES 
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IMPLEMENTATION  OF  PUBLIC  LAW  92-28 


Charles  W.  Fletcher 


It  is  a  pleasure  for  me  to  participate  in  this  conference  and  to 
report  on  the  activities  of  the  President's  Committee. 

The  Committee  for  Purchase  from  the  BHnd  and  Other 
Severely  Handicapped  was  established  in  June  1971  by  Public 
Law  92-28.  The  Committee  is  composed  of  fifteen  members 
appointed  by  the  President,  eleven  of  which  represent  various 
government  agencies  and  four  being  private  citizens  who  are 
conversant  with  the  employment  problems  of  the  blind  and 
other  severely  handicapped. 

This  committee  is  the  successor  to  the  Committee  on 
Purchases  of  Blind-Made  Products,  which  was  created  by  the 
Wagner-O'Day  Act  of  1939.  Its  purpose  is  to  increase  the 
employment  opportunities  for  blind  and  other  severely 
handicapped  individuals  and,  whenever  possible,  prepare  them 
to  engage  in  normal  competitive  employment.  The  Committee's 
primary  means  for  achieving  its  purpose  is  to  direct  the 
procurement  of  selected  products  and  services  by  the  federal 
government  to  qualified  workshops  for  the  blind  and  other 
severely  handicapped.  Under  the  Act,  the  Committee  is 
charged  with  determining  which  commodities  and  services  are 
suitable  for  the  government  to  procure  from  workshops  serving 
the  blind  and  other  severely  handicapped.  Those  commodities 
and  services  that  the  Committee  approves  are  published  in  a 
Procurement  List.  When  a  commodity  or  service  is  placed  on 
the  Procurement  List,  all  government  departments  and 
agencies  are  required  to  procure  that  commodity  or  service 
from  the  designated  workshop.  The  Committee  is  also 
responsible  for  determining  the  fair  market  price  that  the 
government  will  pay  for  items  on  the  Procurement  List. 

The  new  Act  presents  a  very  real  opportunity  for  many 
workshops  serving  the  severely  handicapped  in  obtaining 
needed  work  to  promote  greater  employment  for  their  cHents. 
However,  any  workshop  entering  the  program  encounters  a 
number  of  challenges,  the  first  of  which  is  meeting  the  criteria 
for  qualification  under  the  Act.  These  criteria  include  the 
verification  of  a  nonprofit  status,  compliance  with  federal 
occupational  health  and  safety  standards,  and  the  requirement 
that  at  least  75  per  cent  of  the  direct  labor  in  the  workshop  be 
performed  by  severely  handicapped  persons. 

The  major  challenge  confronting  a  workshop  involves  finding 
a  commodity  or  service  that  the  government  procures  that  the 
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workshop  can  provide.  The  workshop  is  required  to  meet  all  of 
the  quality  standards  set  by  the  government  that  other 
contractors  meet,  as  well  as  the  required  delivery  schedules. 
Many  commodities  the  government  procures,  while  suitable  for 
production  by  the  workshop,  either  -  are  of  such  low  dollar 
volume  or  are  procured  at  such  irregular  intervals  that  they  are 
of  little  use  to  the  workshop  in  providing  the  relatively  constant 
workload  required  to  support  its  clients. 

A  third  challenge  is  obtaining  the  technical  and  engineering 
assistance  needed  to  adapt  the  workshop's  operations  to 
producing  a  product  or  performing  a  service  for  the 
government.  The  National  Industries  for  the  Blind  has 
performed  these  functions  for  the  blind  workshops  for  the  past 
thirty-five  years.  To  help  the  workshops  for  the  other  severely 
handicapped  to  meet  these  challenges,  the  Committee  sought 
the  assistance  of  several  national  agencies  serving  the  other 
severely  handicapped.  In  October,  1974,  the  Committee 
designated  the  National  Industries  for  the  Severely 
Handicapped  (NISH)  as  a  central  nonprofit  agency.  NISH  and 
the  National  Industries  for  the  Blind  (NIB)  are  the  central, 
non-profit  agencies  with  which  the  Committee  deals  in  admin- 
istering the  expanded  program. 

My  staff  consists  of  eight  people.  We  are  responsible  for 
developing  recommendations  and  proposals  for  consideration  by 
the  Committee.  We  supervise  the  selection  and  assignment  of 
new  commodities  and  services,  assist  in  establishing  the  fair 
market  price  and  reviewing  price  changes,  verify  the 
qualifications  of  workshops  and  monitor  their  performance,  and 
serve  as  a  key  link  between  the  CNA's,  representing  the 
workshops,  and  the  federal  government  in  expanding  this 
program  and  resolving  production  problems. 

The  Procurement  List,  which  designates  those  commodities 
and  services  which  must  be  procured  from  workshops,  includes, 
in  catalog  format,  such  information  as  item  descriptions, 
ordering  instructions,  and  packing  and  shipping  data.  It  is 
published  each  January,  contains  quarterly  consolidated 
changes,  and  is  particularly  useful  to  procuring  activities 
throughout  the  government  for  ordering  items  on  the  list. 
Nearly  10,000  copies  of  each  issue  are  distributed  to  about  3,500 
different  government  activities  throughout  the  United  States 
and  overseas.  All  of  the  items  on  the  list  are  already  assigned  to 
one  or  more  workshops  for  provision  to  the  government. 

Another  of  the  Committee's  functions  is  to  determine  the  fair 
market  price  for  items  on  the  Procurement  List  and  adjust  the 
prices  as  market  conditions  change.  Historically,  the  blind 
workshops  have  prided  themselves  on  giving  a  dollar's  worth  of 
product  for  each  dollar  received  from  the  government  under 
this  program.  The  Committee  has  continued  that  philosophy  in 
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its  pricing  policies  under  the  new  Act. 

In  general,  the  fair  market  price  is  determined  by  considering 
the  range  of  bids  received  as  the  result  of  the  most  recent 
solicitation  for  the  particular  commodity  or  service.  If  the  price 
recommended  by  the  central  nonprofit  agency  does  not  exceed 
the  average  of  those  bids,  it  is  considered  a  fair  market  price. 
Thus,  a  fair  market  price  is  one  that  is  generally  competitive.  It 
is  not  intended  as  a  subsidy. 

During  fiscal  year  1974,  workshops  sales  to  the  federal 
government  amounted  to  just  over  $30  million.  This  represents 
employment  for  some  4,800  blind  and  other  severely 
handicapped  individuals.  The  blind  had  the  bulk  of  the  sales  and 
employees.  There  are  sixty-three  blind  workshops  producing  in 
this  program.  Over  the  past  three  years,  fifty-one  groups  of 
commodities  or  services  for  workshops  serving  the  other 
severely  handicapped  have  been  added.  These  additions  have 
an  estimated  annual  sales  value  of  $6.5  million  and  are  spread 
through  thirty-nine  severely  handicapped  workshops.  We  need 
to  double  these  figures  in  the  next  four  or  five  years  if  we  are 
to  begin  to  meet  the  needs  of  the  severely  handicapped  who  are 
employed  in  sheltered  workshops. 

Although  this  program  has  a  social  purpose,  it  is  run  on  a 
self-help,  business-like  basis.  The  legislative  history  leading  to 
the  passage  of  the  original  Wagner-O'Day  Act  makes  it  clear 
that  it  was  intended  that  the  relationship  with  the  workshops 
be  on  such  a  basis.  When  an  item  is  placed  on  the  Procurement 
List,  the  workshop  in  most  cases  becomes  the  sole  supplier  to 
the  government  for  the  commodity  or  service  involved.  It  must 
be  responsive  in  meeting  the  government's  quality  standards 
and  delivery  schedules  in  order  to  ensure  an  uninterrupted 
supply  or  service  support. 

Our  program  is  one  of  several  social  programs  that  the 
government  has.  Probably  the  most  prominent  of  the  others  is 
the  Small  Business  Administration's  Section  8(a)  Program, 
which  is  designed  to  encourage  minority  business  enterprise.  It 
is  one  with  which  we  interface  almost  daily.  The  Committee  has 
adopted  a  policy  not  to  disrupt  an  ongoing  Section  8(a) 
program.  However,  it  does  recognize  the  priority  that  the 
Wagner-O'Day  Act  gives  the  workshops,  and  it  intends  to 
ensure  that  the  workshops  obtain  the  benefits  that  the  law 
clearly  gives  them. 

The  Act  is  quite  explicit  about  the  requirements  for 
qualification  for  this  program.  It  sets  up  certain  priorities  that 
must  be  followed.  The  courts,  as  the  result  of  a  lawsuit  brought 
against  the  old  Blind-Made  Products  Committee,  have  placed 
certain  requirements  on  the  committee.  This  suit  was  the 
Balarena-Pen  Case.  I  keep  a  copy  of  it  in  my  desk  because 
nearly  every  action  I  take  is  governed  by  Judge  Tam's  rulings 
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in  that  case.  These  legal  requirements  have  added  to  the 
complexity  of  obtaining  approval  to  produce  a  product  or 
provide  a  service  under  this  Act.  We  recognize  this,  and  we  are 
going  to  do  everything  we  can  to  streamline  these  requirements 
and  make  them  as  painless  to  you  as  we  can.  However,  there 
are  certain  mimimums  that  we  must  maintain  and  are  required 
by  law  to  meet.  These  sessions  are  designed  to  help  you  to 
understand  better  how  you  can  participate  and  how  NISH  or 
NIB  can  assist  you  in  getting  additional  work  through  our 
program.  We  are  looking  forward  to  obtaining  the  Committee's 
approval  of  items  for  the  workshops  you  represent  and  to  your 
successful  participation  in  our  program. 


NISH  -  A  CENTRAL,  NON-PROFIT  AGENCY 

FOR  RESEARCH,  ENGINEERING,  AND 
TECHNICAL  ASSISTANCE  FOR  WORKSHOPS 

Claude  Whitehead 

The  1971  amendments  opened  up  new  horizons  for  those 
workshops  that  are  serving  the  other  severely  handicapped,  but 
tney  failed  to  provide  a  mechanism  through  which  there  could 
be  a  concentrated,  consolidated  activity  as  a  counterpart  of 
National  Industries  for  the  Blind  (NIB),  which  serves  the  blind 
workshops.  The  designation  of  six  Central  Nonprofit  Agencies 
(CNA)  to  serve  this  other  group  seemed  like  a  good  idea  at  the 
time,  but  although  a  few  of  the  central  agencies  were  able  to 
move  with  reasonable  effectiveness,  it  is  now  generally  con- 
ceded that  this  type  of  operation  was  not  an  effective  mechan- 
ism. In  1973,  the  Central  Nonprofit  Agencies  involved  decided 
that  a  consolidated  single  organization  was  required  in  order  to 
provide  the  extensive  research  and  product  development  nec- 
essary to  identify  feasible  products  and  services  and  the  tech- 
nical assistance  services  so  necessary  to  convert  the  workshops 
from  subcontracting  to  prime  manufacturing. 

More  than  a  year  went  into  the  planning  of  NISH.  The  major 
activity  involved  the  coalescing  of  the  national  organizations 
and  arriving  at  standard  agreement  about  funding,  the  organi- 
zational structure,  and  the  relationship  to  the  central,  national 
organizations.  There  were  other  pressures  placed  on  the 
national  organizations  to  consolidate  their  efforts  and  organize 
NISH.  The  Statutory  Committee  was  attempting,  with  a  very 
small  staff,  to  meet  the  needs  of  the  six  central  agencies  that 
were  moving  in  different  directions.  The  government  procuring 
activities  were  also  being  besieged  by  wide-ranging  requests 
from  the  staffs  of  national  agencies  attempting  to  represent 
their  membership. 

Out  of  all  this  confusion  and  fragmentation,  and  through  the 
urging  of  the  congressional  committee  charged  with  the 
oversight  for  the  Wagner-O'Day  program,  NISH  was  born 
through  a  grant  from  the  Rehabilitation  Services  Administra- 
tion. The  birth  took  place  in  June  1974  with  formal  incorpora- 
tion and  later  with  the  establishment  of  the  initial  Board  of 
Directors.  The  six  Central  Non-profit  Agencies  originally 
involved  in  Wagner-O'Day  programming  became  the  basic 
Board  of  Directors,  and,  in  addition  to  this  group,  representa- 
tives were  selected  from  other  national  organizations 
representing  the  interests  of  the  handicapped  and  the  regions 
of  the  country  and  the  various  technical  skills  required  by  the 
NISH  operation.  The  Board  met  monthly  for  the  first  several 
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months  but  currently  meets  quarterly,  the  Executive 
Committee  meeting  being  held  between  meetings  to  administer 
the  affairs  of  the  corporation,  which  is  very  similar  in  function 
and  operation  to  the  average  sheltered  workshop;  that  is,  the 
Board  of  Directors  serves  as  an  advisory  group,  estabhshes 
policy,  and  hires  the  executive  to  administer  the  policies  and 
programs  adopted  by  it. 

The  funding  of  the  NISH  program  has  been  critical.  The 
Rehabilitation  Services  Administration  has  always  been  suppor- 
tive of  NISH  and  from  the  beginning  has  encouraged  the 
development  of  a  consolidated  grant  application.  In  1972,  RSA 
suggested  that  it  had  a  commitment  to  a  five-year  funding  of 
the  operation  of  the  centralized  structure,  but,  in  order  to 
receive  the  federal  grant,  the  national  organizations  would  be 
required  to  develop  a  coalition,  which  was  finally  achieved. 
Several  drafts  of  the  grant  application  were  developed,  revised, 
and  resubmitted  until  the  project  was  finally  approved  in  April, 
1974.  The  initial  year  budget  began  with  a  funding  level  of 
$360,000,  and,  as  the  project  proposal  was  revised,  the 
operating  budget  was  reduced  to  $220,000,  finally  being 
approved  at  $200,000  for  the  initial  year.  In  the  first  year,  no 
matching  funds  were  required  because  federal  regulations 
permitted  the  use  of  volunteer  services  provided  by  the  Central 
Nonprofit  Agencies  and  other  board  members  as  in-kind 
matching  for  the  grant.  Unfortunately,  in  the  second  year  of  the 
project  proposal,  federal  regulations  require  cash  matching 
rather  than  in-kind  matching.  This  means  that  NISH,  with  an 
operation  budget  of  $443,000,  must  provide  more  than  $126,000 
in  matching  funds  because  the  federal  share  is  limited  to 
$316s500. 

The  projections  of  NISH  operation  over  the  next  five  years 
indicate  continued  growth  in  federal  funding  for  the  next  year 
and,  beyond  that  time,  a  gradual  decline  in  federal  funding,  the 
additional  funds  being  developed  out  of  commissions  that  are 
paid  by  the  workshops  for  Wagner-O'Day  contracts.  The  federal 
government  allows  a  4  percent  amount  in  the  fair  market  price 
established  to  be  used  for  underwriting  the  cost  of  operating 
the  NISH  program  of  technical  assistance  and  product  develop- 
ment. NIB  has  been  using  this  source  of  income  for  the  past 
several  years  and  currently  has  a  projected  commission  income 
of  $1.6  million.  We  expect  that  the  NISH  operation  will  grow 
rapidly  over  the  next  five-year  period  and  by  the  end  of  the  five 
years  that  more  than  $20  million  in  federal  government 
commodities  and  services  will  be  sold  by  workshops  through 
the  NISH  operation. 

If  the  first  year  of  operation  is  any  indication  of  the  long- 
range  needs,  we  expect  that  the  federal  funds  and  commission 
earnings   will    not    be    adequate    to    meet    the    needs    of    the 
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workshops  because  of  the  overwhelming  response  by  tne  work- 
shops and  the  appeals  for  assistance,  the  response  of  the 
workshops  far  exceeded  our  expectations.  We  originally 
projected  an  involvement  of  twenty  to  thirty  workshops  in  our 
first  year  and  an  additional  forty  to  fifty  workshops  in  our 
second  year.  But  early  in  the  second  year  we  have  found 
ourselves  with  more  than  100  workshops  in  the  process  of  deve- 
loping a  commodity  or  service  for  production.  This  group  is  in 
addition  to  the  thirty-two  workshops  already  producing  under 
the  Wagner-O'Day  program  at  the  beginning  of  the  year.  This 
group  has  already  grown  to  thirty-nine  workshops  producing  an 
estimated  $6.3  million  in  government  sales  annually.  We  expect 
that  an  additional  sixty  to  seventy  shops  will  join  that  group 
over  the  next  year  or  two. 

At  this  point  we  would  like  to  provide  you  with  a  general 
description  of  the  NISH  service  system  so  that  you  can  under- 
stand the  type  of  services  that  might  be  available  from  the 
staff,  the  sequence  of  activities,  and  the  allocation  of  work 
within  the  technical  staff. 

Although  NISH  was  incorporated  in  June  1974,  the  process  of 
staffing  was  a  long  series  of  scheduling  of  staff  additions  over 
the  next  nine  months.  The  first  challenge  was  to  find 
experienced  staff  that  could  meet  the  job  descriptions  develop- 
ed in  the  NISH  program.  The  first  technical  staff  was  hired  in 
August,  1974,  and  these  two  individuals,  a  resource  develop- 
ment specialist  and  a  product  development  specialist,  began 
work  on  developing  systems  and  information  kits  and  planning 
for  a  nation-wide  services  delivery  program.  The  original 
central  nonprofit  organizations  continued  to  be  responsible  for 
the  workshops  that  they  had  developed  in  the  Wagner-O'Day 
system,  and  NISH  found  it  necessary  to  develop  its  own  group 
of  capable  qualified  workshops.  In  addition,  NISH  had  the  task 
of  researching,  developing,  and  identifying  feasible  commodi- 
ties and  services  that  could  be  produced  by  the  capable  work- 
shops which  we  identified. 

Administrative  problems  further  delayed  the  hiring  of  addi- 
tional staff,  and  it  was  not  until  March  1975  that  we  were  able 
to  add  the  engineering  and  technical  staff  that  were  so  essential 
to  balancing  the  research  and  development  activities.  With  the 
hiring  of  the  engineering  and  technical  staff  in  March  also  came 
the  transfer  of  a  large  number  of  commodities  and  services 
from  other  Central  Nonprofit  Agencies  and  the  transfer  of  a 
substantial  number  of  certified  workshops.  This  action  took 
place  because  of  the  mandate  of  the  Statutory  Committee  to 
have  NISH  begin  moving  forward  effectively  in  expanding  the 
iparticipation  of  sheltered  workshops  in  the  Wagner-O'Day  pro- 
gram. The  workshops  and  the  commodities  and  services  that 
were  transferred  to  NISH  represented  those  for  which  there 
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was  no  current  active  involvement  with  a  Central  Nonprofit 
Agency.  In  other  words,  these  were  items  and  workshops  that 
were  in  a  somewhat  inactive  stage  with  their  own  Central 
Nonprofit  Agency. 

NISH  now  has  a  staff  of  some  twelve  people  that  includes 
both  engineering  and  research  staff.  We  have  among  our 
technical  group  men  with  experience  in  manufacturing  and 
engineering  and  staff  members  with  expertise  in  the  areas  of 
federal  government  procurement  and  research  and  accounting. 
The  development  of  products  and  services  and  the  technical 
assistance  program  requires  a  wide  variety  of  technical  exper- 
tise. In  addition  to  the  above  staff,  we  have  lined  up  a  group  of 
technical  consultants  with  expertise  in  other  areas  of  workshop 
production,  or  special  areas  such  as  textile  production,  electro- 
nics, wood  products,  and  similar  areas  in  which  there  is  a 
concentration  of  workshop  items.  We  expect  to  expand  our 
consultant  group  further  as  the  budget  permits  and  we  identify 
additional  commodities  and  services  for  which  consultants  can 
be  used  effectively.  Expansion  will  also  depend  on  the  availabil- 
ity of  capable,  experienced  technicians. 

The  designing  of  the  staffing  of  NISH  has  been  a  very 
challenging  experience.  In  our  general  staffing  plan,  we  were 
able  to  use  the  model  which  NIB  has  used  over  the  past 
thirty-six  years  or  so,  but  after  designing  our  basic  model  after 
NIB,  we  discovered  that  major  refinements  were  necessary 
because  of  the  special  kinds  of  capability  of  the  workshops  and 
because  of  the  involvement  of  regional  and  state  associations  in 
the  development  of  commodities  and  services  through  work- 
shops. In  effect,  we  found  that  NISH  could  not  operate  a 
program  exclusively  from  a  central  office  but  would  find  it 
necessary  to  supplement  its  services  through  the  operation  of 
regional  or  state  offices.  As  you  probably  know  there  are  many 
models  of  state  and  regional  programs,  and  to  date  there  have 
been  more  failures  than  successes  in  the  staffs  of  state  and 
regional  offices  of  workshop  associations. 

it  might  be  properly  stated  that  NISH  had  a  year  of 
development,  planning  and  staffing,  and  on  April  1  A^e  began  to 
move  out  with  services  delivery  and  active  pursuit  of 
commodities  and  services  with  identified  workshops.  In  our 
report  on  the  first  year's  activity,  we  indicate  that  during  the 
first  year  we  identified  commodities  and  services  that  appeared 
to  have  feasibility  for  production  by  sheltered  workshops  and 
also  identified  workshops  that  appeared  to  have  capability  for 
producing  commodities  and  services  under  the  Wagner-O'Day 
program. 

Service  delivery  in  our  second  year  is  not  expected  to  meet 
the  total  demands  of  workshops  in  terms  of  the  number  of 
shops  seeking  participation  in  the  Wagner-O'Day  program.  As 
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all  of  you  are  aware,  the  downturn  in  the  economy  has  caused 
the  workshops  to  lose  millions  of  dollars  in  subcontract  work, 
and,  as  a  consequence,  we  have  a  steady  flow  of  inquiries  and 
requests  from  workshops  for  participation  in  the  Wagner-O'Day 
program.  In  planning  our  staff  time  allocation  in  the  second 
year,  we  have  attempted  to  provide  a  balance  between  the 
central  research  and  development  of  commodities  and  services, 
an  analysis  of  capability  information,  and  the  provision  of 
technical  assistance  to  sheltered  workshops  through  site  visits. 
We  have  also  attempted  to  allocate  a  portion  of  our  time  to 
conducting  seminars  and  institutes  such  as  this  one  because  we 
see  the  need  for  providing  detailed  information  to  workshops  on 
the  basic  procedures  for  producing  commodities  and  services 
for  the  federal  government  under  the  Wagner-O'Day  program. 
The  current  scheduling  of  the  staff  time  and  allocation  percen- 
tages amounts  to  approximately  65  percent  of  staff  time  to 
research  and  development  of  commodities,  25  percent  to  site 
visits  and  technical  assistance,  and  10  percent  to  seminars  and 
institutes. 

In  order  to  make  maximum  utilization  of  our  manpower  and 
to  assure  that  proper  consideration  is  given  to  requests  from 
workshops,  we  have  developed  a  system  of  priorities  for 
allocating  staff  time  for  site  visits  and  technical  assistance. 
Under  this  system,  first  priority  is  given  to  workshops  for 
which  we  have  identified  a  specific  commodity  or  a  service.  As 
you  probably  know,  there  is  a  time  limitation  imposed  by  the 
Statutory  Committee  during  which  NISH  and  the  workshop 
must  develop  the  commodity  and  service  for  placement  on  the 
Procurement  List.  This  makes  it  vitally  necessary  that  NISH 
move  effectively  to  complete  the  process  for  those  commodities 
and  services  that  have  been  assigned  to  NISH. 

Priorities  for  Services  to  Workshops 

1.  Workshops  in  advanced  stage  of  developing  commodity  or 
services  (price  proposal  stage) 

Target:  Twenty  workshops  located  in  thirteen  states 

2.  Workshops  with  commodity  or  service  assigned  but 
needing  special  technical  assistance 

Target:  Twenty  workshops 

3.  Workshops  in  areas  with  access  to  local  technical 
assistance  and  other  resources  needed  for  conversion  to 
prime  manufacturing;  e.g.,  capital,  equipment,  buildings 

4.  Workshops  that  exercise  initiative  in  research  of  commodi- 
ties or  services 
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5.  Workshops  in  geographic  areas  with  special  economic 
problems 

6.  Workshops  submitting  capabiHty  information  and  legal 
certification  papers  but  not  qualifying  for  above  priorities; 
selection  on  basis  of  date  of  submission,  earliest  first 

7.  All  other  workshops 

8.  Private  industry  work  for  sheltered  workshops— informa- 
tion and  referral  activities 

1  hope  that  each  of  you  becomes  familiar  with  the  basic  proce- 
dures for  participation  in  Wagner-O'Day  and  especially  with  the 
sequence  of  activity  representing  approximately  twenty  steps 
of  the  process  from  the  beginning  to  the  final  production  for  the 
federal  government  under  Wagner-O'Day.  I  would  like  to  give 
you  an  overview  of  certain  parts  of  these  procedures,  and  later 
we  will  be  reviewing  in  depth  selected  parts  of  the  procedures 
that  we  consider  to  be  the  most  critical. 

We  have  a  standard  requirement  in  our  office  that  no 
commodity  or  service  information  will  be  provided  to  a  work- 
shop until  that  shop  has  taken  the  preliminary  steps  in  Wagner- 
O'Day.  In  case  you  are  not  familiar  with  procedures,  the  first 
step  pertains  to  the  legal  certification  of  elibigility.  Note  that  I 
emphasize  the  eligibility  rather  than  the  qualification.  Your 
workshop  can  be  legally  eligible  to  participate  in  the 
W  agner-O'Day  program,  but  not  qualified  or  capable.  There  are 
more  than  2,000  workshops  in  the  United  States  that  are  legally 
eligible  to  participate  in  the  Wagner-O'Day  program,  but  we 
have  some  question  about  whether  more  than  20  or  30  percent 
are  feasible  for  participation  in  the  Wagner-O'Day  program.  In 
other  words,  we  have  some  question  as  to  whether  they  could 
quahfy  for  producing  an  item  because  of  their  current  industrial 
operating  experience  or  their  level  or  type  of  operation. 

The  second  type  of  preliminary  activity  in  NISH  is 
submitting  the  inventory  of  capability.  Capability  evaluation 
will  be  discussed  later,  but  let  me  simply  summarize  by  indicat- 
ing to  you  that  the  questionnaire  is  our  first  reference  to  give 
us  an  indication  of  your  potential  for  participation'  in  the 
Wagner-O'Day  program.  We  have  collected  and  evaluated 
nearly  300  inventories  of  capability  to  date,  and  out  of  that 
group  we  have  made  the  determination  that  about  one-third  are 
capable  of  immediate  participation  in  the  Wagner-O'Day  pro- 
gram. 

The  preliminary  steps  are  very  small  steps  in  comparison  to 
the  next  step,  which  is  to  identify  a  commodity  or  service  that 
is   feasible    for   the   workshop   to   produce.    This    is    the    most 
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difficult  task  that  faces  the  NISH  staff  on  a  daily  basis.  We  are 
unable  to  determine  from  the  current  record  of  performance  of 
the  typical  sheltered  workshop  just  what  kind  of  commodity  or 
service  it  is  capable  of  producing,  because  m  most  instances  the 
workshop  experience  has  been  limited  to  sub-assembly,  simple 
packaging  and  fabricating,  and  has  involved  no  real  manufac- 
turing experience.  This  makes  the  task  of  NISH  very  difficult. 

The  task  of  identifying  a  feasible  commodity  or  service  for 
production  is  also  complicated  by  another  facet  of  government 
production.  The  workshop  may  have  the  capability  for 
producing  a  given  item,  but  this  item  may  already  be  set  aside 
for  production  by  a  workshop  for  the  blind,  or  it  may  already  be 
under  production  by  the  Federal  Prison  Industries,  both  of 
which  have  priority  in  the  production  of  commodities  and 
services.  In  other  words,  we  must  select  a  commodity  or  service 
that  has  in  effect  been  rejected  by  NIB  and  by  FPI,  and  we  find 
in  many  instances  that  this  kind  of  selection  process  means  that 
we  wind  up  with  items  that  are  not  feasible  for  production  by 
NISH  workshops.  However,  in  spite  of  this  barrier,  we  have 
identified  a  large  number  of  items  that  are  feasible  for  the 
production  by  workshops  for  the  other  severely  handicapped. 
Our  research  report  suggests  that  this  group  has  a  potential  for 
thirty  to  forty  million  dollars  which  we  hope  to  develop  over  the 
next  few  years. 

The  process  of  developing  an  identified  commodity  or  service 
is  a  complicated  activity  strewn  with  government  red  tape.  Our 
staff  devotes  a  very  substantial  amount  of  its  time  to  gathering 
data  and  transmitting  forms  and  preparing  reports  and 
proposals  to  the  Statutory  Committee  representing  the  federal 
government.  There  are  various  processes  for  developing  price 
proposals  under  which  the  workshop  begins  with  analyzing  the 
specifications  and  the  samples  and  determining  the  feasibility  of 
producing  that  particular  item  and  then  moves  from  the  stage 
of  feasibility  determination  to  evaluating  and  analyzing  the 
costs  of  the  production  and  the  various  requirements  in  terms 
of  equipment,  space,  capital,  and  manpower.  These 
requirements  often  represent  a  stumbling  block  for  the 
sheltered  workshops.  Many  workshops  are  not  accustomed  to 
having  to  raise  thousands  of  dollars  in  investment  capital  with 
which  to  buy  raw  materials  and  equipment  necessary  to 
produce  the  items.  Under  a  subcontracting  program,  the 
sheltered  workshop  is  not  required  to  provide  the  raw 
materials.  These  are  furnished  by  the  contractor.  In  doing 
business  with  the  federal  government,  the  workshop  must 
provide  the  components  and  raw  materials  and  sell  the  finished 
item  to  the  federal  government.  The  exception  to  this,  of 
course,  is  in  the  service  area,  which  will  be  explained  later. 
A  detailed  analysis  of  the  paperwork  requirements  will  be 
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presented,  and  we  will  walk  through  the  paper  jungle  of 
Wagner-O'Day.  I  am  sure  that  this  activity  will  not  come  as  a 
surprise  because  you  are  accustomed  to  developing  federal 
grant  proposals,  reporting  on  the  federal  wage  and  hour 
program  for  your  certificates,  and  reporting  to  the  state 
rehabilitation  agency  about  client  services.  In  order  to  make  a 
system  work,  there  are  requirements  for  controls  to  assure 
proper  administration,  and  paper  work  is  an  inevitable 
necessity. 

Let  me  explain  our  strategy  and  system  for  matching  up 
identified  commodities  and  services  with  identified  capable 
workshops.  We  select  a  group  of  workshops  that  appear  to  have 
capability  for  producing  a  type  or  group  of  items  or  services, 
and  then  we  attempt  to  match  these  workshops  with  the  group 
of  commodities  and  services  that  we  have  identified.  The 
matching  process  involves  selecting  a  group  of  items  and 
commodities  that  seem  feasible  for  production  and  selecting 
workshops  that  seem  to  have  capability  for  producing  the 
identified  commodities  or  services.  As  we  are  able  to  move 
these  groups  of  shops  and  items  towards  production  and 
fruition,  then  we  can  pick  up  another  group  of  items  and  work- 
shops and  begin  working  with  them.  Sometimes  we  will  take  a 
few  workshops  within  a  state,  as  we  did  with  the  Michigan 
group  and  with  some  in  New  York  and  California  and  the 
Northwest,  and  we  will  move  these  as  a  group  through  the 
process  one  at  a  time.  One  staff  member  is  assigned  the 
primary  responsibility  for  supervising  and  coordinating  the 
developmental  activities  for  a  specific  workshop,  each  assign- 
ment beginning  with  the  period  of  time  when  a  specific  service 
or  commodity  is  referred  to  that  workshop  for  development  and 
ending  when  that  workshop  has  the  commodity  or  service 
successfully  approved  for  production  and,  in  fact,  is  in 
production  with  that  particular  commodity  or  service.  This 
process  means  that  we  have  one  person  with  prime  responsibili- 
ty to  which  the  workshop  will  relate  in  the  developing  of  a 
commodity  rather  than  attempting  to  have  them  contact 
several  members  with  no  one  having  the  primary  responsibility. 

The  number  of  site  visits  developed  by  the  NISH  staff  will 
vary  according  to  the  type  of  item.  In  all  cases,  we  expect  that 
there  will  be  a  site  visit  by  NISH  staff  or  by  our  consultants 
prior  to  our  making  the  referral  of  a  commodity  or  service  for 
development  by  the  workshop.  In  some  cases  in  which  the 
workshop  has  developed  its  own  commodity  or  service,  we 
would  make  an  exception,  but  before  the  item  is  proposed  for 
the  Procurement  List,  there  would  be  at  least  one  site  visit. 
When  NISH  is  fully  operational,  we  expect  that  there  will  be 
three  types  of  site  visits  to  the  workshops.  These  would  involve 
the  initial  site  visits  to  verify  capability  and  attempt  to  identify 
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general  areas  of  competence  by  the  workshop.  The  second  trip 
would  involve  a  visit  to  the  workshop  to  explore  the  feasibility 
of  that  particular  workshop  producing  a  specific  selected 
commodity  or  service.  This  would  involve  an  evaluation  of 
specific  controls  and  space  requirements,  equipment  and  capital 
development  capabihty  of  the  workshop  itself  in  regard  to  that 
particular  item.  We  have  so  far  found  that  some  30-40  percent 
of  the  workshops  that  appear  to  be  capable  are  determined  not 
to  have  feasibility  of  production  for  the  particular  items  that 
have  been  referred  to  it.  We  expect  that  this  rate  of  failure  or 
lack  of  success  with  the  workshop  will  be  reduced  to  around 
15-25  percent  as  we  gain  more  experience  and  are  able  to  get 
more  staff  evaluating  workshop  capability. 

The  third  trip  to  the  workshop  is  the  pre-production 
visitation  in  which  the  workshop  develops  its  final  cost  data, 
reviews  it  with  the  consultant,  and  begins  making  plans  for 
setting  up  and  producing  the  particular  item.  We  feel  that  all 
three  trips  are  extremely  important,  and,  wherever  possible, 
NISH  will  be  making  these  trips.  However,  we  are  finding  that, 
because  of  the  limitations  of  our  budget  and  the  restrictions  in 
staffing  time,  it  will  not  be  possible  for  these  three  trips  to  be 
made  to  all  of  the  workshops.  This  means  that  the  workshop 
itself  will  need  to  generate  its  own  technical  resources  and 
assistance  within  the  community  or  through  the  state  agency  or 
other  resources. 

The  sequence  of  activity  is  not  always  the  same,  but  in  most 
cases  the  workshop  begins  developing  a  commodity  once  it  has 
been  determined  that  the  shop  is  capable.  It  then  makes  a 
feasibility  determination  and  develops  costing  estimates,  and 
then,  through  NISH  help,  the  formal  price  proposal  goes  into 
the  Statutory  Committee. The  Committee  approves  the  Fair 
Market  Price,  and  later  the  formal  action  is  taken  for  the 
placement  of  that  item  on  the  Procurement  List.  Following  this, 
the  federal  government  is  advised  that  when  it  orders  that 
specific  identified  commodity  or  service  it  must  order  that 
service  or  commodity  through  NISH  and  from  the  designated 
workshop.  That,  in  brief,  is  the  Wagner-O'Day  program  in 
sequence. 

During  this  conference,  we  expect  to  provide  you  with  a 
crash  program  in  the  "nuts  and  bolts"  of  Wagner-O'Day 
production.  We  will  be  presenting  specific  information  on  the 
techniques  of  developing  commodities  or  services,  on  costing  of 
production,  on  the  record  keeping  requirements,  and  on  other 
requirements  of  pertinent  laws.  We  will  be  giving  you 
suggestions  about  how  to  develop  resources,  evaluate  your 
capabihty,  and  determine  the  feasibility  of  the  production  of 
selected  specific  commodities  or  services.  We  will  be  providing 
you    with    information    on   the    development    of    services    and 
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making  a  comparison  between  the  requirements  for  producing 
services  and  the  requirements  for  producing  commodities  so 
that  you  will  be  in  a  position  to  make  the  determination  about 
the  most  feasible  approach. 

In  attempting  to  design  the  conference,  we  have  tried  to  keep 
in  mind  the  very  practical  technical  requirements  of  the 
Wagner-O'Day  program  so  that,  as  we  provide  you  with 
technical  information  regarding  the  process  and  procedure  for 
developing  a  Wagner-O'Day  item,  there  is  some  conversion 
possibility  for  developing  other  non-government  items.  For 
example,  as  costing  techniques  are  discussed,  we  expect  that 
this  kind  of  information  will  be  helpful  to  you  in  evaluating  the 
feasibility  of  producing  for  private  industry  in  subcontract  or 
prime  manufacturing  or  for  evaluating  a  state  set-aside  item  for 
production  in  your  workshop. 

We  have  made  every  effort  to  outline  the  critical  parts  of 
production  for  the  federal  government  under  the 
Wagner-O'Day  program  so  that  you  can  be  better  equipped  to 
help  yourself  in  moving  forward  with  the  development  of  a 
specific  commodity  or  service.  If  our  staff  is  effective  in  its 
training  session,  you  can  develop  these  commodities  or  services 
with  less  assistance  from  them,  and  this  will  permit  us  to 
extend  our  services  to  other  workshops  and  devote  more  time 
to  commodity  research  and  development. 

Our  staff  has  also  put  together  a  resource  folder  for  your  use. 
Some  of  you  will  take  these  materials  back  to  your  workshop 
and  place  them  on  a  shelf  to  gather  dust.  I  suggest  that  there  is 
a  strong  possibility  that  your  workshop  will  never  become 
involved  in  producing  under  Wagner-O'Day  unless  you  are 
willing  to  invest  the  time  in  reviewing,  analyzing,  and  digesting 
the  materials  provided  to  you.  These  can  be  a  very  valuable 
resource  in  developing  a  commodity  or  service  and  getting 
answers  to  specific  questions.  You  will  have  to  decide  whether 
you  are  really  going  to  dedicate  yourselves  to  going  after 
Wagner-O'Day  or  assume  that  it  is  too  difficult  and  decide  to 
stay  with  sub-contract  work  that  causes  your  contract 
procurement  man  to  have  to  go  out  every  thirty,  sixty,  or 
ninety  days  and  gather  up  some  new  work. 

We  have  had  people  in  workshops  say,  "Why  should  we  go 
through  all  that  red  tape?"  It  is  very  simple.  Wagner-O'Day  is 
not  a  panacea.  It  is  a  base  of  work  that  will  help  you  diversify 
your  operation.  It  will  bring  you  into  a  more  complex 
manufacturing  process  that  will  better  prepare  your  clients,  the 
handicapped  people  you  serve,  for  competitive  industry.  They 
will  go  out  of  the  shop  with  a  better  wage  rate.  Their  entry 
level  into  competitive  industry  will  be  at  a  better  wage  rate. 
We  think  for  that  reason  that  Wagner-O'Day  is  worthwhile. 
More  important,  keep  in  mind  that  once  you  get  a  contract  and 
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can  continue  to  produce,  as  long  as  the  federal  government 
buys  the  item,  they  have  to  buy  it  from  you.  Essentially, 
Wagner-O'Day,  then,  is  a  matter  of  going  through  the  process 
to  get  long-range  work  and  annual  procurement. 

The  NIB  people  who  are  here  will  tell  you  that  GSA  did  not 
buy  as  much  this  year.  But  the  rest  of  you  who  are  here  know 
that  across  the  country  millions  of  dollars  in  work  were  lost  by 
workshops  with  sub-contracts  from  private  industry  as  the 
economy  experienced  a  downturn.  I  am  suggesting  that  federal 
government  purchase  reductions  were  not  nearly  so  great  as 
private  industry.  In  a  later  session  you  will  hear  of  the  success 
story  as  well  as  the  problems. 

Through  the  efforts  of  the  original  central  (national)  agencies 
that  preceded  NISH,  workshops  were  -  able  to  get  into 
production  under  the  Wagner-O'Day  program.  Wagner-O'Day  is 
working,  but  the  success  is  going  to  be  dependent  on  many 
factors.  NISH  must  have  greater  resources  (staff  and  funding) 
if  it  is  to  help  the  workshops.  Thirty-nine  workshops  are 
producing,  but  ten  times  as  many  are  seeking  to  become 
involved. 

There  are  five  critical  stages  to  Wagner-O'Day  for  the 
workshop:  (1)  capability  determination,  (2)  commodity  or 
service  research  and  identification,  (3)  feasibility  studies/analy- 
sis and  requirements  determination,  (4)  costing  and  pricing  of 
the  commodity  or  service,  and  (5)  production  of  the  commodity 
or  service  (after  approval).  These  crisis  stages  require  the  best 
efforts  possible  from  NISH  and  the  workshop.  If  your  workshop 
is  successful  in  getting  into  Wagner-O'Day,  it  will  need  to 
develop  resources— capital,  manpower,  and  staff— and  provide 
intensive  attention  to  the  development  work.  NISH  will  work 
to  develop  better  funding  for  techrecal  services  and  for 
engineering  and  research.  It  will  work  through  its  board  and 
the  statutory  committee  to  develop  better  systems  and 
procedures. 

Wagner-O'Day  participation  may  not  be  in  your  immediate 
future,  but  it  should  be  a  long-range  goal  that  will  be  attainable 
for  several  hundred  workshops  and  will  provide  new  jobs  for 
thousands  of  severely  handicapped  persons. 
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MATCHING  GOVERNMLNT 
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FIVE  CRITICAL  STAGES  IN  SELLING 
TO  THE  FEDERAL  GOVERNMENT 

Claude  Whitehead 

Over  the  past  four  years,  since  the  passage  of  the  1971 
amendment  to  the  Wagner-O'Day  program,  a  large  number  of 
workshops  has  attempted  to  become  involved  in  the  process  of 
selling  commodities  and  services  to  the  Federal  Government 
under  the  Wagner-O'Day  program.  The  failure  rate  has  been 
extremely  high  with  sheltered  workshops  in  the  Wagner-O'Day 
program  because  of  the  complexity,  the  red  tape  requirements, 
and  the  lack  of  functional  procedures  and  processes  in  some 
instances;  and,  more  important,  the  failure  has  occurred 
because  the  sheltered  workshop  is  entering  into  a  new  world  of 
prime  manufacturing  rather  than  the  traditional  process  of 
industrial  work  in  the  workshop  in  which  there  is  subcontract 
work,  involving  assembly  of  components,  or  services  provided 
for  industry  or  business. 

The  first  critical  stage  in  the  Wagner-O'Day  process  occurs  at 
the  stage  of  attempting  to  determine  the  specific  capability  of 
the  workshop  in  terms  of  production  of  commodities  and  ser- 
vices for  the  Federal  Government,  or,  in  another  approach, 
making  a  judgment  of  the  workshop's  potential  for  prime 
manufacturing  or  prime  contracting  on  the  basis  of  its  past 
experience  and  its  current  assets.  The  process  of  evaluation  of 
workshop  capability  and  the  determining  of  the  general  types  of 
commodities  or  services  that  might  be  feasible  for  production 
by  a  workshop  will  be  reviewed  later.  This  process  is  one  that 
combines  a  self-evaluation  of  the  workshop  staff,  evaluation  by 
the  NISH  staff  on  the  basis  of  technical  information  submitted 
in  the  questionnaire,  and  a  determination  of  capability  based  on 
an  assessment  by  an  independent  engineer  or  workshop 
consultant. 

We  frequently  have  the  workshop  writing  to  us  indicating 
that  they  have  an  interest  in  becoming  involved  in  the 
Wagner-O'Day  program,  but  without  giving  us  any  clue  about 
the  general  area  in  which  they  may  have  an  interest  or  a 
capability.  In  many  cases,  the  capability  information  that  is 
submitted  does  not  provide  the  necessary  clues  because  it  fails 
to  reflect  any  previous  experience  in  manufacturing  a  specific 
commodity  or  service,  but  usually  indicates  that  the  workshop 
work  has  been  limited  to  some  form  of  reasonably  simple 
industrial  work. 

This  stage  is  further  complicated  by  the  shortage  of  technical 
assistance  funds  on  the  part  of  NISH  or  the  state  agency.  The 
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funds  are  necessary  to  finance  a  visit  by  a  technician  to  the 
plant  to  view  the  equipment,  facihties,  and  current  work 
activity  of  the  sheltered  workshop  firsthand.  The  capability 
determination  then  becomes  a  process  of  making  projections  or 
judgments  of  capability  on  the  basis  of  very  generalized  data. 
Our  current  estimates  would  show  that  only  one  out  of  four 
workshops  submitting  requests  actually  progresses  to  the  stage 
of  being  determined  as  capable  and  having  a  commodity  or 
service  assigned.  This  experience  suggests  that  the  first  critical 
stage  is  one  that  needs  the  greatest  attention  because  it  is  a 
determinant  of  whether  or  not  the  workshop  moves  into  the 
Wagner-O'Day  process. 

The  second  critical  stage  is  almost  as  difficult.  It  involves  the 
identification  of  a  commodity  or  a  service  that  is  feasible  for 
production  by  a  workshop.  The  process  of  matching  a  capable 
workshop  with  an  identified  commodity  or  service  is  one  in 
which  there  is  a  group  of  workshops  identified  and  a  group  of 
commodities  identified  and  the  technical  staff  works  together  to 
match  these  two.  NISH  uses  various  processes  in  researching 
and  identifying  commodities  and  services  that  appear  to  be 
feasible  for  the  workshop  to  produce.  This  process  is  made 
more  difficult  by  the  higher  priorities  of  Federal  Prison  Indus- 
tries and  National  Industries  for  the  Blind  and  by  the  extensive 
activities  of  the  Small  Business  Administration,  especially  in 
the  minority  business  enterprise  program.  All  three  of  these 
groups  are  competing  for  the  same  type  of  item;  that  is,  one 
which  has  a  high  annual  volume  but  a  low  skill  requirement  and 
a  minimal  requirement  for  capital  investment.  In  a  high 
percentage  of  the  cases,  when  our  staff  identifies  a  commodity 
or  service  that  seems  feasible,  we  find  that  the  item  is  already 
under  development  by  NIB  or  in  process  of  production  by  Small 
Business.  Under  the  Wagner-O'Day  program,  we  cannot 
arbitrarily  take  a  commodity  away  from  a  small  businessman  if 
it  will  injure  his  business.  In  other  words,  we  will  not  be  able  to 
place  that  item  on  the  Procurement  List  if  it  will  mean  taking 
away  a  major  part  of  the  small  businessman's  operating  income. 
The  SBA  Section  8(a)  Minority  Business  Enterprise  program 
has  recently  become  more  active  in  commodity  and'  service 
development.  Although  Wagner-O'Day  has  legislative  priority 
over  SBA,  the  reality  is  that  NISH  cannot  move  in  if  the  8(a) 
program  is  already  moving  toward  the  production  of  an  item. 

Service  and  commodity  identification  therefore  becomes  a 
process  of  searching  through  the  catalogs,  lists,  and  directories 
and  screening  the  Federal  Prison  Industries  catalogs  and  other 
lists  to  identify  those  items  that  may  have  been  overlooked  for 
various  reasons  or  may  be  available  for  production  by  NISH 
shops.  The  search  process  requires  ingenuity,  creativity,  and  a 
substantial    amount    of    patience    and    perseverance    in    the 
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research  of  procurement  information.  Once  the  search  has  been 
completed,  the  workshop  needs  to  have  reasonable  expectation 
that  both  Federal  Prison  Industries  and  National  Industries  for 
the  Blind  will  waive  their  priority  and  permit  NISH  to  develop 
the  items.  In  spite  of  all  the  competition,  NISH  has  been 
successful  in  identifying  a  large  number  of  commodities  and 
services  that  are  in  the  process  of  further  evaluation  in  determi- 
nation of  feasibility.  We  now  have  a  large  number  of  sheltered 
workshops  in  production  and  an  even  greater  number  in  the 
process  of  developing  a  commodity  or  service. 

The  third  critical  step  is  feasibility  determination.  This 
involves  an  analysis  of  the  specification  and  the  sample,  the 
annual  procurement  history,  and  the  overall  data  package  that 
is  collected  and  assembled  by  the  NISH  staff  and  made 
available  to  the  workshop  that  has  been  selected  as  having 
some  capability  for  producing  these  identified  commodities  or 
services.  Later,  we  will  review  for  you  the  feasibility  studies 
and  the  analysis  of  the  specifications  and  provide  you  with 
suggestions  about  the  methods  of  conducting  the  feasibility 
studies.  It  is  extremely  important  that  the  workshop  review  the 
total  requirement  for  producing  a  selected  commodity  or 
service  and  make  the  feasibility  determination  at  an  early  stage 
before  there  is  substantial  investment  of  time  and  money.  This 
is  a  critical  stage  because  it  too  often  results  in  the  workshop 
determining  that  the  space  requirements  or  capital  require- 
ments are  really  in  excess  of  their  own  capability  to  develop 
resources.  In  other  cases,  a  study  of  the  feasibility  may  reveal 
that  the  number  of  jobs  created  will  not  be  sufficient  to  justify 
the  amount  of  time  to  be  invested  or  funds  or  space  or  other 
resources. 

The  fourth  critical  stage  is  the  costing  and  price  analysis. 
Many  of  our  sheltered  workshops  are  accustomed  to  doing  cost 
studies  only  on  the  performance  of  a  given  task  of  subassembly, 
packaging,  collating,  or  processing.  Few  workshops  have  had 
experience  in  the  areas  of  estimating  raw  materials  and  the 
costs  of  setting  up  a  job  from  start  to  finish,  developing  quality 
control  and  inspection  systems,  and  establishing  shipping  and 
receiving  and  inventory  control  for  raw  materials  and  finished 
goods.  The  cost  of  producing  the  particular  item  is  especially 
critical.  The  Federal  Government  has  committed  itself  to  hav- 
ing the  workshop  sell  the  commodity  or  service  to  it  at  a  fair 
market  price.  The  fair  market  price  represents  not  necessarily 
the  lowest  bid  price  but  a  reasonable  price  that  the  Government 
would  expect  to  pay  on  the  open  market  for  that  particular 
item.  In  other  words,  the  Wagner-O'Day  act  provides  that  the 
government  will  pay  a  reasonable  price  for  the  item,  and  it  is  up 
to  the  workshop  to  develop  the  costing  structure  that  will 
assure  that  it  can  provide  the  commodity  or  the  service  to  the 
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federal  government  at  a  reasonable  price.  Our  highest  failure  is 
occurring  in  the  area  of  costing  and  price  analysis,  because  the 
workshop  does  not  have  an  efficient  operation;  or,  more 
important,  their  system  of  cost  analysis  is  not  specific  enough  to 
provide  them  with  data  that  will  assure  them  that  they  can 
produce  the  item  for  a  price  that  will  be  competitive  with 
private  industry.  For  example,  there  are  instances  in  which  the 
sheltered  workshop  must  propose  a  price  that  will  be 
competitive  with  private  industry,  which  may  be  selling  100,000 
units  of  a  given  commodity  to  the  Federal  Government  but  also 
selhng  400,000  units  of  a  given  commodity  to  private  industry 
on  the  commercial  market.  In  this  kind  of  operation,  the  private 
industry  becomes  highly  competitive  in  its  purchasing  and  its 
production  costs  because  of  the  larger  quantity  over  which  to 
spread  the  overhead  and  burden  costs.  The  workshop,  on  the 
other  hand,  must  be  able  to  purchase  a  lower  volume  of  raw 
materials  at  a  competitive  price  and  build  these  commodities 
into  a  finished  product  that  will  meet  the  competition. 

The  workshop  is  sometimes  able  to  offset  the  lack  of  efficien- 
cy of  production  and  the  lack  of  the  buying  power  that  industry 
may  have  because  it  has  buildings  donated  or  has  received 
grants  to  buy  equipment.  Or  it  may  receive  funds  from  the 
Government  or  community  to  underwrite  a  portion  of  the 
administrative  or  operating  costs.  This  is  not  intended  to 
suggest  that  the  Federal  Government  is  subsidizing  the 
workshop,  but  rather  that  the  community  is  providing  the 
resources  that  will  permit  the  sheltered  workshop  to  be  compe- 
titive with  private  industry  although  it  is  using  inefficient  labor. 
The  most  critical  point  in  regard  to  the  pricing  and  being 
competitive  in  a  given  item  is  that  the  workshop  must  use  all 
available  engineering  resources  to  make  sure  that  it  is  using  the 
most  efficient  process  in  the  production  of  the  commodity  or  the 
service. 

The  fifth  critical  stage  is  one  in  which  the  workshop  can,  in 
most  cases,  assume  that  it  has  passed  over  the  rough  spots  and 
is  now  in  a  stage  of  being  assured  that  it  will  be  in  production 
for  the  Federal  Government.  Unfortunately,  the  workshops 
frequently  find  that  the  initial  production  of  a  given  commodity 
or  service  is  a  very  complex  and  difficult  activity.  First  of  all, 
the  workshop  is  usually  setting  up  a  new  process  and  new 
systems,  and  it  finds  it  necessary  to  train  its  entire  workshop 
supervisory  and  leadership  staff  as  well  as  the  employees  in  the 
production  of  the  commodity,  as  well  as  setting  up  production 
and  quality  controls  that  are  necessary  to  support  the  produc- 
tion. 

The  placement  of  the  given  commodity  or  service  on  the 
Procurement  List  is  no  guarantee  that  the  Federal  Government 
will  order  that  particulsir  item.  It  only  assures  the  workshop 
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that,  if  the  Federal  Government  orders  the  commodity  or 
service,  it  must  purchase  from  the  workshop  that  has  been 
approved  by  the  Government.  In  most  cases,  the  Government 
allows  the  workshop  a  number  of  days  in  which  to  prepare  for 
producing  and  shipping  its  first  lot  of  commodities  or  delivering 
the  services.  The  Government  usually  allows  at  least  ninety 
days  after  the  receipt  of  a  purchase  order  before  requiring  that 
there  be  a  shipment  of  a  given  order.  In  some  cases,  we  are 
able  to  negotiate  a  further  extension  of  time  where  there  are 
extenuating  circumstances;  for  example,  problems  in  the 
procurement  of  equipment  or  special  components  or  raw 
materials.  Delivery  schedules  for  the  raw  materials  and  the 
equipment  become  a  very  critical  factor  in  this  last  stage.  This 
is  not  to  suggest  that  the  workshop  should  anticipate  the  date 
of  approval  of  the  given  commodity  for  the  Procurement  List 
and  place  its  order  for  equipment  or  raw  materials  before 
formal  action  is  taken  to  approve  the  item  for  the  Procurement 
List. 

The  five  critical  stages  that  I  have  described  have 
represented  pitfalls  for  some  50-75  percent  of  the  workshops 
that  have  attempted  to  get  into  business  with  the  Federal 
Government.  The  success  factors  are  expected  to  become  much 
higher  as  we  gain  experience  and  as  the  Federal  Government's 
procuring  activities  become  better  acquainted  with  the 
workshop  and  its  unique  capabilities  and  needs.  We  know  it  is 
possible  to  secure  cooperation  from  the  procuring  activity 
where  production  problems  exist  and  in  cases  where  emergen- 
cies arise  that  prohibit  the  workshop  from  meeting  its 
production  schedules.  We  have  found  that  success  factors  are 
very  closely  related  to  the  expertise  of  the  workshop  staff  and 
its  dedication  to  developing  the  identified  commodity  or  service. 
The  failures  are  often  attributed  to  the  inability  of  the 
workshop  staff  to  devote  the  amount  of  time  and  energy 
necessary  to  move  the  commodity  or  service  into  production. 
The  critical  stages  are  sometimes  attributed,  correctly  so,  to 
government  red  tape.  In  other  cases,  it  may  simply  be  a  matter 
of  lack  of  resources  of  the  coordinating  agencies  such  as  NISH 
or  NIB  or  one  of  the  original  non-profit  agencies.  In  all  cases, 
we  feel  that  successful  passage  through  the  five  critical  stages 
can  be  accomplished  with  the  proper  determination  on  the  part 
of  all  organizations  concerned. 
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WHAT  IS  THE  GOVERNMENT  BUYING? 


Robert  F.  Higgins 

A  question  that  is  frequently  asked  is,  "What  is  the  Govern- 
ment buying?"  "The  Government"  is  a  big  term  and  it  repre- 
sents big  business,  but  in  order  to  find  out  about  this  big  busi- 
ness one  has  to  be  able  to  identify  the  players.  Too  often  we  use 
the  expression,  "They  did  it,"  or  "They  are  buying."  What  I 
hope  to  do  this  morning  is  to  eliminate  the  "they"  and  specify 
some  of  the  agencies  that  are  buying  and  are  the  best  sources 
when  looking  for  business.  In  the  handouts  we  have  included 
the  largest  procurement  activities  and  given  you  the  small 
business  address  of  each  one  of  these  procurement  activities. 
We  have  tried  to  present  the  organizational  structure  within 
the  Department  of  Defense  so  that  you  can  get  some  idea  of  the 
agencies  responsible  for  the  procurement.  Let's  just  go  through 
the  "who's  who"  of  the  supply  game. 

The  demands  of  all  federal  bureaus,  agencies,  and 
departments  are  as  diversified  as  one  can  imagine;  and  the 
dollar  volume  staggers  comprehension.  We  are  asked,  "What 
can  I  make  for  the  Government?"  Before  we  can  help,  you  must 
first  determine  what  type  of  shop  you  are  wiUing  to  support 
with  money,  equipment,  production  inventory,  and  technical 
skills.  When  you  determine  the  category,  we  can  help  identify 
the  items.  Government  contracts  are  awarded  based  upon  capa- 
bility to  deliver  both  quality  and  quantity.  Pre-award  surveys 
may  be  made  by  government  inspectors  to  determine  the  shop's 
capabihty,  and  findings  can  influence  the  awarding  of  a  contract 
or  the  recommendation  to  approve  the  request  for  a  set-aside 
under  Wagner-O'Day. 

Who  Is  Buying? 

Figure  1  is  a  pictorial  presentation,  not  necessarily  to  scale, 
that  fairly  well  represents  the  percentage  of  dollar 
procurements  in  the  total  federal  budget.  The  Federal 
Government  has  many  agencies  procuring  items  and  services. 
The  Defense  Supply  Agency  (DSA),  General  Services 
Administration  (GSA),  and  the  four  military  departments  carry 
on  the  major  procurement  activities.  In  addition  to  DSA  and 
GSA,  the  Post  Office  and  the  Veterans'  Administration  are  also 
buyers  of  specialized  services  and  commodities.  The  Bureau  of 
Printing;  Health,  Education,  and  Welfare;  the  Treasury;  and 
the  Justice  Department  also  procure  specialized  items  and 
services.  Many  times  the  items  will  look  similar  to  items  that 
are  procured  by  either  DSA  or  GSA;  however,  the  peculiarities 

36 


Government  Buying  37 


DSA 


ARMY 

AIR    FORCE 
NAVY 

MARINES 


POST 
OFFICE 
GSA  X^XVA' 


Figure  1:  Buyers  in  the  Federal  Government 
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ot  the  specitications  make  each  a  distinctly  unique  item. 

A  discussion  of  the  concept  of  supply  and  procurement  may 
be  a  help  in  understanding  the  supply  system.  The 
organizations  of  the  Federal  Government  are  generally 
commodity  oriented.  This  means  that  categories  of  items  are 
assigned  to  a  single  agency  for  management  and  procurement. 
The  method  of  distribution  in  contracting  is  based  upon  the 
type  of  item  and  often  the  availability  of  the  item.  We  have 
commercial  type  items.  These  are  the  items  that  are  generally 
off-the-shelf  type  items,  not  necessarily  made  to  government 
specifications.  However,  in  many  instances,  government  quality 
standards  are  established  to  ensure  the  acquisition  of  the  best 
possible  item.  These  items  have  been  assigned  to  GSA.  Most 
office  equipment,  office  furniture,  paper  products,  tools, 
common  hardware,  and  housekeeping  supplies  are  being 
purchased  by  the  general  services  administration. 

The  military  design  and  application  to  more  than  one  user  is 
assigned  to  DSA.  The  Defense  Supply  Agency  is  the 
Department  of  Defense  procurement  activity  that  handles  the 
bulk  of  the  military  specification  type  items.  They  procure 
these  items  for  other  departments  of  the  Federal  Government 
as  well  as  for  the  military  departments.  The  distinction  here  is 
that  DSA  gets  involved  when  there  is  more  than  one  of  the 
military  departments  that  has  a  requirement  for  this  item, 
Mihtary  designed,  mission-oriented  items,  such  as  tanks,  ships, 
aircraft,  and  ammunition,  are  assigned  to  the  military  service 
having  the  primary  interest  or  responsibihty.  Therefore,  tanks 
and  military  wheeled  or  tracked  vehicles  are  a  procurement 
responsibility  of  the  Army.  Aircraft,  with  some  exceptions, 
such  as  helicopters,  are  procured  by  the  Air  Force. 
Ammunition,  except  for  naval  ammunition,  is  manufactured  and 
procured  by  the  Army.  As  you  can  see,  the  military  service  that 
has  the  primary  interest  or  responsibility  is  the  one  which  has 
the  procurement  responsibility.  There  are  exceptions  to  all  of 
the  above,  but  conceptually  the  objective  is  to  have  a  single 
agency  procuring  all  like  items  at  a  price  that  is  advantageous 
to  the  government.  Each  agency  is  responsible  for  the 
projection  of  requirement  to  the  procuring  activity.  This  is 
Supply  Management  that  has  not  been  centraKzed  in  all  cases. 

Control  and  Administration 

GSA  and  most  of  the  federal  agencies  use  a  regional  concept. 
Commodities  assigned  for  national  supply  are  usually 
compatible  to  the  industrial  makeup  of  the  region.  Services  are 
handled  for  and  by  each  region.  The  military  departments  are 
set  up  along  the  lines  of  Commodity  Commands.  Within  the  De- 
partment of  Defense,  these  Commodity  Commands  have  total 
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responsibility  for  items  in  the  commodity  group  assigned  to 
them. 

The  major  commands  are  usually  found  in  the  industrial  area 
of  the  items  managed.  For  example,  the  Tank  and  Automotive 
Command  is  located  in  Detroit.  Some  are  located  at  facilities 
utilized  by  former  major  users  or  suppliers  of  the  items  being 
managed.  A  good  example  is  the  Defense  General  Supply 
Center  in  Richmond.  This  formerly  was  the  Quartermaster- 
General  Supply  Center  of  the  Army.  To  assist  in  locating  these 
various  activities  and  the  contacts,  there  is  a  publication  put  out 
by  the  Department  of  Defense  that  is  called  Small  Business  and 
Labor  Surplus  Area  Specialists,  which  Usts  all  the  DOD 
Procurement  Offices  in  the  United  States.  It  may  be  procured 
from  the  Government  Printing  Office,  Superintendent  of 
Documents,  Washington,  D.C.,  20402.  The  General  Services 
Administration  has  regional  packets  which  you  can  request  for 
either  services  or  commodities. 

We  continuously  have  new  items  developing  in  the  Govern- 
ment. This  is  research  and  development  and  it  follows  the  same 
organizational  assignment  as  items  in  the  system.  Specifications 
are  developed  by  the  R  and  D  activities  and  are  applicable  as 
standards  for  the  Federal  Government.  Federal  standards 
generally  deal  with  commercial  items,  practices,  and  materials. 
Military  specifications  deal  with  the  specialized  requirements  of 
the  services.  Federal  and  military  specifications  are  used 
interchangeably  in  an  item  specification.  There  is  normally  very 
little  workshop  involvement  in  research  and  development  due 
to  the  technical  requirements  of  the  contracts.  We  usually  have 
the  support  of  items  in  the  system.  This  is  the  replacement  of 
parts  or  supplies  needed  to  maintain  the  equipment  and  supply 
requirements  of  the  Government.  This  is  our  biggest  market 
and  has  been  estimated  to  amount  to  50  percent  of  the  original 
cost  during  the  Hfe  span  of  an  item.  Some  of  the  organizations 
within  the  military  are  designed  to  handle  this 
after -development  support  of  items  once  they  are  in  the  system. 
This  is  particularly  true  in  the  Air  Force.  The  Army  is 
organized  by  Commodity  Commands  and  the  maintenance 
support  of  that  equipment  is  the  responsibihty  of  the 
Commodity  Commands.  In  GSA,  the  system  is  based  primarily 
upon  local  service  contracts  and  the  procurement  of  necessary 
repair  parts  from  local  sources  or  from  federal  supply 
schedules. 

Supply  Management 

This  is  the  administration  of  the  system.  This  determines 
what  is  to  be  procured,  how  it  is  to  be  procured,  and  how  it  is  to 
be  stored  or  distributed.  The  basis  for  all  this  is  usage  data  or 


40  Government  Buying 

item  history.  Based  upon  this  historical  data,  supply 
management  is  able  to  project  requirements  based  upon  either 
prior  demand  or  projections  by  agencies  that  are  being 
supplied.  Often  the  quantity  to  be  procured  is  restricted  or 
deferred  by  fiscal  restraints.  There  are  different  types  of  pro- 
curement. One  is  the  formal  or  competitive  procurement— an 
Invitation  for  Bids  (IFB).  In  this  case,  the  terms,  conditions,  and 
quantities  are  specified,  and  no  deviation  is  allowed.  This  is  the 
basis  upon  which  a  bid  is  submitted.  Another  type  is  the  Infor- 
mal or  Negotiated  Contract— an  IFP.  The  procurement  action  is 
determined  by  the  peculiarities  of  the  items.  If  an  item  is  a  sole 
source  type,  the  dollar  volume  may  be  low  enough  not  to 
warrant  the  expense  of  formal  advertisement,  and  there  may  be 
limited  response.  In  any  event,  the  negotiated  contract  is  one  in 
which  the  bidder  and  the  contractor  negotiate  the  terms  and 
agree  on  a  price  that  is  hopefully  equitable  to  both  parties 
concerned. 

Special  Buy  Programs  include  items  that  are  bought  on 
demand,  usually  consolidated  to  get  the  best  possible  price  for 
the  federal  government.  In  addition,  Special  Buy  Programs  are 
in  existence  to  buy  on  order  for  the  specific  customer  demand. 
Procurements  are  classified  in  terms  of  their  objective.  An 
example  is  Stockage  vs  Demand.  Stockage  buys  usually  are 
made  to  maintain  a  level  of  supply  and  are  usually  a  definite 
quantity.  These  can  be  annual  or  quarterly  or  as  often  as  the 
level  of  supply  requires  replenishment.  The  term  "Economic 
Order  Quantity"  (EOQ)  means  that  no  less  than  this  quantity  of 
materials  will  be  ordered  to  ensure  a  more  favorable  item  cost. 

The  Supply  Schedule  is  used  ^primarily  by  the  General 
Services  Administration  for  nonstock  items  and  services.  This 
schedule  describes  items  and  contractors  by  area  and 
establishes  the  price  for  the  commodity  or  the  service  to  be 
performed.  Generally  speaking,  this  price  will  be  for  an 
indefinite  quantity  of  items.  There  is  a  projected  requirement 
shown  that  is  not,  however,  a  "commitment  to  buy."  In  some 
cases,  there  will  be  a  commitment  to  establish  a  minimum 
quantity  to  ensure  the  obtaining  of  the  best  possible  price.  The 
Federal  Supply  Schedules  are  distinct  from  catalogue  items  in 
that  requisitions  or  purchase  orders  are  placed  directly  with  the 
manufacturer  who  is  listed  on  the  supply  schedule  and  shipped 
from  the  manufacturer  to  the  user.  A  stockage  item  is  normally 
delivered  to  or  requisitioned  from  one  of  the  distribution 
depots.  "Term  Contract,"  another  term  that  is  often  used,  is 
merely  a  contract  that  is  established  for  a  specified  period  to 
cover  an  item  or  service  and  lists  the  name  of  the  contractor  or 
contractors,  the  location  of  the  service  or  delivery  area,  and  the 
items  or  service  to  be  provided. 
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Contract  Administration 

This  is  a  very  important  part  of  the  government  procurement 
system.  The  watchdogs  of  the  Federal  Procurement  System 
exercise  control  over  both  the  timeliness  and  the  quality  of  the 
merchandise  being  provided  to  the  Government.  GSA  Contract 
Administration  is  controlled  by  their  central  office,  or  by  the 
region  assigned  for  procurement  and  supply  management, 
depending  on  the  method  of  procurement.  The  Defense  Supply 
Agency  has  an  entirely  different  concept.  The  contract  is 
developed  and  awarded  by  the  particular  command  involved  in 
the  procurement.  However,  the  administration  of  the  contract, 
once  it  has  been  awarded,  is  turned  over  to  the  Defense 
Contract  Administration  Service  (DCAS),  which  is  a  separate 
command  within  DSA.  The  contract  is  monitored  by  DCAS  and 
is  administered  by  regions  (DSASR)  and  branches  without 
regard  to  the  commodity  command.  This  service  is  provided  by 
DCASR  to  all  military  agencies  as  well  as  NASA.  The  DCASR 
performs  pre-award  surveys  and  is  a  good  source  of  technical 
assistance  for  the  workshop.  The  DCASR  also  conducts 
inspections  of  acceptance  and  shop  procedures  of  quality 
control. 

One  unique  element  of  the  government  logistics  structure  is 
called  the  Defense  Logistics  Services  Center  of  the  Defense 
Supply  Agency.  This  government  agency  maintains  the 
government  stock  number  assignment  and  the  data  bank  of  the 
Federal  Catalog.  This  is  important  in  view  of  the  fact  that  when 
we  try  to  identify  items,  we  must  have  the  correct  stock 
number  so  that  we  can  get  the  specific  item  concerned  assigned. 
Probably  one  of  the  biggest  misnomers  is  the  presence  of  a 
government  catalog.  There  is  no  government  catalog  that  lists 
all  the  stock  numbers  of  the  federal  system.  These  stock 
numbers  are  contained  in  the  computer  banks  and  comprise  a 
voluminous  file.  Many  publications  have  been  printed  on 
microfilm  and  are  now  being  converted  to  microfiche.  GSA 
publishes  a  catalog  for  stockage  items,  which  tends  to  mislead 
people  about  the  cataloging  system  of  the  military  forces  and 
the  other  agencies.  The  Defense  Department  has  lists  of  repair 
parts  for  their  vehicles  and  weapons  systems  which  are 
published  in  technical  manuals.  In  other  instances,  what  are 
known  as  Supply  Bulletins  are  published  for  various  categories 
of  items.  Publications  also  list  items  based  upon  cost  and 
accountabihty.  There  are  many  publications,  but  no  single  pub- 
Ucation  is  available  to  give  you  all  the  data  that  is  in,  for 
instance,  the  Army  Supply  Service  System. 

Most  people  are  very  concerned  about  how  to  get  information 
in  order  to  identify  items  that  the  federal  government  is 
buying.  First,  look  at  the  local  area  and  see  what  government 
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activities  are  there,  such  as  the  Post  Office  and  federal 
buildings.  Second,  look  in  the  phone  book  and  see  whether 
there  are  any  federal  agencies  in  the  area.  Check  with  these 
agencies  about  whether  they  do  any  purchasing.  If  they  have  a 
procurement  office,  the  soUcitation  will  usually  be  posted  on  a 
Bid  Board.  There  will  also  be  information  posted  regarding  bids 
that  have  been  awarded  and  bids  that  are  being  advertised  or 
solicited.  Usually,  the  procurement  agents  are  most  helpful  in 
your  attempt  to  identify  an  item  or  service  that  they  are 
procuring.  Under  the  Freedom  of  Information  Act,  this 
information  must  be  made  available.  In  some  cases  there  is  a  re- 
quirement for  reimbursement  for  provision  of  such  information. 
However,  we  may  be  able  to  influence  the  agency  to  provide 
that  information  free  of  charge.  The  important  thing  is  to 
identify  what  is  going  on  in  the  area  and  try  to  convert  that  to 
something  that  your  local  workshop  can  produce. 

Each  Procurement  Activity  has  a  Bidder's  List.  Upon  request 
you  can  be  added  to  this  list  as  a  supplier  of  items.  When  you 
receive  information  about  those  categories  of  items  requested, 
it  is  important  that  receipt  be  acknowledged  and  continued 
interest  indicated  by  responding  in  each  case,  regardless  of 
whether  a  bid  is  made.  If  a  bid  is  not  made,  a  "no  bid"  response 
should  be  submitted  in  order  to  remain  on  the  Bidder's  List. 
After  failure  to  be  responsive  in  two  instances,  there  is  a 
penalty  that  prevents  a  re-entry  on  the  hst  for  a  specified 
period  of  time.  The  Bidder's  List  is  an  excellent  way  to  receive 
information  and  is  an  aid  in  identifying  what  you  want  to  do. 

It  is  possible  to  get  information  from  many  different  sources 
within  the  government  as  to  exactly  what  is  being  bought, 
when  it  is  being  bought,  the  quantity,  and  the  price  history  of 
the  items.  However,  this  can  become  an  administrative 
problem.  You  can  take  on  an  unacceptable  administrative  load. 
By  asking  for  many  different  categories  of  items,  it  becomes 
necessary  to  maintain  a  suspense  system  to  make  sure  you  are 
responding  to  the  solicitations.  On  many  of  these  bids,  there 
will  be  various  restrictions  that  should  be  read  carefully.  In 
some  cases  the  workshops  are  not  eligible  to  compete.  Small 
business  set-aside,  minority  8(a),  and  labor  surplus  areas  are 
restrictive  and  also  reflect  special  legislation  support.  This  is  a 
growing  problem  for  workshops  due  to  this  exclusion. 

The  Government  is  buymg.  It  is  up  to  us  to  identify  what  we 
want  to  produce  and  then  have  the  determination  and  the 
resources  necessary  to  obtain  the  contract.  The  workshops  have 
a  directed  place  in  the  procurement  action.  It  is  up  to  all  of  us  to 
see  that  we  get  our  fair  share.  The  competition  that  the 
workshops  face  has  been  mentioned.  I  think  it  is  necessary  to 
understand  the  process,  and,  it  is  sometimes  a  heartbreaking 
one.  When  you  or  I  come  up  with  an  item  and  start  processing 
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it,  it  will  take  about  sixty  days  to  go  through  the  referrals 
process.  This  process'  first  priority  is  the  Prison  Industries.  If 
they  clear  it,  then  it  goes  to  the  blind.  If  they  clear  it,  then 
we're  reasonably  home  free.  Since  we've  had  some  problems 
with  early  identification  of  8(a)  interest  in  an  item,  we  now  have 
worked  out  an  agreement  with  Paul  Brown  and  his  staff 
whereby  we  will  get  an  initial  review  of  8(a)  interest  at  the 
beginning  of  our  processing  so  that  we  can  forestall  any  heart- 
break when  we  come  down  to  the  final  pricing  stage.  This  is 
important  because  the  time  of  the  cycle  of  the  procurement 
dictates  the  speed  with  which  we  have  to  move.  There  is  no 
sense  in  kidding  ourselves;  if  we  have  less  than  nine  months  to 
process  an  item,  we  can  not  go  through  the  step-by-step 
procedures  required  to  get  an  item  on  the  Procurement  List.  If 
we  hit  in  the  middle  of  a  Procurement  Cycle  we  might  as  well 
figure  that  it  will  take  eighteen  months  before  we  will  see 
production  at  the  workshop.  There  are  exceptions  whereby  we 
might  be  able  to  forestall  the  issuance  of  a  new  IFB,  but  this  is 
the  exception  rather  than  the  rule.  I  mention  timing  because  it 
is  so  important.  At  times  in  the  recent  past  we  have  not  been 
able  to  stop  procurements.  This  has  meant  that  a  workshop  has 
been  unable  to  get  production  for  at  least  a  year.  This  has  also 
meant  that  we  had  to  go  into  repricing  because  of  the 
new  bid  abstracts  that  had  to  be  evaluated.  The  real  crunch  for 
the  workshops,  however,  is  the  Small  Business  Administration. 
I  review  the  Commerce  Business  Daily,  and  in  my  discussions 
with  the  various  procurement  activities  I  find  that  the  small 
business  set-asides  are  increasing.  This  would  be  great  if  we 
were  given  the  opportunity  to  compete,  but,  because  of  our 
non-profit  status,  we  are  not  considered  small  business,  and  we 
are  excluded.  In  that  regard  we  are  penalized  just  as  big 
business,  even  though  we  probably  have  qualifications  for  every 
one  of  the  definitions  that  are  in  the  Small  Business  Package. 

In  other  cases  you  are  going  to  run  into  what  is  called  labor 
set-asides  in  high  unemployment  areas.  Priority  consideration 
for  additional  procurements  is  given  to  these  particular  areas 
and  they  are  further  restrictive.  You  must  fall  within  the  para- 
meters of  that  particular  definition  in  order  to  qualify. 

The  resistance  of  the  trade  associations  has  been  mentioned. 
I  think  in  some  instances  we  have  brought  some  of  this  on  our- 
selves because  we  certainly  do  not  prepare  our  competition  for 
our  entry  into  the  market.  I  don't  say  telegraph  your  punches. 
We  had  one  shop  to  which  we  gave  procurement  data  and  speci- 
fications for  some  items.  The  manager  was  led  down  the 
primrose  path  by  a  real  smart  operator.  He  gave  the 
"consultant"  the  complete  package,  and  he  has  not  heard  from 
the  man  since.  This  "consultant"  is  making  the  same  thing  for 
which  the  shop  was  trying  to  get  technical  assistance.  So  do  not 


44  Government  Buying 


telegraph  your  punches;  but  at  least  let  them  know  you  have 
some  interest.  We  get  certain  information,  almost  privileged  in- 
formation in  some  cases,  that  has  to  be  closely  guarded  in  terms 
of  production  information  and  other  information.  While  it  is  not 
classified,  we  have  a  moral  obligation  to  protect  the 
government's  interest.  When  you  get  some  of  this  information, 
this  is  a  present  from  Uncle  Sam  which  gives  you  an  inside 
track  so  that  you  can  come  up  with  evaluations  that  industry 
would  dearly  love  to  be  able  to  get. 

I  think  the  success  of  NISH,  or  I  should  say  not  just  NISH 
but  also  the  success  of  the  severely  handicapped  program, 
hinges  upon  a  very  simple  analysis  on  the  part  of  the  workshop. 

The  thing  that  I  think  we  need  to  get  across  in  every 
workshop  is  self  evaluation.  What  do  you  want  your  workshop 
to  accomplish?  What  level  of  skills  are  you  trying  to  achieve? 
When  you  have  made  that  determination,  what  level  of  fiscal 
strength  do  you  have  to  support  the  objectives  that  you  are  set- 
ting? If  you  want  to  go  into  sewing,  you  cannot  enter  sewing 
operations  with  a  $100  bill.  Some  of  these  industrial  sewing 
machines  are  $1900  each,  and  in  order  to  get  into  mass 
production  of  sewing  operations  you  have  to  have  more  than 
one.  You  have  to  have  diversified  types  of  sewing  equipment,  so 
you  have  a  capital  investment.  We  have  people  who  say,  "Gee,  I 
can  make  that."  You  say,  "How  do  you  know?"  "Well,  I  just  feel 
that  I  can."  Well,  the  old  pilot  who  flew  by  the  seat  of  his  pants 
eventually  ran  into  the  tree  and  this  serves  as  a  word  of  caution 
to  us.  You  don't  fly  into  Wagner-O'Day  by  the  seat  of  your 
pants  because  you  can  be  courting  total  fiscal  disaster  if  you 
make  a  wrong  determination.  One  thing  that  I  try  to  encourage 
the  shops  to  do  is  to  take  a  skill  level  that  they  presently  have 
and  translate  or  transfer  some  of  that  skill  level  into  a 
commodity  that  the  Federal  Government  is  buying.  We  try  to 
expand  the  production  base  in  the  particular  areas  in  which  the 
workshop  has  the  equipment  and  expertise.  In  most  cases,  the 
workshop  is  in  the  final  phases  of  prices.  Some  of  them  are 
already  on  the  Procurement  List.  When  you  say  you  want  to 
make  an  item,  be  specific  about  the  kind  of  item  you  are  inter- 
ested in  making  and  how  many  you  think  you  can  make. 

I  can  help  you  help  yourself  and  we  can  work  together  to  get 
products  for  you.  There  is  no  way  that  I  or  anyone  else  in  NISH 
is  going  to  be  able  to  come  to  you  and  say,  "Here's  a  silver 
platter;  here's  your  contract;  here's  your  battle  plan;  here's 
your  profit."  We'll  try  to  give  you  a  good  estimate  of  the 
possible  hazards  of  some  of  the  production,  and  we'll  try  to 
steer  you  away  from  hard-to-get  materials.  Petrochemicals, 
quite  obviously,  are  going  to  be  very,  very  expensive  types  of 
material  to  work  with.  When  I  mention  petrochemicals,  I  am 
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not  just  talking  about  plastics,  but  about  synthetic  materials. 
These  things  are  going  to  be  subject  to  severe  fluctuations  as 
the  price  of  crude  oil  keeps  fluctuating.  This  is  important  to 
you,  because,  if  we  get  an  item  that  requires  this  type  of 
material,  every  time  there  is  a  change  in  price  it  has  an  effect 
on  what  we  are  going  to  have  to  do  in  trying  to  manipulate 
costs  for  you.  I  say  "we"  because  this  is  a  combined  effort  of  the 
Committee  and  the  NISH  staff. 

Now,  how  much  interest  has  NISH  generated?  I  think  we've 
got  a  pretty  good  report  card.  We  are  not  out  promoting 
because  we  have  more  business  than  we  can  handle.  Most  of  the 
people  in  our  shop  are  consciensiously  pursuing  this 
Wagner-O'Day  deal,  and  there's  a  lot  of  homework  done  to  try 
to  get  things  caught  up. 

Let's  quickly  look  at  where  we  are  going  and  the  progress  we 
are  making  toward  getting  there.  Although  we  have  spoken  of 
competition,  I  think  we  must  give  due  recognition  to  the 
dedication  of  the  divergent  forces  that  are  trying  to  help  almost 
the  same  group  of  people.  Mr.  Fletcher  and  Mr.  Brown,  Col. 
John  Hanger  and  Mr.  Jelnick,  for  example,  in  Prison  Industries, 
are  all  working  together  trying  to  resolve  some  of  these 
conflicts,  trying  to  see  to  it  that  there's  an  equitable 
distribution  of  the  pie,  so  to  speak.  I  think  that  this  is 
important.  As  long  as  we  are  working  together,  instead  of 
working  against  each  other,  I  think  the  program  has  plenty  of 
room  for  all  of  us. 

We  have  483  workshops  with  which  we  are  presently  in 
contact.  There  are  103  products  or  services  under  review  or 
development.  We  have  thirty-nine  workshops  that  have  pro- 
ducts or  services  on  the  Procurement  List  and  fourteen  work- 
shops have  commodities  that  are  at  the  Committee  for  pricing 
approval.  There  are  seven  services  at  the  Committee  for 
pricing.  I  would  not  underestimate  services,  but  there  is  a  v\  ord 
of  caution.  If  you  are  in  the  middle  of  the  Sahara  Desert  and 
want  to  wash  windows  in  a  government  building,  there  had 
better  be  a  government  building  nearby  to  wash  because  Uncle 
Sam  will  not  buy  it  if  he  doesn't  need  it— contrary  to  what  you 
may  think. 

Is  Wagner-O'Day  working?  I  would  say  "Yes."  In  spite  of  a 
hectic  year  and  some  heartbreaking  setbacks,  we're  making 
progress.  It's  slow  and  it's  hard,  but  we're  about  to  see  some  of 
the  rewards  manifest  themselves  on  the  Procurement  List  be- 
cause I  know  that  we  have  some  tremendous  workshops  with 
the  capability  to  provide  a  quality  product  for  the  Government. 
Having  been  on  the  user's  side,  I  can  tell  you  that  when  they 
are  demanding  that  something  work  there  is  a  good  reason  for 
it.  A  radio  that  doesn't  communicate  is  worthless  when  you 
have  an  emergency,  so  I  welcome  quality  control.  I  comphment 
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the  quality  that  the  workshops  produce;  in  many  instances  the 
workshops  produce  a  higher  quality  than  industry  is  capable  of 
producing.  I  think  this  is  a  compliment  to  you  gentlemen,  and  it 
is  a  challenge  to  those  who  are  trying  to  get  into  the  business  to 
maintain  this  good  reputation. 

(At  the  conclusion  of  Mr.  Higgins'  address,  questions  from 
the  floor  were  addressed  to  the  panel.) 

Question: Section  19  of  the  action  items  is  about  the  sheltered 
workshop  and  its  4  percent  commission  payment  to  the  CNA 
for  contracj-  management  service.  Is  this  considered  in 
developing  the  fair  market  pricing  for  that  item,  or  is  this 
something  in  addition  to  that?  Is  the  workshop  fully  aware  that 
its  fair  market  price  includes  this  factor?  Reply  [Mr.  Fletcher]: 
What  is  being  mentioned  here  is  that  the  Committee  has 
authorized  the  Central  Non-Profit  Agency  to  receive  4  percent 
of  the  sale  price  of  the  commodity  or  service  to  the  federal 
government.  This  goes  back  to  NIB  and  NISH  (Central 
Non-Prof  it  Agencies)  as  their  primary  source  of  income.  As  I 
indicated,  this  is  basically  a  self-supporting  program.  In  other 
words,  except  for  the  start-up  money  that  HEW  is  giving 
NISH,  we  expect  that  NISH  in  the  long  run  will  survive  on  its 
own  merits  and  from  its  own  resources,  primarily  on  the  4  per- 
cent fee.  The  fair  market  price  that  the  Government  determines 
includes  the  4  percent.  For  example,  assume  that  there  is  a 
range  of  bids  on  an  item  that  runs  2.5  to  30  percent  above  the 
low  price.  The  workshop  will  receive  a  10  to  15  percent 
advantage  in  price  over  the  low  bidder.  The  idea  is  that  the 
producing  workshops  are  supporting  the  Central  Non-Profit 
Agencies  to  do  one  thing:  the  CNA  represents  the  workshop  to 
us,  the  Committee,  with  regard  to  getting  price  changes.  In  the 
last  few  years  this  has  been  one  of  the  Committee's  major  acti- 
vities and  one  of  NIB's  major  activities.  NIB  has  had  most  of 
the  items  on  the  Procurement  List.  The  Central  Non-Profit 
Agency  also  assists  the  workshop  in  troubleshooting  production 
problems. 

I  admit,  and  the  Committee  realizes,  that  good,  big 
workshops  like  Talladega  and  others  do  not  get  4  percent's 
worth  out  of  what  they  pay  to  NIB,  but  they  recognize  that  NIB 
is  using  these  fees  to  expand  the  capability  of  its  workshop  or 
other  workshops  to  increase  the  employment  opportunities  of 
the  blind  or  the  other  severely  handicapped  throughout  the 
nation.  This  is  part  of  the  self-support  program.  Second 
response  [Mr.  Whitehead]:  It  might  be  interesting  to  note  that 
we  do  not  get  anything  until  we  get  you  something.  So  don't 
think  we're  not  interested. 

Question.That  is  4  percent  on  orders  placed  by  the  government, 
isn't  it?  Reply  [Mr.   Whitehead]:  Produced.  Delivered. 
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Question:  I  wonder  if  it  is  possible  for  a  state  workshop  associa- 
tion to  form  a  consortium  to  try  to  secure  contracts?  Reply 
[Mr.  Whitehead]:  Many  have  tried  and  few  have  succeeded. 
Several  groups  around  the  nation  have  tried  centralized 
contract  procurement  or  group  procurement  over  the  past  ten 
or  fifteen  years.  We  think  it  would  be  a  good  idea.  We  keep 
looking  for  a  project  that  would  lend  itself  to  group  production. 
We  thought  we  had  it  in  Michigan,  but  it  just  did  not 
materialize.  As  we  become  more  sophisticated  and  develop 
more  of  this,  we  think  that  the  shops  will  be  able  to  come  up 
with  a  commodity  that  can  be  produced  by  a  group  of 
workshops.  For  example,  we  had  nuts,  bolts,  and  screws  that 
we  thought  could  be  produced  in  one  shop  by  its  machinery  and 
then  farmed  out  to  other  shops  for  packaging  and  assembly.  We 
had  a  couple  of  other  items  we  were  working  on  that  had  the 
same  kind  of  possibility.  It  is  going  to  take  a  lot  of  engineering, 
but  I  think  it  is  a  possibility.  Second  reply  [Mr.  Fletcher]:  Let 
me  just  qualify  this,  however.  We  would  like,  from  the 
Committee  and  the  procuring  activity's  standpoint,  to  have  one 
agency  or  one  workshop  responsible  because  we  have  to  have 
quality  assurance.  We  have  to  look  to  somebody  or  some  agency 
to  make  sure  this  is  all  pulled  together.  We  may  encourage  a 
lead  workshop  in  subcontracting  to  other  workshops  that  can 
do  part  of  the  work  for  them,  but  we  are  looking  to  one  agency 
so  that,  if  they  are  producing  or  their  quality  is  not  up  to  stan- 
dards, we  can  insist  that  it  be  done.  This  becomes  difficult  if 
there  is  a  general  state  agency  that  we  are  talking 
to— somebody  who  is  trying  to  pull  something  together  but  who 
does  not  have  full  responsibility.  Somebody  is  going  to  have  to 
have  responsibility  to  do  this. 

Question.- But  if  you  have  a  system  of  production  or  manutac- 
turing  controlled  or  coordinated  by  a  state,  then  you  would 
have  somebodj'  that  you  can  call  on.  Reply  [Mr.  Fletcher]:  We 
will  consider  whatever  you  come  up  with.  If  you  can  convince  us 
that  you  have  this  organization  and  that  we  can  deal  with  it, 
then  we  will  accept.  In  other  words,  I  am  not  closing  the  door 
on  it,  but  cautioning  you  that  you  have  to  have  an  organization 
that  can  respond  and  meet  requirements. 

Question; When  you  say  you  aren't  here  looking  for  business  — 
that  you've  got  more  than  you  can  do,  are  you  saying 
that  you  have  more  commodities  to  be  produced  than  you  can 
find  shops  for?  That's  not  where  you're  bogged  down?  Reply 
[Mr.  Whitehead]:  For  every  group  of  commodities  that  we  have 
identified,  we  have  shops  waiting.  In  fact,  we  have  more  shops 
that  we  think  are  capable  in  waiting  than  we  have  commodities 
that  are  identified.  As  we  become  more  sophisticated  and  as  our 
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engineering  process  develops,  we  find  marginal  items  that  we 
want  to  discard  because  they  are  not  feasible.  In  our  first  year 
we  went  through  a  large  number  of  miscellaneous  items  and, 
when  we  really  got  into  procurement  research,  we  discovered 
they  were  not  feasible.  We  then  substituted  other  items.  We 
have  a  number  of  letters  coming  in  saying,  "Send  me  a  list  of 
commodities  from  which  I  can  choose."  It  is  most  frustrating  to 
have  to  write  back  to  say  that  there  is  no  shopping  list.  They 
send  for  a  copy  of  the  Procurement  List,  but  it  has  been  made 
clear  that  this  is  not  a  shopping  list.  It  represents  items  that 
are  already  approved  for  a  specific  shop  to  produce.  Workshops 
will  be  producing  all  of  the  survey  stakes  that  the  Government 
will  be  buying,  probably  by  the  end  of  this  year.  One  of  our 
workshops  will  also  be  producing  most  of  the  paper  clips  the 
government  buys.  The  problem  is  that  there  are  not  enough 
commodities  identified  to  farm  out  to  another  shop.  That  is  one 
of  the  problems  we  have  had  in  North  Carolina.  We  found  some 
capable  shops  to  which  we  have  sent  some  items,  and  they  have 
reviewed  them  and  sent  them  back. 

If  we  send  you  an  item  to  evaluate  or  conduct  feasibility 
studies  on,  remember  that  deadlines  have  been  set  to  Kmit  un- 
reasonable holding.  The  item  is  not  yours  to  hold  indefinitely. 
You  must  move  with  that  item  within  a  reasonable  time.  We 
usually  require  a  preHminary  answer  within  forty-five  days. 
That  does  not  mean  that  you  have  to  develop  and  completely 
evaluate  it,  but  you  do  have  to  complete  your  preliminary  eval- 
uation of  feasibility  within  a  forty-five  day  period  because  there 
are  so  many  shops  waiting  on  commodities.  We  have  had  a 
number  of  items  transferred  from  one  shop  to  another.  Fluores- 
cent fixtures  are  now  in  their  third  shop,  and  we  are  trying  to 
develop  the  capabilities  to  produce 'them.  First  aid  kits  have 
gone  on  their  fourth  trip.  If  your  shop  is  there,  registered  and 
standing  by,  you  have  a  much  better  chance  of  getting  in  the 
system. 

We  are  constantly  attempting  to  get  commodity  information 
to  feed  to  you  to  assist  you  in  evaluating  a  commodity  that  may 
be  feasible.  We  review  the  Commerce  Business  Daily  regularly, 
but  one  of  the  major  problems  in  identifying  a  commodity  is 
that  many  of  the  items  we  see  as  feasible  are  set  aside  for  small 
business.  The  great  big  "1"  that  shows  up  beside  the  Commerce 
Business  Daily  announcement  on  invitations  for  bids  means  that 
that  commodity  or  service  is  totally  set  aside  for  small  business. 

If  I  left  you  with  one  thought  today  of  what  you  can  do  tc 
make  Wagner-O'Day  work,  it  would  be  to  write  your 
Congressman  and  tell  him  that  you  do  not  feel  that  sheltered 
workshops  are  getting  their  fair  share  of  the  work  because  they 
are  denied  access  to  commodities  and  services  that  are  feasible 
for  workshop  production  because  of  SBA  setting  these  commo 
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dities  aside  for  small  business.  We  have  an  amendment  to  the 
Small  Business  Act  that  we  expect  to  propose,  but  that  is  going 
to  take  nine  months  or  more  to  develop.  We  have  met  with  SBA 
people,  but  we  can  not  get  access  to  a  large  number  of  commo- 
dities until  they  have  completed  their  contract  cycle  because 
they  are  set  aside  by  SBA  for  small  business.  That  means  that 
you  cannot  bid  competitively  on  it  although  Commerce  Business 
Daily  advertised  it  for  bid.  If  you  submit  a  bid,  it  will  be  called 
non-responsive.  So,  write  your  Congressman.  Tell  him  that  you 
are  interested  in  work  but  feel  that  the  workshops  are  not 
being  given  access  to  the  government  business  because  of  SBA 
action.  He  may  write  back  that  Wagner-O'Day  provides— sure, 
it  provides,  but  it  typically  is  going  to  take  us  eighteen  months 
to  get  an  item  listed  in  Commerce  Business  Daily  into  your 
workshop  because  we  will  not  be  able  to  bid  on  the  first  cycle. 
We  have  to  wait  until  the  contract  is  awarded,  which  is 
typically  one  to  three  months  after  it  is  announced  in  Commerce 
Business  Daily.  Then  it  goes  through  its  annual  cycle,  and, 
when  it  recycles,  hopefully  we  have  a  price  proposal  and  ap- 
proval for  the  Procurement  List  by  that  time. 
Second  response  [Mr.  Fletcher]: What  we  are  saying  here  is 
that  we  do  not  interrupt  an  on-going  procurement  tliat  has 
already  been  made  or  where  the  bids  have  been  opened;  i.e., 
where  it  is  an  annual  procurement,  the  contract  is  awarded 
annually.  Once  a  contract  is  awarded,  if  we  interrupt  that 
contract  and  place  a  commodity  on  the  Procurement  List,  the 
government  would  be  forced  to  pay  charges  for  termination  oi 
the  contract;  in  other  words,  we  would  have  to  pay  damages  to 
the  current  contractor.  The  main  point  is  that  when  you  get 
into  the  stage  where  they  are  going  out  on  a  solicitation,  you 
are  almost  too  late  to  get  it  on  the  Procurement  List  becjiuse 
the  wheels  are  already  turning.  This  starts  sometimes  four  to 
six  months  ahead  of  the  initial  date  of  delivery.  That  is  the 
eighteen-month  lead  time  that  we  are  talking  about.  Air. 
Whitehead:  Let  me  come  back  to  the  question  of  the  holding 
time.  When  we  limit  evaluation  time  to  forty-five  days,  that 
means  a  preliminary  study.  Under  the  regulations,  the  work- 
shop has  a  total  of  nine  months  in  which  to  develop  that  item 
for  the  Procurement  List,  so  your  workshop  does  not  have  to 
move  within  the  forty-five  day  time  limit  to  make  a  cost  study 
and  an  analysis.  Generally  there  is  a  nine-month  cycle  allowed 
for  the  total  development  activity  and  NIB  is  stuck  with  the 
same  requirement.  If  they  exercise  their  priority  and  claim  an 
item  and  fail  to  complete  processing  within  that  nine  months, 
then  it  reverts  to  NISH  or  to  the  original  CNA  requesting  it. 
NIB  cannot  grab  anything  and  sit  on  it  indefinitely.  We  do  have 
that  break,  and  we  have  picked  up  a  large  number  of  items.  In 
October,  1973   we  picked  up  several  million  dollars  in  items  on 
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which  NIB  had  exercised  their  priority.  Because  of  the  huge 
rush  of  items  for  clearance,  they  failed  to  get  these  develop*  d, 
and  they  were  turned  back  to  the  CNA's  for  developmeni. 

Question:  In  regard  to  the  SBA  set-aside,  actually  what  you 
are  aiming  for  is  simply  for  sheltered  workshops  to  be  allowed 
to  bid  competitively  on  the  SBA  set-aside  items  (commodities). 
Is  that  correct?  Reply  [Mr.  Whitehead]:  Sheltered  workshops 
should  have  the  same  access  to  items  on  the  open  market 
advertised  by  the  federal  government  for  bid  as  the  small  busi- 
ness does.  Workshops  are  small  businesses  even  if  they  are 
non-profit. 

Question:  Let  me  ask  you  then,  isn't  it  possible  that  if  the 
sheltered  workshop  were  to  approach  the  SBA  set-aside  with  a 
bid  and  become  a  successful  bidder  (get  the  contract),  would 
this  not  give  it  at  some  future  date  a  special  access  to  get 
this  item  on  the  Procurement  List?  I  am  sure  this  would  be  a 
concern  that  SBA  would  have.  Reply  [Mr.  Whitehead]:  Yes, 
that  is  another  point  that  I  failed  to  make.  There  are  two  big 
reasons  for  wanting  this  access.  One,  if  the  workshop  can  get  an 
item  contract  through  competitive  bid,  it  makes  Mr.  Fletcher's 
job  much  simpler,  because  NIB  has  a  policy,  and  so  does  FPI, 
that  if  a  workshop  is  currently  producing  under  a  contract  for 
the  federal  government  and  we  request  a  Waiver  from  Priority 
from  those  two  groups,  they  will  automatically  issue  the 
waiver.  The  Wagner-O'Day  Program  was  not  designed  to  take 
work  away  from  the  workshops  but  to  get  it.  So,  if  your 
workshop  gets  it  on  a  competitive  bid,  right  away  it  eliminates 
the  priority  problem.  The  second  reason  is  that  it  also 
eliminates  some  of  the  other  steps  related  to  pricing,  calcula- 
tion, and  impact  study.  So  if  you  get  a  contract  for  a  commodity 
or  service  competitively,  that  lets  you  move  into  it  much  more 
quickly  and  easily.  Also,  if  we  can  become  classified  as  a  small 
business,  this  gives  us  access  to  the  small  business  technical 
assistance  people  in  the  various  regions.  They  have  been  very 
helpful  to  us  generally,  but  they  have  had  to  say  to  us,  "You  are 
not  small  business;  we  can  only  informally  provide  assistance." 
Each  region  has  a  small  business  specialist.  He  would  be  the 
man  who  would  assist  workshops  if  they  could  qualify  as  small 
business.  There  are  SBA  people  (small  business  specialists)  who 
are  already  giving  information  to  some  of  you.  We  want  to  have 
the  SBA  entree  because  they  have  a  good  research  program, 
and  they  also  have  a  technical  assistance  program  for  which  we 
would  qualify. 

Question:  Let  us  consider  a  situation  in  which  a  workshop  bids 
and  wins  a  competitive-bid  contract  and  then  the  following 
contract  year  you  remove  that,  item  from  the  competitive  sector 
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and  place  it  under  Wagner-O'Day.  What  I  would  anticipate  hap- 
pening is  the  possibility  of  a  bid  that  was  truly  not 
representative  in  the  competitive  sector  from  the  workshop.  In 
other  words,  a  deliberately  low  bid  is  submitted  to  demonstrate 
that  I  can  take  it,  but  I  may  produce  it  at  a  loss  in  hope  that  the 
following  year  I  would  have  the  total  government  procurement 
and  can  then  get  a  better  price.  Are  there  any  problems 
anticipated?  i?ep/y  [Mr.  Whitehead]:  Yes!  Do  not  buy  your  way 
in.  That  is  the  best  advice  you  are  going  to  get.  Do  not  buy  your 
way  in  because  the  base  for  your  fair  market  price  is  going  to 
be  your  bid.  You  bid  it  on  cost  deficit,  and  this  will  cause  pn.o- 
lems.  If  you  are  unsuccessful  in  your  bid,  and  the  contract  is 
awarded  to  another  bidder,  then  you  should  start  work  with 
NISH  because  you  have  already  gone  through  the  cost  studies 
and  determined  that  it  is  feasible  for  your  shop  to  produce  the 
item.  Get  the  information  to  us  and  let  us  move  to  get  the  item 
on  the  Procurement  List  during  the  initial  contract  cycle.  You 
will  not  be  tagged  with  the  lowest  bid  price;  as  Mr.  Fletcher 
has  indicated,  it  is  a  fair  market  price  representing  the  mean  of 
the  range  of  bids.  So  even  if  you  are  not  the  bidder,  the  bids 
that  are  submitted  represent  the  base  on  which  fair  niarket 
price  is  established.  You  still  have  to  go  through  the  waiver  of 
priority,  the  assignment,  and  the  pricing  process,  but  it  is 
another  way  of  doing  it.  Be  very  careful.  Get  a  good  engineer 
involved  in  the  bid  preparation.  If  you  are  awarded  a  contract 
for  producing  an  item  for  the  government  and  you  fail  to  meet 
the  terms  of  that  contract,  you  can  be  subject  to  penalties,  as 
you  know.  So  do  not  just  assume  that  the  price  is  right  and  that 
your  shop  can  produce  the  item.  First,  give  it  careful  study. 

Question:lf  a  workshop  makes  a  price  proposal  to  you  for  a 
dollar,  for  example,  and  fair  market  price  is  found  to  be  only 
eighty  cents,  are  you  telling  the  workshop  that  they  are  just 
not  efficient  enough  at  this  point  to  make  the  item  at  this  price? 
Is  there  a  way  to  make  up  that  difference  that  you  know  you 
need?  Reply  [Mr.  Whitehead]:  No,  we  wish  we  could  do  as  the 
Minority  Business  Enterprise  program  does.  The  MBE  program 
is  one  that  provides  business  development  funds.  We  are 
working  and  lobbying  to  convince  Congress  that  the  workshops 
of  the  severely  handicapped  are  another  minority  group  and 
that  we  feel  that  they  deserve  this  assistance.  We  do  get  our 
break  to  some  extent  because  we  get  funds  from  the  state  or 
local  government  or  from  the  community  that  serve  as  a  sort  of 
subsidy.  Sometimes  the  fees  from  VR,  Mental  Health,  or 
federal  grants  help  to  subsidize. 

Question:  You  mentioned  the  Defense  Supply  Agency.  As  I 
understand  it,  Region  Four,  this  part  of  the  country  known  as 


248-254  O  -  77  -  5 


52  Government  Buying 

the  Dixie  States,  has  more  military  installations  than  any  other 
comparable  part  of  the  country.  As  you  say,  the  government 
doesn't  put  out  a  shopping  list.  They  publish  what  has  already 
been  farmed  out  in  terms  of  contracts  as  far  as  supplying  the 
services.  Florida  is  a  good  example.  We  have  a  lot  of  Navy  and 
Air  Force  down  here.  I  am  interested  in  exactly  at  what  point 
NISH  would  step  in  this  process.  You  say  that  military  and 
GSA  lets  contracts  on  command  basis,  like  the  Marine  Corps 
Quartermaster  General,  or  Air  Force  Command,  or  whatever  it 
is,  but  you  also  say  that  they  have  a  regional  aspect  to  their 
purchasing  operation.  In  Tampa  there  is  a  big  Air  Force 
Base— McDill  AFB;  for  two  or  three  NISH  affiliates  down 
there,  would  it  be  feasible  to  go  in  and  contact  the  Commander 
of  the  Base  or  the  Purchasing  Officer  of  the  military  installa- 
tion for  a  plant  survey  to  see  what  kind  of  services  or  commodi- 
ties they  might  be  interested  in  purchasing  from  a  NISH 
affiliate?  At  what  point  would  NISH  step  into  this  process? 
Reply  [Mr.  Whitehead]:  Well,  we  would  step  in  initially  to 
assist  you  in  getting  the  information  on  the  kind  of  services 
which  are  being  procured.  There  is  a  list  of  services  that  are 
being  procured  in  the  region.  That  information  would  be  our 
base  for  selecting  areas  to  study.  NISH  would  also  assist  in 
developing  the  price  proposal  and  the  formal  request  to  have 
the  service  aproved  for  the  Procurement  List.  Second  reply 
[Mr.  Higgins]:  I  got  a  call  from  a  Goodwill  Shop  in  St. 
Petersburg  about  the  same  question.  I  suggested  that  the  caller 
get  acquainted  with  procurement  people  at  McDill,  and  he  came 
up  with  a  lot  of  good  information.  One  thing  to  remember  is 
that,  unless  it  is  a  classified  system,  procurement  information  is 
public  information  and  it  is  available  to  you  under  the  Freedom 
of  Information  Act.  You  should  go  in  and  talk  to  the  Contracting 
Officer.  There  is  a  Base  Contract  Section  and  usually  a  bid 
abstract  room  where  they  will  have  current  bids  posted  that 
are  being  solicited.  They  also  have  bid  abstract  history  so  that 
you  can  review  things  that  have  happened  in  the  contract.  I 
would  suggest  that  you  contact  the  Contracting  Officer  or  his 
representative  and  find  out  the  commodities  and  the  services 
that  they  are  buying.  Now,  remember,  as  I  mentioned,  regard- 
less of  how  big  these  Procurement  Agencies  are  there  are  still  a 
lot  of  local  purchases.  Services  in  many  cases  are  local 
purchases.  In  other  instances,  GSA  controls  a  lot  of  the  service 
contracts.  There  is  no  one  definition  to  give  that  applies  to  this 
particular  area,  but  the  best  advice  is  to  make  your  presence 
known.  Let  them  know  what  you  are  interested  in.  You  can  get 
on  bidders'  lists  and  in  this  way  receive  notices  on  items  and 
services  to  be  procured. 

Question: So,  since  there  is  more  military  down  here  in  Dixie, 
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theoretically,  and  realizing  there  is  a  lot  of  difference  between 
theory  and  reahty,  theoretically  the  NIB  and  the  NISH 
affiliates  in  the  workshops  down  here  in  Dixie  ought  to  have 
more  military  base  contracts  than  in  any  part  of  the  country:  is 
that  the  case?  Reply  [Mr.  Whitehead]:  One  of  the  reasons  we 
have  not  been  able  to  get  workshops  in  the  South  involved  is 
because  the  shops  themselves  have  not  been  able  to  do  the 
research;  and,  up  to  this  year,  NISH  has  not  been  able  to 
provide  that  assistance  or  the  necessary  information.  This  is 
really  the  first  time  we  have  talked  to  this  size  group  in  this 
much  specificity  to  give  you  a  little  direction  for  the  path 
through  the  course  of  research.  I  hope  this  is  a  beginning  for 
the  shops  in  Region  Four. 

Question:  Our  facility  has  for  several  years  had  a  contract 
with  the  Federal  Bureau  of  Prisons  to  provide  clinical  services. 
My  question  is,  "To  what  extent,  if  any,  does  this  facilitate 
obtaining  other  different  contracts?"  Reply  [Mr.  Whitehead]: 
Have  you  bid  on  that  competitively,  or  has  it  been  a  negotiated 
contract?  Answer:  Negotiated.  Reply:  Okay,  then  you  don't 
need  Wagner-O'Day,  unless  you  think  you  are  going  to  lose  it  to 
somebody  else.  In  a  negotiated  contract  that  persists  year  after 
year,  there  is  no  real  reason  for  going  Wagner-O'Day  except  to 
build  in  a  4  percent  commission,  or  something  like  that.  We 
don't  want  to  go  through  that  step  with  you  unless  your 
contract  is  in  jeopardy.  Then  you  ought  to  consider  placing  it  on 
the  Wagner-O'Day  list.  Should  there  be  an  occasion  for 
changing  to  a  competitive  bid  process,  then  the  fact  that  you 
have  held  the  contract  will  be  a  factor  inttf  moving  it  onto  the 
Procurement  List. 

Question:  In  regard  to  this  particular  activity,  will  this 
experience  facihtate  getting  into  other  and  different  contracts 
or  activities  with  the  Government?  Reply  [Mr.  Whitehead]: 
Doing  business  with  the  Federal  Government  is  almost  like  a 
manufacturer  having  the  Good  Housekeeping  Seal  of  Approval. 
If  you  can  do  business  with  the  Federal  Government  and  meet 
its  standards,  then  you  have  "a  seal  of  quality  or  performance" 
to  aid  you  in  moving  into  other  areas  of  federal  government 
procurement.  So,  if  you  are  doing  services,  use  that  as  an 
endorsement  or  reference  in  promoting  new  contracts. 

Question:  When  a  workshop  is  developing  its  pricing  on  an 
item,  really  saying,  "I'm  active  and  I  want  to  produce  this  item 
for  you,"  is  it  required  to  get  competition  and  make  that 
information  available  to  your  staff?  Reply  [Mr.  Whitehead]:  Are 
you  talking  about  procuring  raw  materials?  Answer:  Raw 
materials,   components,   and   so   forth.   Reply:    The    Statutory 
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Committee  is  concerned  that  you  do  not  get  into  collusion  with 
a  private  industry  supplier  to  provide  a  monopoly.  A  couple  of 
shops  were  doing  sub-contract  work  for  a  manufacturer,  and 
they  wanted  to  get  the  item  placed  on  the  procurement  list.  In 
some  instances,  the  private  industry  gets  a  contract  and  then 
immediately  sub-contracts  to  the  workshop  to  do  a  major 
portion  of  the  work.  Private  industry  can  get  those  contracts. 
The  workshop  may  suggest  that  they  get  that  contract 
permanently  set  aside  for  production,  the  workshop  being  the 
prime  contractor  and  the  supplier  providing  the  components 
Now,  the  Statutory  Committee  in  developing  this,  and  NISH  in 
looking  at  it,  is  going  to  say,  "Are  your  prices  competitive?' 
You  had  better  be  sure  that  if  that  supplier  is  selling  you  the 
components  at  a  certain  price,  you  can  show  that  you  have  had 
at  least  two  other  bids  or  at  least  solicited  bids  on  those 
components.  You  must  have  an  item  that  is  competitive.  There 
is  an  item  in  the  Regulations  that  says  that  the  Committee  is 
concerned  that  you  make  every  effort  to  secure  the  besi 
sources  of  raw  materials.  In  effect  they  say  to  seek  competitive 
prices  on  components  and  raw  materials. 
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Of  the  five  critical  points  in  selling  to  the  Federal 
Government,  capability  of  workshops  is  the  second  in 
importance  after  the  final  cost  estimate,  for  it  is  at  this  point 
that  you  will  actually  decide  whether  or  not  to  pursue  a  given 
product  or  service. 

The  initial  identification  of  a  product  or  service  that  is 
feasible  for  consideration  is  normally  initiated  by  the  workshop, 
although  NISH  may  suggest  an  item  for  consideration.  It  is  pre- 
ferable that  the  workshop  initiate  the  preliminary  identification 
since  they  are  more  aware  of  their  own  capabilities  and  can 
search  out  potentially  feasible  items. 

NISH  provides  each  workshop  with  an  Inventory  Form  that 
should  be  filled  in  and  returned.  This  form  provides  our  techni- 
cal staff  with  the  information  necessary  to  catalog  workshops 
on  a  national  basis  by  capability.  It  provides  information  related 
to: 

1.  Past  experience  and  proven  capability  in  production  items, 
product  lines,  services  and/or  manufacturing  processes 

2.  Space  available  for  production,  storage  and  overall  re- 
quirements 

3.  AbiHty  to  survey  the  existing  equipment  and  t  ohng 
available 

4.  Available  capital  money  to  acquire  materials,  equi}  ment 
and  tooling 

5.  Evaluation  of  the  managerial,  industrial,  and  supervisory 
staff  necessary  to  meet  production  standards,  quality  re- 
quirements, accounting,  purchasing,  and  inventory  control 
as  well  as  all  other  functions 

Capability  determination  can  best  be  described  as  a  truthful 
self-evaluation  of  technical  and  financial  potential.  Actually,  the 
workshop's  success  will  often  be  related  to  its  ability  to  develop 
an  effective  product  strategy.  The  shop  should  avoid  competing 
with  large  production  firms  when  major  and  expensive  capital 
equipment  is  required  or  extensive  in-house  technical  capacity 
for  research  and  development  is  necessary. 

An  analysis  should  include,  but  not  be  limited  to:  (1)  the  data 
package,   (2)  specifications,   (3)  manufacturing  techniques,    (4) 
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materials,  (5)  inventory  controls,  (6)  capital  equipment,  (7)  skill 
level,  (8)  space,  (9)  quality  requirements,  (10)  overhead,  and 
(11)  other  costs. 

1.  The  first  step  is  to  analyze  the  data  that  you  have  to 
ensure  that  all  essential  and  necessary  information  is  included 
and  up  to  date  and  determine  what  is  actually  being  requested 
and  the  applicable  requirements. 

2.  Specifications  are  defined  as  clear  and  accurate 
descriptions  of  the  technical  requirements  for  materials, 
products,  or  services.  They  specify  the  minimum  requirements 
for  quality  and  construction  of  materials  and  equipment 
necessary  for  an  acceptable  product.  Generally,  specifications 
are  in  the  form  of  written  documents,  drawings,  prints, 
commercial  designations,  industry  standards,  and  other 
descriptive  references.  They  are  an  intricate  part  of  the 
purchased  contract,  which  is  a  very  significant  point.  They  are 
part  of  the  contract  and  will  be  enforced.  The  specification 
mentioned  will  reference  other  specifications,  sometimes  only 
by  number,  title,  and  date,  but  the  requirements  of  both  the 
basic  and  referenced  specifications  must  be  met  before  any 
acceptance  is  made  by  the  government.  Failure  to  understand 
the  requirements  of  the  basic  and  referenced  specifications 
could  cause  you  to  submit  a  bid  that  is  either  too  high,  resulting 
in  elimination  from  competition,  or  too  low,  resulting  in 
increased  cost  and  possible  rejection  of  a  shipment  upon 
inspection.  It  is  extremely  important  to  make  certain  that  the 
specification  used  to  determine  the  acceptabihty  of  the  product 
agrees  with  the  specification  referenced  in  the  Invitation  for 
Bid.  To  help  clarify  the  standards  and  specifications,  some 
reference  materials  are  available.  One  is  the  NISH  Subsection 
401,  titled  Commodity  Services  Specifications  and  Standards. 
The  other  is  a  GSA  publication  titled  Guide  to  Specifications 
and  Standards  of  the  Federal  Government.  Either  document 
will  explain  the  intent,  purpose  and  source  of  supply  for  each 
type  of  specification. 

There  are  basically  three  types  of  government  specifications 
and  standards  commonly  used  by  various  government  agencies. 
Federal  Specifications  and  Standards  are  of  a  permanent 
nature,  prepared  for  use  by  two  or  more  federal  agencies  for 
items  of  potential  general  application.  They  are  issued  and 
controlled  by  the  General  Services  Administration,  and,  if 
applicable,  are  mandatory  for  use  by  all  federal  agencies 
including  the  Department  of  Defense.  Interim  Federal  Specifi- 
cations and  Standards  are  potentially  federal  in  nature  but  are 
issued  in  interim  form  by  individual  agencies  for  optional  use  by 
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all  federal  agencies.  These  can  be  changed  to  permanent  federal 
type  if  sufficient  interest  in  their  use  is  demonstrated  by  other 
agencies.  Military  Specifications  and  Standards  are  issued  by 
the  Department  of  Defense  and  sometimes  used  by  other 
federal  agencies. 

3.  Manufacturing  techniques.  Review  the  proposed  product 
and  list  the  basic  required  manufacturing  operations  needed  to 
produce  the  item,  such  as  "cut  and  sew,"  "machine  and 
assemble,"  and  so  forth.  Question  whether  you  currently  have 
the  required  capabilities  or  need  to  develop  them.  Should  you 
decide  to  develop  the  capability,  could  you  financially  and 
technically  support  it,  and  what  other  potential  would  these 
capabilities  provide  for  the  shop?  Make  a  preliminary  estimate 
of  the  time  required  to  perform  the  necessary  operations  based 
on  a  standard  performance  of  a  non-handicapped  individual. 
This  total  will  determine  the  time  required  to  actually  produce 
an  item. 

4.  Materials.  Determine  what  raw  materials,  component 
parts,  and  packaging  materials  are  required.  The  next 
considerations  would  be  whether  to  make  or  buy  the  items, 
where  you  can  get  the  materials,  and  what  they  will  cost. 
Estimate  the  amount  of  raw  materials,  component  parts  and 
finished  items  that  you  will  be  required  to  stock  at  any  given 
time.  Determine  if  there  are  any  special  considerations 
concerning  the  storage  requirements. 

5.  Consider  what  inventory  controls  will  be  necessary.  The 
aim  should  be  to  achieve  a  rapid  turnover  on  your  inventory. 
The  fewer  dollars  tied  up  in  raw  materials  inventory  and  in 
finished  goods  inventory,  the  better.  Or,  saying  it  in  reverse, 
the  faster  you  get  back  your  investment  in  raw  materials  and 
finished  goods  inventory,  the  faster  you  can  reinvest  the  capital 
to  meet  additional  needs.  In  setting  up  inventory  controls,  keep 
in  mind  that  the  cost  of  the  inventory  is  not  the  only  cost.  There 
are  inventory  costs  such  as  the  cost  of  purchasing,  the  cost  of 
keeping  inventory  records,  and  the  cost  of  receiving  and  storing 
raw  materials. 


6.  Capital  equipment.  List  the  equipment  and  special  tools 
that  will  be  required  to  perform  the  manufacturing  operations. 
Determine  whether  you  will  rent  or  actually  buy  the  required 
equipment  and  what  will  it  cost.  Make  certain  that  you  have 
access  to  the  required  capital  expenditure.  Remember  that  the 
equipment,  facility,  and  method  of  operation  must  comply  with 
the  OSHA  standards. 
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7.  Skill  levels.  Determine  and  list  the  labor  skills  required,  by 
classification  for  direct  and  indirect,  necessary  to  produce  the 
item  or  to  provide  the  indirect  functions  such  as  supervision, 
inspection,  and  material  handling.  Estimate  the  number  of 
persons  needed  (as  related  to  the  estimated  time  and  proposed 
manufacturing  schedule),  the  pay  rate,  and  availability.  If 
persons  with  these  skills  are  not  already  on  the  payroll, 
question  where  you  will  get  them  and  what  it  will  cost. 

8.  Space.  Determine  how  much  space  will  be  required  to 
manufacture  the  item  and  provide  for  storage  of  raw  materials 
and  finished  goods,  as  well  as  all  other  related  requirements. 
Compare  this  to  the  space  currently  available  in  the  facility  and 
then  consider  any  other  planned  activities.  Would  you  have 
sufficient  space  or  would  you  need  additional  space?  If 
additional  space  is  required,  would  you  rent,  buy,  or  lease  it, 
and  what  would  it  cost? 

9.  Quality  requirements.  All  supplies,  equipment,  and  com- 
modities purchased  by  the  Government  are  subject  to 
inspection  and/or  test  by  government  representatives  before 
payment  of  suppliers'  invoices  is  made.  Certain  areas  to 
consider  would  be  the  additional  requirements  that  may  include 
the  necessity  for  First  Article  Inspection,  Pre-production 
Samples,  and  Certification  and/or  Pre-Testing.  The  cost  of  such 
requirements  is  normally  the  responsibility  of  the  manufacturer 
and  should  be  included  in  your  preliminary  and  final  cost 
estimates.  Individual  quality  requirements  will  be  defined  by 
the  actual  commodity  and  will  determine  ,  the  controls 
necessary.  NISH  has  compiled  a  Quality  Procedure  Policy  that 
will  assist  in  developing  quality  systems. 

10.  Overhead.  There  is  no  set  rule  about  the  amount  of 
overhead  that  a  workshop  must  add  to  meet  the  actual 
requirements.  However,  we  will  discuss  later  the  factors  that 
should  be  taken  into  consideration. 

11.  Other  costs.  List  any  other  costs  that  could  be  incurred  in 
the  manufacture  of  the  product. 

The  total  sum  of  these  considerations  will  provide  a  prelimi- 
nary total  manufacturing  cost  estimate.  Cost  estimates  are 
either  preliminary  or  final.  Preliminary  estimates  are  used  to 
evaluate  competitiveness  in  the  pre-submission  planning  stages 
and  do  not  require  the  detailed  analysis  of  a  final  estimate  but 
must  reflect  all  costs  that  will  be  incurred  to  manufacture  a 
commodity  and/or  provide  a  service.  Final  estimates  will  be  far 
more  involved  and  detailed,  and  will  include  reliable  quotations 
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for  material  sources  and  all  other  supporting  data. 

NISH  will  provide  target  prices  for  comparison  to  the 
estimated  costs.  These  prices  will  be  relatively  close  to  the  fair 
market  price  but  should  not  be  accepted  as  final.  In  order  to 
assist  in  this  evaluation,  NISH  has  compiled  a  Cost  Estimating 
Procedure  that  will  provide  a  checklist  of  potential  cost 
considerations.  When  the  capability  analysis  and  the 
preliminary  cost  estimate  indicate  a  promising  potential,  the 
workshop  should  notify  NISH  prior  to  proceeding  any  further 
with  the  item.  NISH  will  verify  the  availability  of  the  proposed 
commodity  and/or  service  and  request  the  assignment  for  de- 
velopment and  possible  addition  to  the  Procurement  List.  This 
division  will  request  procurement  history,  samples  if  available, 
and  any  other  pertinent  information. 

At  this  point  in  the  process,  someone  in  the  NISH  technical 
staff  will  arrange  for  a  site  visit,  if  one  has  not  been  conducted, 
to  review  the  overall  operation,  existing  capabilities,  proposed 
product  review  and  costing  procedures,  in  addition  to  a  review 
of  material  and  equipment  source  availability. 

A  capability  analysis  should  be  based  on  a  truthful  self-evalu- 
ation and  not  on  necessity  or  desire  for  additional  work  for  your 
shop.  It  should  also  be  emphasized  that  the  Wagner-O'Day 
program  should  be  pursued  as  a  supplemental  program  and  not 
a  sole  source  of  work  for  any  shop.  The  government's  require- 
ments and  purchasing  procedures  are  not  all  that  dependable 
for  self-reliance. 


WHAT  CAN  MY  WORKSHOP  PRODUCE 
THAT  THE  GOVERNMENT  NEEDS? 

Robert  F.  Higgins 


We  must  recognize  that  the  workshops  have  competition  in 
all  facets  of  their  involvement  with  special  programs.  The 
federal  government  utilizes  the  procurement  program  as  an  ef- 
fective means  to  help  influence  social  and  econon  ic  pro^  .  ns. 
Equal  opportunity  provisions,  utilization  of  minority  persi  i  el, 
safety  programs,  hiring  of  the  handicapped,  minority  (  ..ler- 
prise,  and  small  business  must  be  recognized  by  each  contract- 
ing officer  in  each  contract  he  is  administering.  Each  procure- 
ment activity  has  a  special  section  that  reviews  all  procure- 
ments before  they  are  solicited  to  ensure  that  small  business, 
minorities,  and  labor  surplus  areas  (high  unemployment)  are  be- 
ing given  opportunity  to  participate  as  entrepreneurs  in  the  in- 
dustrial world.  Do  not  shout  "hurrah"  too  soon  because  these 
small  business  set-asides  restrict  workshops  as  well  as  big  busi- 
ness from  competing.  We  are  not  banned  from  requesting  these 
items  after  award  under  Wagner-O'Day;  however,  the  impact 
has  significance  and  can  affect  the  amount  the  W ague r-t  Day 
program  can  have  assigned. 

Competition  or  priority  assignment  within  the  system  car 
also  be  a  deterrent  to  a  workshop  being  able  to  produc  c  ar 
item. 

We  have  encountered  quite  a  few  instances  where  a 
workshop  is  making  a  similar  item  and  had  the  assignment 
taken  by  another  agency  due  to  the  priority  system. 

I  want  to  emphasize  the  positive  aspects  of  the  program,  so 
with  this  in  mind  let  us  proceed  to  what  can  be  done.  We  speak 
of  item  identification,  so  let  us  make  sure  we  understand  the 
system.  Items  that  are  frequently  used  and  subject  to  central- 
ized control  of  agencies  have  numbers  assigned  for  ready  identi- 
fication and  processing  in  ADP  equipment.  The  federal  system 
identification  is  controlled  by  a  NSN  of  13  digits.  For  exaii  |51e: 

FEDERAL  SUPPLY  CLASSIFICATIOlS  lFSC]-This  is  the 
key  to  item  identification. 
80— Denotes   group   classification   -   all   types   of   brushes, 

paints,  and  adhesives 
10— Denotes  class  within  the  group  -  defines  all  types  of 
paint 
8010— Denotes  the  federal  supply  classification  or  FSC 
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NATIONAL  ITEM  IDENTIFICATION  NUMBER:  [NUN] 
00— National  Logistic  Responsibility  -  nation  which  has 
NATO  logistic  responsibility 
598-5148— Item  Identifier 

NATIONAL  STOCK  NUMBER  [NSN]:  8010-00-598-5148 
80— All  types  of  brushes,  paints,  and  adhesives 
10— Class  for  all  types  of  paint 

00— Not  assigned,  merely  an  administrative  device  to 
get  the  machine  to  handle  NSN's 
598-5148—1  qt.  can,  flat  alkyd  synthetic  enamel,  blue,   fed. 
spec.  TT-E-527 

If  you  looked  up  this  federal  specification,  in  the  lower  right 
hand  corner  you  would  find  the  FSC  which  will  key  you  to  the 
NSN  and  possible  item  identification  in  the  absence  of  NSN's. 

Many  successful  shops  have  identified  items  on  their  own  and 
requested  CNA  help  in  developing  the  technical  and  costing 
package.  This  is  probably  the  best  way  to  get  a  product  and  is 
exemplified  by  Goodwill  in  Indianapolis  with  file  boxes. 
Abilities  in  Florida  and  New  York  with  electronic  items, 
Foothills  in  Pasadena,  California,  with  two-  and  three-hole 
paper  punches.  These  latter  shops  had  competed  successfully 
and  had  requested  assignment  through  Wagner-O'Day.  This 
system  is  probably  the  most  direct  and  foolproof  of  the  many 
techniques  that  can  be  employed.  NISH  employs  many  techni- 
ques in  trying  to  build  data  sources  and  procurement  trends:  (1) 
Commerce  Business  Daily,  (2)  visits  to  major  procurement 
centers,  (3)  selective  IFB  and  IFP  review,  and  (4)  workshop 
capabilities  and  similarity  of  produced  items  to  government 
requirements. 

In  its  research  NISH  will  conduct  preliminary  feasibility 
studies  and  will  develop  requirement  or  procurement  data  to 
determine  whether  it  is  economical  to  pursue  an  itenn  W  hen  we 
determine  this  status,  we  then  contact  our  engineers  who  will 
provide  the  technical  evaluation  and  assist  in  identifying  a 
workshop  that  has  either  an  on-going  capability  or  a 
developmental  potential.  I  spend  a  good  portion  of  my  time  in 
trying  to  develop  leads  in  the  various  agencies  for  items  and 
services  and  working  with  the  engineers  and  procurement 
people  in  those  agencies  discussing  Wagner-O'Day  and  our 
workshops.  The  severely  handicapped  have  maintained  too  low 
a  profile  and  must  establish  closer  contact  with  the  purchasing 
offices  in  their  areas.  NISH  can  only  provide  a  portion  of  the 
needs  of  the  field  in  all  facets  of  product  identification  and 
development.  Ofttimes  we  are  analogous  to  the  marriage 
broker— we  can  arrange  for  the  meeting  and  encourage  the 
union,  but  only  the  parties  directly  involved  can  assure  a 
marriage   or   its  subsequent  success.   NISH   does   not   have    a 
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shopping  list.  The  government  tells  you  in  the  Commerce 
Business  Daily  what  it  needs;  NISH  therefore  tries  to  translate 
your  capabilities  and  requests  for  particular  items  into  a 
meaningful  administrative  effort  rather  than  a  listing  that  of- 
tentimes promises  far  in  excess  of  the  capabiUties  of  any  work- 
shop either  in  quantity  or  dollar  investment.  I  would  rather  see 
a  hsting  of  materials  that  workshops  can  process  and  to  which 
they  have  ready  access;  then  we  can  talk  of  a  marriage.  Leather 
skills,  for  instance,  are  in  short  supply.  Packaging,  however,  is 
a  drug  on  the  market.  Workshops  must  serve  as  producers 
rather  than  be  sub-processors  to  a  prime  manufacturer  who 
many  times  provides  everything  but  the  people.  This  concep- 
tual change  in  operational  doctrine  is  the  key  to  product 
identification  and  development. 

Feel  free  to  discuss  your  individual  problems  with  us  so  we 
can  give  you  the  initial  guidance  to  help  arrive  at  a  decision  that 
meets  your  needs.  We  think  of  our  technical  assistance  as  a 
team  effort  that  requires  all  of  us  to  be  successful. 


NISH  IS  NOT  ENOUGH:  TECHNICAL 
SERVICES  MUST  BE  SUPPLEMENTED 
WITH  OTHER  RESOURCES 

Claude   Whitehead 

Various  functions  and  services  which  are  provided  by  our 
staff  and  by  others  in  the  Wagner-O'Day  program  have  been 
described  and  show  that  the  manpower  requirements  for 
developing  the  Wagner-O'Day  commodities  and  services  are 
quite  substantial.  Unfortunately,  in  the  planning  of  NISH,  the 
funds  allocated  were  grossly  inadequate,  and  it  appears  that 
this  will  be  the  case  for  many  months,  and  perhaps  years,  to 
come. 

In  the  planning  of  the  NISH  operation,  we  anticipated  that  a 
hmited  number  of  workshops  would  be  seeking  participation  in 
the  program.  We  did  not  anticipate  that  the  downturn  in  the 
economy  would  generate  the  overwhelming  response  to  NISH 
and  the  appeal  for  participation  in  the  program  by  such  a  large 
number  of  workshops.  The  response  by  the  workshops  has 
created  a  sizable  demand  on  the  time  of  our  technical  staff  in 
terms  of  responding  to  inquiries  and  information  requests.  As  a 
result  of  all  this,  we  have  found  ourselves  substantially 
backlogged  in  terms  of  scheduling  technical  services  to  the 
workshop.  This  calls  for  the  development  of  alternatives  in 
terms  of  the  workshop  gaining  access  to  the  Wagner-O'Day  pro- 
gram. We  would  like  to  suggest  that  you  explore  other  re- 
sources and  attempt  to  supplement  the  minimal  services  which 
may  be  available  to  workshops  over  the  next  several  months 
and  perhaps  the  next  year  or  two. 

The  first  resource  that  is  most  readily  available  is  that  of  self- 
help  by  the  workshop.  Too  often  we  find  that  the  workshop 
staff  does  not  include  an  industrial  engineer  or  a  person  with 
technical  expertise  who  can  be  responsible  for  the  necessary 
basic  developmental  work  in  the  workshop  which  is  required  to 
evaluate  the  capability  of  the  workshop  for  moving  into  prime 
manufacturing  or  to  analyze  the  commodities  or  services  which 
may  be  identified  by  NISH  staff  and  available  for  development 
by  the  workshop.  We  have  suggested  that  if  the  workshop  is 
really  interested  in  moving  with  the  Wagner-O'Day  program 
that  they  develop  the  necessary  engineering  or  other  technical 
resources  which  will  be  vital  to  the  workshop  in  shifting  from 
subcontracting  to  prime  manufacturing. 

Some  of  the  workshops  have  been  very  successful  in  securing 
the  use  of  volunteers.  In  many  cases,  volunteers  are  retired 
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persons  in  the  community.  There  is  a  national  organization 
known  as  SCORE,  Service  Corps  of  Retired  Executives,  and 
there  is  also  the  ACE  group,  the  Active  Corps  of  Executives. 
Both  of  these  have  local  chapters  in  many  communities  and  are 
available  to  assist  workshops  in  developing  production  systems 
and  improving  production  methods  and  management  of  the 
workshop  operation.  If  you  have  worked  with  volunteers 
before,  you  know  that  it  is  essential  that  there  be  someone  who 
can  work  directly  with  the  volunteer  and  coordinate  his/her 
efforts.  It  does  not  make  good  sense  to  bring  the  volunteer  into 
the  shop  and  then  have  no  one  to  work  with  him/her  and  utilize 
their  capabilities.  We  have  found  successful  use  of  volunteers  in 
many  workshops,  and  we  think  you  should  explore  it. 

The  third  group  that  has  real  value  to  the  workshop  in  terms 
of  developing  manufacturing  capability  is  that  of  local  industry. 
Many  of  your  boards  of  directors  include  representatives  from 
local  industry;  and,  with  the  right  kind  of  encouragement, 
industry  may  be  willing  to  loan  you  the  services  of  some  of  their 
technical  staff  to  assist  in  doing  cost  analysis,  developing  the 
manufacturing  processes,  and  establishing  controls  and 
production  procedures  within  your  organization.  Technical  staff 
from  industry  have  successfully  worked  with  workshops  in  es- 
tablishing subcontract  work  and  in  areas  in  which  the  industry 
may  not  have  subcontract  work.  They  may  be  willing  to  loan 
their  technical  staff  for  brief  periods,  in  other  cases  for 
extended  periods,  in  lieu  of  making  a  contribution  to  the 
workshop. 

The  fourth  resource  that  we  have  found  available  to  supple- 
ment the  services  of  NISH  is  that  of  the  state  and  federal 
rehabilitation  program,  especially  the  technical  assistance  pro- 
gram available  through  the  federal  program  but  coordinated  by 
the  state  VR  agency.  Unfortunately,  there  are  a  limited  number 
of  engineers  who  are  capable  and  qualified  and  familiar  with  the 
Wagner-O'Day  program,  but  as  NISH  begins  to  move  effective- 
ly in  the  services  delivery  system,  we  are  beginning  to  identify 
consultants  who  can  make  a  meaningful  contribution  to  the 
workshop  in  its  development  of  manufacturing,  studies  of  feasi- 
bility, or  analysis  of  a  given  commodity  or  a  service  project 
under  the  Wagner-O'Day  program. 

The  fifth  kind  of  service  which  has  been  used  by  some  work- 
shops and  hopefully  will  come  into  greater  use  in  the  future  is 
that  of  the  SBA  program.  The  Small  Business  Administration 
has  technicians  who  can  be  valuable  in  assisting  the  workshops 
in  identifying  commodities  and  services  being  purchased  by  the 
federal  government,  or  in  other  instances  they  can  be  very 
helpful  in  assisting  the  workshop  to  identify  subcontract  possi- 
bilities. The  SBA  organizations  have  been  helpful  to  sheltered 
workshops  in  many  local  communities.  With  the  right  kind  of 
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cultivation  at  the  local  level,  we  think  you  will  find  this  group  to 
be  very  beneficial  to  the  workshop. 

Another  reason  for  working  with  the  SBA  program  is  the 
Handicapped  Assistance  Loan  Program,  which  is  administered 
through  the  regional  SBA  office.  Under  this  program,  sheltered 
workshops  can  secure  low  interest  loans  to  purchase  raw  mate- 
rials, or  to  underwrite  the  costs  of  buying  equipment,  hiring 
additional  staff,  or  constructing  buildings.  However,  I  would 
add  a  word  of  caution  and  limitation.  The  money  available  for 
loan  under  the  SBA  Handicapped  Assistance  Loan  Program  is 
extremely  limited,  and  the  number  of  applications  typically  far 
exceeds  the  supply  of  money.  But  the  second  part  of  the  SBA 
loan  program  is  that  of  loan  guarantee.  Some  of  the  workshops 
are  unable  to  borrow  funds  from  the  bank  because  of  their 
nonprofit  status  and  their  lack  of  collateral.  In  the  SBA  loan 
program,  SBA  has  authority  to  make  loan  guarantees  with  a 
local  bank  to  provide  support  to  the  workshop  in  securing  a  loan 
at  the  prevailing  market  rate.  Some  of  our  shops  have  found 
this  a  very  helpful  resource. 

In  all  of  the  instances  I  have  just  listed,  the  resources  and 
technical  services  are  there  and  available.  In  some  cases,  it 
depends  on  the  capability  of  the  workshop  to  attract  these 
organizations.  In  some  cases,  the  workshop  has  established  it- 
self with  a  reputation  for  reliability  in  the  community  and  also 
has  established  a  good  reputation  as  a  provider  of  services.  If 
this  is  the  status  of  your  workshop,  the  five  types  of 
supplemental  services  should  be  available  to  you. 
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GSA'S  NATIONAL  INTERFACING 
WITH  NIB  AND  NISH 

Paul  Browne 

GSA'S  Socio-Economic  Policy  Division,  Federal  Supply 
Service,  in  Washington,  D.C.,  sets  the  policy  for  the  national 
interface  of  GSA  activities  with  both  National  Industries  for  the 
Blind  (NIB)  and  National  Industries  for  the  Severely 
Handicapped  (NISH).  This  division  has  the  responsibility  for 
setting  GSA  pohcy  relative  to  the  Section  8(a)  program 
(minority  business  contracting),  Small  Business  Set-Aside 
procurements,  and  the  Labor  Surplus  procurement  programs. 
It  also  serves  as  the  advocate  for  all  of  the  programs  of  govern- 
ment that  are  being  assisted  through  the  Federal  procurement 
process. 

Within  GSA  in  FY  1975,  Section  8(a)  awards  totalled 
approximately  $47  million  and  are  expected  to  reach  $50  million 
in  FY  76.  Total  procurement  at  GSA  in  FY  75  was  approximate- 
ly $1.5  billion,  small  businesses  receiving  approximately  44  per 
cent  of  this  total.  This  percentage  can  be  attributed  to  the 
increasing  efforts  to  assist  small  businesses.  A  problem  within 
GSA  is  that,  after  special  efforts  have  been  made  to  set 
procurements  aside  for  small  businesses,  other  socio-economic 
programs,  such  as  the  Section  8(a),  Labor  Surplus,  and  the  NIB 
and  NISH  programs,  seem  to  strive  to  produce  the  identical 
items  of  supply. 

The  Commissioner  of  Federal  Supply  serves  as  a  voting 
member  (one  of  fourteen  members)  who  casts  a  ballot  on  the 
addition  or  deletion  of  commodities  to  the  procurement  list  of 
the  NIB  program.  The  voting  members,  jointly  with  the 
Executive  Director,  attempt  to  pinpoint  problems  and  avoid 
conflicts  of  interest  among  the  various  socio-economic 
programs. 

In  May  1975  it  was  quite  evident  that  the  NIB  and  NISH 
programs  were  making  significant  strides  to  increase  procure- 
ment opportunities  for  the  workshops.  The  NIB  and  NISH 
programs  were  seeking,  and  in  some  cases  had  already 
obtained,  procurement  commodities  that  were  already 
supporting  socially  or  economically  disadvantaged  firms  under 
the  Section  8(a)  program.  However,  at  the  time  that  these 
programs  were  being  implemented,  no  one  envisioned  that 
workshops  under  NIB  and  NISH  programs  would  be  seeking 
the  identical  items  being  produced  by  firms  under  the  8(a) 
program. 

To  avoid  this  type  of  future  conflict  for  two  very  important 
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programs,  policies  must  be  established  within  GSA.  Our  office 
is  working  with  both  NIB  and  NISH  and  the  Executive  Director 
of  the  Committee  to  resolve  this  type  of  problem  at  the  earliest 
possible  stage.  Furthermore,  our  office  is  working  on  policies 
that  provide  guidance  to  our  contracting  officers  so  that  when 
either  NIB  or  NISH  is  interested  in  producing  GSA  items  it  will 
be  possible  to  discontinue  further  procurement  actions  by  GSA 
in  a  way  that  will  provide  an  orderly  transition  to  the 
workshops. 

Perhaps  a  look  at  the  sequence  of  events  that  occurs  when  a 
workshop  seeks  to  produce  an  item  that  is  being  purchased 
from  the  competitive  sector  may  give  some  insight  into  some  of 
the  problems  encountered  at  GSA.  First,  the  workshop 
requests  the  addition  of  the  item  to  the  procurement  list  after 
having  conducted  feasibility  studies  about  the  workshop's  capa- 
bility to  produce  it.  Many  hours  are  needed  to  research  with  the 
procurement  activity  the  history  of  pricing,  specifications 
involved,  delivery,  and  other  terms  and  conditions  to  which  the 
workshop  must  adhere  if  the  item  is  added  to  the  procurement 
list. 

Once  it  has  been  determined  by  the  voting  members  of  the 
Committee  that  the  price  is  reasonable  and  the  workshop  has 
the  capability  to  produce  the  item,  it  is  then  added  to  the 
procurement  list  of  either  NIB  or  NISH.  If  the  item  is  author- 
ized to  be  added  to  the  procurement  list,  it  may  be  removed 
from  the  Section  8(a)  program  (minority  business  program). 
Small  Business  Set-Aside  Program,  Labor  Surplus  Program,  or 
from  competitive  large  business  concerns  that  have  historically 
received  the  item  through  competitive  bidding  with  the  federal 
procurement  agency.  It  may  be  fair  to  say  that  whenever  an 
item  is  added  to  the  procurement  list  of  NIB  or  NISH,  the  Exe- 
cutive Director  hears  from  some  interested  party,  either 
directly  or  through  his  political  representative,  complaining 
that  the  item  should  not  have  been  added  to  the  NIB  or  NISH 
procurement  list.  GSA  also  receives  inquiries  from  interested 
bidders  questioning  the  propriety  of  removing  items  from  one 
socio-economic  program  to  the  other  or  removal  of  the  item 
from  competitive  bidding. 

Of  particular  concern  to  GSA  is  the  adverse  impact  of  remov- 
ing items  from  small  business  firms  producing  the  item  under 
the  Section  8(a)  program.  SBA  (Small  Business  Administration) 
seeks  items  of  manufacture  from  the  major  procurement  activi- 
ties of  the  federal  government  for  manufacture  by  socially  or 
economically  disadvantaged  minority  business  firms.  Once 
these  items  have  been  identified  by  SBA,  technical  and  financial 
investments  are  made  with  these  firms  to  assist  them  towards 
viability  in  the  commercial  market  place.  Changing  marketing 
conditions,  inflation,  and  other  factors  makes  it  impractical  to 
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set  a  specific  time  period  for  which  this  assistance  will  be 
provided.  Therefore,  to  interrupt  the  planned  assistance  to 
these  firms  by  removing  the  item(s)  they  were  producing  and 
adding  these  items  to  the  procurement  list  of  NIB  or  NISH 
appears  to  be  counter-productive,  especially  when  the  govern- 
ment's investment  in  these  firms  is  quite  significant  in  some 
instances.  Small  business  firms  also  fall  into  this  category  of 
losing  work  to  the  NIB  and  NISH  programs.  The  items  to  be 
manufactured  are  generally  high  volume,  high  profit-type  items 
that  are  extremely  attractive  to  the  8(a)  firm,  small  business 
firm,  and  the  NIB  and  NISH  workshops.  It  is  unfortunate, 
indeed,  that  in  many  instances  the  identical  item  is  sought  after 
by  each  of  the  above  mentioned  programs. 

During  the  normal  course  of  screening  items  for  NIB  and 
NISH,  the  impact  on  the  other  socio-economic  programs  is  con- 
sidered; and,  in  many  instances,  the  workshops  have  backed  off 
items  being  produced  under  the  above  programs.  However,  in 
many  instances  the  addition  of  items  to  the  procurement  list  of 
NIB  or  NISH  has  played  a  major  role  in  putting  firms  out  of 
business.  Since  the  Small  Business  Administration  administers 
the  Section  8(a)  program  and  serves  as  the  advocate  for  all 
small  businesses,  it  seems  only  natural  that  SBA  would  serve  as 
one  of  the  fourteen  voting  members  on  the  Committee  that 
decides  which  items  will  be  added  to  the  procurement  list.  I 
would  strongly  recommend  that  SBA  become  a  voting  member 
on  the  Committee,  which  would  at  least  ensure  that  full  and 
complete  consideration  would  be  given  to  the  impact  the 
Committee's  action  would  have  on  8(a)  firms  and  the  small  busi- 
nessman. Today,  the  NIB  and  NISH  workshops  attempt  to 
assess  the  extent  their  actions  will  have  on  8(a)  contractors  or 
small  business  firms,  with  little  or  no  imput  in  many  cases  from 
SBA. 

These  are  some  of  the  real  concerns  of  GSA  today.  Our  office 
is  working  closely  with  the  Executive  Director  of  the 
Committee  and  NIB  and  NISH  personnel  to  service  problems 
and  resolve  them  to  the  mutual  benefit  of  all  concerned. 
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Mack  Strong 

Representatives  from  the  Washington  area  have  spoken 
about  the  national  programs.  At  this  time  I  would  like  to  give 
you  a  brief  look  at  GSA's  regional  participation  in  support  of 
the  national  effort  and  what  services  one  may  receive  from  the 
office,  which  is  located  in  Atlanta.  In  order  to  do  this,  I  need  to 
give  you  some  background  information  concerning  the  role  of 
GSA's  Business  Service  Centers  and  my  job  in  particular. 

Our  primary  function  is  to  counsel  and  provide  assistance  to 
business  firms  (particularly  small  and  minority  businesses) 
seeking  opportunities  to  do  business  with  GSA  and  other 
federal  agencies.  In  addition,  we  provide  staff  support  to  our 
procuring  activities  in  locating  and  identifying  sources  for  our 
buying  requirements.  We  also  serve  as  advocates  with  these 
buying  activities  on  behalf  of  the  business  and  minority 
business  community, 

A  couple  of  years  ago  we  received  a  policy  letter  from 
Washington  that  read: 

Traditionally  we've  been  doing  business  under  a  separate  program  at 
the  national  level  to  encourage  the  use  of  the  National  Industries  for  the 
Blind.  Now  we're  embarking  on  a  program  to  include  the  severely  handi- 
capped organizations.  GSA  Business  Service  Centers  at  the  local  level  will 
be  responsible  for  providing  as  much  information  as  possible  to  these 
organizations  so  that  they  may  also  do  business  with  the  Federal  Govern- 
ment. In  addition  to  this,  vou  will  advocate  on  their  behalf. 

What  I  want  to  do  now  is  just  tell  you  what  I  can  do.  If  you 
are  interested  in  an  item  that  is  in  the  stock  catalog,  you  can 
come  to  the  Business  Service  Center  and  receive  firsthand 
information  about  the  specifications  that  govern  the  manufac- 
ture of  the  item,  performance  specifications,  and  standards  to 
which  the  items  will  have  to  adhere.  We  give  these  to  you  with- 
out cost.  We  can  give  you  some  information  about  the  volume 
that  GSA  has  purchased  in  recent  months  and  the  delivery 
points  involved.  GSA  operates  warehouses  scattered  through- 
out the  country,  and  the  delivery  cost  of  an  item  has  a  great 
effect  on  how  much  it  is  going  to  cost  you  to  put  it  out.  We  can 
point  this  out  to  you.  We  can  also  give  you  some  preliminary 
information  on  the  prices  we  have  been  paying  for  the  items  or 
what  we  have  been  selling  them  to  other  agencies  for,  using  the 
information  from  the  abstracts,  and  so  forth.  We  can  also  tell 
you  of  some  other  people  that  you  can  contact  within  GSA  or 
outside  GSA  who  might  have  some  work  for  you. 
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It  has  been  suggested  to  you  that  the  greatest  potential  is  in 
the  area  of  services,  if  you  can  get  around  the  small  business 
set-asides  program.  We  have  kept  a  running  tally  in  Atlanta 
and  found  out  that  there  are  twenty-four  types  of  repair 
services  for  which  GSA  has  the  responsibility  for  delivery  that 
are  amenable  to  both  8(a)  and  the  Sheltered  Workshop 
Programs.  They  range  from  the  repair  of  adding  machines  and 
calculators  to  rewinding  motors,  repairing  lawn  mowers, 
recharging  fire  extinguishers,  repairing  pool  tables,  and  refur- 
bishing wood  and  metal  furniture.  We  think  we  can  pull  any 
portion  of  these  types  of  contracts  or  services,  depending  on 
location,  into  a  workshop  that  has  the  capability  for  doing  it. 

There  are  some  pitfalls  in  this  service  contract  area  of  which 
you  should  be  made  aware.  The  agreements  we  make  with  the 
shops  do  not  guarantee  a  dime,  for  GSA  is  not  the  consuming 
activity  in  this  case.  Other  federal  agencies  will  order  the 
services  as  they  need  them.  We  give  you  some  pretty  good  data 
about  what  to  expect  about  turnaround,  however,  for  our 
estimates  are  based  upon  actual  inventories  and  maintenance 
histories  of  the  various  items  involved.  We  also  make  sure  that 
the  agencies  do  not  use  other  sources  for  their  repairs.  This 
pretty  well  ensures  full  utilization  of  the  workshops'  potential. 

I  would  like  to  encourage  you  to  make  contact  with  us  in  the 
event  we  are  able  to  assist  you  in  developing  opportunities  for 
your  organization.  We  are  located  at  1776  Peachtree  Street,  N. 
W.,  Atlanta,  Georgia  30309.  Our  telephone  number  is 
404/526-5661. 
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Allen  R.   Trippeer 

We  are  here  to  identify  our  role  in  connection  with  NIB  and 
NISH  and  to  find  out  what  we  can  do  to  help  you.  1  n  ight 
explain  briefly  the  origin  and  function  of  the  Defense  Supply 
Agency.  As  recently  as  World  War  II  there  was  no  Defense 
Supply  Agency.  There  were  many  common  items  that  were 
used  by  the  Army,  Navy,  and  Air  Force,  and  each  of  these 
three  services  was  buying  them  and  stocking  them  individually. 
There  were  obviously  many  duplications  with  this  system. 
Shortly  after  World  War  II,  the  Defense  Supply  Agency  was  es- 
tablished, primarily  to  purchase  and  stock  items  that  were  in 
common  use  by  the  three  military  services. 

As  far  as  DSA's  role  in  this  program  is  concerned,  I  think  the 
mechanics  of  identifying  items,  the  evaluation,  the  impact 
studies,  and  other  procedures  prior  to  adding  an  item  to  the 
Procurement  List  as  a  DSA  procured  item,  have  been  well 
covered.  I  would  like  to  tell  you  just  briefly  my  part  in  this 
program.  Basically,  I  am  known  as  a  small  business  specialist. 
This  in  a  way  is  a  misnomer.  A  more  detailed  description  of  my 
job  is  that  I  am  a  small  business  and  economic  utilization 
specialist.  This  job,  in  many  respects,  is  similar  to  that  outlined 
by  Mr,  Strong  of  GSA— to  be  an  advocate  of  the  small  business- 
man and  others  who  fall  into  that  same  general  category:  the 
minority  business  people,  including  the  Section  8(a)  programs, 
people  in  the  surplus  areas,  and  now,  recently,  you  folks  who 
are  involved  in  these  workshops.  We  have  had  very  little  input 
from  our  people  in  Washington  about  where  we  fit  into  this  pro- 
gram. For  this  reason  I  was  very  happy  that  this  conference 
came  up  at  this  particular  time,  because  I  think  we  are  going  to 
get  involved  with  some  of  you  people.  We  have  had  inquiries 
from  representatives  from  sheltered  workshops  very  recently.  I 
am  happy  to  have  an  opportunity  to  find  out  what  this  program 
is  all  about  because,  very  frankly,  I  really  was  not  iij  a  very 
good  position  to  provide  any  type  of  assistance  or  advice  for 
them. 

We  think  that  we  can  help  you  if  you  are  interested  in  items 
being  bought  by  Defense  by  identifying  some  of  the 
commodities  that  you  might  be  interested  in  and  where  they 
are  procured.  Defense  buys  about  anything  you  can  think  of. 
We  would  like  to  help  you  identify  the  item  you  are  interested 
in  and  who  buys  it.  We  can  help  you  with  the  specifications, 
and,  if  and  when  you  do  get  a  contract,  we  can  help  you  with 
sources.  We  have  been  talking  mainly  about  centrally  procured 
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type  items.  These  are  the  items  that  DSA  buys  and  stocks  in 
large  quantities,  and  the  services  requisition  them  as  they  are 
needed.  I  think  we  also  need  to  mention  briefly  the  base 
procurement  type  items. 

Every  Air  Force  base  and  Army  post  has  many,  many  items 
that  are  bought  right  on  base  for  their  own  use  and 
consumption.  These  are  local  purchase  type  items,  and,  if  any  of 
you  are  located  close  to  one  of  these  DOD  type  activities,  I 
would  suggest  that  you  go  to  their  Purchasing  Office  and  get 
acquainted  with  their  Contracting  Officer  because  he  is  the  one 
who  buys  these  types  of  items. 

In  addition  to  centrally  procured  and  base  procurement 
items,  a  third  source,  which  we  know  is  a  lucrative  one  and  one 
that  we  would  like  to  help  you  with  in  any  way  that  we  can,  is 
in  the  subcontracting  area.  We  are  in  the  contract  administra- 
tion business  in  Atlanta  and  in  our  district  offices  in  Birming- 
ham and  Orlando.  We  administer  DOD  contracts  from  our 
parent  organization,  DSA,  and  Army,  Navy,  and  Air  Force 
contracts,  many  of  which  are  multi-million  dollar  contracts.  A 
lot  of  these  dollars  are  spent  in  subcontracting,  and  there  are 
some  lucrative  opportunities  for  subcontracting  with  our  large 
DOD  contractors.  This  is  a  service  we  have  been  providing  to 
small  business  firms  ever  since  we  have  been  in  business.  We 
try  to  help  them  get  a  piece  of  the  action  through  subcontract- 
ing. I  see  no  reason  why  this  does  not  also  represent  an 
opportunity  for  some  of  the  sheltered  workshops,  but  we  do  not 
know  who  you  are  or  where  you  are  or  what  you  can  do.  We 
would  like  to  help  you.  The  reason  I  am  here  today  is  to  find  out 
what  this  program  is  all  about,  and  I  want  to  extend  this  invita- 
tion to  you  to  visit  with  our  people  in  Atlanta,  Orlando,  and  Bir- 
mingham. We  are  there  to  help  people  like  yourselves,  and  we 
will  be  most  happy  to  do  so. 

(At  the  conclusion  of  Mr.  Trippeer's  address,  questions  from 
the  floor  were  addressed  to  the  panel.) 

Question:  This  four  teen-member  Committee— that's  a  GSA 
Committee,  is  that  right? 

Reply:  These  are  the  voting  members,  eleven  from 
government,  I  believe,  and  three  from  private  industry.  These 
are  the  independent  voting  members.  Most  of  them  are  heads  of 
agencies.  Mr.  Fletcher  is  with  the  Statutory  Committee.  He 
works  closely  with  the  voting  members. 

One  point  I  would  like  to  touch  on  is  the  type  of  problems 
that  occur  once  you  get  an  item  on  the  Procurement  List.  This 
past  year  within  GSA  Federal  Supply,  workshops  within  NIB 
and  NISH  were  not  receiving  orders  for  supplies.  They  had 
added  items  to  the  list  and  orders  just  didn't  arrive  in  some 
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cases,  even  after  they  had  one  item  on  the  list  for  two  or  three 
months.  What  happened?  All  of  the  earlier  plans  had  reported 
that  there  was  a  huge  volume  with  GSA,  and  this  had  caused 
the  workshop  to  make  an  investment.  We  are  working  to  solve 
this  problem.  We  maintain  at  our  Business  Service  Centers  a 
Hst  that  tells  you  the  previous  year's  sales  for  each  stock 
number  in  GSA.  It  is  a  record  of  previous  sales.  It  shouldn't  be 
interpreted  as  meaning  that  this  is  what  is  going  to  be 
purchased  next  year.  As  a  matter  of  fact,  the  volume  purchased 
this  past  year  may  have  filled  up  the  inventory  to  such  a  level 
that  there  will  be  no  buying  again  for  another  six  or  seven 
months.  In  many  cases  workshops  have  been  given  a  large 
figure  of  volume  previously  purchased,  and  the  information  has 
turned  out  to  be  wrong.  What  happened  this  past  year  at  GSA 
Federal  Supply  was  that  the  customers  stopped  their  normal 
ordering  of  supplies;  inventory  levels  increased  as  a  result,  and 
these  factors  overtaxed  our  Federal  Supply  Fund,  which 
finances  this  system.  There  were  contracts  in  effect— some  with 
8(a)  firms,  NIB  and  NISH  workshops— and  we  could  not  send 
orders  to  these  firms  even  though  there  was  a  need  for  the 
items  throughout  the  government.  Back  orders  within  Federal 
Supply  Service  today  are  approaching  600,000.  These  are  the 
items  in  our  stores  stock  supply  system  which  appear  in  our 
catalog.  Agencies  have  submitted  requisitions  for  these 
supplies,  and  we  haven't  been  able  to  supply  them.  The  main 
reason  for  this  was  the  critical  shortage  of  funds  to  bring  the 
supplies  into  the  system.  This  meant  that  historically  I  may 
have  been  bringing  1,000  different  items  into  the  system,  but 
now  because  of  dollar  limitations  and  ceilings  I  will  only  bring  in 
400  items,  and  these  will  be  the  fast  moving  items.  What 
happens  to  the  600  other  items  that  are  still  in  somebody's 
contract  waiting  to  be  ordered?  We  are  not  just  talking  about 
the  type  of  situation  that  NIB  or  NISH  is  in— waiting  for  orders 
to  come.  Let's  look  at  the  definite  quantity  type  contract,  where 
the  contractor  has  been  told  to  expect  orders  on  a  monthly 
basis.  There  are  today  small  business  and  Section  8(a)  firms 
with  material  they  have  been  holding  three  and  four  months, 
still  producing  in  hope  that  orders  will  be  forthcoming.  This  is  a 
drastic  situation  for  a  workshop  as  for  other  small  business 
firms.  We  receive  many  letters  from  workshops  and  from  their 
political  representatives  asking  us  to  consider  placing  orders 
with  the  workshops  in  an  effort  to  keep  personnel  employed. 
Hopefully,  the  situation  will  level  off  and  orders  will  pick  up 
and  agencies  start  ordering  again.  But  even  today,  while  there 
is  a  need  for  supplies,  agencies  are  spending  their  dollars  on  the 
bigger  and  more  urgently  needed  items,  so  the  8(a)  firms  and 
the  workshops  are  not  getting  the  volume  that  projections  had 
stated  would  be  available. 
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Let's  look  at  the  instances  where  you  have  an  item  added  to 
the  Procurement  List.  Is  this  a  contract  between  a  procuring 
agency  and  a  workshop?  No,  not  the  typical  contract  you  see  in 
the  federal  government.  Under  the  Wagner  O'Day  program, 
prices  are  established  and  controlled  by  the  Statutory  Commit- 
tee. You  have  terms  and  conditions  for  delivering  the  supplies, 
but  does  an  agency  default  you  when  you  don't  deliver  its 
material?  Not  really.  Their  personnel  works  with  you  and  helps 
to  get  the  products  delivered.  They  can  cancel  an  order,  but 
they  normally  won't  do  this.  They  generally  ask  you  for  a 
waiver  when  you  can't  deliver,  and  this  is  normally  granted. 
You  have  several  things  existing  in  your  area:  you  are  in  an 
indefinite  quantity  situation.  Nobody  has  guaranteed  you  any- 
thing. In  other  words,  all  of  the  plans  and  projections  can  fall 
flat.  You  can  have  a  good  price— when  you  can  get  an  order. 
This  past  year  has  played  havoc  with  many  things  affecting  the 
normal  ordering  patterns  of  the  government,  but  some  relief  is 
in  sight. 

What  I  am  stressing  here  is  that  when  we  add  an  item  to  the 
procurement  list  hopefully  the  item  has  commercial' potential  to 
it  as  well  as  government  potential.  The  purpose  for  doing  this  is 
twofold:  not  just  to  have  entree  into  the  commercial  sector  with 
an  item,  but,  in  the  event  the  GSA  inspector  rejects  what  you 
have  produced,  and  sometimes  this  happens,  you  want  to  have 
an  outlet  for  the  item  without  suffering  a  loss.  When  GSA 
rejects  an  item  you  have  produced  and  orders  are  still  flowing 
in  for  the  same  item,  an  additional  outlet  for  the  item  is  needed 
until  the  problem  is  corrected.  Recently,  the  national  inventory 
record  keeping  center  we  had  in  Washington  became  decentral- 
ized. What  this  means  is  that  your  jobs  may  be  a  little  easier 
working  with  our  regional  offices  today.  Remember,  when  you 
seek  that  national  stores  stock  item  that  somebody  may  tell  you 
has  tremendous  potential,  the  thing  that  you  would  want  to  say 
is,  "Can  the  government  guarantee  me  a  minimum  quantity 
when  I  take  over  the  item?"  I  am  hoping  that  the  Statutory 
Committee  considers  this  question.  When  you  take  an  item  into 
a  workshop,  can  the  government  guarantee  you  a  certain 
quantity  over  a  period  of  time?  Why  can't  they?  The 
government  puts  out  bids  that  guarantee  a  competitive 
contractor  a  minimum  quantity  in  many  cases.  Section  8(a) 
firms  normally  get  definite  quantity  contracts  for  items  of 
manufacture,  which  is  a  guarantee  that  the  government  will 
take  the  product  under  the  terms  and  conditions  of  the 
contract.  There  may  be  instances  where  we  might  not  buy  from 
him  on  time,  but  before  his  contract  period  is  over  the 
government  is  obligated  to  pick  up  the  undelivered  totals  in  the 
contract.  The  NIB  and  NISH  situation  is  an  indefinite  quantity 
situation  for  an  mdefimte  period,   and  whenever  you  get  an 
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order  you  must  respond  to  it.  It's  a  little  different  ball  game. 
Any  more  questions? 

Question:  Some  of  these  government  contracts  might  not  be 
quite  as  stabilized  as  on  your  workshop  economy. 
Reply:  You  want  to  look  as  quickly  as  you  can  to  the  possibility 
of  expanding  the  potential  of  that  workshop.  Don't  lock  yourself 
or  put  all  of  your  eggs  in  one  basket  because  the  item  that  you 
now  have  may  not  be  ordered  for  six  months.  You  may  have 
seen  just  two  months  before  a  nice  ordering  pattern  taking 
place  that  for  some  reason  has  now  suddenly  stopped.  Also,  you 
may  now  be  seeing  back  orders  developing  on  the  item  and 
asking  yourself  why  somebody  doesn't  place  orders  for  the 
item?  Government  agencies  are  watching  pennies  and  pinching 
pennies.  An  agency  may  decide  that  prices  on  the  NIB  and 
NISH  procurement  lists  are  just  too  high  to  pay.  It  is  a  fact  that 
an  agency  may  be  able  to  purchase  an  item  locally  for  less  than 
it  appears  on  the  Procurement  List.  GAO  tells  us  that 
approximately  $2  billion  each  year  is  spent  outside  of  the  GSA 
supply  system  for  standard  commercial  items  that  should  have 
come  through  the  system.  Our  Federal  Supply  system  is  in 
existence  to  accomodate  agencies'  needs  for  standard 
commercial  items,  but  on  the  other  hand  we  currently  see 
backorders  approaching  600,000.  We  are  looking  for  ways  to 
improve  the  service  to  our  customers.  In  the  meantime,  many 
contractors— Section  8(a),  small  and  large  businesses,  as  well  as 
NIB  and  NISH  workshops— are  wondering  what's  taking  place. 

Question:  I  know  that  you  have  spoken  to  our  Washington 
office  in  an  effort  to  increase  the  volume  of  sales  for  items  we 
already  have  on  hand,  that  you  conducted  January  White  Sales 
and  have  reduced  the  prices  of  a  number  of  items,  but  have  you 
folks  ever  considered  rebates? 

Response:  Remember,  GSA  only  marks  an  item  up  for  the 
freight  factor  only.  There  is  no  other  profit  tagged  onto  this 
price  as  you  see  it  in  our  stores  catalog.  Our  system  is 
mandatory  on  agencies  to  use.  We  advise  agencies  that 
procurement  from  NIB  and  NISH  is  mandatory.  However,  you 
may  see,  in  the  Commerce  Daily,  bids  put  out  by  agencies 
calling  for  the  very  item  that  your  workshop  has  on  the 
Procurement  List.  In  these  instances,  we  contact  the  procuring 
agency.  Some  agencies  may  say,  "Oh,  we  didn't  know  the  item 
was  on  NIB  or  NISH  procurement  lists;  we  have  our  bid  on  the 
street  already";  or  "We  have  already  made  our  contract  award 
for  the  item."  We  tell  them  there  is  a  priority,  and  the 
procurement  is  generally  stopped  if  it's  not  too  late.  This 
situation  happens,  and  there  are  a  lot  of  dollars  funnelling  out  of 
the  system  this  way. 
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Question:  Can  a  workshop  Director  go  to  a  local  military 
establishment  or  any  Veterans'  Administration  and  talk  with  a 
local  procurement  officer  about  extending  services  or 
contracting  for  services,  or  maybe  small  items  that  would  be 
available  for  purchase  from  them? 

Reply:  Absolutely.  The  workshop  Director  should  go  directly 
and  know  who  the  procurement  people  are— the  same  as 
Section  8(a)  firms  are  having  to  do.  You  may  be  on  a 
Procurement  List  with  your  item.  This  list  of  items  goes  to  the 
procuring  agencies  and  is  probably  filed  somewhere.  The 
Procurement  List  may  remain  filed  until  you  knock  on  the  door 
and  remind  the  procurement  officer  of  his  responsibilities  and 
the  order  of  priority  to  procurement  from  Federal  Prison  and 
NIB  and  NISH  first.  Most  buyers  and  procurement  agents  are 
aware  of  NIB  and  NISH  and  Federal  Prison  programs  and  com- 
modities that  are  available,  but,  if  they  feel  that  there  is  some 
problem  in  getting  delivery,  they  will  find  another  mechanism 
to  do  it.  They  are  finding  other  mechanisms  to  use  against  our 
Federal  Supply  System,  so  I  am  sure  they  are  using  other 
mechanisms  not  to  purchase  from  NIB  or  NISH.  For  example, 
we  see  bids  for  the  identical  items  in  our  supply  system  that 
appear  in  the  Commerce  Daily.  When  asked  what  the  problem 
is,  they  reply,  "We  didn't  know  the  item  was  in  the  stores  stock 
system."  We  have  to  monitor  these  situations  constantly  within 
GSA  to  try  to  recapture  more  of  the  business  that's  going  out 
the  side  door.  Agencies  must  have  a  waiver  to  buy  a  similar  or 
like  item  that  is  on  the  NIB  or  NISH  procurement  lists.  If  a 
dust  pan  is  on  the  Procurement  List,  then  as  an  agency  I 
shouldn't  be  buying  any  dust  pans  competitively  on  any  bid 
until  I  have  a  waiver  and  justification  why  I  couldn't  use  or  wait 
for  delivery  of  the  one  on  the  Procurement  List.  We  don't  just 
become  concerned  with  identical  items  but  similar  items  as 
well,  for  this  is  the  way  some  try  to  circumvent  our  system 
requirements.  An  agency  may  say,  "It's  not  the  same  item— my 
dust  pan  is  red,  and  yours  is  blue." 

Statement  from  the  floor:  I  would  like  to  caution  people  who 
are  dealing  with  some  of  these  procuring  activities— one  of  the 
things  that  we  have  the  most  problem  with  is  when  the 
workshop  or  the  contracting  officer  tries  to  be  an  authority  on 
the  interpretation  of  the  Wagner  O'Day  Act.  And  when  you  get 
two  people  who  don't  know  what  they  are  talking  about,  it 
really  becomes  quite  a  hassle.  We've  had  just  such  a  case.  We 
probably  spent  $18,000  trying  to  straighten  out  a  $6,000  service 
contract  in  upstate  New  York.  So,  if  you  need  some  help  in 
understanding  what  Wagner-O'Day  is  all  about,  we'll  discuss 
this  with  the  people  so  that  they  understand  exactly  how  the 
system  works  and  what  their  rights  are. 
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Response:  To  add  to  that,  Charlie  Fletcher  is  commencing  a 
program  —  twenty-five  seminars  directed  to  the  procuring 
agencies  to  better  explain  NIB  and  NISH.  GSA  is  participating 
in  the  seminar  with  them,  and  I'm  sure  you'll  have  Defense 
agencies  participating  in  it  trying  to  go  to  the  Federal 
Executive  Boards  to  reach  the  procuring  activities  to  give  the 
same  high  profile  to  this  program  as  we  did  with  8(a).  Our  8(a) 
policy  managers  that  we  have  in  the  field  may  become  the  NIB 
and  NISH  policy  managers  locally  as  well. 
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RECOMMENDATIONS  FROM 
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Carl  L.  Shreve 

The  Abilities  Development  Center,  the  industrial  division  of 
the  Huntsville  Rehabilitation  Center,  is  the  only  workshop 
serving  the  severely  disabled  in  Region  IV  that  currently  has  a 
manufacturing  contract  under  Wagner-O'Day.  If  I  have  any 
justification  for  being  a  member  of  this  panel,  it  is  only  because 
our  workshop  has  been  manufacturing  articles  for  the  federal 
government  since  1971.  Thus,  in  terms  of  Wagner-O'Day 
contracting,  we  are  now  where  many  of  you  will  probably  be  in 
the  not  too  distant  future. 

I  wish  that  I  could  tell  you  that  we  became  involved  in 
contracting  with  the  federal  government  by  virtue  of  our  keen 
and  perceptive  interpretation  of  the  Wagner-O'Day  regulations 
and  our  ability  to  translate  this  understanding  into  definitive 
action.  I  wish  that  I  could  provide  you  with  a  step-by-step, 
foolproof  recipe  that  would  ensure  you  of  surefire  success  in 
contracting  with  the  Federal  Government.  Unfortunately,  it  is 
not  possible  for  me  to  do  this,  but  perhaps  by  sharing  some  of 
what  we  have  learned  in  contracting  with  the  Government  I  can 
help  you  to  decide  whether  or  not  Wagner-O'Day  is  for  you. 

First  of  all,  we  did  not  begin  contracting  with  the 
Government  as  a  result  of  the  Wagner-O'Day  amendments.  At 
the  time  that  they  were  passed,  we  already  had  a  $25,000 
contract  for  manufacturing  bags  ,  for  carrying  the  sighting 
mechanism  for  the  TOW  missile  system.  In  fact,  I  can 
remember  attending  an  lARF  seminar  on  Wagner-O'Day  in 
1972  and  being  concerned  that  this  legislation  could  actually  do 
us  more  harm  than  good.  The  major  portion  of  the  work  that  we 
were  doing  for  the  Government  involved  heavy  duty  sewing, 
and  we  were  not  particularly  keen  about  the  idea  of  FPI  or  NIB 
becoming  aware  of  what  we  were  up  to,  simply  because  they 
might  exercise  their  prerogative  and  decide  that  they  wanted  a 
piece  of  the  action.  Consequently,  you  can  readily  see  that  we 
had  mixed  emotions  about  the  legislation,  as  well  as  the 
feasibility  of  our  becoming  involved.  Quite  frankly,  at  that  point 
in  time,  we  were  content  with  the  status  quo. 

Early  in  1974,  we  took  the  initial  steps,  as  a  non-profit  agency 
serving  the  severely  disabled,  to  qualify  to  contract  with  the 
federal  government  to  provide  services  and  commodities  under 
the  provisions  of  the  amendments  to  the  Wagner-O'Day  Act.  In 
January,  1974,  we  applied  to  the  Rehabilitation  Services 
Regional  Office  for  a  technical  assistance   consultation  grant. 
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This  was  approved  and  resulted  in  a  site  visit  being  made  to  our 
facility  to  make  an  assessment  of  our  capabilities.  The  inspector 
was  impressed  with  the  fact  that  we  were  already  successfully 
contracting  with  the  government.  On  the  basis  of  his  recom- 
mendations, we  made  the  decision  to  pursue  placing  our  work 
under  Wagner-O'Day.  This  was  finalized  on  August  29,  1974, 
and  we  now  have  Wagner-O'Day  contracts  amounting  to 
$317,692.66. 

To  give  you  some  perspective  about  our  experience  in 
government  contracting,  we  have  completed  in  excess  of 
$299,000  worth  of  work  since  1971.  Currently,  we  have  $438,188 
in  various  stages  of  manufacturing  and  are  in  the  process  of 
pricing  another  $33,455  in  government  contracts.  Do  not  be 
misled  by  the  amount  of  these  contracts  because  they  have  a 
relatively  low  labor  content  and  the  cost  of  material  makes  up 
the  major  portion  of  their  value;  however,  this  will  give  you 
some  idea  of  the  extent  to  which  we  are  involved  in  doing  busi- 
ness with  the  federal  government. 

To  those  of  you  who  are  seriously  considering  providing  com- 
modities or  services  to  the  federal  government  under 
Wagner-O'Day,  let  me  offer  a  few  words  of  caution. 
Wagner-O'Day  is  not  a  panacea,  and  it  is  not  the  promised  land. 
Unfortunately,  it  is  not  the  ultimate  answer  to  the  employment 
of  the  handicapped  that  all  of  us  in  rehabilitation  have  been 
seeking  for  so  long.  It  is,  however,  a  viable  means  of  providing 
employment  opportunities  to  the  severely  disabled;  and,  in  con- 
sidering its  potential,  it  is  probably  the  single  most  significant 
development  that  those  of  us  who  operate  sheltered  workshops 
will  ever  see.  This  is  an  entirely  new  ball  game  from  what  most 
sheltered  workshops  are  accustomed  to.  While  it  is  true  that 
the  federal  government  is  an  excellent  customer,  if  you  are 
going  to  do  business  with  them  it  will  be  on  their  terms  or  not 
at  all.  As  a  contractor  to  the  federal  government,  you  will  be 
obligating  your  shop  to  terms  that  are  generally  more  binding 
than  those  to  which  you  are  accustomed  in  commercial  contract- 
ing. Do  not  misinterpret  my  remarks  because  they  are  not 
intended  to  frighten  you.  Contracting  with  the  government  is 
serious  business,  but  it  can  be  rewarding  for  your  shop  and 
your  handicapped  workers,  and  I  encourage  you  to  take 
advantage  of  the  opportunities  that  it  presents. 

There  are  some  very  important  principles  involved  in  manu- 
facturing for  the  government,  and  it  is  imperative  that  you 
understand  these  and  the  implications  that  they  have  for  you  as 
a  supplier: 

1.  The  government  issues  specifications  on  the  items  that 
they  purchase.  These  specifications  describe  in  detail  the 
requirements  that  the  material,  components, and  construe- 
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tion  of  the  item  must  meet.  While  it  is  possible  under  cer- 
tain circumstances  to  secure  deviations  from  these  specifi- 
cations, there  is  a  procedure  that  must  be  followed  for  the 
protection  of  both  the  government  and  the  supplier.  Speci- 
fications are  often  difficult  to  track  down,  and  yet  it  is 
essential  that  you  know  all  of  them  in  order  to  determine 
whether  you  can,  in  fact,  manufacture  the  item  as 
required.  As  a  contractor,  you  are  responsible  for  ensuring 
that  the  components  furnished  by  your  vendors  also  meet 
the  required  specifications. 

2.  The  importance  of  meeting  the  delivery  schedules  speci- 
fied in  the  contract  cannot  be  over-emphasized.  Failure  to 
meet  this  responsibility  can  result  in  your  shop  being  dis- 
qualified for  further  orders.  Keep  in  mind  that  as  you 
develop  your  production  schedule,  you  must  also  consider 
the  time  frame  within  which  the  vendors  from  whom  you 
purchase  components  can  deliver.  Undependable  suppliers 
can  cause  you  to  miss  your  delivery  dates  if  they  fail  to  get 
material  to  you  on  schedule.  It  is  important  to  build  as 
much  latitude  as  possible  into  your  scheduling  to  accommo- 
date unforeseen  circumstances  that  might  arise. 

3.  Government  specifications  not  only  tell  you  what  the 
article  is  to  be  made  of,  but  also  how  it  is  to  be  put  togeth- 
er. It  becomes  your  responsibility,  as  a  supplier,  to  set  up 
adequate  quality  control  measures  to  ensure  that  the  arti- 
cle is  being  made  in  accordance  with  the  requirements.  In 
order  to  make  certain  that  this  very  important  aspect  of 
the  manufacturing  process  is  being  observed,  government 
inspectors  will  check  the  articles  to  see  that  specifications 
are  being  met.  Inspectors  do  not  have  the  authority  to 
authorize  deviations  from  specifications.  This  is  the  sole 
prerogative  of  the  contracting  officer,  and  any  such 
changes  that  are  properly  approved  must  be  documented 
in  writing.  This  is  essential  for  your  protection.  Even 
though  your  government  inspector  can  not  authorize  speci- 
fication deviations,  he  and  his  administrative  DCAS  office 
can  be  of  assistance  in  such  matters  as  securing  deviations, 
getting  clarification  on  drawings  or  specifications,  and  ex- 
pediting vendor  performance.  It  has  been  our  experience 
that  government  procurement  personnel  are  cooperative 
and  willing  to  be  of  help. 

4.  A  fair  market  price  for  commodities  and  services  supplied 
by  qualified  workshops  is  established  by  the  Committee 
for  Purchases  From  the  Blind  and  Other  Severely  Handi- 
capped as  a  part  of  the  process  of  getting  on  the  Procure- 
ment List.  While  this  serves  a  very  useful  purpose,  it  in  no 
way  relieves  the  shop  of  the  responsibility  for  knowing 
what  it  will  cost  to  produce  the  item  or  provide  the  service 
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in  question.  Two  important  elements  related  to  pricing  are 
purchasing  and  material  control.  Failure  to  observe  sound 
practices  in  either  of  these  areas  can  get  you  into  trouble 
in  a  hurry. 

The  quickest  and  probably  surest  way  to  have  your  product 
or  service  placed  on  the  list  is  to  have  won  it  on  a  competitive 
bid  and  demonstrated  your  capability  to  perform.  Using  this 
approach,  you  have,  in  fact,  already  accomplished  the  major 
portion  of  the  effort  that  will  be  required  to  get  the  commodity 
or  service  on  the  list.  In  some  instances,  shops  are  attempting 
to  get  a  commodity  placed  on  the  list  and  then  tooling  up  to 
produce  it.  Knowing  as  1  do  of  some  of  the  things  that  you  can 
run  into  in  contracting  with  the  government,  it  would  appear 
that  this  approach  has  some  inherent  risks.*  If  you  are  currently 
manufacturing  some  article  for  the  commercial  market,  there  is 
a  good  chance  that  you  could  sell  this  to  the  federal  government 
as  well.  Here  again,  you  are  in  a  far  better  position  to 
successfully  become  involved  in  W  agner-O'Day  if  you  go  in  with 
something  that  you  already  know   how   to  produce. 

Possibly  the  most  valuable  asset  of  any  sheltered  workshop  is 
the  staff.  Competent  and  capable  personnel  can  make  the  differ- 
ence between  success  and  disaster.  One  of  the  greatest 
handicaps  facing  the  development  of  sheltered  workshops  in  our 
part  of  the  country  is  the  imposition  of  DVR  salary  structures 
on  workshop  staff.  This  is  no  reflection  upon  the  state  agencies 
involved,  but  is  rather  a  fact  of  life  that  is  somehow  going  to 
have  to  be  resolved  if  everyone  is  really  serious  about  getting 
into  the  workshop  business,  be  it  in  conjunction  with 
W  agner-O'Day  or  commercial  production.  Workshops  are 
businesses,  and  they  must  be  operated  as  efficiently  and  as 
effectively  as  possible,  utilizing  the  proven  methods  and  techni- 
ques of  industry.  If  workshops  are  to  be^  successful,  it  is  impera- 
tive that  they  employ,  or  at  least  have  access  to,  the  expertise 
of  personnel  who  are  trained  and  experienced  in  industrial 
skills.  This  means  industrial  engineers,  m^echanical  engineers, 
tool  and  die  makers,  machinists,  maintenance  men,  and  sewing 
machine  mechanics,  to  name  only  a  few  categories.  Because 
there  has  been  virtually  no  necessity  to  do  so,  DVR  has  not 
recognized  the  importance  of  technicians  and  those  who  possess 
industrial  skills.  Consequently,  workshops  that  are  closely  tied 
to  DVR  financially  and  operating  within  their  salary  structure 
are  not  able  to  offer  salaries  that  are  commensurate  with  what 
these  people  can  make  in  industry.  There  is  an  irony  to  this 
because  in  rehabilitation,  where  we  need  specially  qualified 
personnel,  professional  and  technical,  we  are  placed  in  the 
position  of  not  being  able  to  offer  salaries  that  are  adequate  to 
attract  and  hold  personnel  of  the  caliber  that  we  so  desperately 
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need.  It  sheltered  workshops  are  to  become  more  productive, 
employ  more  handicapped  people,  and  generate  a  greater  share 
of  their  own  operating  income,  it  is  my  firm  conviction  that  they 
must  be  in  a  position  to  recruit  people  with  industrial 
know-how^  and  this  means  that  we  will  be  competing  with 
industry  for  their  skills  and  talents. 

In  regard  to  Wagner-O'Day  and  workshop  personnel,  it  is 
suggested  that  you  seriously  consider  the  possibility  of 
employing  retired  military  personnel,  or  perhaps  civilians  who 
have  had  experience  in  government  contracting.  Over  the 
years,  these  people  have  had  an  opportunity  to  gain  experience 
and  an  understanding  of  how  the  government  operates,  and  this 
knowledge  can  be  invaluable  to  any  workshop  that  is  going  to 
be  doing  business  with  the  government. 

Through  our  own  experience,  we  know  that  Wagner-O'Day 
does  work,  and  I  am  convinced  that  it  can  be  of  tremendous 
benefit  to  your  workshops  and  your  handicapped  employees. 
But  like  anything  else  worth  while,  it  does  not  come  easy.  If  you 
are  willing  to  put  forth  the  extra  effort  required  to  become 
involved  in  Wagner-O'Day,  I  am  confident  that  you  will  find  a 
wealth  of  opportunity  in  government  contracting.  Those  of  us 
involved  in  the  rehabilitation  of  the  severely  disabled  have 
asked  for  and  supported  the  passage  of  the  legislation  that 
made  it  possible  for  our  workshops  to  come  under  Wagner- 
O'Day.  Congress  has  responded  to  our  requests,  Wagner-O'Day 
is  a  reality,  and  the  mechanics  of  its  implementation  have  been 
developed  and  are  functioning.  All  that  remains  is  for  us  to  take 
advantage  of  that  which  has  been  made  available  for  us.  Now, 
the  responsibility  for  making  it  realize  its  potential  rests  upon 
us. 
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Ray  Miller 

If  I  had  attended  this  meeting  about  eight  years  ago,  I  do  not 
beheve  I  would  ever  have  done  any  business  with  the  govern- 
ment. But  I  am  glad  I  started  because  we  are  doing  approxi- 
mately $5  million  worth  of  business  with  them  right  now.  I  am 
just  glad  I  did  not  know  all  the  problems  that  can  arise.  After 
you  do  get  involved,  I  admit  there  are  problems. 

When  I  first  went  to  work  at  Industries  for  the  Blind  in  Ala- 
bama, we  were  doing  approximately  a  $1  million  to  a  $1  million 
and  a  half  business  manufacturing  neckties,  pillowcases,  and  a 
few  things  of  this  nature  for  the  government.  Today  we  are  one 
of  the  larger  manufacturers  of  items  for  the  government.  We 
employ  about  250.  While  our  main  objective  is  to  employ  blind 
people,  we  do  employ  other  handicapped  people. 

When  I  went  to  work  at  Talladega,  I  was  told  that  the  shop 
needed  to  be  more  diversified  in  the  items  it  produced.  I  found 
that  we  had  a  State  Use  Law  program  that  had  just  got  started. 
In  looking  at  the  items  we  were  manufacturing  for  our  state,  I 
found  that  the  federal  government  also  uses  many  of  these 
items,  so  we  started  talking  with  NIB.  We  in  the  blind 
workshops  are  very  fortunate  in  that  we  do  have  an  organiza- 
tion such  as  the  National  Industries  for  the  Blind. 

I  would  like  to  share  with  you  a  few  things  and  cite  an  item 
or  two  that  we  make;  for  example,  the  mattress  cover.  We 
were  manufacturing  mattress  covers  for  jails  in  Alabama,  sup- 
plying both  counties  and  cities.  We  found  out  that  the  govern- 
ment buys  quite  a  few  of  this  item,  so  we  decided  it  would  be  a 
good  one  to  look  into.  We  found  that  DSA  bought  a  good  many. 
We  were  told  not  to  let  competition  know  what  was  going  on 
because  they  would  scare  you  off.  However,  we  found  a  factory 
in  Union  Town,  Alabama  that  was  manufacturing  mattress 
covers  for  the  government.  I  called  them  and  told  them  that  we 
would  like  to  visit  them  and  talk  with  them.  Believe  it  or  not, 
they  let  us.  I  did  not  tell  them  that  we  were  probably  going  to 
manufacture  mattress  covers  sooner  or  later  for  the  federal 
government  until  I  got  down  there.  But  I  did  not  lie  to  him.  I 
told  him  that  we  were  looking  at  this  item.  So  he  took  us  in  and 
showed  us  his  operation.  Eventually  we  did  get  the  item  on  the 
Procurement  List.  That  was  for  DSA.  Then  we  found  out  that 
GSA  bought  this  item;  therefore,  we  started  pursuing  this,  and 
pretty  soon  we  got  the  GSA  business  also.  I  like  GSA  business. 
It  is  more  on  a  routine  or  month  by  month.  Now  DSA  is  good, 
also.  When  you  have  a  lot  of  it,  you  have  a  lot  of  it,  but  some- 
times you  do  not  have  all  that  much.  But  you  can  always  take 
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what  you  can  get.  So  we  started  supplying  the  government. 

Let  me  tell  you  this:  when  looking  at  a  new  item,  do  not 
forget  your  suppliers  because  a  supplier  has  a  lot  of  knowledge. 
When  we  started  talking  about  mattress  covers,  the  first 
person  I  called  was  a  supplier  who  was  supplying  this  material. 
This  man  knows  who  is  buying  it,  and  he  is  willing  to  work  with 
you.  Sometimes  you  can  get  a  price  that  will  allow  you  to  be 
competitive.  So  do  not  forget  your  suppliers  whenever  you 
start  looking  at  new  items.  New  items  cause  a  lot  of  problems. 
That  is  for  sure.  But  anything  worth  having  is  going  to  cause  a 
few  problems. 

The  only  way  in  which  you  or  I  can  expand  our  programs  and 
employ  handicapped  people  is  to  have  business.  You  can  have 
all  the  programs  you  want,  but  you  have  to  have  something  you 
can  manufacture  in  order  to  employ  people.  Isn't  that  true? 
When  you  hire  people,  you  have  to  pay  them,  so  you  have  to 
have  business.  We  do  have  priority  on  some  of  the  items  1  have 
mentioned.  Yes,  blind  shops  do  have  priorities  over  NISH  at  the 
present  time.  I  serve  on  the  committee  for  the  new  products. 
At  first  we  thought  that  when  NISH  got  started  it  might  be  in 
competition  with  us.  We  were  not  going  to  say  a  whole  lot  to 
NISH,  but  we  finally  realized  that  we  had  an  obligation  as  a 
blind  organization  to  work  with  other  handicapped  people. 
When  these  items  came  through  the  Committee,  we  either  had 
to  say  "yes"  or  "no,"  get  off  of  it  or  get  with  it.  So  I  think  that 
NISH  has  found  that  these  items  are  being  cleared— when  we 
do  not  feel  that  we  can  manufacture,  we  clear  these  things.  W  e 
are  willing  to  work  with  you  in  any  way  that  we  can;  you  can  be 
assured  of  that. 

Look  at  what  you  are  doing  now  in  commercial  business.  You 
should  tie  in  your  commercial  programs  with  your  government 
programs.  If  you  are  in  the  subcontract  business,  you  can  do 
some  work  with  the  bases  if  you  have  one  close  around.  If  you 
have  a  blind  workshop  in  your  area  and  it  is  doing  government 
work,  it  is  possible  that  it  has  more  work  that  it  can  handle  and 
will  subcontract  to  you.  We  are  not  enemies,  you  know.  We  are 
all  working  together  for  the  same  thing— to  employ 
handicapped  people,  whether  they  are  blind  or  otherwise 
handicapped.  So  let's  help  each  other  if  we  can. 

Let  me  say  that  I  think  the  Wagner-O'Day  Act  is  a  fine  act, 
but  a  piece  of  paper  means  nothing  unless  you  have  the  people 
to  carry  it  out.  I  think  that  the  most  important  person  in  a  pro- 
gram is  the  workshop  manager.  He  is  the  person  who  has  to 
implement  whatever  has  been  implemented— NISH  or  NIB,  I 
don't  care  who  it  is,  they  are  not  going  to  be  able  to  come  in 
there  and  manufacture  this  item  for  you.  Once  you  identify  an 
item  that  you  want  and  can  manufacture,  or  think  you  can,  then 
it  is  up  to  the  workshop  manager  to  take  the  initiative  to  go 
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ahead  and  get  this  thing  in  motion.  We  use  the  resources  from 
NIB.  1  know  i  can  call  at  any  time.  If  1  need  a  plant  engineer,  a 
cost  analysis,  or  what  have  you,  all  1  do  is  phone.  V\  e  are  very 
fortunate  in  this  respect,  but  once  this  is  initiated  and  you  get 
all  of  this  information,  as  workshop  manager  you  have  to  take 
the  initiative  to  follow  through.  You  are  being  told  some  of  the 
problems  that  will  confront  you,  but,  after  you  get  an  item  and 
you  get  it  going,  you  will  look  back  and  wonder  why  you  ever 
had  a  problem  with  it.  So,  yes,  1  feel  that  NISH,  NIB,  or  any 
other  organization  is  a  fine  organization,  but  it  is  up  to  the 
workshop  managers  to  initiate  this  thing  and  take  it  and  move 
with  it. 


LIONS  CLUB  INDUSTRIES  FOR  THE  BLIND, 
NORTH  CAROLINA 

Conway  Harris 

Our  agency,  Lions  Club  Industries  for  the  Blind,  realized  a 
sales  volume  of  more  than  $2  million  for  the  1975  fiscal  year. 
Ninety  percent  of  our  sales  were  to  the  federal  government 
through  contracts  allocated  by  National  Industries  for  the 
BHnd. 

The  Lions  Club  Industries  began  operation  in  1936  and  in  the 
early  '40s  began  to  produce  mattresses  on  government  con- 
tracts. Box  springs  were  added  during  the  late  '40s.  These  were 
the  only  items  manufactured  until  1968. 

In  1968  a  decision  was  made  to  start  diversification,  realizing 
that  with  mattresses  and  box  springs  as  our  only  items  we 
could  not  serve  the  total  blind  population  of  city  and  state.  As  a 
result  of  this  decision,  we  approached  NIB  and  were  assigned 
mattress  cover  production  as  a  back-up  shop  for  the  Talladega 
shop.  Through  fine  cooperation  from  Ray  Miller,  manager  of  the 
Talladega  shop,  operations  began  in  September,  1968.  This  new 
department  provided  twelve  blind  people  with  jobs.  All  covers 
made  in  this  department  are  for  the  federal  government  for 
government  contracts. 

In  1971,  our  Board  recognized  a  need  to  create  jobs  for  the 
multi-handicapped  blind  of  our  community.  We  again 
approached  NIB  and  were  assigned  the  production  of  file 
folders.  NIB  engineers  worked  closely  with  us  in  the  selection 
of  machinery  that  could  be  operated  by  blind  people.  They  also 
designed  jigs  and  machines  to  permit  maximum  use  of  the 
multi-handicapped  blind.  Today  we  employ  twelve  multi-handi- 
capped blind,  six  regular  blind  and  three  non-blind  persons  in 
this  department.  Two  of  the  three  non-blind  are  inspectors.  Our 
industry  today  employs  forty-two  blind  people. 

The  average  hourly  wage  is  $2,83.  We  have  all  the  fringe 
benefits  that  regular  industry  has,  including  paid  holidays, 
vacation,  group  life  and  hospital  insurance,  workman's  compen- 
sation, and  a  retirement  plan.  Our  buildings  are  modern,  brick, 
block  construction  and  are  well  lighted,  heated,  and  air 
conditioned. 

Being  able  to  participate  in  government  contracts  has 
enabled  us  to  afford  continuous  employment  for  the  bhnd 
people  of  our  city  and  state.  The  wages  paid  to  these  people 
have  helped  them  to  live  far  better  lives  in  terms  of  being 
financially  able  to  purchase  homes  and  cars. 

What  I  have  just  told  you  is  an  example  of  the  good  that  can 
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be  realized  through  government  contracts.  However,  the 
federal  government  is  no  different  from  other  industries  from 
whom  you  seek  contracts.  The  quality  of  work  and  materials 
used  must  meet  rigid  specifications.  A  government  quality 
assurance  representative  makes  periodic,  in-process  examina- 
tions, and  each  shipment  of  the  end  item  product  is  inspected 
by  the  QAR  before  shipment  can  be  made.  Trained  personnel 
must  supervise  production  to  ensure  that  the  item  is  of  accepta- 
ble quality,  because  being  handicapped  is  no  excusfe  for  sloppy 
workmanship. 

We  have  always  found  the  quality  assurance  representative 
to  be  fair  in  his  inspection.  The  only  requirement  is  that  all 
materials  and  workmanship  meet  the  specifications. 

We  have  always  found  Mr.  Fletcher  and  his  staff  more  than 
willing  to  help  the  shops. 

The  federal  government  is  our  best  customer,  and  we  will 
continue  our  best  efforts  to  keep  it  that  way. 


JEWISH  VOCATIONAL  SERVICE,  FLORIDA 

Eugene  Greenspan 
Background 

In  the  summer  of  1973,  the  Jewish  Vocational  Service  (JVS), 
having  become  aware  of  the  Wagner-O'Day  Act  (PubHc  Law 
92-28)  through  its  relationship  with  the  Jewish  Occupational 
Council,  decided  to  explore  feasible  contracts.  We  were  particu- 
larly interested  in  service  contracts,  since  it  was  our  feeling 
that  service  occupations  are  especially  appropriate  for  handi- 
capped workers.  We,  therefore,  surveyed  a  number  of 
governmental  institutions  and  installations  in  the  Miami  area  to 
ascertain  their  interest.  Since  JVS  had  already  established  a 
janitorial  and  custodial  training  capacity  in  its  main  workshop 
facility,  this  seemed  to  be  a  likely  area  to  explore.  In 
discussions  with  the  Homestead  Air  Force  Base,  we  learned 
that  the  base  hospital  maintenance  service  would  shortly 
become  available. 

The  JVS  was  particularly  interested  in  working  with 
Homestead  Air  Force  Base  since  the  training  and  placement 
opportunities  in  that  region  of  the  county  were  very  limited. 
We  were,  however,  concerned  about  several  questions: 

1.  Our  capacity  to  train  workers  in  a  200-bed  hospital  and 
maintain  a  satisfactory  performance  level  which  required 
very  rigid  adherence  to  hospital  maintenance   specifica 
tions. 

2.  Our  capacity  to  train  and  maintain  handicapped  workers 
who  resided  in  that  area  of  the  county,  since  public  trans- 
portation to  the  Homestead  Base  is  severely  limited. 

3.  Our  capacity  to  communicate  effectively  with  Air  Force 
personnel  to  whom  we  would  have  to  relate,  since  the  air 
force  base  is  approximately  thirty  miles  from  the  JVS 
office. 

After  much  planning,  JVS  was  able  to  devise  a  methodology 
to  deal  with  the  above  possible  problems.  Steps  taken  involved 
utilization  of  a  large  commercial  building  maintenance  service 
on  a  consultative  basis  and  arrangements  with  the  local  sub- 
office  of  the  Division  of  Vocational  Rehabilitation,  which 
contributed  both  clients  and  transportation. 

Methodology 

The  initial  contract  with  the  Homestead  Air  Force  Base 
called  for  JVS  to  provide  janitorial  and  custodial  services  to  the 
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Air  Force  Base  Hospital  and  related  medical  facilities.  The 
program  originally  included  only  the  base  hospital  and  dental 
clinic.  It  called  for  a  contract  of  approximately  $125,000  per 
year  and  required  a  staff  of  an  executive  housekeeper  who  is  a 
full-time  JVS  supervisor,  three  lead  janitors,  each  of  whom  was 
in  charge  of  a  specific  shift  (day,  evening,  and  dental  clinic),  and 
approximately  fifteen  custodial  personnel  to  do  the  actual 
building  maintenance  services  at  the  base  hospital. 

The  program  worked  as  follows:  DVR  clients  who  were 
potential  candidates  for  the  program  were  initially  screened  by 
our  worker  at  the  DVR  office.  Candidates  were  selected  who 
resided  in  the  part  of  the  county  in  which  the  Air  Force  Base  is 
located,  thus  minimizing  the  problem  of  transportation.  After 
screening,  selected  candidates  were  provided  with  a  two-week 
evaluation  and  preliminary  training  at  the  JVS.  Those  trainees 
who  qualified  were  referred  to  the  Homestead  Air  Force  Base 
Hospital,  where  they  were  provided  with  a  sixty-day  on-the-job 
training  program  under  the  supervision  of  our  executive  house- 
keeper at  the  base.  Following  successful  completion  of  this 
training,  clients  were  either  hired  as  part  of  the  permanent 
work  force  or  referred  to  other  jobs.  Workers  placed  at  the 
base  were  hired  at  prevailing  wage  rates.  Our  consulting  firm 
advised  us  about  purchases  of  equipment,  appropriate  supplies, 
and  training  procedures.  Its  personnel  were  continually 
available  for  technical  consultation  regarding  specific 
requirements  of  the  contract. 

In  the  subsequent  fiscal  year,  1974-75,  the  contract  was 
expanded  to  include  the  veterinary  clinic  and  several  other 
areas  of  responsibility  not  originally  included  in  our  contract. 
The  number  of  custodial  workers  trained  and  employed  has 
risen  to  approximately  twenty-five  full-time  workers. 

We  are  currently  examining  the  new  specifications  presented 
by  the  Air  Force,  which  include  a  number  of  critical  new  areas 
of  responsibility  that  will  expand  the  contract  still  further 
during  the  coming  year. 

JVS  Experience  with  Program 

The  project  generally  has  proved  to  be  mutually  beneficial. 
During  the  first  year,  twenty-one  handicapped  clients  were 
trained  and  placed  under  the  program.  The  clients  referred  by 
DVR  for  the  program  had  various  handicapping  conditions.  All 
were  selected,  however,  for  residual  capacity  to  perform 
custodial  work.  The  majority  of  the  referrals  were  classified  as 
mildly  retarded.  Several  had  sensory  deficiencies,  and  a  few 
had  orthopedic  problems.  Persons  with  drug  abuse  problems 
were  not  selected. 

Some  of  the  anticipated  difficulties  did,  in  fact,  materialize. 
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JVS,  not  having  experienced  deahng  with  the  mihtary,  did  not 
initially  understand  appropriate  lines  of  communication,  nor  did 
it  know  how  to  deal  with  the  problems  relating  to  hospital 
personnel,  supply  personnel,  and  contract  procurement 
personnel,  all  of  whom  had  a  "finger  in  the  pie"  with  regard  to 
our  program.  This  communication  difficulty,  compounded  by  the 
considerable  distance  between  the  agency  and  the  base,  led  to  a 
communications  breakdown  that  had  an  early  adverse  effect  on 
performance.  Over  a  period  of  time,  however,  we  learned  to 
whom  to  relate  and,  perhaps  almost  as  important,  to  whom  not 
to  relate.  One  of  the  members  of  the  JVS  administrative  staff 
began  making  frequent  trips  to  the  base  in  order  to  meet 
personally  with  significant  individuals.  We  also  worked  out 
ongoing  report  forms  that  helped  each  of  the  parties  to  the 
contract  to  know  what  was  going  on.  The  program,  by 
vocational  rehabilitation  standards,  has  proved  to  be  successful. 
It  currently  generates  over  $90,000  a  year  income  for  our  staff 
at  the  Air  Force  Base  Hospital.  The  Air  Force,  in  spite  of  early 
concerns  of  communication  and  performance,  has  demonstrated 
its  satisfaction  by  renewing  and  expanding  the  program  twice. 
We  will  consider  future  opportunities  for  other  service 
contracts  both  at  Homestead  Air  Force  Base  and  other  military 
installations  in  the  area.  It  is  probable  that  JVS,  like  the  pro- 
verbial fools,  jumped  in  where  "wise  men  feared  to  tread,"  but 
in  this  case  it  does  not  seem  as  though  we  got  burned  too  badly. 


HOW  TO  BE  A  REHABILITATION 
FACILITY  SPECIALIST 

Leon  Meenach 

The  1973  Rehabilitation  Act  gives  the  state  agencies  and  fac- 
ilities a  priority  to  serve  the  severely  handicapped.  State  Voca- 
tional Rehabilitation  Agencies  will  be  held  responsible  Lo 
develop,  explore,  and  find  resources  to  serve  these  individuals 
with  vocational  potential.  Rehabilitation  facilities  and  work- 
shops must,  therefore,  provide  specialized  and/or  individualized 
services  for  large  numbers  of  persons  who  have  an  almost  un- 
limited range  of  disabilities  and  needs. 

The  situation  is  complicated  because  of  the  fact  that  large 
numbers  of  workshops  and  rehabilitation  facilities  are  operated 
under  the  auspices  of  voluntary,  non-profit  sponsorship,  and 
substantial  investment  is  being  made  by  local  communities  in 
capital  and  operating  cost  of  these  agencies.  These  operations 
depend  heavily  upon  fees  and  contracts  for  services  to  develop 
and  improve  the  services  of  their  facilities.  The  state  agencies 
operate  a  variety  of  facilities  ranging  from  special  programming 
for  a  particular  disability  to  a  comprehensive  facility  serving  all 
disabilities. 

From  this  background  was  created  the  need  for  the  Facility 
Specialist.  The  Facility  Specialist  position  has  grown  out  of  the 
State/Federal  V.R.  Program  resulting  from  the  legislation  that 
provided  for  the  development  of  rehabiHtation  facilities  and 
workshops.  The  position  in  most  states  is  located  in  the  State 
V.R.  Agency  and  in  the  Facility  Section  or  Unit  organizational- 
ly. The  Facility  Specialist  will,  in  most  instances,  be  serving 
both  state-operated  and  community,  non-profit  facilities  and 
workshops,  either  on  a  statewide  or  regional  basis.  The 
programs  will  range  from  very  small  operations  to  centers 
serving  300-400  clients  daily.  The  programs  may  be  comprehen- 
sive or  programmed  for  a  specific  disability  and  limited 
services. 

The  Rehabilitation  Facility  Specialist  usually  comes  from  the 
ranks  of  the  state  rehabilitation  program.  More  often  than  not, 
a  staff  member  located  in  a  rehabilitation  facility  or  workshop  is 
a  candidate  for  the  Facility  Specialist  role.  The  individual  may 
have  served  as  a  facility  or  workshop  manager  or  in  vocational 
evaluation.  It  would  be  desirable  before  becoming  a  Facility 
Specialist  to  have  experience  and  knowledge  in  at  least  four 
specific  areas:  VR  counseling,  vocational  evaluation,  adjustment 
services,  and  facility  or  workshop  management. 

The  Facility  Specialist  devotes  his  efforts  to  a  special  branch 
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of  rehabilitation— facilities  and  workshops.  He  also  serves  in  a 
technical  assistance  and  management  consultant  role,  tie  is  a 
person  with  "a  lot  of  irons  in  the  fire"  and  "a  lot  of  fish  to  fry." 
He  must  relate  to  the  state  V.R.  agency  that  employs  him  and 
to  the  community,  non-profit  group  that  also  seeks  his  exper- 
tise. Frequently,  the  facility  specialist  is  the  link  between  the 
community  and  the  state  V.R.  director.  It  is  not  at  all 
uncommon  for  the  Facility  Specialist  to  have  to  respond  to  a 
request  that  has  been  written  to  the  Governor,  legislator,  board 
member,  commissioner,  or  parent,  and  which  has  been  routed 
through  the  state  director,  who  requests  the  Facility  Specialist 
to  make  an  investigation  and  prepare  an  answer.  Many  times 
this  requires  delicate  handling. 

At  worst,  the  Facility  Specialist  is  a  person  who  is  hired 
through  direct  entry  into  the  field  with  little  training  or  know- 
ledge in  the  areas  of  expertise  needed.  At  best,  he  is  a  person 
professionally  trained,  having  extensive  experience  in  the  field 
of  rehabilitation  programming,  specifically  rehabilitation  facility 
and  workshop  services.  Regardless  of  how  he  enters  the  field, 
knowledge,  skills,  ability  and  experience  will  pay  off.  Traits 
that  will  be  most  helpful  are  open-mindedness,  objectivity, 
tolerance,  being  a  good  listener,  ability  to  communicate,  enthus- 
iasm, and  interpersonal  relationship  skills. 

The  Facility  Specialist  must  be  prepared  to  deal  with  a  num- 
ber of  specific  program  areas.  Following  is  a  list  of  areas  with 
which  he  is  concerned  and  in  which  he  must  have  the 
knowledge  and  experience  to  handle  his  job  expertly.  The 
Facility  Specialist: 

assists  in  determining  the  need  for  the  establishment  of  a 
facility  or  workshop  as  well  as  the  program  of  services 
promotes  and  arranges  for  technical  assistance 
promotes  consultation  in  management  of  programs 
assists  with  Wage  and  Hour  requirements  and  regulations 
serves  as  liaison  between  the  the  state-operated  facility 
programs  and  V.R.  administration  and  plays  a  similar  role 
with  community,  non-profit  groups 
assists  in  the  application  and  development  of  standards  for 
facilities  and  workshops,   and  assists   in  pre-accreditation 
reviews 

helps  train  the  V.R.  agency  field  staff  in  utilization  of  facih- 
ties  and  provides  opportunities  for  facilities  staff  to 
acquaint  themselves  with  field  operations  and  counselor 
needs 

provides  capacity  building  opportunities  for  programs  and 
staff 

assists  facilities  and  workshops  with  management, 
budgeting,  and  resource  funding 
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makes  available  and  conducts  program  and  administrative 
reviews 

promotes  utilization  and  monitoring  services 
assists  in  program  evaluation 

provides  or   seeks  consultation  in   the    area   of   vocational 
evaluation  and  adjustment  services 

arranges  tor  and  conducts  the  following  studies:  (1)  partici- 
pates in  and  encourages  the  planning  function,  and  (2)  is  a 
community  organizer,  (3)  catalyst,  (4)  hustler,  (5)  facihtator, 
and  (6)  diplomat 
There  may  be  other  areas  of  involvement  in  addition  to  these, 
depending  on  the  state  or  program  emphasis. 

An  effective  Facility  SpeciaUst  is  a  generalist  in  the  field  of 
rehabihtation  facihties  and  workshops,  has  a  knowledge  of 
management  of  these  types  of  operations,  and  keeps  up  with 
trends,  literature,  new  ideas,  and  programs  in  the  field.  There 
is  no  substitute  for  actual  experience,  internship,  or  auditing  of 
live  programs,  but  there  are  many  other  resources  of  value  to 
assist  one  in  becoming  an  effective  Facility  Specialist.  The 
agency's  professional  library  is  a  good  source.  Even  better  is 
the  development  of  one's  own  reference  library.  Periodicals  and 
magazines  have  articles  that  report  innovative  ideas  and  results 
of  research  and  keep  one  informed  of  trends  in  the  field. 
Universities  such  as  Auburn  and  Stout  State  have  Material 
Development  Centers  with  valuable  resource  literature  for  pur- 
chase or  loan.  The  regional  RSA  offices,  in  cooperation  with 
sponsoring  individual  groups,  offer  training  opportunities 
beneficial  to  Facility  Specialists.  Some  RSA  regions,  such  as 
Region  IV,  have  a  Facility  Specialist  organization  that  meets 
annually  for  seminars  and  workshops.  The  Association  of 
Rehabilitation  Facilities  provides  a  number  of  services,  such  as 
seminars,  training  conferences,  and  newsletters,  for  their 
members. 

It  is  important  that  the  Facility  Specialist  familarize  himself 
with  materials  and  methods  that  will  help  him  become  an  effec- 
tive, result-oriented  generalist.  Following  is  a  partial  list  of 
resources  and  suggestions  that  will  help  in  the  building  of  a 
resource  library: 

Data-Proce ssing  Information  Syste?ns: 

Bookel,  William  F.,  and  Murphy,  Jerry  L.  The  Computer 
Sampler:  Management  Prospective s  on  the  Computer.  New 
York:  McGraw-Hill. 

This  book  has  an  excellent  glossary.  You  should  know  the 
computer  information  systems  that  the  state  agency  utilizes, 
which  may  provide  valuable  information  about  clients  being 
served  in  the  facilities  and  workshops  and  the  counselor  case- 
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load.  Inquire  about  basic  information  and  orientation  short 
courses  made  available  to  state  employees  by  the  companies 
or  suppliers  of  data  processing  equipment. 

Evaluation  and  Adjustment  Services — Manuals: 

The  Facility  Section,  Georgia  Division  of  Rehabilitation 
Services,  Atlanta,  has  developed  guides  and  manuals  that 
have  proven  to  be  valuable  to  the  Facility  Speciahst.  These 
are  available  in  limited  numbers  at  a  minimum  cost. 

Some  of  the  following  will  be  available  in  the  near  future 
through  Stout  State's  Materials  Development  Center: 

D.O.T.  Training  Manual,  1975.  (Designed  to  use  the  D.O.T. 
Manuals,  published  by  the  Department  of  Labor,  more 
effectively.) 

Adjustment  Services  Program  Manual,   1975. 

Vocational  Evaluation  Standards  Manual,   1975. 

The  Facility  Specialist  should  become  familiar  with  evalua- 
tion systems  such  as  the  Towers,  JEVS,  SAVE,  Singer,  and 
others. 

Financial: 

Jones,  Reginald  L.,  and  Trentin,  George  H.  Budgeting:  Key 
to   Planning   and    Control.    Revised    Edition.    New    York: 
American  Management  Association,  1971. 
Contact  the  state  Budget  Office  or  the  Office  of  Planning 

and  Budget   and   request   material   relating   to   the    state's 

methods  of  budgeting. 

General  Management: 

Bittel,  Lester  R.  The  Nine  Master  Keys  of  Management.  New 

York:  McGraw-Hill,  1972. 

This  book  is  concerned  with  immensely  realistic  and  effec- 
tive techniques,  or  keys  (practical  "Plan-Act-Control"),  for 
managing. 

Drucker,  Peter.  Management:  Tasks,  Responsibilities,  Prac- 
tices. New  York:  Harper  &  Row,  1974. 

Horton,  Forest  W.,  Jr.  Reference  Guide  to  Advanced 
Management  Methods.  New  York:  American  Management 
Association,  1972. 
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MacKenzie,  R.  Alec.  The  Time  Trap:  Managing  Your  Way 
Out.  New  York:  American  Management  Association,  1972. 

Management  Simulation  for  Facility  Managers: 

Available  through  Auburn  University,  Auburn,  Alabama, 
Rehabilitation  Counseling  Department,  Dr.  Robert  Couch,  or 
from  the  University  of  Georgia,  Athens,  Dr.  Jack  Sink: 

Community  Facilities  Manual  (limited  copies) 

Guide  to  Planning  a  Workshop  for  Facility 
Specialist  Use  in  the  Field 

Planning  in  a  VR  Facility 

For  these  documents  you  may  also  contact  Mr.  Leon 
Meenach,  Facility  Section,  Vocational  Rehabihtation,  Room 
632-S,  Atlanta,  Georgia  30334. 

Marketing,  Production,  Public  Relations,  and  Planning: 

Britt,  Stewart  H.,  Marketing  Managers  Handbook.  Chicago: 

Darnell,  1973. 

Local  or  state  universities  may  have  a  Marketing  Depart- 
ment that  can  provide  both  material  and  technical  assistance. 
Also,  check  with  the  state's  Department  of  Industry  and 
Trade  for  information  and  assistance. 

Department  of  Health,   Education,   and  Welfare.   Selling  to 
Industry  for  Workshops.   Publication  No.  (SRS)  74-25072, 
1973. 
This  is  a  very  good  publication. 

Grant,  Eugene  L.,  and  Ireson,  Grant  W.  Handbook  of  Indus- 
trial    Engineering      and      Management.      2nd      Edition. 
Englewood  Cliffs,  New  Jersey:  Prentice-Hall,  1971. 
This  includes  plant  layout,  materials  handling,  and  factory 

planning. 

Greene,  James  H.  Production  and  Inventory  Control  Hand- 
book. Revised  Edition.  Homewood  Illinois:  Richard  D. 
Irwin  Company,  1974. 

Stephenson,  Howard.  Handbook  of  Public  Relations:  The 
Standard  Guide  to  Public  Affairs  and  Communications.  2nd 
Edition.  New  York:  McGraw-Hill. 

Personnel: 

Famularo,  Joseph  T.,  ed.  Handbook  of  Modern  Personnel 
Administration.  New  York:  McGraw-Hill,  1974. 
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Included  in  this  book  are  chapters  on  Wage  and  Hour 
Laws,  Workmen's  Compensation,  Equal  Employment,  and 
Civil  Rights. 

Regional  HEW  offices  can  be  most  helpful  in  the  areas  of 
affirmative  action  plans,  wage  and  hour,  and  civil  rights  by 
furnishing  literature  and  material.  Check  with  the  state 
program  also. 

Program  Evaluation:  ;  :  ' 

Review  the  Program  Evaluation  and  Standards  Section  of 
the  Rehabilitation  Act  of  1974.  The  Federal  Register  should 
be  available  through  the  State  Director's  Office. 

Section  Nine  of  the  CARF  Manual  and  the  booklet, 
"Program  Evaluation— A  First  Step"  (1974),  are  available 
through  CARF. 

For  information  available  through  Evaluation  Systems,  123 
East  Grant  Street,  Minneapolis,  Minnesota  55403,  contact 
Mr.  Bob  Walker  or  Mr.  Claude  Diamond,  Georgia  Rehabilita- 
tion Agency. 

Standards  and  Accreditation: 

Accreditation  organizations  with  which  a  Facility  Specialist 
should  become  familiar  are: 

Joint  Commission  on  Hospital  Accreditation 

National  Accreditation  Council  (several  of  the   Industries 

for  the  Blind  are  accredited  by  this  group) 
Commission  on  Accreditation  of  Rehabilitation  Facilities 
AC/FMR  Standards  for  Community  Agencies  (relates  to 

workshops  serving  the  mentally  retarded) 
Several  states  require  accreditation  by  outside  groups  or 
compliance  with  standards  set  by  the  state  agency.  A  Facility 
Specialist  should  familiarize  himself  with  these  accrediting 
agencies.  The  nine  sections  of  the  CARF  Manual  will  be 
valuable  to  Facility  Specialists. 

Vocational  Rehabilitation: 

Contract  Procurement   Practices    in    Sheltered    Workshops. 

National  Society  for  Crippled  Children  and  Adults,   Inc., 

1963. 

This  is  an  excellent  publication  and  is  available  from  the 
Superintendent  of  Documents.  U.S.  Government  Printing 
Office,  Washington,  D.C.  20402.  The  order  number  is 
1761-0030.  The  Printing  Office  is  an  excellent  source  of 
material.  The  Facility  Specialist  should  request  to  be  added 
to  the  monthly  mailing  list  of  Selected  U.S.  Government 
Publications.  Address  the  request  to  Attn:  S.  L.  Mailing  List. 
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Cull,  John  G.,  and  Hardy,  Richard  E.  Rehabilitation  Facility 
Approaches  in  Severe  Disabilities.  Springfield,  Illinois: 
Charles  C.  Thomas,  1975. 

This  book  provides  the  Facility  Specialist  or  Administor 
with  an  overview  of  concerns  related  to  serving  the  client 
with  severe  disablement  in  facilities.  Cull  and  Hardy  are  two 
of  the  most  prolific  writers  in  the  vocational  rehabilitation 
field.  Their  books  are  very  informative  and  practical.  A  list 
can  be  obtained  by  writing  the  publisher  or  Dr.  John  Cull, 
Regional  Training  Center,  Virginia  Commonwealth 
University,  Fisherville,  Virginia. 

Modular  Training  Programs  in  Vocational  Evaluation  and 
Adjustment  Services.  (SRS)-Grant  16-P-5682115.  Menomo- 
nie,  V\  isconsin:  Research  and  Training  CeiiLer,  Lni\ersiL> 
of  Wisconsin-Stout,  1975. 

Terkel,  Studs.  Working.  New  York:  Pantheon  Book  Co.,  1972. 
This  book,   available   in  paperback,   is  a  very  interesting 
description  of  jobs  viewed  through  the  eyes  of  workers. 

Wage  and  Hour  Regulations: 

Guide  to  Sheltered  Workshop  Certification,   Wage  and  Hour 

Regulations.  Publication  No.  1345. 

In  this  guide,  Sections  525  and  529  relate  to  types  of  certifi- 
cates, Section  516  to  record  keeping. 

Materials  from  National  Industries  for  the  Blind  and  National 
Industries  for  the  Severely  Handicapped,  Washington,  D.C., 
especially  those  relating  to  government  contracts,  should  be 
included  in  the  reference  library. 

The  above  is  just  a  partial  list  of  how-to-do  information  and 
guides  for  the  Facility  Specialist.  These  reference  books  and 
other  literature  will  help  to  improve  skills  and  acquire 
knowledge.  This  will  not  be  a  substitute  for  actual  experience 
but  will  be  a  valuable  source  of  assistance  in  answering  ques- 
tions and  programming  for  the  future.  This  material  will  be 
difficult  to  gather  in  one  spot,  as  the  cost  of  some  books  may  be 
prohibitive.  It  is  therefore  important  to  know  where  it  is  availa- 
ble for  access  in  state  agency  professional  libraries  and  uni- 
versity or  public  libraries.  A  Facility  Specialist  should  make  the 
start  toward  building  this  reference  library  as  a  tool  to  more 
effective  Facility  Specialist  programming. 
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ACT  542  -  THE  ALABAMA  STATE 
USE  LAW  PROGRAM 

Ray  Miller 

I  have  been  asked  to  speak  on  our  state  use  law  program  in 
Alabama.  To  do  this,  I  would  like  to  relate  to  you  the  responsi- 
bilities of  Alabama  Industries  for  the  Blind  in  carrying  out  the 
state  use  law  program  and  the  responsibilities  of  the  state  of 
Alabama. 

The  State  Use  Law,  Act  542,  passed  in  1955,  requires  the 
state  of  Alabama,  its  agencies,  institutions,  and  political  subdi- 
visions to  purchase  blind-made  goods.  Act  542  is  an  amendment 
to  the  act  establishing  the  Adult  Blind  Department  of  the 
Alabama  Institute  for  Deaf  and  Blind.  Major  proxisions  oi  this 
legislation  are  as  follows: 

1.  The  workshops  of  the  Adult  Blind  Department  at  Tallade- 
ga are: 

a.  designated  as  a  facility  for  training  blind  people 
,  b.  declared  to  be  workshops  of  the  blind  for  the  purpose  of 
manufacturing  articles  such  as  brooms,  mops,  pillowcas- 
es, and  sheets  for  the  state  of  Alabama,  its  agencies, 
institutions,  and  political  sub-divisions 

2.  The  Adult  Blind  Department  is  to: 

a.  co-operate  with  and  supervise  similar  shops  in  Alabama 

b.  aid  blind  persons  in  securing  employment,  developing 
home  industries,  and  marketing  their  products 

c.  act  as  agent  or  salesman  for  other  non-profit  making 
workshops  for  the  blind 

3.  A  descriptive  catalog  showing  blind-made  products  for  sale 
by  the  blind  workshops  is  to  be  issued  to  all  purchasing 
agents  of  the  state  agencies,  institutions,  and  political  sub- 
divisions by  the  Adult  Blind  Department. 

4.  All  state  agencies,  institutions,  and  political  subdivisions 
must  buy  blind-made  articles  listed  in  the  catalog. 

5.  State  agencies,  institutions,  and  political  subdivisions  must 
give  preference  to  the  employment  of  blind  persons  on 
jobs  they  are  qualified  to  perform.  The  Adult  Blind  De- 
partment is  to  keep  a  list  of  the  people  who  are  qualified  to 
perform  jobs  for  the  state. 

6.  The  finance  director,  the  attorney  general,  and  the  presi- 
dent of  Alabama  Institute  for  Deaf  and  Blind  are  to  consti- 
tute a  committee  for  the  purpose  of  establishing  a  fair 
market  price  for  blind-made  products  sold  under  the 
provisions  of  this  act. 

7.  No  agency,  institution,  or  political  subdivision  is  allowed  to 

105 


106  Alabama  State  Use  Law 

avoid  the  intent  of  this  act  by  sUght  variations  from  stan- 
dards adopted  by  the  Adult  Blind  Department. 

8.  Violation    of   Act    542    shall    consliLuLe    a    maltfasanct-    ii, 
office. 

9.  The  provisions  of  Act  542  are  severable. 

10.  All  laws  or  parts  of  laws  in  conflict  with  this  act  are 
repealed. 

Three  workshops  are  participants:  Talladega,  Mobile,  and 
Dothan.  Dothan  and  Mobile  supply  brooms  and  mops.  The 
orders  are  allocated  to  them  based  on  the  number  of  employees 
they  have,  plus  the  number  of  broom  and  mop  winders  in 
operation. 

At  Talladega  we  have  set  up  a  central  warehouse  to  which 
the  other  shops  ship,  and  we  combine  all  orders  and  ship  from 
Talladega.  Talladega  manufactures  textiles,  highway  stakes, 
brooms,  mops,  and  brushes  for  state  use  law  sales.  We  have  set 
up  quahty  procedures  that  all  merchandise  must  meet; 
therefore,  all  merchandise  is  checked  before  being  shipped  from 
the  central  warehouse. 

We  are  now  employing  two  full  time  salesmen  and  have  the 
state  divided  in  half,  which  enables  us  to  call  on  our  customers 
more  frequently  and  give  better  service. 

In  our  three  shops  we  have  175  employees  who  manufacture 
items  for  our  state  use  law  sales.  Our  sales  have  grown  from 
$30,000  a  year  to  approximately  $500,000.  Our  goal  is  to 
employ  more  blind  people  within  the  next  five  years  and  reach 
a  million  dollars  in  sales. 

If  you  do  not  have  a  state  use  law  program  within  your  state, 
I  would  like  to  encourage  you  to  get  one.  Although  the  law  can 
be  a  great  help,  it  will  be  up  to  you,  the  workshop,  to  sell  your 
products  and  your  program. 


Editor's  note:  Copies  of  The  Alabama  State  Use  Law  and  Price  List  are 
in  the  Appendix. 


EXPLANATION  OF  FLORIDA'S 
STATE  USE  LAW 

William  S.  Thompson 

In  order  to  outline  the  development  of  Florida's  state  use  law, 
it  is  necessary  to  begin  in  the  1940's.  The  bill  that  created  the 
Florida  Council  for  the  Blind,  now  the  Bureau  of  Blind  Services, 
included  a  section  that  was  a  permissive  state  use  law.  It 
authorized  that  state  institutions  and  agencies  would,  where 
possible,  purchase  certain  products,  other  than  products  pro- 
duced by  prison  labor,  from  sheltered  workshops,  provided  that 
the  products  were  of  standard  quality  and  price.  However,  it 
made  no  provision  for  a  committee  to  establish  quality  and 
price,  so  the  law  had  too  many  loopholes.  In  short,  the  state 
interpreted  the  standard  price  to  mean  competitive  price  based 
on  open  bidding. 

Through  my  involvement,  since  1967,  with  the  National  In- 
dustries for  the  Blind  and  the  associated  workshops  around  the 
country,  I  learned  that  several  states  had  effective  "use  laws" 
and  began  to  gather  copies  of  them.  Carl  Olsen  retired  as 
Manager  of  the  New  York  Lighthouse  for  the  Blind  after 
twenty-five  years  and  joined  the  staff  of  the  National  Industries 
for  the  Blind  as  a  consultant  to  workshops  interested  in 
developing  a  state  use  law.  His  services  were  made  available  to 
me  by  the  National  Industries  for  the  Blind.  He  and  I  coordinat- 
ed closely  with  the  Bureau  of  Blind  Services  personnel,  particu- 
larly Claude  Seale,  who  had  encouraged  me  often  over  a  period 
of  years  to  develop  a  state  use  law  because  we  knew  this  was  a 
fantastic  opportunity  to  increase  the  market  for  blind-made 
products  and,  thereby,  provide  many  jobs  for  the  blind.  Mr. 
Seale  and  I  developed  several  drafts  after  looking  particularly 
at  the  state  use  laws  of  New  York,  Maryland,  and  Alabama, 
which  we  felt  were  among  the  better  ones.  He  developed  a 
model  state  use  law,  also  used  in  the  final  draft,  which  incorpor- 
ated elements  of  all  the  sources  studied,  but  was  essentially  a 
"little  Wagner-O'Day  Act." 

All  of  the  state  use  laws  that  we  studied  involved  only  the 
blind  and  provided  that  workshops  for  the  blind  had  priority  in 
providing  certain  products  unless  those  products  were  available 
through  prison  industries.  However,  during  this  period,  in  1971, 
the  Wagner-O'Day  Act  was  amended  to  include  the  other 
severely  handicapped,  first  priority  being  given  to  the  blind. 
We  felt  that  it  would  be  appropriate,  in  light  of  this  amend- 
ment, to  draft  our  bill  along  the  same  lines.  Therefore,  the  bill, 
passed    by     the     legislature     in     May,     1974,     calls     for     the 
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establishment  of  a  Council  within  the  Department  of  General 
Services  to  be  known  as  the  Council  for  the  Purchase  of 
Products  and  Services  of  the  Blind  and  Other  Severely  Handi- 
capped, which  is  to  be  composed  of  the  Executive  Director  of 
the  Department  of  General  Services,  the  Chief  of  the  Bureau  of 
Budget,  the  Secretary  of  the  Department  of  Health  and 
Rehabilitative  Services,  and  two  members  to  be  appointed  by 
the  Governor,  one  who  shall  be  an  Executive  Director  of  a  non- 
profit agency  for  the  blind  and  the  other  an  Executive  Director 
of  a  nonprofit  agency  for  the  other  severely  handicapped. 

It  is  the  duty  of  the  Council  to  determine  the  market  price  for 
all  products  and  services  offered  for  sale  to  the  various  agencies 
of  the  state  and  make  rules  and  regulations  regarding  specifica- 
tions, time  of  delivery,  assignment  of  products  and  services 
with  priority  of  products  to  agencies  of  the  blind.  It  authorizes  a 
central,  non-profit  agency  to  facilitate  the  allocation  of  orders 
among  qualified  workshops  of  the  blind  and  authorizes  a 
central,  non-profit  agency  to  facilitate  the  allocation  of  orders- 
among  qualified  workshops  for  the  other  severely  handicapped. 
The  Council  must  establish  a  list  of  products  and  services 
provided  by  any  qualified  non-profit  agency  that  it  determines 
are  suitable  for  procurement.  The  procurement  list  is  to  be  dis- 
tributed to  all  purchasing  activities  within  the  state.  The  law 
says  that  the  state  shall,  in  accordance  with  rules  and 
regulations  adopted  by  the  Council,  procure  products  and 
services  listed  on  the  procurement  list  at  the  price  established 
by  the  Council  from  qualified  non-profit  agencies  representing 
the  blind  and  other  severely  handicapped,  if  the  product  or 
service  is  available  within  a  reasonable  delivery  time. 

The  mechanics  for  implementing  this  bill  will  be  very  similar 
to  those  employed  by  the  presidentially-appointed  Committee 
on  Purchases  from  the  Blind  and  Other-  Severely  Handicapped 
on  the  federal  level  (Wagner-O'Day  Act).  Florida's  state  use  law 
creates  a  Council  rather  than  a  committee.  The  Council  will 
review  feasibility  studies  made  by  the  central  nonprofit  agency 
on  products  that  have  been  presented  by  various  workshops  to 
determine  if  the  products  are  suitable  for  listing  on  the  special 
procurement  list. 

The  workshop  submitting  an  item  is  responsible  for 
substantiating  the  proposed  product  or  service  in  terms  of  cost 
analyses  and  feasibility  for  manufacture  by  blind  or  other 
severely  handicapped  and  whether  it  can  be  provided  to  the 
state  at  a  fair  price.  They  would  have  to  offer  satisfactory  justi- 
fication that  it  could  be  produced  in  a  non-profit  sheltered  work- 
shop in  the  state  of  Florida  which  employed  blind  or  other 
severely  handicapped  persons  to  an  extent  of  not  less  than  75 
percent  of  the  direct  labor  involved  in  producing  the  product. 

In  studying  the  proposed  item,  the  Council  must  also  consider 
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the  impact  on  private  enterprise.  For  example,  if  the  state  were 
buying  a  particular  product  from  a  small,  private  company  that 
existed  solely  on  the  basis  of  that  business  and  this  product 
were  suddenly  to  be  removed  from  competitive  bidding 
procedure,  that  company  would  be  ruined  as  a  result.  I  am  sure 
that  the  Council  would  have  reservations  about  removing  such 
an  item  from  the  competitive  bidding  process  and  placing  it  on  a 
priority  purchasing  list. 

The  Council,  while  authorized  to  create  a  central,  non-profit 
agency  to  represent  the  blind,  and  a  separate  central,  non-profit 
agency  to  represent  the  other  severely  handicapped,  has 
determined  that,  initially,  it  would  be  more  practical  and 
efficient,  especially  from  the  point  of  view  of  the  state 
purchasing  agents,  to  establish  one  central  agency  to  represent 
both  groups.  The  purchasing  agents,  therefore,  would  have  one 
place  to  send  a  purchase  order  for  particular  products  and 
services  on  the  procurement  list.  For  instance,  if  the  state 
wished  to  buy  a  particular  mop  in  quantities  of  5,000,  the 
purchasing  agent  would  have  instructions  to  send  the  purchase 
order  to  the  State  Use  Industries,  Inc.  That  office  would  receive 
that  purchase  order  and  in  turn  issue  shipping  instructions  to 
the  workshop  supplying  that  product.  In  the  instance  of  mops, 
where  there  are  two  shops  producing  mops,  the  order  would  be 
allocated  on  a  predetermined  formula,  which  would  be  based  on 
the  production  capacity  ratio  of  the  two  shops.  For  example,  if 
one  shop  had  the  production  capacity  of  60  percent  and  the 
other  shop  had  the  capacity  of  40  percent,  then  that  would  be 
the  ratio  of  allocation. 

As  new  products  are  added  to  the  list,  care  will  be  taken  to 
see  that  the  shop  proposing  the  item  will  be  assigned  the  total 
requirement  of  the  product  unless  it  exceeds  their  production 
capacity;  only  then  would  a  second  workshop  be  considered  for 
the  same  product.  This  was  a  mistake  made  years  ago  by  the 
National  Industries  for  the  Blind  that  has  now  been  recognized 
and  is  being  corrected.  If  a  given  quantity  of  business  can  be 
adequately  produced  by  one  workshop,  it  may  be  unwise  to 
spread  the  product  around  to  give  other  shops  some  of  the 
production  because  this  may  cause  a  lot  of  confusion  in 
allocating  and  may  result  in  insufficient  production  for  any  one 
workshop  to  make  it  worthwhile. 

Upon  receipt  of  a  purchase  order,  the  central,  non-profit 
agency  would  acknowledge  the  order  to  the  purchasing  activity 
and  make  the  necessary  allocations  to  the  workshop  or 
workshops  with  shipping  instructions.  When  the  workshop 
ships  the  order,  it  will  advise  the  central,  non-profit  agency, 
which  will  invoice  the  customer.  The  state  will  remit  payment 
to  the  central,  non-profit  agency  which  will  in  turn  pay  the 
workshop.  Industries  for  the  Blind  in  New  York  State  has  an 
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interesting  arrangement  in  that  they  have  been  fortunate 
enough  to  have  accumulated  enough  funds  to  set  up  a  revolving 
account  from  which  they  can  pay  the  workshop  immediately 
upon  shipment  of  merchandise  rather  than  having  to  wait  for 
the  state  agency  to  pay,  usually  thirty  days  later. 

The  central,  non-profit  agency,  which  is  the  state's  equivalent 
of  the  National  Industries  for  the  Blind  or  National  Industries 
for  the  Severely  Handicapped,  will  also  evaluate  information 
provided  by  the  workshops  on  proposed  new  products, 
including  recommended  prices.  They  submit  their  study  results 
to  the  Council  and  recommend  the  acceptance  or  rejection  of  a 
proposed  product  or  service. 

It  is  a  function  of  the  central,  non-profit  agency  to  review 
initially,  and  annually  thereafter,  data  provided  by  the 
workshops  substantiating  their  qualifications  under  the  Act.  In 
order  to  qualify  for  participation  in  this  program,  a  workshop 
must  submit  to  the  Council,  through  the  central,  non-profit 
agency,  (1)  a  copy  of  their  articles  of  incorporation,  (2)  a  copy  of 
the  by-laws,  (3)  a  copy  of  the  Internal  Revenue  Service 
certificate  indicating  their  non-profit  status,  (4)  evidence  that 
the  workshop  is  meeting  the  criteria  for  determining  non-profit 
status  under  the  provisions  of  the  Florida  statutes,  and  (5) 
evidence  that  the  workshop  is  registered  and  in  good  standing 
as  a  charitable  organization  with  the  Secretary  of  State. 

In  order  to  maintain  its  qualification,  the  workshop  will 
submit  annually  a  workshop  certification  to  the  Council  through 
the  central,  non-profit  agency.  Each  workshop  participating 
under  this  law  shall  (1)  furnish  commodities  or  services  in  strict 
accordance  with  state  purchase  orders,  (2)  make  its  records 
available  for  inspection  at  any  reasonable  time,  (3)  maintain 
records  of  direct  labor  hours  performed  in  the  workshop  by 
each  worker  to  assure  that  at  least  75  percent  of  the  total 
direct  labor  hours  in  the  fiscal  year  were  performed  by  the 
blind  or  other  severely  handicapped,  (4)  comply  with  applicable 
occupational  health  and  safety  standards,  (5)  maintain  a  file  on 
each  blind  or  other  severely  handicapped  individual  indicating 
the  nature  of  his  disability  and  his  capability  for  normal 
competitive  employment,  and  (6)  maintain  an  ongoing 
placement  program  in  coordination  with  the  appropriate  state 
agency  responsible  for  placing  handicapped  persons  shown 
capable  of  normal  competitive  employment. 

Each  participating  workshop  will  be  required  to  pay  to  the 
central,  non-profit  agency  a  contract  administration  fee  that  will 
be  used  to  support  the  operations  of  that  agency.  This  is  in 
accordance  with  the  practice  of  the  National  Industries  for  the 
Blind,  which  receives  4  percent  of  the  government  sales  for  its 
operation.  The  New  York  State  Industries  for  the  BHnd  has 
operated  on  7  percent  for  a  number  of  years,  and  it  would 
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appear  that  we  will  need  to  have  at  least  that  much  fee.  Our 
central,  non-profit  agency,  to  be  called  State  Use  Industries, 
Inc.,  will  be  located  in  the  central  part  of  the  state  and  will 
consist  of  a  marketing  manager  and  secretary-bookkeeper.  The 
marketing  manager  will  be  responsible  to  a  Board  of  Directors 
of  this  non-profit  central  organization,  and  it  will  be  his  job  to 
develop  and  promote  the  state's  utiUzation  of  this  purchasing 
program.  It  will  be  very  important  that  he  call  on  municipalities 
and  counties  that  are  required  to  purchase  under  this  program 
in  order  to  make  them  understand  the  objective,  which  is  to 
provide  employment  to  the  blind  and  other  severely 
handicapped.  It  is  important  that  the  various  purchasing  agents 
want  to  cooperate  rather  than  feel  that  this  is  being  "forced 
upon  them."  There  will  be  a  need  for  continued  advertising  by 
way  of  fliers  or  other  maihngs  and  promotions  in  order  to 
develop  sales.  We  will  not  expect  all  the  school  boards, 
counties,  and  municipalities  who  are  affected  by  this  law  to 
even  know  about  it,  much  less  to  change  their  purchasing 
habits,  without  benefit  of  some  education  and  persuasion.  The 
type  of  person  required  for  this  job,  obviously,  is  one  who  has  a 
great  deal  of  experience  in  high-level  sales,  sales  promotion, 
and  public  relations. 

Florida's  state  use  law  has  not  been  implemented.  There  have 
been  meetings  of  the  Council  on  Purchases  of  Products  and 
Services  of  the  BHnd  and  Other  Severely  Handicapped.  Rules 
and  regulations  have  been  drafted  by  the  Council  and  have  been 
submitted  to  the  General  Counsel  within  the  Department  of 
General  Services  who  must  review  them  for  form  and  substance 
to  see  that  they  comply  with  legislative  intent.  After  this  legal 
review,  the  Department  of  General  Services  will  schedule 
public  hearing  on  the  rules  and  regulations,  which  then  go  to 
the  Governor's  Cabinet  for  its  approval  and  submission  to  the 
office  of  the  Secretary  of  State,  who  makes  them  official.  At 
that  point,  the  Council  will  create  the  central,  non-profit  agency 
as  a  separate,  non-profit  corporation.  The  Board  of  Directors  of 
that  corporation  will  employ  the  marketing  manager  who  will  in 
turn  employ  his  secretary-bookkeeper  and  secure  office  space. 
The  central,  non-profit  agency  will,  at  that  time,  be  in  a  position 
to  begin  reviewing  proposed  products  and  services  as 
submitted  by  workshops,  as  already  described.  When  the  first 
product  or  service  has  been  determined  suitable  to  be 
purchased  by  the  state  and  placed  on  a  priority  procuren  ent 
list,  our  state  use  law  will  have  been  implemented. 

Editors'  note:  A  copy  of  the  Florida  State  Use  Law  is  in  the  Appendix. 


DEVELOPMENT  OF  THE  STATE 
USE  LAW  IN  FLORIDA 

Thomas  F.  Lewis 


I  am  supposed  to  talk  to  you  about  how  to  get  a  bill  through 
your  legislature.  Eight  states  are  represented  here  today.  How 
many  of  you  know  your  local  legislators  by  name?  Go  and  talk 
to  them.  How  many  of  you  are  looking  for  a  State  Use  Law? 
Good.  You  are  going  to  have  to  know  those  legislators  by  their 
first  names.  I  hope  you  all  have  diligence  and  dedication 
because  it  takes  that  kind  of  application  to  get  any  piece  of 
legislation  through  any  legislature  at  any  time. 

When  Bill  Thompson  and  I  got  together  on  this  piece  of 
legislation,  in  March,  1974,  first  of  all,  I  didn't  know  what  a 
State  Use  Law  was.  Bill  sat  down  and  explained  it  to  me.  He 
told  me  about  the  Wagner-O'Day  Act  and  how  it  was  being 
used  in  other  states  in  fact,  in  twenty-six  states,  and  that  it 
was  saving  state  and  federal  governments  $16  million.  I  thought 
this  was  a  pretty  good  thing  to  do.  Also,  I  have  a  very  soft  spot 
in  my  heart  for  the  blind  and  other  severely  handicapped,  and  I 
have  been  very  fortunate  in  being  able  to  move  a  lot  of 
legislation  in  the  Florida  legislature  in  their  behalf.  The  State 
Use  Law  seemed  plausible.  I  said  I  would  run  it  through 
committee  and  we  would  get  a  study  done  on  it  and  see  how  it 
was  progressing  in  other  states  and  things  of  this  nature.  This 
was  in  March. 

Some  time  in  the  latter  part  of  April  or  early  May,  Bill  called 
me  and  said,  "Hey,  what's  happening  to  my  bill?"  I  said,  "What 
bill?"  And  he  said,  "The  State  Use  Law,"  I  had  let  the  deadHne 
for  filing  individual  legislation  go  by;  anything  filed  in  our 
legislature  after  the  20th  of  April  must  be  by  committee.  I 
decided  to  try  a  committee  bill  and  see  if  we  could  get  it 
through.  We  did  get  this  bill  through  the  state  legislature  as  a 
non-partisan  piece  of  legislation,  and  it  set  a  record.  It  was  filed 
on  the  15th  of  May  and  passed  through  the  Florida  Senate  on 
the  30th  of  May,  which  is  only  fifteen  days.  It  normally  takes  a 
bill  of  this  type  about  three  or  four  years  to  get  through  the 
Florida  legislature.  I  guess  it  went  this  way  because  of  people 
like  Bill  Thompson  and  a  fellow  by  the  name  of  Don  Weddwer 
who  works  for  the  blind,  and  because  of  the  system  that  we 
used;  and  that's  what  I  want  to  talk  to  you  about  —  just  how  we 
got  this  thing  through. 

Once  Bill  convinced  me  that  this  bill  was  not  going  to  hurt 
free  enterprise  and  was  going  to  do  a  good  job  and  save  the 
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people  money  in  tHe  state  of  Florida,  I  thought  we  had  a  real 
good  selhng  point.  We  also  wanted  to  keep  the  bill  intact, 
because  this  is  a  masterpiece  of  legislation.  You  will  have  an 
opportunity  to  read  through  it.  We  decided  that  we  would  have 
to  lobby.  While  doing  this  you  have  to  educate  your  colleagues. 
When  I  speak  of  educating  colleagues,  I  mean  my  colleagues. 
You  have  to  explain  to  them  that  they  are  not  going  to  hurt  the 
people;  you  have  to  explain  to  them  what  the  bill  is  going  to  do 
and  certainly  that  it  is  not  going  to  detract  from  the  free 
enterprise  system  as  we  know  it.  I  think  this  is  true  wherever 
you  have  a  State  Use  Law  in  operation.  I'm  sure  the  gentlemen 
from  Alabama  can  point  this  out.  Anywhere  you  try  to 
implement  a  law  like  this,  you're  going  to  find  that  sometimes 
people  attack  you  under  the  guise  of  protection  of  the  free 
enterprise  system.  You  have  to  try  to  get  legislators  who  are 
sympathetic  to  your  cause. 

Last  session  when  this  bill  was  passed,  I  was  on  the  Health 
and  Rehabilitative  Services  Committee  through  which  this  bill 
would  pass  first.  What  we  had  to  do  was  make  sure  that  it  did 
not  get  bogged  down  in  committee.  I  lobbied  each  and  every 
one  of  my  subcommittee  members  and  each  and  every  one  of 
my  committee  members,  and  I  had  Bill  Thompson  and  Don 
Weddwer  go  lobby  them  also.  Whether  you  want  to  or  not,  you 
have  to  exploit  the  people  whom  you  are  representing  in  trying 
to  get  a  law  through  for  them.  For  example,  you  have  a  blind 
person  testify.  You  do  not  take  a  person  who  can  barely  see. 
You  take  one  with  a  cane,  who  has  to  feel  his  way  through  the 
door  when  you  go  to  talk  to  the  legislator.  Let  that  blind  person 
talk,  not  from  a  sympathetic  viewpoint,  but  from  a  logical 
viewpoint  of  how  this  bill  is  going  to  allow  the  blind  and  the 
severely  handicapped  to  maintain  their  dignity  and  keep  them 
off  the  welfare  rolls.  You  have  to  do  this  if  you  want  a  bill  of 
this  type  passed  because  being  for  the  handicapped  or  blind 
does  not  necessarily  and  automatically  guarantee  its  passage 
through  any  legislature  into  law.  The  bill  will  be  more  closely 
scrutinized  because  it  reads  handicapped  and  blind  than  it 
would  be  if  it  were  a  law  against  crime  or  something  of  this 
nature.  So  you  do  have  to  take  these  people. 

When  the  bill  went  before  a  subcommittee,  we  had  blind 
people  sitting  in  the  first  row.  I  presented  the  bill,  and  we 
passed  it  from  subcommittee  to  the  main  committee.  We  had 
Bill  come  up  from  West  Palm  Beach  and  explain  the 
Wagner-O'Day  Act  and  the  State  Use  Law  to  the  full  committee 
of  twenty  people.  Don  Weddwer,  who  is  a  blind  individual, 
spoke  for  the  bill.  You  should  get  a  handicapped  person  who  is 
highly  thought  of,  who  can  actually  speak  with  logic  and 
reasoning  on  the  why's  and  wherefore's  and  the  need  for  this 
legislation.  Of  course,  Don  Weddwer  in  Florida  could  do  this 
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very  well. 

We  got  into  some  trouble  with  the  bill  right  in  committee, 
and  it  was  knocked  back  to  the  subcommittee  because  we  did 
not  have  the  non-profit  statute  covered  in  this  legislation.  We 
went  back  to  subcommittee  rather  than  argue  it  out  in  com- 
mittee. This  is  where  your  legislators  have  to  sense  the  temper 
of  the  committees  and  help  people  like  yourselves  who  are 
trying  to  push  a  bill  to  make  sure  that  you  don't  say  too  much. 
If  you  get  emotionally  involved  in  something  like  this,  you're 
liable  to  say  just  two  sentences  too  much,  which  will  kill  your 
bill,  and  you  don't  want  that  to  happen.  So  we  went  back  to 
subcommittee;  we  amended  the  bill  to  include  the  non-profit 
statutes  and  brought  it  back  into  full  committee  and  passed  it  to 
the  calendar.  This  meant  that  we  had  to  do  some  more 
lobbying.  We  had  blind  people  go  talk  to  the  rules  people;  we 
had  to  get  permission  to  place  this  bill  on  our  special  order 
calendar  and  put  it  through  the  house. 

What  we  wanted  to  do  was  to  make  sure  that  once  we  got  the 
bill  out  of  committee  we  did  not  get  any  amendments  on  the 
bill.  You  will  have  to  make  sure  that  your  legislator  actually 
understands  and  fully  knows  what  this  bill  does  and  what  it  is 
doing  in  other  states  because  this  is  what  he  has  to  project  to 
his  colleagues  on  the  floor  when  the  debate  starts.  You  must 
lobby  the  bill  properly  and  let  the  people  understand  and  fully 
know  that  it  is  not  going  to  hurt  the  free  enterprise  system 
because  that  is  the  first  objection  to  it  that  will  be  made.  You 
must  make  sure  that  you  have  covered  the  ground  in  this  area. 

We  have  in  Florida  what  is  called  the  Consent  Calendar, 
which  is  a  calendar  we  use  on  Friday  for  non-controversial  bills. 
What  Bill  Thompson  and  I  did  in  the  House  was  to  convince 
everybody  who  was  interested  that  this  was  a  non-controversial 
bill.  When  it  came  up  on  the  floor,  I  had  no  debate  on  the  bill, 
and  only  two  questions  were  asked.  We  moved  the  bill  to  the 
Senate,  and  we  did  have  some  problems  there.  We  had  trouble 
getting  it  on  the  calendar,  and  Bill,  at  this  time,  started 
spending  all  of  his  time  in  Tallahassee  and  finding  out  just  how 
our  legislative  processes  worked.  We  did  get  it  through  the 
Senate,  losing  only  one  small  part  of  the  bill.  This  part  was  not 
in  the  Wagner-O'Day  Act,  so  we  didn't  care. 

Now  this  is  the  point  where  you  have  to  be  vigilant.  After  a 
bill  passes  through  the  legislature  and  becomes  a  law,  that's  all 
it  becomes,  but  the  enactment,  the  implementation,  and  the 
enforcement  of  any  law  depends  on  people  who  are  interested 
in  that  legislation  to  start  with.  You  just  don't  pass  it  and  forget 
it,  because  it's  likely  to  stay  forgotten  for  years.  What  you  have 
to  watch  for,  every  year  from  the  time  the  bill  is  passed,  are 
repealer  clauses  to  that  particular  law,  or  any  amendments  to 
that  law  that  would  change  it  and  change  the  character  of  the 
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law.  The  way  you  do  this  is  to  stay  in  contact  with  your 
legislators  so  that  they  are  constantly  attuned  to  the  interest 
that  you  have  in  the  State  Use  Law  or  any  other  law,  so  that  if 
there  is  a  change  proposed  they  will  call  you  and  ask  how  this 
will  affect  you  and  the  law.  There  is  always  ample  time  to  do 
this.  No  one  can  come  up  on  the  floor  and  amend  a  bill  that  is 
not  filed.  It  has  to  be  filed  first,  so  you,  or  someone  within  your 
own  organization,  must  take  the  time  every  year  to  study  the 
bills  that  are  filed  to  see  if  any  of  them  are  going  to  do  violence 
to  your  interests.  I  realize  that  people  are  going  to  accuse  you 
of  being  a  special  interest  group.  Well,  you  really  are.  You  are 
interested  in  the  blind,  just  like  policemen  are  interested  in 
policemen. 

We  did  get  this  bill  through,  but  it  was  held  up  by  the 
Governor  because  we  had  a  gentleman  in  the  state  who  felt  we 
were  encroaching  upon  the  free  enterprise  system.  I  think  for 
the  first  time  in  my  three  years  in  the  legislature  I  got  upset, 
but  we  did  get  the  bill  through  to  the  Governor  to  appoint  a 
Counsel. 

When  you  are  going  to  have  a  bill  like  this  passed,  you  do 
have  to  exploit  that  which  you  are  representing,  whether  it  be 
handicapped,  old  age,  or  whatever.  I  think  this  is  very 
important.  As  this  bill  passed  out  of  the  House,  we  had  filled 
the  first  rows  in  both  galleries  with  blind  people  with  their 
canes.  The  legislators  saw  them  and  they  knew  what  this  legis- 
lation was.  When  it  went  through  the  Senate,  the  same  thing 
happened.  If  you  are  working  for  senior  citizens,  you  put  senior 
citizens  in  the  gallery,  or  you  have  them  sitting  before  the 
committee.  This  is  all  part  of  the  legislative  process 
sometimes  it  works  and  sometimes  it  doesn't.  It  may  seem  like 
the  wrong  way  to  get  a  bill  passed,  but  it's  the  only  way  you 
can  convince  people  and  get  their  attention,  and  I  think  that's 
what  is  important.  Bills  such  as  those  calling  for  mandatory 
sentences  for  felonies  or  the  electric  chair, for  murder  are  the 
top  priorities  of  legislators  today.  Your  type  of  legislation  is 
secondary,  and  you  can  get  it  through  only  by  actually 
educating  your  legislators  —  making  sure  that  they  understand 
what  you're  doing  to  the  point  that  they  are  ready  to  stand  up 
and  defend  it.  That  is  the  posture  you  have  to  take  to  get  a 
piece  of  legislation  in  and  get  it  passed,  just  like  this  one 
passed. 

(At  the  conclusion  of  Representative  Lewis  address, 
questions  from  the  floor  were  addressed  to  the  panel.) 

Mr.  Thompson:  There  was  one  important  thing  I  forgot  to 
mention.  We  discovered  on  the  Counsel  later  that  the  position 
of  Chief  of  the  Bureau  of  Budget  really  was  not  applicable  to  the 
function   of  a   Counsel.   There   was   much  interest  of  private 
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enterprise  in  our  public  Counsel  meetings  in  the  state. 
Dissidents  were  coming  to  our  meetings,  and  we  felt  that  it 
might  be  a  good  idea  to  put  one  of  them  on  the  counsel,  so  we 
introduced  a  bill  this  year,  an  amendment,  to  abohsh  the  Chief 
of  Bureau  of  Budgets  position  and  insert  a  representative  of 
private  enterprise.  The  bill  got  through  to  the  House  and  never 
made  it  to  the  floor  in  the  Senate.  Next  year,  hopefully,  it  will 
come  up  on  the  Senate.  I  think  it's  important  to  have  the 
cooperation  of  private  enterprise.  If  you  can  get  them  on  your 
side  and  work  with  you,  then  you've  come  a  long  way  down  the 
road. 

Question:  What  were  some  of  your  major  points  in  overcoming 
the  concerns  about  hurting  private  enterprise?  Reply:  Mainly, 
we  tried  to  sell  them  on  the  idea  that  somebody  has  to  see  to 
the  rehabihtation  needs,  the  employment  needs,  of  handicapped 
people.  We  reversed  it  saying,  "Are  you  willing  to  employ  these 
people?  If  we  don't  do  it,  would  you  employ  them?"  You  know 
they  can't  do  that.  You  show  them  that  it  ultimately  would  be  a 
tax  savings.  If  run  properly,  it  should  save  the  taxpayer  money. 
You  are  keeping  all  the  money  within  the  state.  You're  not 
buying  these  products  outside  the  state,  so  you're  keeping  your 
money  there.  You  are  taking  people  who  would  be  receiving 
pubhc  welfare  and  making  them  self-sufficient,  so  that  reduces 
the  cost  —  all  these  things.  You  will  never  philosophically,  I 
know,  convince  them.  There  is  a  philosophical  difference  that 
you  cannot  overcome.  They  say  this  is  taking  business  away 
from  the  free  enterprise  system.  But  you  can  make  them  feel 
better  about  it. 

Question:  As  the  regulations  have  been  or  are  being  drafted, 
what  is  the  duration  of  that  priority  period  for  the  blind  shop? 
Reply:  Forever  and  a  day. 

Question:  There's  no  nine-month  limit,  or  anything?  Reply:  It's 
as  in  the  Wagner-O'Day  Amendments. 

Question:  Do  all  the  State  Use  Laws  in  that  effect  give  blind 
shops  as  priorities?  Reply:  Although  twenty-seven  states  have 
State  Use  Laws,  I  believe  Florida  is  the  only  one  that  has 
incorporated  the  amendments  of  the  Wagner-O'Day  Act, 
establishing  this  also  to  be  used  by  the  shops  providing 
employment  to  the  severely  handicapped.  Another  reply:  In 
Alabama,  we  have  included  other  workshops  in  the  state  of 
Alabama  that  have  a  product  and  feel  like  part  of  it  could  be 
sold.  We  have  asked  them  to  let  us  know,  and  we  will  send  the 
forms.  If  they  produce  it,  we  will  have  it  as  a  State  Use  Law 
item,  or  will  work  with  them. 
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Question:  Would  you  as  Coordinator  of  the  State  Use  Law  be 
amenable  to  a  revision  or  amending  of  the  State  Use  Law  to 
incorporate  workshops  for  the  severely  disabled?  Reply:  I 
personally  would  not  have  any  objection  to  it.  That  does  not 
mean  I  am  going  out  legislating  and  saying  let's  change  it.  We 
had  hoped  to  have  a  panelist  from  the  state  of  Mississippi  here. 
As  we  understand  it,  there  are  three  states  in  this  eight-state 
region  that  have  Use  Laws  —  Alabama,  the  new  one  here  in 
Florida,  and  a  permissive  Use  Law  in  the  state  of  Mississippi. 
Mississippi  Industries  for  the  Blind  is,  as  I  understand  it,  a 
state  agency. 

Question:  Is  there  any  provision  made  in  the  Alabama  law  that 
would  permit  you  to  sell  a  product  not  in  the  Alabama  shops? 
Reply:  There  is  nothing  that  says  you  can't.  For  example,  if  we 
don't  manufacture  mattresses,  or  something  like  this,  and  I 
have  a  sale  for  mattresses  to  the  Conservation  Department  or 
this  type,  if  I  have  a  blind  workshop,  I  certainly  don't  feel  bad 
about  buying  these  mattresses  from  this  other  blina  workshop 
and  sending  them  to  the  state  of  Alabama.  You  know  this  is 
more  sales  and  work  for  more  people,  no  matter  where  they^ 
are. 

Question:  You've  been  in  the  Use  Law  business  a  long  time,  I 
wonder  whether  you've  had  any  luck  in  moving  into  the  political 
subdivisions  of  the  state  —  towns,  counties,  and  so  forth? 
Reply:  Yes,  sir.  This  thing  has  been  going  on  twenty  years.  We 
didn't  do  it  overnight.  We  go  to  the  County  Commissions  when 
they  have  their  conventions  and  we  display  our  goods,  so  we 
get  a  lot  of  exposure.  The  State  Use  Law  means  nothing  until  it 
is  actually  carried  out.  I  would  say  that  you  should  get  real 
involved  with  your  county  judges  and  other  officials.  Make  calls 
on  those  people  that  you  have  to  sell  your  program  to. 

The  purchasing  agent  is  not  always  the  man  that  does  the 
buying.  It's  the  people  who  work  out  in  these  offices.  We  found 
this  out  a  few  years  ago.  Don't  call  on  the  top  man.  Go  out  and 
call  on  this  guy  that  is  in  the  maintenance  department,  this  type 
of  thing.  They  are  the  people  who  do  the  buying.  They  tell  the 
purchasing  agent  what  they  want  bought  or  what  Lhey  want. 
This  purchasing  agent  just  implements  it.  You  go  down  and  call 
on  these  people  that  actually  do  the  buying,  and  then  you  also 
call  on  the  purchasing  agent  to  let  him  know  who  you  are. 

Question:  (inaudible).  Reply:  I  suggest  that  you  make  the 
suggestion  that  in  the  regional  office  in  Atlanta  some  type  of 
clearing  house  be  set  up.  Maybe  in  the  work  groups  we  will  get 
a  refinement  to  that  recommendation. 
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From  the  floor:  We  were  talking  last  night,  and  as  a  result 
North  Carolina  is  going  to  help  us  with  our  mattress  research 
problems.  I  think  we  have  this  kind  of  cooperation  going  on 
among  the  groups.  Again  from  the  floor:  This  thing  actually 
came  out  of  New  York.  I  think  they  are  doing  this  on  a 
widespread  basis  up  there.  Stop  and  think  for  a  moment  of  all 
the  various  commodities  that  workshops  and  rehabilitation 
facilities  utilize  in  their  own  day-to-day  operation.  Such  things 
as  file  folders  and  paper  cHps  are  being  produced  by  shops. 
Think  how  many  file  folders  and  paper  clips  are  used  in 
connection  with  the  operation  of  rehabilitation  facilities.  I  had 
rather  spend  my  money  with  a  shop  that  is  involved  with 
rehabilitation  than  I  would  out  here  on  the  commercial  market. 
If  you  could  take  this  and  project  it  throughout  rehabilitation, 
throughout  the  entire  country,  think  of  the  business  we  could 
stimulate  and  generate  for  each  other.  Reply:  To  support  that 
call,  I  was  talking  to  E.  J.  Robinson,  the  Director  of  the 
Shreveport  Association  for  the  Blind,  not  long  ago  and  they 
have  a  product  for  scratch  pads  and  legal  pads  from  NIB.  He's 
got  this  set  up,  his  procedures  are  cleared,  he's  in  production, 
and,  as  a  spin-off  from  that,  he  is  going  into  a  State  Use  Law  to 
provide  this  for  the  state  of  Louisiana.  From  the  floor:  What 
Carl  says  is  right.  We  sell  almost  $1.5  million  worth  of  products 
and  components  to  other  workshops.  Reply:  Royal  Made,  in 
Hazelhurst,  Mississippi,  was  started  as  a  NIB  demonstration 
workshop  and  does  a  lot  of  component  work  that  is  purchased 
by  other  workshops  for  the  blind  and  maybe  some  other  shops 
too,  all  over  the  United  States.  This  is  a  tremendous  facihty. 

From  the  floor:  (inaudible).  Reply:  I'm  working  with  Char  He 
Fletcher  in  Washington  to  give  him  a  hst  of  all  the  minority 
business  firms  and  manufacturers  under  the  8(a)  program  for 
distribution  to  your  workshops  because  many  of  these  shops  are 
located  right  in  your  back  door  and  you  might  not  be  aware  of 
them,  so  here  you  get  a  cost  savings,  too,  and  they  want  to  be 
aware  of  where  you  are  located. 

From  the  floor:  Rep.  Lewis,  what  part  would  you  say  the 
Florida  Lions  played  in  helping  sell  your  legislature  on  the  bill 
here  in  Florida?  Reply:  Very  little.  I  want  to  explain  that.  The 
bill  went  through  in  just  two  weeks.  I  think  we  moved  the  bill 
so  fast,  once  we  got  started  with  it,  that  there  wasn't  time  for 
anything  to  be  done  but  to  educate  the  legislators  and  get  the 
bill  through.  What  we  did  not  want  to  do  was  get  too  many 
people  involved.  If  we  had  started  earlier,  like  six  months,  it 
would  have  been  fine  to  have  the  Lions'  organizations  write  to 
their  local  legislators  or  talk  to  them  personally  about  getting 
the  bill  through.  But  that's  the  only  way  I  can  answer  it. 
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Question:  Are  you  saying  then,  Rep.  Lewis,  that  in  trying  to 
ram  it  through  in  two  weeks  you  concentrated  your  efforts  on 
your  representatives  as  you  described  and  forgot  about  the 
Lions?  Reply:  That's  correct.  Most  of  the  legislators  know  them 
because  they  are  for  other  types  of  legislation  for  the  blind 
shops  and  things  of  this  nature,  so  they  are  aware  and  familiar 
with  them.  You  can  get  too  many  people  involved  when  you  are 
trying  to  do  something.  Of  course,  to  get  any  law  through  any 
legislature  requires  timing,  and  you  just  have  to  have  that 
instinct  about  it.  Now  if  we  had  dropped  the  ball  on  this  thing 
and  had  not  gotten  it  passed  last  year,  then  we'd  have  spent  the 
whole  year  having  Lions'  groups  talk  to  their  various  legislators 
and  the  individual  Lions  who  personally  knew  legislators  to  talk 
to  them  about  it.  I  think  you  use,  as  I  said  earlier,  what  you 
have  to  in  order  to  get  a  bill  through,  and  that's  the  only  way  I 
can  answer  your  question. 

Question:  Is  that  (inaudible)  available?  Reply:  Yes.  You  can  get 
that  through  the  National  Industries  for  the  Blind  by  writing 
their  office  in  New  Jersey,  attention  of  Carl  Olsen.  Pursuing 
this  a  little  further,  I  don't  think  it  would  have  worked  unless 
we  had  kept  a  very  low  profile.  The  other  workshops  didn't 
even  know  about  it.  Nobody  knew  about  it  except  me  and  Tom 
Lewis,  and  we  were  just  afraid  that  if  people  started  calling 
their  legislators  and  stirring  up  a  little  conversation  about  it 
there  would  be  questions  raised  that  would  kill  it.  And  as  it 
worked  out,  we  were  right. 

Question:  In  other  words,  Bill,  what  you  are  saying  is  "I  think 
the  Representative's  key  words  were:  two  extra  sentences  can 
kill  it  for  you."  Reply:  Right.  You  can  talk  too  much  about  it. 
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WAGNER-O'DAY  IS  NOT  THE  ANSWER 
FOR  EVERY  WORKSHOP: 
THERE  ARE  ALTERNATIVES 

Claude  Whitehead 


Many  people  working  in  the  Wagner-O'Day  program  have 
made  the  statement  that  Wagner-O'Day  is  not  a  panacea. 
Others  have  suggested  that  the  workshop  should  not  place 
prime  dependence  on  Wagner-O'Day  as  a  source  of  work  in  the 
workshop.  Wagner-O'Day  commodities  or  services  production 
can  provide  a  basic  foundation  from  which  to  operate  a 
diversified  program,  but  workshops  that  depend  entirely  upon 
the  Wagner-O'Day  program  for  work  supply,  in  our  opinion, 
will  be  in  serious  difficulty  within  a  few  years.  On  the  other 
hand,  the  Wagner-O'Day  program  may  not  be  feasible  for  a 
large  number  of  workshops  because  of  special  requirements  of 
quahty  or  quantity.  The  population  of  the  workshop  may  not  be 
conducive  to  the  type  of  manufacturing  or  the  type  of  services 
production  that  might  be  available  under  the  Wagner-O'Day 
program.  The  workshop  staff  should  carefully  examine  the 
various  requirements  that  Wagner-O'Day  production  imposes 
on  the  workshop  and  make  certain  that  taking  on  a 
Wagner-O'Day  contract  does  not  force  the  workshop  into  a 
position  of  screening  out  those  chents  who  need  the  work.  The 
ones  who  are  severely  handicapped  could  be  eliminated  and 
replaced  with  the  higher-functioning,  mildly-handicapped 
individuals.  This  kind  of  action  would  defeat  the  purpose  of  the 
Wagner-O'Day  program. 

Over  the  past  three  years,  the  Wagner-O'Day  program 
through  lARF  and  NISH  has  had  one  theme  and  one  unmet 
need,  which  comes  out  very  clearly  in  all  of  the  meetings  with 
workshop  people  and  in  the  Greenleigh  study  of  sheltered 
workshops,  and  that  is  the  critical  need  for  meaningful  work  in 
the  sheltered  workshop.  Too  often,  workshops  are  located  in 
areas  in  which  there  is  no  industry  involved  in  production 
operations  that  may  be  conducive  to  subcontracting  with 
sheltered  workshops.  In  other  rural,  isolated  areas,  there  is 
simply  no  industry  from  which  to  secure  any  type  of  work  that 
can  be  used  in  the  workshop  to  provide  the  rehabilitation 
services.  Many  of  the  inquiries  which  are  received  on  a  daily 
basis  from  sheltered  workshops  are  coming  from  workshops 
and  work  activity  centers  located  in  isolated  areas  or  small 
communities  in  which  the  work  supply  is  a  critical  problem.  Far 
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too  often,  our  office  writes  back  to  the  workshops  to  suggest 
that  Wagner-O'Day  may  not  be  feasible  for  their  organization 
because  of  the  type  of  activity  in  which  they  are  involved  or  the 
client  population  they  serve.  In  many  other  cases  there  is  not  a 
feasible  commodity  or  service  currently  available  for  production 
for  the  federal  government. 

The  competition  for  feasible  commodities  and  services  has 
been  extremely  high,  and  there  is  somewhat  a  feeling  of 
hopelessness  generated  during  the  search  through  federal 
supply  catalogs  and  other  procurement  lists.  Because  of  the 
high  demand  and  the  limited  supply  of  feasible  items,  our  staff 
has  begun  to  search  for  other  alternatives.  The  preliminary 
process  involves  the  collection  of  capability  data  on  sheltered 
workshops.  This  information  has  been  a  useful  tool  in 
permitting  us  to  begin  formulating  a  long-range  plan  to  conduct 
a  nationwide  campaign  with  private  industry  and  business  to 
encourage  them  to  subcontract  with  workshops,  or  perhaps  to 
find  a  commodity  that  can  be  marketed  commercially  through 
the  discount  houses  and  nationwide  or  regional  department 
stores  and  distributors.  The  capability  information  that  is 
placed  on  file  in  the  NISH  office  by  the  workshop  will  become  a 
basic  resource  as  we  begin  in  the  latter  part  of  this  year  and 
next  year  to  explore  the  possibility  of  contracts  with  industry 
under  which  we  identify  a  given  workshop,  or  a  group  of 
workshops,  that  can  provide  a  commodity  or  a  service  to 
private  industry. 

The  President's  Committee  on  Employment  of  the 
Handicapped  has  already  indicated  an  interest  in  working  with 
us  to  use  its  influence  with  national  organizations  —  ITT,  IBM, 
General  Electric,  United  Airlines,  and  many  other  national 
organizations  that  have  indicated  an  interest  in  helping  the 
handicapped  across  the  country  through  sheltered  workshops. 
Western  Electric,  for  example,  has  provided  subcontract  work 
to  a  large  number  of  workshops  scattered  across  the  country.  It 
is  expected  that  this  work  can  be  provided  to  an  even  greater 
number  of  workshops  with  the  right  kind  of  information  base 
and  coordination.  But  the  private  industry  part  of  it  is  not  a 
feasible  approach  within  the  next  several  months,  even  though 
this  will  possibly  be  one  of  our  long-range  goals  as  additional 
resources  are  made  available. 

Our  office  suggests  that  the  process  of  self-evaluation  and  the 
feasibility  studies  necessitated  by  the  Wagner-O'Day  program 
can  have  spin-off  benefits  for  the  workshop  in  two  respects. 
One,  the  self -evaluation  can  give  the  workshop  a  better  base  of 
information  from  which  it  can  sell  itself  to  industry  because  it 
will  have  better  information  of  its  capability.  The  workshop 
producing  under  the  Wagner-O'Day  program  will  be  able  to  sell 
its  service  more  effectively  to  private  industry  because  it  has 
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demonstrated  an  ability  to  meet  rigid  government  standards 
and  specifications.  Again,  this  is  a  selling  point  with  industry, 
somewhat  like  the  Good  Housekeeping  Seal  of  Approval  was  a 
few  years  ago.  The  workshop  may  also  find  that  there  is  a 
commercial  market  for  the  commodity  or  service  that  they  are 
selling  to  the  federal  government;  for  example,  wooden  pallets, 
survey  stakes,  file  boxes,  fluorescent  light  fixtures,  ring 
binders,  notebooks,  and  desk  lamps.  In  such  instances  the 
workshop  would  then  not  only  have  the  government  market, 
but  would  have  access  to  the  commercial  market  on  a 
competitive  base  because  of  the  higher  volume  of  work.  The 
NIB  workshops  for  the  blind  have  successfully  used  this 
approach  over  the  past  several  years.  The  government  work 
represents  only  about  50-60  percent  of  the  total  industrial  work 
in  many  of  the  blind  shops. 

A  second  part  of  the  alternative  of  the  Wagner-O'Day  is  the 
state  type  set-aside  or  directed  purchase  program,  a  state 
counterpart  of  the  Wagner-O'Day  program.  Under  this  system, 
state  legislation  is  enacted  that  establishes  preferential  bidding 
or  noncompetitive  purchase  of  commodities  and  services  from 
sheltered  workshops  by  state  government.  Many  of  the  states 
are  now  in  the  process  of  enacting  legislation  that  will  establish 
the  state  set-aside  program. 

There  are  some  problems  in  the  development  of  the  state 
set-aside  program  because,  in  most  cases,  the  state  does  not 
appropriate  the  funds  that  are  necessary  to  establisli  a  special 
statutory  or  regulatory  committee  such  as  that  in  the 
Wagner-O'Day  program.  This  program  establishment  requires 
additional  and  special  funding;  and,  in  most  cases,  the  states 
have  been  unwilling  to  make  that  level  of  commitment  to  a 
state  set-aside  program.  The  typical  state  set-aside  program 
provides  that  the  state  purchasing  officer  or  officers  may 
purchase  identified  commodities  and  services  that  have  been 
selected  by  special  action  or  through  other  means  certified  or 
set  aside.  The  state  is  permitted,  but  not  required,  to  purchase 
these  commodities  or  services  without  going  through  the 
competitive  bid  process. 

In  some  states,  the  most  common  approach  seems  to  be  to 
purchase  the  commodity  or  service  at  the  lowest  bid  price.  In 
some  cases,  this  low  bid  price  will  represent  a  problem  for  the 
workshop  because  they  are  unable  to  meet  the  prices  of  small 
business.  The  small  businessman  is  the  typical  competitor  with 
the  workshop.  In  some  states,  the  enactment  of  legislation  has 
generated  substantial  opposition  from  private  industry;  in  other 
cases,  it  has  generated  opposition  from  the  procuring  activities. 
One  of  the  major  objections  by  the  state  procuring  activities  is 
that  the  workshop  is  unable  to  assure  them  that  they  can 
produce     a    quality     commodity     and    deliver     on    schedule. 
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Workshops  attempting  to  get  the  state  set-aside  program 
should  be  able  to  demonstrate  their  capability  for  quality 
performance  over  an  extended  period  of  time  and  provide  some 
assurance  that  the  workshops  that  participate  in  the  state 
set-aside  program  will  have  been  certified  by  a  qualified 
engineer  or  other  technician  knowledgeable  of  the  industrial 
process. 

A  few  of  the  states  in  this  region  have  previously  enacted 
state  set-aside  legislation.  Persons  not  already  acquainted  with 
their  state  set-aside  program  should  contact  the  state  facilities 
specialist  in  their  areas  or  the  state  association  of  workshops. 
There  is  a  workshop  or  rehabilitation  facilities  association  in 
every  state  in  this  region. 

A  final  word  of  caution  might  be  in  order.  Sheltered 
workshops  attempting  to  develop  state  legislation  should  make 
certain  that  they  have  full  and  complete  support  of  the 
workshop  movement  before  attempting  to  enact  legislation, 
but,  even  more  important,  they  should  make  certain  that  there 
is  a  concerted  effort  by  the  members  of  the  board  of  directors 
or  other  responsible  people  of  influence  connected  with  the 
workshop  to  lobby  with  state  legislators  to  encourage  their 
support  of  the  legislative  proposal. 

The  workshops  should  also  make  certain  that  they  are 
prepared  for  the  production  of  the  commodities  and  services 
rather  than  simply  making  an  attempt  to  get  another  benefit 
for  the  workshop.  The  state  agency  will  be  sympathetic  toward 
purchasing  materials  from  workshops  that  are  capable  of 
making  production  schedules,  but  an  attempt  to  move  into  state 
government  production  prematurely  could  damage  the  future  of 
the  workshop  relationship  with  state  government  permanently. 
If  a  state  does  not  have  state  set-aside  legislation,  6ne  should 
contact  the  states  in  his  region  and  also  our  office  to  secure 
copies  of  legislation  that  was  previously  passed  or  is  under 
active  consideration.  This  would  help  to  assure  that  the  proper 
language  is  placed  in  the  act  that  is  being  proposed. 

As  a  final  suggestion,  our  office  recommends  that  a  copy  of 
the  Wagner-O'Day  Procurement  List  be  obtained.  This 
represents  the  list  of  items  that  have  been  approved  by  the 
Statutory  Committee  for  production  by  selected  workshops. 
For  the  most  part,  these  items  are  commodities  that  have  been 
approved  for  production  by  blind  workshops,  but  the  list  can 
serve  as  an  indicator  of  the  kinds  of  commodities  and  services 
that  might  be  produced  for  the  state  or  local  government  or 
even  for  private  industry.  It  represents  the  success  story  of 
items  that  have  been  engineered  successfully  for  production  by 
blind  persons  and  other  severely  handicapped  in  sheltered 
workshops.  In  other  words,  the  Procurement  List  represents  a 
shopping  list  or  suggestion  list  for  workshops  considering  state 
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governmeiiL  production.  In  conclusion,  producing  for  the  federal 
or  state  government  or  for  private  industry  requires  specific 
controls,  systems,  and  a  very  definite  commitment  by  the 
workshop  staff  in  the  development  of  an  identified  commodity 
or  service.  Unless  the  workshop  is  wilhng  to  make  this 
commitment  in  the  development  of  the  commodity  or  service, 
they  should  continue  to  work  with  subcontractors  and  function 
as  a  subcontractor  in  private  industry. 


ASSESSMENT  AND  ANALYSIS 


William  M.  Jenkins,  Robert  M.  Anderson, 
and  Sara  J.  Odle 


The  two-day  conference,  of  which  these  proceedings  are  a 
record,  was  designed  to  stimulate  government  use  of 
workshops  and  rehabilitation  facility  programs  and, 
consequently,  enhance  the  life  adjustment  needs  of  the  severely 
handicapped  served  by  such  programs.  The  conference  brought 
together  a  selected  group  of  practitioners  representing  State 
DVR  Agencies,  facility  personnel.  General  Service 
Administration,  and  the  Defense  Department. 

The  conference  program  included  lectures,  panel  discussions, 
and  other  activities.  Each  of  the  sixty-five  participants  received 
travel  reimbursement,  including  per  diem,  hotel  expense,  and 
mileage  reimbursement. 

After  the  participants  returned  home,  each  was  asked  to 
evaluate  the  workshop.  An  evaluation  form  (Appendix  C)  was 
mailed  to  each  participant.  The  evaluative  responses  were 
tabulated  and  they  are  included  in  Table  1. 

TABLE  1 

ATTITUDES  TOWARD  PROGRAM  PLANNING 

Percentage 


Questions 

Yes 

No 

No  Response 

Was  the  course  basically 

what  you  expected? 

88 

12 

0 

Was  appropriate  time 

devoted  to  each  topic?  88  9.1  2.9 

Were  you  and  other 
participants  allowed 
adequate  opportunity 
to  participate  and  ask 
questions?  ^^  ^^  0 

Was  advance  publicity 

adequate?  ^^  ^  0 

Were  registration  procedures 

adequate?  100  0  0 

Were  facilities  adequate?  100  0  0 
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I 

Participants  were  asKed  to  rate  the  program  and  the 
instructors  on  a  continuum  ranging  from  "poor"  to  "excellent." 
The  responses  are  shown  in  Table  2. 


;  rj  '■     f  t 


TABLE  2 

PROGRAM  AND  INSTRUCTORS  RATINGS 
BY  PERCENTAGE 


Questions 


Percentage 


Would  you  rate 
the  program  as 

Would  you  rate  the 
instructor(s)  as 


Excellent         Good       Fair       Poor 
12.1  69.7         12.1        6.1 


12.1 


69.7         18.2         0 


The  respondents  were  asked  to  indicate  the  topics  they  felt 
would  benefit  them  most.  (Some  people  mentioned  more  than 
one,  and  they  are  presented  by  frequency  count  in  Table  3.) 


TABLE  3 
MOST  BENEFICIAL  TOPICS 


Topic 


Frequency     Topic 


Frequency 


State  use  laws 

NISH  operations 

GSA  and  DSA 

Procurement, 
contracting  with 
federal  government 

Wagner-O'Day 


12 
6 
3 


Contracts  and  literature  2 

Service  contracts  2 
Government  agency  from 

Atlanta  1 
Procedures  for  shops 

to  follow  1 
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The  participants  were  given  an  opportunity  to  make  general 
comments  about  the  conference.  Positive  comments  ranged 
from  "Fine  conference"  to  "The  purpose  of  the  conference  was 
to  stimulate  facilities  to  work  through  NISH  for  contract  work. 
This  it  did." 

Comments  about  subject  emphasis  included  the  desire  to 
have  had  more  included  on  workshops  for  the  blind  and  on 
purchasing,  costing,  and  procurement.  One  participant  asked 
for  help  in  holding  a  similar  conference  in  his  home  state. 
Another  felt  that  the  presentation  was  over  his  head  and 
"should  have  given  us  more  pertinent  information  that  we  could 
have  used  when  we  returned  home." 

Participants  were  concerned  with  the  "negative  image"  of  the 
presentation  of  the  NISH  group,  but  indicated  their 
understanding  of  the  desire  of  those  contributors  to  emphasize 
the  complexity  of  the  program  and  the  need  for  competence  in 
carrying  out  the  requirements  for  participation  in 
Wagner-O'Day.  A  similar  feeling  was  reflected  in  summariza- 
tions  and  evaluations  presented  by  workgroups  at  the  end  of 
the  conference.  It  was  felt  that  the  positive  contributions  of 
workshop  directors  already  participating  in  Wagner-O'Day 
showed  that  financial  benefits  are  substantial  and  well  worth 
the  required  effort. 

Workgroup  participants  also  indicated  a  felt  need  for  a 
clarified  presentation  of  pre-submission  requirements,  including 
the  use  of  more  visual  aids  during  such  explanation.  W  orkgroup 
evaluations  also  indicated  that  the  information  of  greatest  value 
was  that  concerning  state  use  laws.  There  was  a  general 
consensus  that  the  conference  was  worthwhile. 


Part  Two 
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SECTION  ONE: 


ORIENTATION 


DEFINITIONS  AND  ABBREVIATIONS 

Some  Definitions 

ASSIGNMENT  REGISTER 

The  official  tracking  system  of  items  being 
researched  for  Wagner-O'Day;  this  register  is 
maintained  by  the  Committee  for  Purchase  from 
the  Bhnd  and  Other  Severely  Handicapped. 

COMMISSION 

Public  Law  92-28  provides  for  representation  of 
workshops  by  a  central  non-profit  agency.  4%  of 
the  sale  price  of  a  Wagner-O'Day  item  funds  this 
central  non-profit  agency  (NISH). 


CONTRACTUAL  AGREEMENT 

A  legal  agreement  between  NISH  and  the 
workshop  defining  responsibiUties  for  each  of  the 
development  and  manufacture  of  item(s)  for 
Wagner-O'Day. 


ELIGIBILITY  AND  CERTIFICATION 

Eligibility  for  participation  in  the  Wagner-O'Day 
program  is  based  on  a  workshop's  demonstrating 
that  they  are  legally  incorporated  as  a  non-profi 
agency  for  other  than  the  severely  handicapped. 
Certification  of  eligibihty  is  made  by  the 
Committee  for  Purchase  from  the  Blind  and  Other 
Severely  Handicapped. 
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FAIR  MARKET  PRICE 

The  initial  Fair  Market  Price  for  a  commodity  or 
service  shall  be  the  arithmetic  mean  of  prior  bids 
reduced  by  freight  and  prompt  payment  discounts. 
The  price  so  determined  will  be  adjusted  by  a 
factor  to  cover  for  costed  changes  for  material  and 
labor  costs  during  the  first  year  for  workshop 
production.  It  shall  also  be  adjusted  to  reflect 
changes  to  reflect  costs  due  to  specification 
changes,  contract  modifications  or  other  unusual 
factors  since  the  last  sohcitation. 


INTERNAL  ASSIGNMENT 

System  by  which  NISH  tracks  the  research 
being  performed  by  workshops  on  potential  items 
for  production  and  sale  through  Wagner-O'Day.  At 
the  point  a  workshop  commits  itself  to  the 
production  of  an  item,  tjie  item  is  requested  for 
placement  on  the  Assignment  Register. 


PROCUREMENT  LIST 

Catalog  published  for  use  by  procurement  officers 
which  lists  items  sold  under  the  Wagner-O'Day 
program. 
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QUALIFICATION 

Qualification  is  a  continuing  process  of 
demonstration  of  industrial  and  manufacturing 
capabilities.  This  process  begins  with  eligibility. 


WAIVER  OF  PRIORITY 

Public  Law  92-28  mandates  that  FPI  and  NIB  shall 
have  priority  of  sale  to  the  government  over  the 
other  severely  handicapped.  In  order  for  an  agency 
for  the  other  severely  handicapped  to  produce  an 
item,  a  release  of  priority  (waiver)  must  be 
obtained  from  FPI  and  NIB. 


Abbreviations 

The  following  abbreviations  are  used  within  this  material: 

FPI  —  Federal  Prison  Industries 

NIB  —  National  Industries  for  the  BUnd 

NISH  —  National  Industries  for  the  Severely  Handicapped 

SBA  —  Small  Business  Administration 


WAGNER-O'DAY  AND  THE 
SHELTERED  WORKSHOP 

Wagner-O'Day  Act 

The  Wagner-O'Day  Act,  as  amended  in  1971,  authorized 
workshops  for  the  severely  handicapped  to  be  the  sole 
producers  and  sellers  of  selected  commodities  and  services  (at 
an  established  "fair  market  price")  normally  purchased  by  the 
government.  The  original  Wagner-O'Day  legislation,  enacted  in 
1938,  was  restricted  to  workshops  for  the  blind.  The 
Wagner-O'Day  Act  was  amended  in  1971  to  increase  the 
availability  of  meaningful  jobs  for  the  severely  handicapped. 

Eligibility  for  Participation  in  Wagner-O'Day 

Any  bona  fide  nonprofit  agency  organized  according  to  state 
law  with  the  stated  purpose  of  serving  the  severely 
handicapped  is  eligible  for  participation  in  the  Wagner-O'Day 
program. 

Workshop  Representatives 

Workshops  participating  in  the  Wagner-O'Day  program  are 
represented  by  two  central,  non-profit  agencies  which  work 
through  the  Committee  for  Purchase  from  the  Blind  and  Other 
Severely  Handicapped.  These  two  central  nonprofit  agencies 
are: 

1.  National  Industries  for  the  Blind  (NIB),  which  represents 
workshops  serving  the  blind. 

2.  National  Industries  for  the  Severely  Handicapped 
(NISH),  which  represents  workshops  serving  the  other 
severely  handicapped. 

NISH  Background 

National  Industries  for  the  Severely  Handicapped  was  incor- 
porated in  June  1974  as  a  coordinating,  consulting,  research  and 
engineering  operation  to  help  workshops  expand  employment 
opportunities  for  the  severely  handicapped  by  increasing  their 
capabiUties  for  producing  commodities  and  services  to  the 
federal  government  under  the  Wagner-O'Day  Act. 

The  NISH  corporation  is  operated  by  a  Board  of  Directors, 
which  includes  representatives  of  the   six   central,   non-profit 
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agencies  that  planned  and  developed  NISH  (Goodwill  Industries 
of  America,  International  Association  of  Rehabilitation 
Facilities,  Jewish  Occupational  Council  for  Jewish  Vocational 
Services,  National  Association  for  Retarded  Citizens,  National 
Easter  Seal  Society,  and  United  Cerebral  Palsy  Association), 
and  representatives  of  workshops,  technical  and  professional 
individuals,  and  client/consumers. 

NISH  is  designed  to  provide  services-  to  all  qualified 
workshops  on  an  equal  basis,  without  regard  to  affiliation  or 
lack  thereof  with  a  national  agency. 

Funds  for  the  development  and  initial  operation  of  NISH  are 
being  provided  through  a  grant  from  the  U.S.  Department  of 
Health,  Education,  and  Welfare,  Rehabihtation  Services  Admin- 
istration (RSA).  The  first-year  grant  in  the  amount  of  $200,000 
was  approved  April  1,  1974;  a  second-year  grant  in  the  amount 
of  $316,200  was  approved  April  1,  1975. 

The  financial  assistance  plan  of  the  RSA  grant  calls  for  a 
five-year  federal  support  totaling  1.3  million  dollars.  The 
operating  budget  estimates  that  commission  earnings  on 
government  contracts  will  provide  another  $900,000  during  the 
five-year  period  which  will  enable  NISH  to  provide  expanded 
technical  assistance  to  workshops.  Support  for  the  basic 
operation  of  NISH  beyond  the  five-year  period  is  expected  to  be 
derived  from  commissions  paid  by  participating  sheltered  work- 
shops. At  the  present  time,  there  are  thirty-five  workshops 
participating  (producing)  in  the  Wagner-O'Day  program  from 
the  "other  severely  handicapped"  group. 

At  the  beginning  ot  the  second  year,  more  than  100 
workshops  were  developing  a  commodity  or  service  for  produc- 
tion. It  is  expected  thqt  by  the  end  of  federal  support,  some  250 
workshops  will  be  producing  goods  and  services  for  sale  to  the 
federal  government.  An  estimated  2,000  new  jobs  will  be 
created  for  the  severely  handicapped  within  the  five-year 
period.  Annual  production  of  commodities  and  services  for  the 
federal  government  is  expected  to  exceed  20  million  dollars  by 
the  fifth  year  of  operation  of  NISH. 

NISH  Responsibilities 

NISH's  responsibilities  include: 

1.  Providing  technical  assistance  to  qualified  workshops  for 
the  evaluation  of  capability  and  production  feasibility,  to 
determine  equipment  needs,  physical  plant,  materials, 
manpower,  financing,  and  other  requirements  as  related 
to  the  participation  by  the  workshop  in  Wagner-O'Day. 

2.  Conducting  research  and  product  development  studies  to 


140  The  Sheltered  Workshop 

identify  commodities  ana  services  feasible  for  provision, 
manufacture,  and  sale  to  the  government  by  workshops. 

3.  Allocating  orders  for  the  manufacture  and  sale  of 
commodities  and  provision  of  services  to  qualified 
workshops. 

4.  Disseminating  information  on  procedures,  requirements 
for  the  workshops'  participation  in  the  Wagner-O'Day 
sale  program,  and  to  evaluate  workshop  capability  to  pro- 
duce commodities  and/or  services  for  sale  to  the  govern- 
ment under  these  provisions. 

5.  Recommending  to  the  Statutory  Committee,  with  appro- 
priate justification,  prices  and  suitable  commodities  and 
services  for  procurement  from  its  workshops. 

6.  Recommending  appropriate  price  adjustments  for  com- 
modities and  services  already  on  the  Procurement  List. 

7.  Overseeing  producing  workshops  to  ensure  contract  com- 
pliance in  the  production  of  a  commodity  or  performance 
of  a  service. 

8.  Monitoring  and  inspecting  the  activities  of  workshops  to 
ensure  compliance  with  the  act  and  its  regulations. 

Workshop  Responsibilities 

The  workshop  participating  in  the  Wagner-O'Day  sale 
program  has  the  major  responsibility  for  actions  leading  to 
production  and  sale  of  a  commodity(ies)  or  service(s)  under 
Wagner-O'Day  provisions.  Among  these  actions  are: 

ir  The  submission  of  agency  certification 

2.  Commodity/service  identification  activities 

3.  Requests  for  item  assignment  and  technical  consultation 

4.  Commodity/service  development  activities 

5.  Calculation  and  justification  of  prices  and  price  changes 

6.  Certification  of  direct  labor  and  meeting  of  all  other  related 

requirements 

7.  Commodity  production  and  service  provision  and  the  fulfill- 
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ment  of  ensuring  obligations 

(NOTE:  NISH  provides  assistance  and  guidance  to  workshops 
in  all  activities  for  which  the  workshop  is  responsible.) 

Participation  In  NISH— Wagner-O'Day 

Three  steps  are  involved  in  the  process  for  participation  in 
the  Wagner-O'Day  program: 

1.  Pre-Submission  Activities 

A.  Qualification  Certification 

B.  Capability  Analysis 

C.  Preliminary  Identification  and  Clearance 

D.  Information  Gathering 

E.  Request  for  Assignment 

F.  Priority  Determination 

G.  Evaluation  of  Production  Requirements 

2.  Submission  ' '        '  . 

A.  Price  Establishment  '  '"^ 

B.  Impact  Study 

C.  Notice  of  Intent 

D.  Initial  Direct  Labor  Certification 

E.  Formal  Proposal 

F.  Approval  Addition  to  the  Procurement  List 

G.  Formal  Notice 

3.  Allocation  and  Contract  Management  Activities 

A.  Government  Allocation  Request 

B.  Allocation 

C.  Production  Inspection  and  Shipment 

D.  Receipt  and  Payment 

E.  Commission 

F.  Annual  Reporting  to  NISH 

G.  Reinvestment— Recycle 


SECTION  TWO: 


INITIATING 
THE  PROCESS 


PRE-SU EMISSION  ACTIVITIES 

Qualification  Certification 

Workshop  Responsibilities  '' 

1.  Submit  the  following  legal  documents  to  NISH: 

A.  A  copy  of  the  Articles  of  Incorporation  (the  original 
and  any  amendments)  showing  the  signature  of  an 
appropriate  state  official  and  the  date  it  was  filed 

B.  A  copy  of  the  Constitution  and  Bylaws  certified  as 
true  and  current  by  an  officer  of  the  corporation 
(NOT  the  executive  of  the  corporation) 

C.  A  copy  of  the  tax  exemption  letter/certificate  from 
the  Internal  Revenue  Service 

D.  A  letter  of  transmittal  referring  to  the  above,  which 
is  to  be  signed  by  an  officer  of  the  corporation  (NOT 
the  executive) 

2.  A  workshop  employing  the  severely  handicapped,  which 
is  state,  county,  or  city  owned  and  operated,  is  required 
to  submit  the  following  to  NISH: 

A.  A  copy  of  state,  county,  or  city  statute  authorizing 
the  creation  of  the  workshop  or  service  for  the 
severely  handicapped 

B.  A  copy  of  state,  county,  or  city  regulations  or  other 
rules  authorizing  and  delineating  operating  proce- 
dures 

C.  A  cover  letter  transmitting  the  above,  certifying  the 
documents  as  current  and  correct,  signed  by  a 
government  official  functioning  in  a  capacity  equal  to 
an  officer  of  a  Board  of  Directors 

NISH  Responsibilities 

1.  Review  and  submit  the  above  to  the  Statutory  Commit- 
tee for  certification  as  a  qualified  non-profit  agency. 

References 

1.  U.S.  Government,  "Committee  for  Purchase  of  Products 
and  Services  of  the  Blind  and  Other  Severely 
Handicapped— Revision  of  Chapter,"  Federal  Register, 
Volume  38,  Number  119,  Washington,  D.C.:  U.S.  Govern- 
ment Printing  Office,  June  21,  1973  (see  51.4.2).  (Here- 
after referenced  as  Federal  Register,  June  21,  1973.) 
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Capability  Analysis 

Workshop  Responsibilities 

1.  Submit  "Capability  Survey  Questionnaire"  to  NISH.  The 
purposes  of  this  questionnaire  are: 

A.  To  provide  NISH  with  workshop  capability  informa- 
tion on  a  national  scale,  to  be  catalogued  for  retrieval 
and  matching  to  government  work  identified  through 
efforts  of  NISH 

B.  To  provide  information  relative  to  the  technical  con- 
sulting requirements  of  workshops 

NISH  Responsibilities 

1.  Use  the  "Capability  Survey  Questionnaire"  and  visit 
selected  workshops  to  evaluate  workshop  production 
capability  and  potential.  (Comment:  it  is  physically  and 
economically  impractical  for  NISH  to  undertake  a  nation- 
wide program  of  initial  site  visits  at  this  stage  of  develop- 
ment. Financing  of  initial  site  visits  should  be  a  regional 
or  state  responsibility.) 

Preliminary    Identification  and  Clearance 

Workshop  Responsibilities 

1.  Workshop  and/or  NISH  will  make  preliminary  identifica- 
tion of  a  potential  commodity/service  and  will  begin  eval- 
uating the  possibility  for  production.  (Note:  it  is  prefer- 
able for  the  workshops  to  initiate  this  preliminary  identi- 
fication since  they  are  most  aware  of  their  own 
commodity /service  capabilities,  clientele,  and  prefer- 
ences.) 

2.  This  activity  is  a  creative  process  of  searching  out  and 
screening  a  potentially  feasible  commodity /service. 

3.  A  workshop  that  desires  to  pursue  performance  of  a  ser- 
vice should  first  identify  the  government  installations  and 
offices  in  his  GSA  region,  e.g.,  VA  hospitals  and  military 
bases,  and  seek  out  the  respective  procurement  officers 
in  order  to  identify  those  services  purchased. 

NISH  Responsibilities 

1.  Assists  workshops. 

2.  Aids  workshop  searching  for  services  in  locating  federal 
activities  and,  on  request,  provides  the  names  of  procur- 
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ing  activities. 
3.     Reviews  the  FPI  and  NIB  catalogs  and  Procurement  List 
for     previous     production     and     will     check     for     SBA 
involvement. 

References 

1.  Commerce  Business  Daily:  a  daily  publication  of  govern- 
ment invitations  to  bid,  contract  awards,  subcontracting 
leads,  sales  of  surplus  property  and  foreign  business 
opportunities;  cost:  $75.00  per  year;  m^y  be  obtained  by 
writing  Superintendent  of  Documents,  U.S.  Government 
Printing  Office,  Washington,  D.C.    20402. 

2.  Committee  for  Purchase  from  the  Blind  and  Other 
Severely  Handicapped,  Procurement  List  1975:  a  list  of 
commodities  and  services  approved  for  production  by  a 
designated  workshop  (this  is  not  a  list  of  items  available 
for  production  by  other  workshops).  Cost:  $1.00;  may  be 
obtained  by  writing  to  NISH. 

3.  Federal  Register,  June  21,  1973,  Section  51.3.3(a). 

4.  General  Services  Administration,  Federal  Supply 
Catalog:  a  series  of  catalogs  which  identifies  items  pro- 
cured and  distributed  through  GSA.  Volumes  1  and  2  are 
the  catalogs  of  most  concern  to  the  workshop.  Volume  1 
includes  stock  items  and  an  alphabetical  index  of  commo- 
dities and  services.  Volume  2  includes  the  National  Stock 
Number  Index.  Cost:  $13.00  per  year;  may  be  obtained 
by  writing  the  Superintendent  of  Documents,  U.  S.  Gov- 
ernment Printing  Office,  Washington,  D.C.    20402. 

5.  General  Services  Administration,  Information  Kit.  This 
kit  is  available  to  contractors  (including  workshops) 
interested  in  bidding  on  GSA  contracts  and  typically  con- 
tains mailing  list  instructions,  stock  information,  a  guide 
to  specifications  and  standards,  a  regional  listing  of 
procurement  offices,  and  several  other  related  pamphlets. 
When  requesting  the  kit,  specify  whether  you  are 
interested  in  the  production  of  commodities  or  provision 
of  services.  Cost:  free;  may  be  obtained  from  your 
regional  GSA  Business  Service  Center. 

6.  Small  Business  Administration  Publications 

A.     Publications  available  from  nearest  SBA  office: 

1.  Finding  a  New  Product  for  Your  Company:  dis- 
cusses a  practical  approach  to  the  selection  of  a 
suitable  new  product  and  suggests  sources  that 
can  be  helpful  in  finding  a  product;  Catalog  Num- 
ber 216;  free. 

2.  Getting  Your  Product  on  a  Qualified  Products 
List:    discusses    what   is    involved    in    getting    a 
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product  on  a  federal  agency's  qualified  products 
list  (does  not  set  rules  which  must  be  followed); 
cost:  free;  Catalog  Number  42. 
3.     Marketing  Research  Procedures:  briefly  discuss- 
es the  six  steps  of  marketing  research  procedures 
and  provides  references  of  use  to  anyone  under- 
taking   market    research;    cost:    free;    Catalog 
Number  9. 
B.     Publications  available   from   the   Superintendent  of 
Documents 

1.  New  Product  Introduction  for  Small  Business 
Owners:  provides  basic  information  which  will 
help  the  owners  of  small  businesses  to 
understand  better  what  is  involved  in  placing  a 
new  or  improved  product  on  the  market;  cost: 
$1.17;  Catalog  Number  SBA  1.12:17. 

2.  Technology  and  Your  New  Products:  designed  to 
inform  the  small  businessman  about  the  benefits 
of  technology;  for  example,  he  can  use  technology 
to  improve  a  product,  to  diversify  a  product  line, 
and  to  reduce  costs;  cost:  75e;  Catalog  Number 
SBA  1.12:19. 

7.  U.S.  Department  of  Health,  Education,  and  Welfare, 
Social  and  Rehabilitation  Service,  Selling  to  Industry  for 
Sheltered  Workshops.  Cost:  free;  publication  number 
(SRS)  73-25072;  may  be  obtained  by  writing  U.S. 
Department  of  Health,  Education,  and  Welfare,  Social 
and  Rehabilitation  Service,  Rehabilitation  Services 
Administration,  Washington,  D.C.  20201. 


Information  Gathering 

Workshop  Responsibilities 

1.  None  except  for  services,  which  are  procured  through  the 
regional  offices  of  GSA,  DSA,  or  local  government  install- 
ations. 

2.  Workshop  responsibilities  for  services  include: 

A.     Contacting  the  procuring  agency  and  scheduling  an 
appointment  with  the  buyer  to  start  negotiations. 
1.     During  negotiations,  the  workshop  must  obtain 
copies  of 

a.  latest  IFB  issues 

b.  current  applicable  specifications  for  the  per- 
formance of  the  service  (these  are  usually 
contained  in  the  current  contract) 

c.  current  wage  determination  rates  and  fringe 
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benefit    requirements    (these    establish    the 
minimum  wage  and  fringe  package  for  the 
workshop's  dients— employees) 
d.     current  price  schedules 

B.  As  a  potential  provider  of  services,  the  workshop 
must  cost  and  determine  its  performance  capabiHty 
based  upon  the  above  requirements,  is  required  to 
provide  the  service(s)  in  accordance  with  written 
specifications,  and  must  be  able  to  compete  with 
price. 

C.  If  the  service  is  to  be  purchased  for  the  first  time 
(new  first  time  procurement),  then  the  above 
information  (except  the  IFB)  must  be  developed  by 
the  Procuring  Activity.  The  workshop  may  be 
invited  to  participate  in  the  writing  of  specifications. 

D  ADVISE  NISH  OF  THE  DATE(S)  OF  THE 
WORKSHOP'S  MEETING(S)  WITH  THE  PRO- 
CURING ACTIVITY  TO  DISCUSS  THE  ABOVE. 
FOLLOWING  THESE  MEETINGS,  SUBMIT 
COPIES  OF  THE  ABOVE  TO  NISH.  IF  THE 
WORKSHOP  HAS  DIFFICULTY  IN  OBTAINING 
THESE  MATERIALS  OR  AN  APPOINTMENT 
WITH  THE  PROCURING  ACTIVITY,  CONTACT 
NISH  IMMEDIATELY. 

E.  Based  upon  the  performance  specifications  (what, 
where,  how  and  frequency),  cost  out  the  materials 
and  supplies,  transportation,  equipment. 

1.  Labor  and  fringe  benefits  should  be  costed 
against  the  rates  given  the  workshop  in  the 
wage  determination  rates. 

2.  After  the  workshop  has  completed  this  research 
and  resulting  calculations,  it  must  SUBMIT  ITS 
COST  DATA  TO  NISH  ON  FORMS  106  AND 
107.  Use  NISH  Form  106  as  a  tool  for  itemizing 
cost  factors,  showing  bids  and  quotes  from 
multiple  suppUers  and  your  calculations  for  labor 
costs. 

F.  Costing  data  MUST  be  submitted  to  NISH  at  least 
three  months  in  advance  of  the  workshop's  anticipa- 
ted beginning  date  of  the  proposed  contract  period. 
This  is  most  likely  the  day  following  the  ending  date 
of  a  current  contract.  In  the  case  of  a  newly  pur- 
chased service,  keep  this  time  frame  requirement  in 
mind  when  speaking  with  the  Procuring  Activity. 
The  Procuring  Activity  needs  to  know  when  it  can 
expect  the  workshop  to  perform  and  initiate  or  can- 
cel issuance  of  an  IFB  accordingly. 

G.  If,  after  meeting  with  the   Procuring  Activity,   the 
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workshop  determines  that  it  is  not  capable  of 
performing  the  service  as  required,  the  workshop 
must  notify  NISH  of  its  intentions  in  regard  to 
further  negotiations  or  dropping  further  develop- 
ment activity. 

NISH  Responsibilities 

1.  Upon  request,  NISH  can  provide  information  on  persons 
for  the  workshop  to  contact  in  order  to  secure  data. 

2.  Obtain  the  necessary  basic  technical  information,  which 
includes  the  procurement  history  for  commodities  or 
services,  estimated  annual  usage,  current  prices,  and  spe- 
cification! s). 

3.  After  analysis,  NISH  will  send  relevant  information  to 
the  workshop. 

Request  for  Assignment 

Workshop  Responsibilities 

1.  When  the  capability /feasibility  analysis  and  preliminary 
cost  estimate  indicates  promising  potential,  the  workshop 
may  identify  commodities  and/or  services  which  it 
believes  it  can  produce.  Lists  of  these  items  must  be  sub- 
mitted to  NISH  for  further  checks  first  to  verify  their 
availability  (as  the  items  may  be  in  developmental  stages 
by  another  workshop)  and  determine  the  feasibility  of 
item  production  or  provision. 

2.  The  workshop  will  use  NISH  Form  100,  Request  for 
Assignment,  in  requesting  an  item  for  its  development. 
Receipt  of  this  form  will  initiate  the  checking  of  status 
and  gathering  of  specifications,  procurement  information, 
price  histories,  etc.,  by  NISH  to  be  forwarded  to  the 
workshop  for  study. 

A.     Information  required  on  the  form  includes: 

1.  Identification    of    commodities    by     name     and 
National  Stock  Number 

a.  The  identification  of  a  service  must  be  in  an 
operational  definition,  and  the  procuring  act- 
ivity must  be  identified  along  with  the 
geographical  location  (federal  GSA  region) 
where  the  service  is  to  be  performed. 

2.  Identification     of     the     procuring     activity     (if 
available ) 

a.  Procuring  activity  information  is  very 
important  in  a  service  request,  as  services 
are  often  individual  to  each  government  facil- 
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ity,  and,  hence,  to  each  procuring  activity. 
Procuring  activity  names  and  locations  may 
be  obtained  from  NISH.  It  is  suggested  that 
such  information  be  requested  in  writing  to- 
gether with  a  description  of  composition  and 
function  of  the  service   (or   commodity)   the 
workshop  wishes  to  sell. 
3.     Workshop  indication  of  why  it  believes  it  is  cap- 
able  of  manufacturing   the    requested   commod- 
ity(ies)    and/or    providing    the    requested    ser- 
vice(s).  (See  Evaluation  of  Production  Require- 
ments for   factors   which   should   be    considered 
when   identifying   possible    commodities    and/or 
services  and  should  be  discussed  in  the  assign- 
ment justification.) 

NISH  Responsibilities 

1.  Upon  receipt  of  a  workshop's  Request  for  Assignment, 
NISH  investigates  the  availability  of  the  requested  items. 
If  the  item  is  free  or  soon  to  be  released  by  a  prior 
assignee,  the  requesting  workshop  will  be  notified,  and 
specifications,  current  price  information,  and  other  pert- 
inent materials  about  the  item  will  be  forwarded  for  its 
analysis. 

2.  If  duplicate  requests  are  received  for  an  item,  the  item  is 
assigned  to  the  workshop  submitting  the  earliest 
received  request. 

3.  Based  upon  the  feasibility  decision  of  NISH  in  conjunction 
with  the  workshop,  a  formal  Request  for  Assignment  is 
submitted  to  the  Statutory  Committee.  Upon  receipt  of 
this  request,  the  Statutory  Committee  seeks  priority 
wavers  from  FPI  and  NIB. 

Referefice 

1.     Federal  Register,  June  21,  1973,  Section  51.1.3. 

Priority  Determination 

One  of  the  following  actions  may  take  place  after  the  Priority 
Waiver  Request  is  submitted  to  FPI  or  NIB: 

1.  Exercise  of  Priority.  Either  FPI  or  NIB  may  claim  the 
commodity /service  for  their  production.  They  are  then 
allowed  nine  months  to  develop  a  proposal.  If  a  formal 
proposal  is  not  developed  within  nine  months,  the 
commodity/service    may    go    back    to    NISH    and    the 
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workshop. 
2.      Waiver  of  Priority.  FPI  and  NIB  waive  their  priority  on 
the    commodity /service,    and    NISH   and    the    workshop 
have  nine  months  to  develop  a  formal  proposal. 

Workshop  Responsibilities 

1.  If  FPI  and  NIB  waive  their  priority  on  a  commodity/ 
service,  NISH  and  the  workshop  will  have  nine  months  to 
develop  a  formal  proposal. 

NISH  Responsibilities 

1.  Assists  the  workshop. 

2.  Should  a  workshop  fail  to  develop  an  item  or  perform  on 
subsequent  orders,  NISH  is  authorized  to  re-allocate  the 
development  and  production  of  that  item  to  another 
workshop. 

Reference 

1.     Federal  Register,  June  21,  1973,  Section  51.3.3. 


Evaluation  of  Production  Requirements 

Workshop  Responsibilities 

1.  NISH  and  the  workshop  will  jointly  conduct  an  in-depth 
study  of  production  requirements  as  they  relate  to  applic- 
able specifications  and  will  conduct  an  analysis  of  the  pro- 
duction costs  for  the  commodity  or  service. 

2.  Evaluation  of  production  requirements  for  a  commodity/ 
service  involves  the  following: 

A.     Commodity  Study 

1.  Marketing  area 

a.  The  workshop  should  consider  the  following 
for  a  geographically  related  marketing 
analysis: 

(1)  Commodities  or  services  which  are 
bought  or  used  by  government  facilities 
within  reasonable  proximity  to  the  work- 
shop 

(2)  Evidence  of  a  commercial  sales  market 
for  the  commodity 

(3)  Proximity  and  availability  of  raw 
materials 

2.  Volume 
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a.  Perhaps  the  most  crucial  factor  to  be  deter- 
mined is  the  quantity  of  items  sold  during 
any  fiscal  year.  One  must  study  patterns  of 
buying  to  identify  sporadic,  annual,  seasonal, 
:  r.  ;'  or  bi-annual  buying.  (Ideally,  one  would  want 
to  produce  an  item  which  is  purchased  in  suf- 
ficient quantities  to  maintain  an  employment 
level  and  which  is  purchased  consistently 
throughout  successive  years.) 

3.  Transportation  requirements 

a.  In  the  case  of  the  federal  government  pur- 
chasing commodities  under  Wagner-O'Day 
provisions,  the  transportation  of  the  finished 
product  is  by  common  carrier,  F.O.B.  origin, 
and  is  not  the  responsibility  of  the  workshop. 
;.  :  However,  the  workshop  must  provide  for  the 

transportation    of    raw    materials    or    other 
items  necessary  for  manufacturing. 

4.  Plant  suitability 

a.  The  production  of  a  commodity  must  be  com- 
patible with  the  structural  characteristics  of 
the  plant  and  its  location.  When  assessing 
plant  suitability,  one  must  add  equipment 
dictated  needs  to  client-employee  dictated 
needs. 

b.  The  following  should  be  assessed  and 
determined  appropriate  or  suitable  for  cor- 
rection within  acceptable  regulatory  levels: 

(1)  Square  footage 

(2)  Construction  (brick,  wood,  etc.) 

(3)  Floors 

(4)  Electrical  wiring 

(5)  Overhead  clearances 

(6)  Interior  construction  for  safety  and  noise 

control 

(7)  Ventilation  system 

(8)  Dock  loading  facilities 

(9)  Location:   proximity   to   railroads,    high- 

ways, etc. 
B.     Service  Study 

1.     Marketing  area 

a.  Must  survey  the  geographical  area  or  federal 
region  in  which  desired  to  sell  service(s)  and 
determine  what  service(s)  are  needed. 

b.  Must  take  the  initiative  to  seek  out  procure- 
ment officers  at  GSA  and  DSA  supply 
centers,  government  installations,  and  Veter- 
ans Administration  facilities  to  identify  what 
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kind  of  services  they  purchase.  Building  a 
good  relationship  with  these  officers  is  very 
important.  (NISH  assists  the  workshop  in 
the  identification  of  local  procurement 
officers  and  services  being  procured.) 

2.  Volume 

a.  The  procurement  officer  can  aid  the 
workshop  in  defining  the  volume  or  quantity 
of  business  transacted  during  any  year  as 
well  as  the  consistency.  Seasonal  trends 
should  be  identified. 

3.  Performance/Delivery/Hours 

a.  The  procurement  officer  and  workshop  must 
clearly  define  the  nature  of  the  service. 

b.  Must  identify  how  and  when  the  service  will 
be  performed.  Many  services  (i.e.,  janitorial) 
may  be  required  at  night  rather  than  during 
regular  working  hours. 

4.  Skills 

a.     The  skills  required  must  be  identified. 

5.  Training  needs 

a.  Training  needs  must  be  assessed  in  terms  of 
the  nature  of  the  skill  to  be  taught  and  the 
training  time  required. 

b.  A  critical  factor  may  be  securing  the 
technical  instructors  to  teach  the  required 
skills. 

6.  Equipment/Raw  materials 

a.  Special  equipment  required  to  provide  the 
service  must  be  identified.  Included  here  is 
special  protective  _  clothing  for  client- 
employee  and  staff. 

b.  Raw  materials  may  be  required  in  the  form 
of  supplies  to  be  consumed  during  the  pro- 
vision of  the  service. 

7.  Transportation  requirements 

a.  Transportation  is  necessary  in  some  form. 
The  workshop  must  identify  both  the  service 
location  and  what  must  be  transported  in 
order  to  perform  the  service. 

8.  Capital  requirement 

a.  An  inventory  of  supplies,  initial  equipment, 
etc.,  must  be  established  in  proportion  to  ex- 
pected service  provision  and  reorder  times. 
Costs  thus  incurred  will  be  an  initial  capital 
investment. 

9.  Number  of  jobs  created 

a.     The  number  of  jobs  created  should  be  consid- 
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ered  and  be  proportionate  to  capital  outlay 
and  expected  income.     ,. 
10.  Plant  suitability 

a.  Plant  suitability  may  be  a  factor  to  be  eval- 
uated if  it  serves  as  a  base  of  operation  or  if 
the  service  activity  is  performed  within  the 
plant  itself. 

NISH  Responsibilities 

1.     Works  with  the  workshop 
References  ,     . 

1.     Small  Business  Administration  Publications 

A.  PubHcations  available  from  nearest  SBA  office 

1.  Analyzing  Your  Cost  of  Marketing:  points  out 
the  importance  of  marketing  cost  analysis  and 
provides  an  overview  of  what  is  involved  in  a 
marketing  cost  analysis;  cost:  free;  Catalog 
Number  85. 

2.  Basic  Budgets  for  Profit  Planning:  sets  forth  a 
simple  framework  of  various  budgets  which, 
when  taken  together,  can  lay  out  the  information 
one  needs  to  compile  reports,  compare  figures, 
analyze  data,  and  be  in  a  good  position  to  plan 
future  production  and  profits;  cost:  free;  Catalog 
Number  220. 

3.  What  Is  the  Best  Selling  Price?:  briefly  discusses 
and  takes  the  reader  through  the  various 
elements  involved  in  pricing;  cost:  free;  Catalog 
Number  193. 

B.  Publications  available   from   the    Superintendent   of 

Documents 

1.  Cash  Planning  in  Small  Manufacturing  Com- 
panies: this  book  reports  on  research  that  was 
done  on  cash  planning  for  the  small 
manufacturer.  It  is  designed  for  owners  and 
managers  of  small  firms  and  the  specialists  who 
study  and  aid  small  businesses;  cost:  $2.75;  Cat- 
alog Number  SBA  1.20:1. 

2.  Cost  Accounting  for  Small  Manufacturers: 
stresses  the  importance  of  determining  and 
recording  costs  accurately.  Designed  for  small 
manufacturers  and  their  accountants.  Diagrams, 
flow  charts,  and  illustrations  are  included  to 
make  the  material  easier  to  read;  cost:  $1.60; 
Catalog  Number  SBA  1.12:9. 
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3.  Guides  for  Profit  Planning:  guide  for  computing 
and  using  the  break-even  point,  the  level  of  gross 
profit,  and  the  rate  of  return  on  investment.  De- 
signed for  readers  who  have  no  specialized  train- 
ing in  accounting  and  economics;  cost:  70  cents; 
Catalog  Number  SBA  1.12:25. 

4.  Handbook  of  Small  Business  Finance:  written  for 
the  businessman  who  wants  to  improve  his 
financial-management  skills.  Indicates  the  major 
areas  of  financial  management  and  describes  a 
few  of  the  many  techniques  that  can  help  the 
small  businessman  understand  and  apply  results 
of  his  past  decisions  to  those  of  the  future;  cost: 
95  cents;  Catalog  Number  SBA  1.12:15. 

5.  Improving  Material  Handling  in  Small  Business: 
a  discussion  of  the  basics  of  the  material 
handling  function,  the  method  of  laying  out 
workplaces,  and  other  factors  in  setting  up  an 
efficient  system;  cost:  70  cents;  Catalog  Number 
SBA  1.12:4. 

6.  Management  Audit  for  Small  Manufacturers:  a 
series  of  questions  which  will  indicate  whether 
the  owner-manager  of  a  small  manufacturing 
plant  is  planning,  organizing,  directing,  and 
coordinating  his  business  activities  efficiently; 
cost:  65  cents;  Catalog  Number  SBA  1.12:29. 

C.  U.S.  Department  of  Health,  Education  and  Welfare, 
Social  and  Rehabilitation  Service.  Selling  to  Industry 
for  Sheltered  Workshops;  cost:  free;  Publication 
Number  (SRS)  73-25072;  may  be  obtained  by  writing 
U.S.  Department  of  Health,  Education  and  Welfare, 
Social  and  Rehabilitation  Service,  Rehabilitation  Ser- 
vices Administration,  Washington,  D.C.  20201. 


GUIDELINES  FOR  CAPABILITY  ANALYSIS 

Capability  determination  can  best  be  described  as  a  truthful 
self-evaluation  of  your  potential  both  technically  and  financially. 
Actually,  your  success  will  be  directly  related  to  your  abihty  to 
develop  an  effective  product  strategy. 

As  a  general  rule  you  should  avoid  competing  with  large 
production  firms  when  major  and  expensive  capital  equipment 
is  required  or  extensive  in-house  technical  capability  for 
research  and  development  is  necessary. 

When  the  capabihty  analysis  indicates  a  promising  potential, 
you  should  notify  NISH,  using  Form  100,  Request  for 
Assignment,  prior  to  proceeding  any  further  with  the  item. 

NISH  will  verify  the  availability  of  the  item  and  request: 

1.  Assignment  for  development 

2.  Waiver  of  priority  from  NIB  and  FPI 

3.  Procurement  History 

4.  Pricing  Abstracts 

5.  Samples  (if  practical).  Deposits   are   required   by   some 
agencies  to  cover  the  value  of  the  item. 

We  will  also  review  potential  restricting  factors:  e.g.,  (1) 
industry  impact,  and  (2)  Small  Business  (including  minority 
business  activity).  Once  these  areas  have  had  a  preliminary 
review,  you  will  be  given  additional  information  to  proceed  with 
your  evaluation. 

Your  initial  capability  analysis  should  include  but  not  be 
limited  to: 

1.  DATA  PACKAGE.  Analyze  the  data  that  you  have  to 
ensure  that  all  essential  and  necessary  information  is  available 
and  up-to-date  to  determine  exactly  what  is  being  requested 
and  the  requirements  for  compliance. 

2.  SPECIFICATIONS.  Specify  the  minimum  requirements 
for  quality  and  construction  of  materials  and  equipment 
necessary  for  an  acceptable  product.  CAUTION:  No 
deviation/waiver  or  change  proposal  will  become  effective  until 
government  approval  is  received  from  the  Contracting  Officer. 
They  are  an  intricate  part  of  the  purchase  contract.  To  help 
clarify  the  contracts  and  meanings  of  standards  and  specifica- 
tions refer  to  NISH  Subsection  401,  Commodity/Service  Specifi- 
cations and  Standards. 

3.  MANUFACTURING.  Review  the  proposed  item  and 
determine  the  manufacturing  techniques  required.  Resolve 
whether  you  currently  have  the  required  capabilities  or  need  to 
develop  necessary  techniques.  If  you  decide  to  develop  the 
capabihty,  can  you  financially  and  technically  support  it?  W  hat 
other  potential  would  these  capabilities  provide  for  the  shop? 

4.  SKILL  LEVELS.  Determine  the  labor  skills  required.  If 
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persons  with  required  skills  are  not  currently  on  the  payroll, 
question  availability,  training  requirements,  and  salary  levels. 

5.  LABOR  CONTENT.  Sufficient  contributions  of  labor  vs 
material  must  be  accomplished  since  the  intent  of  the  law  is  to 
provide  work  for  the  shops. 

6.  MATERIALS.  Determine  the  following: 

a.  What  raw  material,  component  parts  and  packaging 
material  (based  on  specific  packaging)  will  be 
required 

b.  Potential  material  sources 

c.  Estimated  cost  of  materials 

d.  Estimate  the  amount  by  quantity  and  dollar  volume, 
of  materials  required  to  stock  at  any  given  time.  Your 
objective  should  be  to  achieve  a  rapid  turnover  on 
your  inventory,  consistent  with  meeting  delivery 
requirements. 

e.  Consider  what  inventory  controls  will  be  necessary, 
including  purchasing,  recording,  receiving,  storing, 
and  handling  material. 

7.  CAPITAL  EQUIPMENT.  List  the  equipment  and  special 
tools  that  will  be  required  to  perform  the  manufacturing 
operations.  Determine  whether  you  will  rent  or  actually  buy 
the  required  equipment  and  what  it  will  cost.  Resolve  that  you 
have  access  to  the  required  capital  expenditure.  Remember 
that  your  equipment,  facility,  and  method  of  operation  must 
comply  with  the  OSHA  standards. 

8.  SPACE.  Determine  how  much  space  will  be  required  to 
manufacture  the  item,  providing  for  storage  of  raw  materials 
and  finished  goods,  loading  docks,  as  well  as  all  other  related 
requirements.  Compare  this  to  the  space  currently  available  in 
your  facility  considering  any  other  planned  activities.  If  you 
require  additional  space,  would  you  rent,  buy,  or  lease  it,  and 
what  would  it  cost? 

9.  QUALITY  REQUIREMENTS.  All  supplies,  equipment, 
and  commodities  purchased  by  the  government  are  subject  to 
inspection  and/or  test  by  government  representatives  before 
payment  of  invoices  are  made.  Certain  areas  to  consider  would 
be  the  additional  requirements  that  may  include  the  necessity 
for  First  Article  Inspection,  Pre-Production  Samples, 
Certification  and/or  Pre-Testing  for  Qualified  Products-~L4sl 
items.  The  cost  of  such  requirements  is  normally  the 
responsibility  of  the  manufacturer  and  should  be  included  in 
your  preliminary  and  final  cost  estimates.  Individual  quality 
requirements  will  be  defined  by  the  actual  commodity  and  will 
determine  the  controls  necessary.  NISH  has  compiled  a  Quality 
Procedure  Policy  which  will  assist  you  in  developing  quality 
systems. 

10.  OVERHEAD.  There  is  no  set  rule  as  to  the  amount  of 
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overhead  that  a  workshop  must  add  to  meet  the  actual 
requirements;  however,  this  factor  must  be  taken  into 
consideration. 

11.  OTHER  COSTS.  List  any  other  costs  that  could  be 
incurred  in  the  manufacture  of  the  product;  e.g.,  packing  and 
packaging. 

The  total  sum  of  these  considerations  will  provide  you  with  a 
prehminary  manufacturing  cost  estimate.  I  would  at  this  point 
like  to  clarify  that  cost  estimates  are  either  preliminary  or  final. 
Preliminary  estimates  are  used  to  evaluate  competitiveness  in 
the  pre-submission  planning  stages  and  do  not  require  the 
detailed  analysis  of  a  final  estimate,  but  must  reflect  all  costs 
that  will  be  incurred. 

NISH  will  provide  target  prices  for  comparison  to  your 
estimated  costs.  These  prices  will  be  relatively  close  to  the  Fair 
Market  Price  but  should  not  be  considered  as  final.  The  Fair 
Market  Price  will  be  provided  prior  to  the  submission  of  final 
costing  data  to  the  Committee.  Caution:  develop  your  pricing 
based  on  actual  costs,  then  compare  with  target  prices.  Know 
your  costs  as  they  become  vital  in  future  dealings  with  the 
Committee  on  price  proposals  and  future  price  changes. 


SECTION  THREE: 


SUBMISSION 
ACTIVITIES 


COMMODITY /SERVICES  SPECIFICATIONS 
AND  STANDARDS 


Definition  and  Purpose  of  Government  Specifications 
and  Standards 

W  hat  are  Specifications  and  Standards^  _^r     , 

Specifications  are  clear  and  accurate  descriptions  of  the  tech- 
nical requirements  for  materials,  products,  or  ser\ices.  They 
specify  the  minimum  requirements  for  quality  and  construction 
of  materials  and  equipment  necessary  for  an  acceptable 
product.  Generally,  specifications  are  in  the  form  of  written 
descriptions,  drawings,  prints,  commercial  designations, 
industry  standards,  and  other  descriptive  references.  They  are 
an  integral  part  of  the  purchase  contract. 

Qualified  Products  Lists  and  Their  Relationship  to  Government 
Specifica  tions 

As  a  means  of  expediting  contract  awards  and  deliveries  of 
certain  products,  manufacturers  are  sometimes  required  to 
have  their  products  pretested,  either  by  a  government  or  a 
designated  independent  laboratory,  to  determine  if  the 
products  meet  the  specific  requirements  of  government  specifi- 
cations. 

The  cost  of  testing  a  manufacturer's  product  for  inclusion  on 
a  Qualified  Products  List  is  ordinarily  chargeable  to  the 
manufacturer. 

Some  idea  of  the  limited  scope  of  products  covered  by  QPLs 
may  be  obtained  from  the  fact  that  fewer  than  50  of  the  over 
5,000  Federal  and  Interim  Federal  Specifications  incorporate 
Qualified  Products  Lists  as  part  of  their  requirements.  Further, 
only  10  percent  of  the  approximately  40,000  specifications  listed 
in  the  Department  of  Defense  Index  of  Specifications  and 
Standards  contain  qualification  requirements. 


Government  Specifications  and  Standards  .  .  . 
How  They  Are  Developed  and  Used 

The  following  types  of  specifications  and  standards  are   in 
common  use  by  various  government  agencies: 
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Federal 

.  .  .specifications  and  standards  of  a  permanent  nature,  pre- 
pared for  use  by  two  or  more  federal  agencies  (at  least  one  of 
which  is  a  civil  agency)  for  items  of  potential  general  applica- 
tion. They  are  promulgated  by  the  General  Services  Adminis- 
tration and,  if  apphcable,  are  mandatory  for  use  by  all  federal 
agencies,  including  the  Department  of  Defense. 

Interim  Federal 

.  .  .specifications  and  standards  which  are  potentially  federal 
in  nature  but  which  are  issued  in  interim  form  by  individual 
agencies  for  optional  use  by  all  federal  agencies.  Interim 
Federal  Specifications  and  Standards  can  eventually  be 
changed  to  the  permanent  federal  type  if  sufficient  interest  in 
their  use  is  demonstrated. 

Military 

.   .   .specifications   and   standards   which   are    issued   by   the 

Department    of    Defense    covering    items,    materials,     and 

services    necessary    to    the    performance    of    the    military 

mission.  These  specifications  and  standards  are  indicated  by 

the  symbol  MIL.  They  may  also  be  used  by  other   federal 

agencies. 

Specifications  and  the  Invitation  for  Bids 

Each  invitation  for  bids  contains  specification  data  for  each 
item  included  in  the  bid.  Often  the  specification  mentioned  in 
the  invitation  will  itself  reference  other  specifications, 
sometimes  only  by  number,  title,  and  date.  In  those  instances, 
the  basic  specification  would  not  contain  sufficient  data  for  a 
manufacturer  to  determine  that  all  elements  of  his  product  will 
be  acceptable  to  the  Government. 

Since  the  requirements  of  both  the  basic  specification  and  the 
referenced  specifications  must  be  met  before  acceptance  by  the 
government,  failure  to  understand  the  requirements  of  both  the 
basic  and  the  referenced  specifications  may  cause  the  bidder  to 
submit  a  bid  that  is  either  (1)  too  high,  resulting  in  his  elimina- 
tion from  the  competition,  or  (2)  too  low,  resulting  in  reduced 
profit  or  loss,  or  cause  rejection  of  a  shipment  upon  receipt  and 
inspection. 

Inspection  and  Testing 

All  supplies,  equipment,  and  commodities  purchased  by  the 
Government  are  subject  to  inspection  and  test  by  government 
representatives  before  payment  of  contractors'  invoices  is 
made.  Inspection,  including  testing,  is  necessary  to  determine 
that  the  goods  offered  meet  all  technical  requirements  of  the 
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contract  including  those  contained  in  referenced  specifications 
and  standards. 

Government-wide  policy  regarding  contractors'  inspection 
responsibility  is  stated  in  paragraph  5e  of  Standard  Form  32, 
Supply  Contract,  and  Section  4  of  the  more  recent  Federal  and 
Military  Specifications.  This  policy  requires  the  contractor  to 
provide  and  maintain  an  inspection  system  acceptable  to  the 
government.  Specifications  frequently  provide  that  contractors 
perform  all  inspection  and  tests  contained  in  the  specification 
prior  to  offering  the  product  to  the  government  for  acceptance. 
The  government  quality  control  representative  verifies  the 
adequacy  of  suppliers'  quality  control  systems  and  utilizes 
up-to-date  sampling  techniques  in  determining  conformance  of 
the  end  product  with  specification  requirements.  Reference 
NISH  Quahty  Policy  Section  400,  Subsection  402. 

The  contractor's  records  of  performance  become  an  important 
part  of  the  contract  file.  These  records  include  rejections,  late 
deliveries,  and  other  failures  of  performance.  Records  are 
reviewed  by  contracting  officers  and  have  a  direct  bearing  on 
their  determinations  as  to  the  responsibility  and  eligibility  of 
bidders  for  contract  awards. 


166  Commodity  Services 


How  to  Identify  Federal  Specifications 


A  Federal  Specification  can  be 
recognized  by  the  method  used  in 
prefixing  the  serial  number  with 
identification  letters.  These  letters  may 
consist  of  single,  double,  or  triple 
combinations  of  the  same  letter,  such  as 
K,  KK,  LLL,  etc. 


r 


The  second  part  |M)  formerly 
designated  the  first  letter  of  the 
specification  title.  This  letter  is  no 
longer  significant. 


A  revised  Federal  Specification  super- 
sedes the  previous  edition.  A  new  speci- 
fication may  supersede  one  or  more 
other  specifications.  The  identification 
numbers  of  the  superseded  specifications 
are  listed  in  this  space. 
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It  is  extremely  important  to  make  certain  that  the 
specification  used  to  determine  the  acceptability  of  the  product 
agrees  with  the  specification  referred  to  in  the  invitation  for 
bid.  This  fact  may  be  confirmed  by  checking  with  the 
contracting  officer  issuing  the  invitation. 

How  To  Obtain  Copies  of  Government  Specifications 
and  Standards 

Indexes  of  Government  Specifications  and  Standards 

The  best  way  to  obtain  current  information  about 
government  specifications  and  standards  is  to  purchase  copies 
of  the  appropriate  index  and  its  supplements. 

1.  Index      of      Federal      Specifications,      Standards      and 
Handbooks 

The  index  may  be  purchased  on  a  subscription  basis  from 
the  Superintendent  of  Documents,  U.  S.  Government 
Printing  Office,  Washington,  D.C.  20402.  The  Index  of 
Federal  Specifications  and  Standards  is  available  for 
reference  at  all  GSA  Business  Service  Centers;  field 
offices  of  the  Small  Business  Administration;  most 
Government  purchasing  offices;  certain  Department  of 
Commerce  field  offices;  and  some  Government 
Depository  Libraries. 

2.  Department    of-  Defense    Index    of    Specifications    and 
Standards 

Copies  of  this  index  and  supplements  may  be  purchased 
from  the  Superintendent  of  Documents,  U.  S.  Govern- 
ment Printing  Office,  Washington,  D.C.  20402.  The 
Department  of  Defense  Index  of  Specifications  and 
Standards  is  available  for  reference  at  most  military 
installations  and  procurement  offices  and  at  all  Small 
Business  Administration  field  offices. 

Copies  of  Federal  and  Interim  Federal  Specifications  and 
Standards 

Copies  of  Federal  Specifications  which  are  referenced  in  invi- 
tations for  bids  normally  can  be  obtained  without  charge  from 
the  government  purchasing  office  concerned.  Also,  copies  may 
be  obtained  from  any  GSA  Business  Service  Center  without 
charge,  if  required  for  bidding  purposes.  If  required  for  other 
than  bidding  purposes,  copies  of  Federal  Specifications  may  be 
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purchased  from  General  Services  Administration  Region  3, 
Federal  Supply  Service,  Special  Programs  Division, 
Specifications  Activity,  Building  197,  Washington  Navy  Yard 
Annex,  Washington,  D.C.  20407. 

Copies  of  Interim  Federal  Specifications  needed  tor  bidding 
and  contracting  purposes  may  be  obtained  from  any  CSA 
Business  Service  Center,  free  of  charge.  Copies  may  also  be 
obtained  by  submitting  a  request  to  the  issuing  activity  named 
in  the  preamble  of  the  specification.  If  a  reference  copy  of  the 
desired  specification  is  not  available  to  provide  the  information, 
the  identity  of  the  issuing  activity  can  be  obtained  by  reference 
to  the  Index  of  Federal  Specifications  and  Standards. 

Copies  of  Federal  and  Interim  Federal  Specifications  and 
Standards 

Since  specifications  are  revised  and  amended  from  time  to 
time,  it  is  possible  that  the  library  reference  copy  may  have 
been  superseded  by  a  later  edition.  Before  submitting  bids, 
suppliers  should  be  certain  the  date  of  the  specification  used  in 
determining  product  acceptability  agrees  with  the  date  of  the 
specification  cited  in  the  invitation  for  bids. 

Copies  of  Military  Specifications  and  Standards 

The  invitation  for  bids  on  items  covered  by  Military 
Specifications  may  or  may  not  be  accompanied  by  all  applicable 
specifications,  dependent  upon  whether  the  specifications  are 
readily  available  from  the  Naval  Publications  and  Forms 
Center,  Philadelphia,  Pennsylvania  19120.  An  invitation  which 
is  not  accompanied  by  the  applicable  specifications  states  this 
fact  and  either  tells  the  exact  locations  where  the  necessary 
specifications  may  be  obtained  or  designates  a  number  of 
locations  at  which  they  may  be  examined. 

The  Naval  Publications  and  Forms  Center,  5801  Tabor 
Avenue,  Philadelphia,  Pennsylvania  19120,  stocks  and 
distributes  all  unclassified  Military  Specifications  and 
Standards  used  by  the  Department  of  Defense  in  procurement. 
These  standardization  documents  are  listed  in  the  publication. 
Department  of  Defense  Index  of  Specifications  and  Standards 
[DODISS],  which  is  available  upon  request  from 
Superintendent  of  Documents,  U.S.  Government  Office, 
Washington.  D.C.  20402,  at  the  current  yearly  subscription 
rate. 

Any  bidder,  prospective  bidder,  or  prime  contractor  who 
requests  a  specification  and  refers  to  the  applicable  invitation 
for  bids,  contract,  or  mission  is  entitled  to  receive  that 
specification.      A      subcontractor      should      obtain      necessary 
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specification  data  from  the  prime  contractor  prior  to  accepting 
the  subcontract  so  as  to  ensure  complete  understanding 
between  the  contracting  parties. 

Prospective  offerors  or  bidders  may  obtain  copies  of 
standardization  documents  free  of  charge  by  submitting  a 
request  to  the  Naval  Publications  and  Forms  Center, 
Philadelphia.  Requests  must  identify  each  standardization 
document  by  the  symbol  and  title  shown  in  DODISS.  All 
amendments  and  revisions  are  automatically  issued  with  the 
basic  specification.  Although  any  form  of  request  is  acceptable, 
to  obtain  the  most  expeditious  processing,  requests  should  be 
submitted  on  a  Specifications  and  Standards  Requisition  (DD 
Form  1425).  The  initial  requests  by  non-governmental  activities 
should  be  submitted  in  letter  form.  Copies  of  the  DD  Form  1425 
for  reorder  purposes  will  be  enclosed  with  each  shipment  from 
the  Naval  Publications  and  Forms  Center. 

New  and  revised  releases  of  standardization  documents  hsted 
in  the  DOD  Index  of  Specifications  and  Standards  are  also 
available  to  industry  on  a  subscription  basis.  Subscriptions  will 
be  accepted  on  a  Federal  Supply  Classification  basis  for  a  single 
class  or  for  as  many  individual  classes  as  the  subscriber 
chooses.  The  current  service  charge  is  $4.50  per  class  per  year. 
Applicable  classes  may  be  determined  by  referencing  the  list  of 
Federal  Supply  Groups^  and  Classes,  Cataloging  Handbook 
H2-1,  which  is  available  from  the  Superintendent  of  Documents, 
U.S.  Government  Printing  Office,  Washington,  D.C.  20402,  for 
30  cents  per  copy.  Some  advantages  of  using  the  subscription 
service  are  that  it  ensures  automatic  receipt  of  any  revisions  or 
amendments  of  a  given  specification  and  precludes  the 
necessity  of  ordering  all  the  applicable  specifications  and 
standards  each  time  a  solicitation  is  received. 

Subscriptions  may  be  forwarded  at  any  time  to  the  Director, 
Navy  Publications  and  Printing  Service  Office,  Building  4, 
Section  D,  700  Robbins  Avenue,  Philadelphia,  Pennsylvania 
19111.  in  any  form,  accompanied  by  a  certified  check  or  postal 
money  order  payable  to  the  Treasurer  of  the  United  States. 
The  subscriber  should  provide  the  title  from  H2-1  for  each  class 
listed  in  his  subscription  order. 

Drawings,  sketches,  instructions,  and  other  miscellaneous 
data  which  may  appear  under  the  "Specifications"  heading  of  a 
solicitation  are  not  carried  in  stock  by  the  Naval  Pubhcations 
and  Forms  Center,  Philadelphia.  Requests  for  this  type  when 
required  for  contract  execution  of  material  should  be  directed 
to  the  Contracting  Officer  or  the  activity  designated  by  him. 

Copies  of  the  Department  of  Defense  Index  of  Specifications 
and  Standards  are  available  for  reference  at  many  points 
throughout  the  United  States,  including  mihtary  installations, 
several  Government  Depository  Libraries,  some  field  offices  of 
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the     Small     Business     Administration,      and     certain     other 
government  agencies. 

The  services  of  a  Small  Business  Advisor  are  available  at 
most  military  installations  to  provide  information  on  military 
procurement  methods  and  procedures.  The  Small  Business 
Advisor  will  also  help  business  obtain  copies  of  all  available 
specification. 

Copies  of  Departmental  Specifications  and  Standards 

As  a  general  rule,  businessmen  interested  in  copies  of  agency 
specifications  and  standards  should  write,  phone,  or  visit  the 
nearest  purchasing  office  of  the  agency  concerned.  In  those 
instances  where  this  information  is  not  known,  or  is  not  readily 
available,  contact  should  be  made  with  the  headquarters  of  the 
agency. 

When  the  central  office  of  the  agency  maintains  a  stock  of  all 
departmental  specifications,  copies  will  be  sent  direct  to  the 
requestor.  In  other  instances,  the  request  will  be  forwarded  to 
the  appropriate  field  office. 

American  Society  for  Testing  and  Materials 

American  Society  for  Testing  and  Materials  (ASTM)  test 
methods  referenced  in  government  specifications  and  standards 
may  be  purchased  from  its  offices  at  1916  Race  Street,  Philadel- 
phia, Pennsylvania  19103.  Copies  are  available  for  reference 
purposes  at  many  public  libraries. 

United  States  of  America  Standards  Institute  [USASI] 

USA  Standards  are  now  purchased  from  the  USASI.  They 
were  formerly  issued  by  the  American  Standards  Association 
and  designated  American  Standards.  USASI  announced  a 
move  sometime  after  April  1,  1969  from  its  old  location  (10 
East  40th,  New  York,  New  York)  to  new  offices  at  1430 
Broadway,  New  York,  New  York  10018. 

How  To  Make  Payments 

Payments  for  Federal  Specifications  and  Standards  should  be 
submitted  to  GSA  by  cash,  money  order,  or  check,  payable  to 
General  Services  Administration. 

Payments  for  Military  Standards,  for  the  Department  of 
Defense  Index  to  Specifications  and  Standards,  and  for  the 
Index  to  Federal  Specifications  and  Standards  should  be 
submitted  to  the  Government  Printing  Office  by  cash,  money 
order,  or  check,  payable  to  Superintendent  of  Documents. 
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Other  facilities  for  making  payments  to  the  Superintendent  of 
Documents  are  Government  Printing  Office  coupons  and 
prepaid  deposit  accounts.  Government  Printing  Office  coupons 
are  sold  in  sets  of  20  for  $1,  having  a  face  value  of  5  cents  each. 
The  coupons  are  good  until  used  and  may  be  obtained  from  the 
Superintendent  of  Documents,  U.S.  Government  Printing 
Office,  Washington,  D.C.  20402. 

Prepaid  deposit  accounts  of  $25  or  more  may  be  established 
with  the  Government  Printing  Office  against  which  orders  can 
be  placed  without  making  individual  remittances.  These 
accounts  eliminate  the  need  for  obtaining  price  quotations 
before  submitting  an  order.  When  the  account  is  opened,  the 
applicant  is  assigned  a  deposit  account  number  and  furnished  a 
supply  of  Depositor  Order  Blanks.  Only  one  copy  of  this  form  is 
necessary.  It  is  completed  by  the  applicant  and  sent  to  the 
Superintendent  of  Documents.  After  the  order  is  processed,  the 
same  form  is  returned  showing  the  publications  supplies,  expla- 
nations regarding  those  not  sent,  the  amount  charged,  and  the 
balance  on  deposit. 

General  Services  Administration  Regional  Offices 
and  Business  Service  Centers 

1.     Boston,  Massachusetts 

Post  Office  and  Courthouse  • 

02109 


* 


John  F.  Kennedy  Federal  Building 
02203 

New  York,  New  York 
26  Federal  Plaza  10007 

Washington,  D.C. 

GSA  Regional  Office  Bldg. 

7th  and  D  Streets  SW   20407 

Atlanta,  Georgia 

1776  Peachtree  Street  NW 

30309 

Chicago.  Illinois 

219  South  Dearborn  St. 

60604 

Kansas  City,  Missouri 
1500  E.  Bannister  Road 
64131 
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7.  Fort  Worth,  Texas 
819  Taylor  St.  76102 

8.  Denver,  Colorado 
Denver  Federal  Center 
Building  41  80225 

9.  San  Francisco,  California 
49  Fourth  Street 
94103 

*  Los  Angeles,  California 
300  N.  Los  Angeles  St. 
90012 

10.    Auburn,  Washington 
GSA  Center  98002 

*  Seattle,  Washington 
909  First  Ave.  98104 

♦Business    Service    Centers    located   at   other    than    regional 
offices 

Specifications  are  available  free  of  charge  from  the  following 
agencies: 

Local  Business  Service  Center 
General  Services  Administration 
(List  of  regional  addresses  above) 

(For  both  federal  and  military  specifications) 

General  Services  Administration' 
Building  197,  Navy  Yard  Annex 
Washington,  D.C.  20407 

(Federal  specifications  only) 

Naval  Publications  and  Forms  Center 
5801  Tabor  Avenue 
Philadelphia,  PA  19120 

(Both  federal  and  military  specifications) 


COMMODITY  QUALITY  ASSURANCE 


The  following  Quality  Policy  is  intended  as  an  outline  only. 
Individual  requirements  as  defined  by  the  commodity  or  service 
will  actually  determine  the  controls  necessary.  Reference  to  the 
policy  will  provide  guidehnes  for  consideration  and  includes 
terms  normally  utilized  by  government  personnel. 

Government-wide  policy  regarding  contractors'  inspection 
responsibility  is  stated  in  paragraph  5e  of  Standard  l-orni  32, 
Supply  Contract,  and  Section  4  of  the  more  recent  Federal  and 
Military  Specifications.  This  policy  requires  the  contractor  to 
provide  and  maintain  an  inspection  system  acceptable  to  the 
government.  Specifications  frequently  provide  that  contractors 
perform  all  inspection  and  tests  contained  in  the  specification 
prior  to  offering  the  product  to  the  Government  for  acceptance. 
The  government  quality  control  representative  verifies  the 
adequacy  of  suppliers'  quahty  control  systems  and  utilizes 
up-to-date  sampling  techniques  in  determining  conformance  of 
the  end  product  with  specification  requirements. 

QUALITY  POLICY 
TABLE  OF  CONTENTS 

1.1  Introduction 

2.1  Initial  Quality  Assurance  Planning 

3.1  Records  . 

4.1  Corrective  Action 

5.1  Measuring  and  Test  Equipment 

6.1  Production  Tooling 

7.1  Government  Use  of  Contractor's  Equipment 

8.1  Technical  Requirements 

9.1  Materials  and  Materials  Control 

10.1  Production  Processing  and  Fabrication  -i 

11.1  Completed  Item  Inspection  and  Testing 

12.1  Handling,  Storage,  and  Delivery  ": 

13.1  Nonconforming  Material 

14.1  Statistical  Quality  Analysis 

15.1  Government  Inspection  at  Facilities 

16.1  Government  Property 

Quality  Policy 

1.1       Introduction 

The  facilities  and  personnel  are  adequately  equipped  and 
are     technically     competent    to    produce,     deliver     and 
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maintain  products  from  the  component  level  to  systems 
that  meet  or  exceed  customer  demands.  An  acceptable 
level  of  product  quality  in  accordance  with  customer 
requirements  is  assured  through  the  quality  systems  and 
procedures  which  implement  the  policies  herein  defined. 
Scope 

This  establishes  the  Quality  Policy,  outlines  the  pur- 
pose and  method  of  implementation  and  defines   the 
content  and  format  of  the  program. 
Purpose 

The  purpose  of  this  policy  is  to  assure  an  effective, 
uniform,  and  economical  Quality  Assurance  Program. 
It  defines  responsibilities,  identifies  applicable  and 
pertinent  control  documents,  and  establishes  a  Quality 
Assurance  obligation  for  all  segments  consistent  with 
customer  requirements  to  meet  contractual  terms  and 
conditions. 
Implementation 

The  policies  are  implemented  as  determined  by  appli- 
cable contractual  requirements  and  associated  docu- 
ments for  each  contract  and/or  program.  Depart- 
mental systems  shall  provide  the  details  essential  to 
implement  these  policies  to  establish  adequate  control. 

2.1       Initial  Quality  Assurance  Planning 

Scope 

This  policy  establishes  the  requirement  for  the 
formal  planning  effort  which  will  identify  the  facilities, 
skills,  and  technologies  required  to  produce  a  quality 
product  on  schedule  within  cost  limitations.  This  effort 
will  also  identify  problem  areas  and  coordinate  timely 
resolution. 
Program  Planning  Reviews 

Program  planning  shall  be  conducted  when  proposals 
and/or  preproduction  documentation  are  made 
available.  The  degree  and  complexity  of  the  planning 
activity  shall  be  dependent  upon  the  nature  of  the  pro- 
gram and  will  be  determined  by  the  size,  duration, 
complexity,  customer  specifications  and  requirements 
for  the  particular  program. 

Plans  will  vary  from  basic  statements  of  work   to 
elaborate   Program  Plans.   Each  plan,   however,    shall 
define  what  is  to  be  accomplished  by  the  department, 
"  when  and  at  what  rate,  and  shall  identify  significant 

problems  to  be  resolved  and  the  plan  for  resolution.  In- 
cluded in  program  plans  shall  be  the  identification  of 
requirements  for  special  controls,  new  processes  or  fa- 
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duties  and  skills,  and  the  means  by  which  they  shall  be 
provided.  Final  review  of  program  plans  will  determine 
the  compatibility  of  each  plan  with  interrelated  plans 
and  effectiveness  of  the  overall  plan. 
Make  or  Buy  Review 

In  making  decisions,  the  following  shall  be  consid- 
ered: factory  capabiHties,  skills,  and  facihties;  costs, 
schedules;  deliveries;  and  any  other  contributing 
factors  which  affect  the  decision.  Decisions  to  buy  shall 
result  in  evaluations  to  determine  a  source.  Sources 
shall  be  selected  after  review  of  data  relative  to  past 
performance  or  survey  of  the  vendor's  facilities. 
Operational  Reviews 

At  scheduled  intervals  during  the  progress  of  a  pro- 
gram, operational  program  planning  reviews  shall  be 
conducted  by  management  to  assess  progress  and  to 
evaluate  performance.  Special  sessions  shall  be  held 
when  problems  or  difficulties  arise  requiring  mutual 
evaluation  and  action. 
Implementation 

Early  program  planning  is  implemented  by  the 
assignment  of  responsibihty  to  representatives  of  each 
function.  This  team  of  representatives  shall  be  coordin- 
ated to  develop  a  Program  Plan  which  will  result  in  sat- 
isfactory contract  performance. 


3.1       Records 


Requirements 

This  policy  estabhshes  specific  responsibihty  for  the 
keeping  of  essential  records  to  maintain  an  effective, 
economical  quahty  program  and  for  the  use  and 
analysis  of  such  records  for  effective  program  manage- 
ment. 
Retention  Of  Records 

Records  shall  be  retained  to  monitor  quahty  effect- 
iveness and  shall  be  used  for  specific  performance  eval- 
uations. 

The  quality  system  shall  record,  retain,  use,  and 
audit  the  data  necessary  to: 

1.  provide  the  information  required  to  make  sound 
management  decisions 

2.  maintain  proper  control  of  supplies  and  materials 

3.  control  costs 

4.  assure    that   corrective    actions,    improvements, 
and  changes  have  occurred  when  required 

Records  included  shall  be  those  necessary  to  the 
economical    and    effective    operation    of    the    quality 
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program. 

1.  Records  of  vendor's  performance  and  associated 
rejections,  corrective  action,  scrap  and  rework 
for  utilization  in  making  source  selection,  survey, 
or  source  cancellation  decisions. 

2.  Inspection  and  test  records  which  indicate 
acceptability,  action  taken  relative  to  work  and 
product  deficiencies. 

3.  Data  to  permanently  document  the  facts  and 
actions  associated  with  special  inspections  or 
tests  as  evidence  of  specific  controls  applied. 
(This  is  specifically  pertinent  to  first  piece 
inspections,  laboratory  reports  of  analysis  made, 
destructive  and  nondestructive  tests,  life  tests, 
environmental  tests,  or  others.) 

Customer  Review  Of  Records 

The  systems,  procedures,  inventory  of  forms,  and 
the  recorded  data  shall  be  available  for  review  by  the 
cognizant  Department  of  Defense  Quality  Assurance 
Office  or  other  authorized  agent  of  the  Government. 


4.1       Corrective  Action 

Scope 

This  policy  establishes  the  requirement  for  a  correct- 
ive action  effort  to  promptly  detect,  resolve,  and  pre- 
clude recurrence  of  conditions  which  are  deleterious  to 
product  quality. 
Control  Of  Product  Quality 

Conditions  affecting  the  continuous  compliance  with 
applicable  specifications  or  determined  standards  shall 
be  corrected.  Quality  Control  shall  perform  detailed 
inspections  and  tests  of  first  piece  to  the  design  and 
specification  criteria,  in-process  inspections  and  tests  of 
all  fabrication  and  assembly,  type  tests  and  inspection, 
and  tests  of  materials  and  products  to  verify  conform- 
ance. Planned  audits  of  work  shall  be  accomplished  to 
the  degree  necessary  to  maintain  control.  Documented 
evidence  of  such  audits  and  resultant  corrective  action 
shall  be  retained.  Trends  in  work  and  process  perform- 
ance shall  be  retained  and  analyzed  to  identify  possible 
existence  of  potential  problem  areas  or  problems. 
Remedial  action  shall  be  taken  for  all  problems  or 
potential  problems.  Continuous  surveillance  over  all 
activities  shall  be  a  part  of  the  system  to  establish  and 
effect  required  control  measures.  Specific  records  of  all 
problems  identified  and  the   corrective   actions  taken 
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shall  be  retained  as  a  part  of  the  system. 
Control  Of  Supplier  Nonconformance 

Through  the  terms  and  conditions  of  purchase 
orders,  suppliers  shall  be  made  responsible  for  the  con- 
trol of  nonconformance  of  raw  materials,  parts  and  sub- 
assemblies included  in,  and  for,  purchased  products. 
Suppliers  shall  be  held  responsible  for  nonconformance 
and  for  effective  remedial  actions. 

Disposition  of  nonconforming  purchased  material 
shall  be  accomphshed  as  part  of  the  decision  making 
relative  to  disposition  of  supplies;  there  shall  exist  an 
effective  system  for  supplier  corrective  action  through 
which  the  requirement  for  supplier  remedial  action  is 
initiated,  imposed  and  controlled. 
Effectiveness  Reviews 

Periodic  systematic  surveys  of  corrective  action 
systems,  corrective  action  effectiveness,  associated 
records,  and  use  of  such  record  data  for  control 
purposes  in  maintaining  product  quahty. 

5.1       Measuring  And  Test  Equipment  ■        . 

Scope 

This  policy  establishes  the  requirement  to  provide 
and  maintain  gauges  and  measuring  and  testing  equip- 
ments necessary  to  assess  technical  compliance  of  prod- 
ucts. 
Provisioning  Of  Equipment 

The  requirements  for  gauges  and  measuring  and  test 
equipments  shall  be  determined  during  the  program 
planning  phase,  and  the  necessary  additional  or  special 
equipments  shall  be  obtained  prior  to  actual  need  to 
assure  the  capability  to  technically  assess  the  product. 
Additional  requirements  shall  be  determined  and  the 
equipment  acquired. 
Systems  And  Procedures 

The  system  established  shall  interrelate  with  the 
inspection  and  test  activities  to  effect  equipment  con- 
trol by  assuring  that  improperly  operating  equipment 
is  corrected,  repaired,  or  removed. 

6.1       Production  Tooling 

Scope 

This  policy  establishes  the  requirement  for  verifica- 
tion of  the  accuracy  of  production  jigs,  fixtures,  tem- 
plates, tooling  masters,  and  other  tooHng  devices  which 
are  used  for  inspection  prior  to  release  for  use  and  at 
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established  intervals  during  usage. 
Availability  And  Equipment  Use 

Opportunity,  schedule  time,  equipment,  and  tech- 
nical assistance  shall  be  afforded  the  representatives  of 
the  Government  when  required  to  verify  inspection 
and  test  accuracy  and  product  quality  and  to  determine 
conformance  with  the  contract  technical  requirements. 

Manufacturing  work  plans,  such  as  flow  charts,  floor 
plans,  assembly,  inspection  and  test  processes,  and  test 
equipment  requirements,  shall  reflect  this  considera- 
tion when  and  where  appropriate.  In  most  instances, 
operators  shall  be  made  available  and  inspection  and 
tests  shall  be  under  surveillance  only  by  Government 
representatives.  However,  when  operator  conditions 
determine  final  results,  the  Government  representative 
shall  be  permitted  to  operate  such  equipments  to  pt  r- 
form  the  inspection  or  test  function.  Instruction  of  the 
Government  representatives  shall  be  accomplished  as 
determined  necessary  or  essential  in  the  use  of  special- 
ized test  or  measuring  equipments  or  in  the  perform- 
ance of  complex  special  measurements  or  tests. 

8.1    Technical  Requirements 

Scope 

The  policy  is,  herein,  estabhshed  to  assure  that  pro- 
posals and/or  contracts  are  initially  and  continuously 
reviewed  specifically  for  precision  measurement 
requirements  which  exceed  the  known  in-house  capa- 
bihty  or  state-of-the-art  capability  and  for  initiating 
appropriate  action  once  such  conditions  are 
determined. 
Review  Of  Proposals/Contracts  For  Technical 

Requirements 

During  the  course  of  program  planning  for  a  pro- 
posed or  new  contract,  specific  attention  shall  be  given 
by  the  technical  personnel  to  determine  where 
measurement  capability  beyond  either  the  in-house 
capability  or  the  known  industry  capabihty  is  required. 
Quality  procedures  pertinent  to  review  of  proposals  or 
new  contracts  shall  include  this  requirement. 

In  all  instances,  regardless  of  when  determined, 
measurement  requirements  which  are  unrealistic,  or 
seem  so,  shall  be  reported  for  verification  and  finally,  if 
a  problem  exists,  to  the  cognizant  Contract  Officer. 
Where  practical  and  appropriate,  requirements  for 
measurement  beyond  limitations  which  are  not  necess- 
ary shall  be  identified  and  reported  through  appropri- 
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ate  channels  for  waiver. 

9.1  Materials  And  Materials  Control 

Scope 

This  poHcy  estabhshes  the  requirement  that  supplier 
materials  and  products  be  subjected  to  inspection  and 
tests  upon  receipt  to  the  extent  necessary  to  determine 
conformance  to  technical  and  quality  requirements. 
Material  Conformance 

To  adequately  control  the  materials  of  suppliers,  suf- 
ficient inspections  and  tests  shall  be  performed  to 
determine  conformance  to  technical  requirements.  The 
amount  and  type  of  such  inspections  and  tests  shall  be 
determined  from  evaluations  of  supplier  performance 
based  on  incoming  inspection,  historical  data,  data  pro- 
vided, laboratory  test  reports,  surveys  of  supplier  fac- 
ilities, and  by  familiarity  with  the  supplier's  quality 
program  and  inspection  system.  Adjustments  to  the 
degree  of  inspection  shall  be  made  based  upon  supplier 
performance.  Provisions  in  the  quality  system  shall 
provide  current,  complete  documented  work  instruc- 
tions for  use  in  the  inspection  and  test  of  purchased 
supplies.  Records  provided  by  the  suppliers,  as  well  as 
the  records  of  incoming  inspections  and  tests,  shall  be 
retained  and  utilized  for  control  purposes. 

10.1  Production  Processing  And  Fabrication 

Scope 

This  pohcy  establishes  the  requirement  for  the  con- 
trol of  processing  and  fabrication  to  implement  the  nec- 
essary disciplines  over  skills,  machines,  equipment,  and 
materials  to  assure  fabrication  of  products  which  con- 
form to  drawings  and  determined  technical,  testing, 
and  quality  workmanship  requirements. 
Process  Issuance  And  Compliance 

Manufacturing  shall  effect  the  necessary  capability 
to  provide  work  instructions,  adequate  production 
equipment,  and,  as  appropriate,  special  work  environ- 
ments. 

Processes  or  work  instructions  shall  be  current, 
complete,  and  appropriate  to  the  production  task,  and 
in  sufficient  detail  to  estabhsh  criteria  for  step-by-step 
accomphshment  of  the  task  in  a  manner  resulting  in 
continuously  acceptable  work. 

Quality  Control  shall  estabhsh  and  effect  the  capabil- 
ity to  monitor  the  issuance  of  and  compliance  with  pro- 
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duction  processes.  Inspection  processes  or  specific 
work  instructions  shall  be  initiated  to  inspect,  test,  and 
measure  production  work  operations  and  to  monitor 
fabrication  processes  in  all  phases  of  production. 

Adherence  to  selected  methods  of  fabricating  and  in- 
specting shall  be  continuous  and  complete.  Corrective 
measures  shall  be  taken  for  all  instances  of  noncon- 
formance and  shall  include  correction  of  documentation 
and  hardware,  when  appropriate. 

Complex  processes  which  require  extensive  control 
and  skills  shall  be  detailed.  Technical  support  shall  be 
provided  by  the  segments  of  the  division  processing 
the  special  skills  required.  For  these  complex  special 
processes,  the  Quality  Control  organization  shall  deter- 
mine adequacy  of  the  instructions,  environments, 
inspections,  and  requirement  for  certifications  and 
monitoring  to  control  all  extremely  precise  work 
functions. 

11.1   Completed  Item  Inspection  And  Testing 

Scope 

This  policy  imposes  the  controls  necessary  to  imple- 
ment final  inspecting  and  testing  of  completed  products 
sufficiently  to  determine  overall  quality.  Testing  tech- 
niques shall  simulate  intended  end  use  and  functions  to 
the  degree  essential  to  assure  functional  integrity  in 
the  use  application. 
Inspection 

Inspections  of  all  deliverable  products  shall  be 
accomplished  to  determine  that  products  conform  to 
drawing  and  specification  requirements  and  are  com- 
patible with  predetermined  workmanship  standards. 
Inspections  shall  also  be  made  to  control  uniformity  of 
workmanship  and  for  the  purpose  of  providing  a  means 
of  determining  deficiencies,  problems,  or  other 
questionable  conditions  that  they  be  corrected  and/or 
resolved. 
Testing 

Testing  of  all  deliverable  products  shall  be  accomp- 
lished to  determine  the  products  operate  within  the 
design  specification  limits  and  in  accordance  with  the 
contractual  requirements.  Tests  shall  also  be 
performed  to  provide  the  means  of  determining  defi- 
ciencies, problems,  or  other  questionable  conditions 
that  they  can  be  corrected  or  resolved. 
Product  And  Methods  Improvement 

The  data  determined  as  a  result  of  inspections  and 
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tests  shall  be  evaluated  to  effect  both  methods 
improvement  and  product  improvement  for  economical 
control  within  the  limits  of  contractual  requirements 
and  conditions. 

12.1  Handling,  Storage,  And  Delivery 

Scope 

This  policy  establishes  the  requirement  for  control  of 
product  handling,  storage,  and  delivery  to  prevent 
damage,  loss,  deterioration,  degradation,  or  substitu- 
tions to  assure  maintenance  of  a  uniform  level  of  prod- 
uc^j[uality. 
Handling 

Work  instructions  result  in  minimum  in-process 
degradation  of  materials,  parts,  and  products  in  all 
phases  of  product  flow  during  the  manufacturing, 
inspection,  testing,  packaging,  and  shipping  functions. 
Consideration  will  be  given  to  the  necessary  containers 
and/or  vehicles  to  implement  good  handling  practices 
throughout. 
Storage 

The  control  of  the  storage  of  raw  materials,  supphes, 
and  products  wiU  be  implemented  to  the  degree 
essential  to  prevent  deterioration,  losses,  damage,  and 
other  degradation  or  loss  of  identity.  Initial  control 
shall  consist  of  the  technical  determination  of  require- 
ments when  and  where  appropriate. 
Delivery 

Completeness  of  shipments  including  all  required 
data  or  documents  shall  be  monitored  in  accordance 
with  work  instructions  and  contractual  requirements. 

13.1  Nonconforming  Material 

Scope 

This  policy  establishes  the  requirement  for:  (1)  con- 
trol over  nonconforming  materials;  (2)  the  associated 
procedures  for   identification,   segregation,  disposition 
of  nonconforming  materials. 
Identifying  And  Controlling  Nonconformance 

The  quality  procedures  for  the  disposition  of  supplies 
which  exhibit  nonconformance  shall  provide  for  an 
identification  system  a  me^ns  of  disposing  of  such 
supplies  and  a  corrective  action  system  which  controls 
and  corrects  all  aspects  of  nonconformance. 
Nonconforming  items  shall  at  all  times  be  brought  to 
the  attention  of  representatives  of  the  Government  (or 
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other  customer)  when,  by  normal  processing,  the  item 
cannot  be  made  to  completely  conform.  When  soliciting 
acceptance  of  nonconforming  material  by  the  Govern- 
ment (or  other  customer),  all  pertinent  details  relative 
to  the  condition  of  nonconformance  shall  be  provided. 

The  methods  for  processing  nonconformance  may  be 
reviewed  by  the  Government  Quality  Assurance  Rep- 
resentative. 

In  those  instances  for  which  the  disposition  is  to  re- 
work or  repair,  the  manufacturing  and  inspection  work 
instructions  shall  be  prepared  as  appropriate  to 
accomplish  and  inspect  the  operations.  Prior  to  accomp- 
lishing rework  or  repair,  the  Government  (or  other 
customer)  Quality  Assurance  Representative  shall, 
upon  request,  be  permitted  to  review  the  intended 
method  of  accomplishment. 

Records  shall  be  retained  for  all  instances  of  material 
nonconformance.  Such  records  shall  be  utilized  in  eval- 
uating nonconformance  and  in  making  decisions. 

14.1  Statistical  Quality  Analysis 

Scope 

This  policy  allows  the  requirement  for   the  use  of 
statistical  practices  and  procedures  for  measurement 
control  of  product  quality. 
Sampling  Plans 

Quality  imposed  sampling  plans  extra'^ted  from 
Military  Standards  are  appropriate.  Plans,  original  or 
adjusted,  shall  be  subject  to  review  by  the  represent- 
atives of  the  Government.  Derivation,  confidence  level, 
protection,  and  features  defining  basis  for  upper  and 
lower  controls  shall  also  be  made  known  to  the  Govern- 
ment Representative.  Each  statistical  method  estab- 
lished shall  be  thoroughly  evaluated  to  determine  limit- 
ations and  protection  afforded. 

Sampling  may  be  used  to  reduce  or  eliminate  inspec- 
tion or  testing  when  records  and  inherent  satisfactory 
product  performance  characteristics  will  not  jeopardize 
quality.  Sampling  may  also  be  employed  when  the  non- 
critical  application  of  the  product  indicates  that  reduc- 
tion in  inspections  and  tests  will  not  affect  quality. 

15.1  Government  Inspection  At  Facilities 

Scope 

This  policy  requires  that  a  supplier  be  notified  when 
Government  source  inspection  of  supplies  or  services  is 
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to    be    accomplished    at    the    supplier's    facility.    Such 
inspections  are   authorized  by  representatives  of  the 
Government  only. 
Source  Inspection  Requirement  by  the  Government 

Source  inspection  by  the  Government  is  to  assist  the 
Government  representative  responsible  for  accepting 
contract  end  items  in  the  contractor's  facility  and  to 
determine  conformance  of  purchased  supplies  or  ser- 
vices with  the  contract  requirements. 

When  Government  source  inspection  has  been 
directed  by  contract  and  requested  and  authorized  by 
the  Government  representative,  the  following  state- 
ments shall  be  included  on  the  purchasing  document: 

Government  inspection  is  required  prior  to  shipment  from 
your  plant.  I  pon  receipt  of  this  order,  promptly  notify  the 
Government  representative  who  normally  services  your  plant 
so  that  appropriate  planning  for  Government  inspection  can  be 
accomplished. 

16.1   Government  Property 

Scope 

This  policy  establishes  the  requirement  for  control  of 
property  owned  by  the  Government  which  has  been 
directly  furnished  for  use  in  meeting  contractual 
requirements. 

Identification,   Control  And  Accountability  Of  Govern- 
ment Furnished  Material 

Quality  .Control  and  Property  Accountability  shall 
establish  control  of  all  Government  property  from  the 
receipt  of  such  property  until  final  disposition. 

The  workshop  shall  examine  Government  property 
at  receipt  for  transit  damage,  inspect  for  proper  type 
and  completeness,  and  functionally  test  prior  to  or 
after  installation,  or  both,  to  assure  that  storage  fac- 
ility is  adequate  and  to  assure  that  no  handling  damage 
or  storage  deterioration  has  occurred.  Tests  shall  also 
determine  satisfactory  operation  in  the  application  in- 
tended in  accordance  with  contractual  requirements. 
Quality  Control  procedures  shall  provide  for  identifica- 
tion, protect  from  improper  use  or  disposition,  and 
verify  quantities.  Required  control  of  maintenance 
during  storage  or  usage  shall  be  accomplished  as 
appropriate. 

Property  Accountability  records  shall  be  initiated 
and  at  all  times  kept  current  for  inventory  and  account- 
ability control  purposes. 
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The  workshop  shall  provide  for  identifying  and 
reporting  damaged,  malfunctioning,  or  otherwise 
unsuitable  property.  Procedures  shall  include,  in  the 
case  of  equipment  damage  or  malfunction  during  or 
after  installation,  determining  or  recording  of  probable 
cause  and  the  necessity  of  withholding  the  material 
from  use. 


COST  ESTIMATING  PROCEDURE 

This  procedure  outlines  the  methods  and  considerations  to 
be  employed  by  the  workshop  in  compiling  and  developing  cost 
estimates  for  commodities  and/or  services  for  the 
Wagner-O'Day  program. 

Cost  estimating  is  defined  as  an  attempt  to  predict  the 
expenses  that  will  occur  to  manufacture  a  product  or  to  supply 
a  service.  The  cost  estimating  function  is  important  to  any 
operation  and  will  allow  the  evaluation  of  estimated  costs 
versus  the  Fair  Market  Price,  by  NISH  and  the  Committee,  to 
assure  the  workshop  of  present  and  future  courses  of  action.  It 
will  also  provide  the  baselines  for  future  price  changes 
depending  on  the  market  and  labor  variances.  Cost  estimates 
shall  reflect  the  expected  cost  to  be  incurred  and  should  not  be 
related  to  the  target.  Fair  Market,  or  catalog  prices. 

Cost  estimates  are  either  preliminary  or  final. 

1.  Preliminary  estimates  are  used  to  evaluate  competitive- 
ness in  the  early  (pre-submission)  planning  stages  for 
capability /feasibility  studies  and  do  not  require  the  de- 
tailed and  final  analysis,  but  must  reflect  all  costs  that 
will  be  incurred  to  manufacture  and/or  provide  services. 

2.  Final  estimates  shall  be  detailed  with  reliable  quotations 
(at  least  three,  if  possible)  and  supporting  data  necessary 
to  define  the  total  manufacturing  cost  figures. 

The  total  estimated  manufacturing  cost  shall  include,  but  not  be 
limited  to,  the  material,  labor,  tooling,  burdens,  overhead,  and 
any  other  associated  costs  (including  First  Article  Approval, 
certification  tests,  and/or  pre-production  samples)  when 
required  as  defined  in  the  applicable  specification  and/or 
solicitation. 

Specifications  and  the  Invitation  for  Bids 

Each  invitation  for  bid  contains  specification  data  for  each 
item  included  in  the  bid.  Often  the  specification  mentioned  in 
the  invitation  will  itself  reference  other  specifications, 
sometimes  only  by  number,  title,  and  date.  In  those  instances, 
the  basic  specification  would  not  contain  sufficient  data  for  a 
manufacturer  to  determine  that  all  elements  of  his  product  will 
be  acceptable  to  the  Government.  Reference  NISH 
Commodity/Service  Specification  and  Standards,  Section  400, 
Subsection  401. 

Since  the  requirements  of  both  the  basic  specification  and  the 
referenced  specifications  must  be  met  before  acceptance  by  the 
government,  failure  to  understand  the  requirements  of  both  the 
basic  and  the  referenced  specifications  may  cause  the  bidder  to 
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submit  a  bid  that  is  either  (1)  too  high,  resulting  in  his 
eUmination  from  the  competition,  or  (2)  too  low,  resulting  in 
reduced  profit  or  loss,  or  cause  rejection  of  a  shipment  upon 
receipt  and  inspection. 

Inspection  and  Testing 

All  supplies,  equipment,  and  commodities  purchased  by  the 
Government  are  subject  to  inspection  and/or  test  by 
government  representatives  before  payment  of  contractors' 
invoices  is  made.  Inspection,  including  testing,  is  necessary  to 
determine  that  the  goods  offered  meet  all  technical 
requirements  of  the  contract  including  those  contained  in 
referenced  specifications  and  standards. 

Government-wide  policy  regarding  contractors'  inspection 
responsibility  is  stated  in  paragraph  5e  of  Standard  Form  32, 
Supply  Contract,  and  Section  4  of  the  more  recent  Federal  and 
Military  Specifications.  This  policy  requires  the  contractor  to 
provide  and  maintain  an  inspection  system  acceptable  to  the 
government.  Specifications  frequently  provide  that  contractors 
perform  all  inspection  and  tests  contained  in  the  specification 
prior  to  offering  the  product  to  the  government  for  acceptance. 
The  government  quality  control  representative  verifies  the 
adequacy  of  suppliers'  quality  control  systems  and  utilizes 
up-to-date  sampling  techniques  in  determining  conformance  of 
the  end  product  with  specification  requirements.  Reference 
NISH  Quahty  Policy  Section  400,  Subsection  402. 

Manufacturing  Costs 

An  acquaintance  with  the  manufacturing  cost  structure  is 
essential  to  an  understanding  of  the  estimating  function. 

Manufacturing  costs  are  classified  one  way  as  direct  and 
indirect.  A  second  classification  includes  actual  and  standard 
costs. 

Direct  costs  are  those  that  can  be  traced  directly  to  a 
specific  piece  part,  subassembly,  or  product.  Any  other 
cost  is  an  indirect  cost,  one  that  cannot  be  identified  with 
the  manufacture  of  a  specific  product. 

Direct  costs  include  the  cost  of  tools  designed  or  used  spe- 
cifically for  a  particular  part,  the  cost  of  the  material  from 
which  the  part  is  fabricated,  and  the  cost  of  the  labor  used 
to  make  the  part. 
The  cost  of  the  metal  from  which  an  automobile  fender  is 
formed  would  always  be   a  direct  cost.   The  wages  paid   the 
stamping  machine  operator  would  likewise  be  classified  as  a 
direct  cost.  Secretarial  and  accounting  expenses  would  always 
be  indirect  costs.  But  between  these  distinct  areas  lies  a  gray 


Cost  Estimating  Procedure  187 

region.  What  about  the  cost  of  the  gas  required  to  heat  a  baking 
kiln  tor  curing  painted  parts?  It  may  be  impracticable  to  assign 
this  cost  proportionately  to  each  part  passing  through  the  kiln. 
Thus,  the  estimator  asks  two  questions  before  classifying  a 
cost  as  direct  or  indirect:  How  directly  is  the  cost  related  to  the 
manufacture  of  a  specific  product?  How  practicable  is  it  to 
relate  the  cost  to  a  particular  item?  Relatively  small  costs  may 
be  classified  as  indirect  simply  because  it  is  not  worthwhile  to 
break  the  costs  out  to  specific  products. 

Indirect  Costs  cover  those  items  necessary  to  operate  the 
manufacturing  plant  but  not  traceable  directly  to  one  spec- 
ific product.  The  costs  of  janitorial  service,  forklift  opera- 
tors, machine  maintenance,  utihties,  and  certain  nonassign- 
able materials  and  tooHng  are  all  indirect. 
Indirect   costs   are    also   broken   down   further    into    factory 

burden  and  general  and  administrative  overhead. 

Factory  Burden  includes  all  costs  associated  directly  with 
the  operation  of  the  plant  but  not  directly  attributable  to  a 
particular  product.  Utilities  for  lights  and  heating,  the 
labor  and  material  for  factory  housekeeping,  durable 
tooling  usable  for  many  different  products,  and  such  indi- 
rect materials  as  cutting  and  grinding  fluids  are  examples 
of  burden  items. 

General  and  Administrative  Overhead  costs  are  those 
necessary  to  maintain  the  firm  in  operation  but  not  directly 
applicable  to  the  production  function.  Executive  salaries, 
long-range  research  and  development  expenses,  and  public 
relations  costs  are  examples. 

Standard  Versus  Actual  Costs 

Manufacturing  costs  may  also  be  classified  as  standard  or 
actual.  A  standard  cost  is  an  ideal  cost  or  a  predetermined  cost. 
Working  with  the  manufacturing  department,  cost  accounting 
develops  figures  reflecting  what  a  part  or  product  should  cost. 
When  the  part  is  completed  or  the  product  is  finished, 
accounting  determines  what  the  actual  costs  were. 

The  variances  between  actual  costs  and  standard  costs 
provide  management  with  a  tool  to  evaluate  the  effectiveness  of 
first-line  supervisors.  Variances  below  the  standard  may 
indicate  that  a  foreman  or  a  department  supervisor  has  found 
ways  to  reduce  materials  wastage,  cut  overtime,  or  decrease 
tool  breakage  and  wear.  Costs  higher  than  the  standard  may  be 
a  sign  of  high  wastage,  poor  workmanship  resulting  in  a  high 
part  rejection  rate,  or  abnormally  high  labor  costs  due  to  lax 
supervision  or  excessive  overtime. 

On  the  other  hand,  variances  above  standard  costs  may 
not  reflect  ineffective  management,  but  rather  may  indicate  an 
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uncontrollable  cost  increase.  In  this  case,  variances  serve  as  an 
effective  reporting  system.  By  readily  identifying  costs  that  are 
out  of  line,  management  can  take  appropriate  action.  One  way 
would  be  to  adjust  standard  costs  so  that  future  estimates  used 
for  bidding  are  more  realistic. 

Do's  and  Don'ts  of  Cost  Estimating 

1.  Use     a     printed     form     wherever     possible     to     assure 

completeness. 

2.  Reduce    computations    to    a    minimum    by    assembhng 

similar  data. 

3.  Have  computations  checked  by  someone  else  to  verify. 

4.  Review  specifications  to  assure  total  compliance. 

5.  Verify    similarity    between    items    and/or    services    for 

basic  content  and  degree  of  effort. 

6.  Continue    developing  new    sources   for    materials,    pro- 

cesses, machines,  and  techniques. 

7.  Maintain  properly  identifiable  notes  and  bases  for  each 

estimate. 

8.  Obtain  as  many  quotations  for  purchased  parts  as  time 

permits. 

9.  Make  comparisons  between  the  cost  of  buying  a  particu- 

lar item  or  service  as  opposed  to  providing  capability 
in  your  facility. 

10.  Do  not  depend  on  "hunches"  to  compile  a  reliable    es- 

timate. 

11.  Do  not  develop  cost  estimates  based  on  target,  fair  mar- 

ket, or  catalog  prices. 

12.  Do  not  guess  at  the  meaning  of  specifications.  Check 

with  NISH  or  a  reliable  source  for  an  interpretation 
and  get  the  definition  in  writing. 

13.  Do  not  base  the  estimate  on  the  projected  purchase  of 

new  equipment  unless  it  will  pay  for  itself  within  a 
reasonable  period  of  time. 

14.  Do  not  apply  high  production  standards  to  low  volume 

production  requirements  or  vice  versa. 

15.  Do  not  assume  that  specifications  or  IFB's  are  not  final. 

16.  Do  not  accept  verbal  changes;  request  written  confirma- 

tion and  file  with  basic  data  for  reference. 

Estimating  Procedure 

Data  Package 

Analyze  the  request  data  supplied  to  ensure  that  all  essential 
information  is  included  and  to  determine  what  is  actually  being 
requested  and  the  applicable  requirements. 

Cost  Breakdown 
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NISH  Form  105  for  commodities  and  107  for  services.  These 
forms  are  intended  to  be  universal  and  may  contain  elements 
which  may  not  be  applicable  for  your  use,  but  do  provide  a 
checklist  of  possible  cost  areas.  This  will  act  as  a  cost  summary 
for  supporting  forms,  data  or  backup  information  necessary  to 
justify  the  materials,  labor  (direct  and  indirect),  other,  and 
burden  costs.  These  cost  categories  are  broken  down  further  to 
assure  consideration  of  possible  costs.  Every  effort  should  be 
made  to  complete  the  data  requirements  of  this  form  to  provide 
for  pricing  evaluation. 

Supporting  Forms  and/or  Data 

Material  List 

NISH  Form  104  for  commodities  and  106  for  services:  these 
lists  provide  for  documentation  of  the  materials  necessary  to 
manufacture  a  commodity  and/or  to  provide  services.  Materials 
should  be  separated  in  the  categories  as  provided  for  and 
recorded  on  as  many  pages  as  may  be  required.  An  explanation 
of  how  to  record  and  extend  quantities  and  cost  is  located  at  the 
bottom  of  the  form.  Cost  source  data  is  specified  with  the  code 
legend  (from  1  to  6)  and  must  be  inserted  behind  each  item  to 
identify  the  means  used  to  develop  material  costs.  The 
"Remarks"  shall  specify  any  conditions  or  special  notes 
applicable  to  the  item.  AH  category  totals  should  be  transferred 
to  NISH  forms  105  or  107.  Once  this  has  been  done,  the 
consideration  of  scrap  and  losses,  errors  and  defects  must  be 
determined  to  develop  the  "Total  Material  Costs."  All  material 
costs  must  include  cost  of  delivery  to  your  shop,  if  not  a 
percentage  must  be  added  under  the  Material  Burden  Cost 
which  may  also  include  any  escalation  costs  expected  due  to 
market  changes.  These  considerations  and  reasonings  must  be 
recorded  on  the  material  List  for  evaluation. 

Labor  Estimate  INISH  Form  108  for  Commodities  and 
110  for  Servicesl 

Direct  Labor 

The  time  standards  (set-up  and  run  hours)  used  must  be 
based  on  production  capabilities  of  non-handicapped  workers. 
Wage  standards  must  be  based  on  prevailing  wage  rates,  for 
similar  work  within  your  geographic  area  or  by  Wage 
Determination  specified  in  the  IFB  (normally,  on  services). 
Lists  are  available  for  standards  and  current  wage  from  the 
U.S.  Department  of  Labor,  Wage  and  Hour  Division. 

Areas  for  consideration  are  listed  for  set-up,  run,  packing  and 
other  labor.  The  set-up  time  and  possible  number  of  set-ups 
required  must  be  determined  based  on  production  plans.  Run 
hours  (actual  time  required)  as  developed  by  standards,  time 
study  or  other  means  (should  be  factored  to  compensate  for 
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quantity  variances)  to  develop  unit  run  hours  which  must  be 
multiplied  by  the  run  and  rate  to  determine  unit  cost.  Packing 
and  other  labor  can  be  averaged,  if  necessary,  because  of  wage 
rates,  but  must  be  explained  in  the  remarks  section.  If  the  labor 
hours  developed  using  an  operational  description,  the  data 
should  be  attached  to  the  labor  form. 

Consideration  must  be  given  to  the  possibility  of  rework  for 
defective,  lost,  or  replacement  items,  and,  if  required, 
expressed  as  a  percentage  of  labor  and  included  as  a  part  of  the 
"Total  Direct  Labor  Costs." 

For  the  most  part,  indirect  and  direct  labor  are  calculated  in 
the  same  way  except  for  travel,  supervision,  and  possibly  other. 
An  explanation  of  included  costs  for  these  areas  must  be 
attached  to  your  cost  proposal.  In  addition  to  stating  the  labor 
on  the  summary  (NISH  105  and  107),  the  estimated  hours 
should  also  be  stated. 


Other  Costs,  NISH  Form  109 

This  form  provides  the  considerations  and  costing  develop  for 
tooling  and/or  equipment  costs  and  must  indicate  the 
amortization  quantity  or  period.  All  other  costs  must  be 
specified. 

Burden  Costs 

There  is  no  set  rule  as  to  the  amount  of  overhead  that  a 
workshop  must  add  to  meet  the  requirements;  however,  the 
factors  noted  earlier  as  Factory  Burden  and  General  and 
Administrative  Overhead  must  be  taken  into  consideration. 
These  factors  normally  apply  directly  to  labor  costs  only  and 
should  include  employee  fringe  benefits;  however,  this  can  be 
added  under  other  but  must  be  specified  either  way. 

Total  Manufacturing  Costs 

Total  Manufacturing  Costs  is  the  total  cost  of  materials,  labor 
(direct  and  indirect),  other  and  burden  costs  which  when 
divided  by  .96  (commission  fee)  would  equal  the  base  price. 

Assistance 

The  availability  of  administrative  and  technical  assistance 
will  vary  from  shop  to  shop,  but  national  organizations  and 
companies  have  compiled  and  have  available  considerable  data 
on  standards  and  sources.  Listed  below  are  several  suggested 
sources: 
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Materials 
Thomas  Register  and  Catalog  File 
Published  by  Thomas  Publishing  Co. 
One  Penn  Plaza 
New  York,  New  York  10001 
(212)  695-0500 

(approx.  cost,  $55.00  -  1975) 
The  yellow  pages  of  the  telephone  directory. 
Mac  Rae's  Bluebook 
100  Shore  Drive 
Hinsdale,  Illinois  60521 
(312)  325-7880 

Industry  Contacts 

Local  Chamber  of  Commerce 

Local  Industrial  Plants  actively  involved  with  government 
manufacturing 

Work  Methods 
American  Institute  of  Industrial  Engineers 
345  East  47th  Street 
New  York,  New  York 

In  addition  to  the  above,  the  NISH  technical  staff  is  available  to 
determine  potential  sources  and  assist  in  development  of 
manufacturing  techniques  and  procedures. 

Shipping  Costs 

Freight  cost  is  normally  paid  by  the  government  by 
providing  the  shop  with  a  Government  Bill  of  Lading,  which  will 
benefit  the  shop,  because  the  burden  of  cost  and/or  damage 
now  belongs  to  someone  else.  However,  you  must  calculate  the 
freight  costs  from  the  shop  to  the  (various)  destinations.  This 
information  must  be  forwarded  to  us  so  that  we  can  finalize  the 
Fair  Market  Pricing. 

Summary 

Your  first  impression  of  this  procedure  may  be  that  it  is  too 
complex  and  involved,  but  let's  review  its  intent. 

1.  It  provides  you  with  the  necessary  guidelines  for  areas  of 
consideration  that  could  be  costly  to  you  if  they  were 
inadvertently  omitted. 

2.  They  provide  a  measurement  of  completeness  of  evalua- 
tion by  us  prior  to  submission  to  the  Committee. 

NISH  Responsibilities 

1.  Consultation  with  the  workshop  to  determine  cost 
factors. 

2.  Evaluation  of  methods  to  perform  as  a  prime  manufac- 
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turer    and    advise    workshop    of    any    alternatives     to 
decrease  costs. 

3.  Final  review  with  workshop,  and,  upon  concurrence,  sub- 
mission to  the  Statutory  Committee. 

4.  The  Statutory  Committee  will  consult  with  the 
purchasing  activity  and  approve  a  "fair  market  price"  and 
will  notify  NISH  of  the  "fair  market  price." 

5.  NISH  will  notify  the  workshop  of  the  Statutory 
Committee's  action. 

References 

1.  Federal  Register,  June  21,  1973,  Section  51.2.5. 

2.  Small  Business  Administration  Publications 

A.  Publications  available  from  nearest  SBA  office 

(1)  Analyzing  Your  Cost  of  Marketing:  points  out 
the  importance  of  marketing  cost  analysis  and 
provides  an  overview  of  what  is  involved  in  a 
marketing  cost  analysis;  cost:  free;  Catalog 
Number  85. 

(2)  Basic  Budgets  for  Profit  Planning:  sets  forth  a 
simple  framework  of  various  budgets  which, 
when  taken  together,  can  lay  out  the  information 
one  needs  to  compile  reports,  compare  figures, 
analyze  data,  and  be  in  a  good  position  to  plan 
future  production  and  profits;  cost:  free;  Catalog 
Number  220. 

(3)  What  Is  the  Best  Selling  Price?:  briefly  discusses 
and  takes  the  reader  through  the  various  ele- 
ments involved  in  pricing;  cost:  free;  Catalog 
Number  193. 

B.  Publications  available    from   the    Superintendent   of 
Documents 

( 1 )  Cash  Planning  in  Small  Manufacturing  Com- 
panies: this  book  reports  on  research  that  was 
done  on  cash  planning  for  the  small 
manufacturer.  It  is  designed  for  owners  and 
managers  of  small  firms  and  the  specialists  who 
study  and  aid  small  business;  cost:  $2.75;  Cat- 
alog Number  SBA  1.20:1. 

(2)  Guides  for  Profit  Planning:  guide  for  computing 
and  using  the  break-even  point,  the  level  of  gross 
profit,  and  the  rate  of  return  on  investment.  De- 
signed for  readers  who  have  no  specialized  train- 
ing in  accounting  and  economics;  cost:  70  cents; 
Catalog  Number  SBA  1.12:25. 

3.  U.S.  Department  of  Health,  Education  and  Welfare, 
Social  and  Rehabilitation  Service.  Selling  to  Industry  for 
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Sheltered  Workshops:  cost:  free;  Publication  Number 
(SRS)  73-25072;  may  be  obtained  by  writing  U.S. 
Department  of  Health,  Education  and  Welfare,  Social  and 
Rehabilitation  Services  Administration,  Washington  D.C. 
20201. 


Editor's  note:  Copies  of  NISH  Cost  Estimating  Forms,  Nos.  104-110,  are 
in  Section  Five,  pages  253-259. 


THE  PRE-AWARD  SURVEY 

During  your  development  analysis,  you  should  compare  the 
final  cost  estimate  to  the  fair  market  price  and  determine  your 
competitiveness.  Should  this  indicate  a  promising  potential,  you 
should  notify  the  NISH  office  so  that  we  can  request  a 
pre-award  survey  by  the  government  of  your  facilities.  This 
request  asks  for  a  review  of  your  capabilities  and  other  aspects 
of  your  operations.  You  may  or  may  not  be  notified  prior  to  the 
survey,  but,  either  way,  you  will  have  little  time  to  prepare  for 
the  visit  because  they  cannot  afford  long  delays  in  evaluating 
your  ability  to  perform. 

Preparation  For  Visit 

Pre-award  surveys  are  usually  performed  by  the  Defense 
Contract  Administration  Services  Region  in  which  you  are 
located,  if  a  defense  contract  is  involved.  Where  non-defense 
contracts  are  involved,  surveys  are  usually  made  by  the  branch 
of  government  with  which  you  are  dealing. 

In  getting  ready  for  a  pre-award  survey,  you  should  re-read 
the  specifications  or  purchase  description.  A  thorough 
knowledge  of  the  facts  should  and  will  impress  the  person(s) 
conducting  the  survey.  Should  you  have  any  questions  about 
the  requirements,  you  should  request  clarification.  They 
normally  appreciate  inquiries,  as  they  do  not  want  you  to  have 
any  doubts  as  to  your  responsibilities;  however,  inquiries 
should  be  limited  to  questionable  areas  only. 

If  you  have  never  participated  in  a  pre-award  survey,  don't 
be  overwhelmed.  You  should  use  this  opportunity  to  sell  your 
capability  and  knowledge  of  the  requirements  for  the  proposed 
project. 

Scope  Of  Survey 

They  will  discuss  the  following  items  in  detail:  work  flow, 
production  estimates,  production  capacity,  material  sources, 
labor  availability  and  requirements,  space  for  manufacturing 
and  storage,  shipping  and  receiving  docks,  methods,  quality 
assurance  programs,  and  background  of  key  personnel. 

Your  Organization.  Display  an  organization  chart  and  be 
prepared  to  explain  the  background  of  key  personnel.  This 
evaluation  is  necessary  in  determining  the  reliability  of  your 
operation.  There  should  be  a  definite  separation  of 
manufacturing  and  quality  assurance  responsibilities. 

Production  Personnel.  You  should  be  prepared  to  answer 
detailed    questions    about   your    production    personnel.    These 
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questions  will  involve  the  labor  required  and  available  to 
perform  the  necessary  operations,  the  skills  and  experience  of 
the  workers  currently  available,  or  for  additional  people  which 
may  be  required. 

Equipment.  The  type  of  equipment  that  you  intend  to  use  and 
its  capabilities  will  be  reviewed  in  detail.  Prepare  a  list  that  will 
indicate  the  availability  and/or  source  of  supply  for  the 
necessary  equipment.  If  at  all  possible,  provide  a  product  flow 
layout  chart  detailing  work  stations,  equipment  location,  and 
inspection  stations,  stating  production  capabilities. 

Production  Plan.  Demonstrate  absolute  compliance  with  the 
delivery  requirements,  from  receiving  materials  all  the  way  to 
shipping  the  finished  product. 

Production  Methods.  Methods  of  manufacturing  will  be 
reviewed  and  the  government's  specifications  will  be  compared 
to  the  way  that  you  intend  to  produce  the  item  to  assure  that 
r.  quirements  will  be  met.  Should  there  be  any  questions,  you 
should  clear  them  up  at  this  point,  and,  if  they  affect  cost, 
advise  NISH  immediately. 

Production  Capability.  Be  prepared  to  illustrate  your 
manufacturing  capability  to  produce  in  excess  of  the  current 
requirements  with  an  alternate  plan  for  materials,  labor,  and 
equipment  to  expand  your  abilities,  should  the  need  arise. 

Materials.  Your  purchasing  methods  and  material  sources 
will  be  reviewed  to  determine  your  sources  of  supply  and  the 
supplier's  reliability. 

Inspection  and  Quality  Assurance.  There  will  be  a  review  of 
your  inspection  system.  This  review  will  cover  items  such  as 
training  of  inspectors,  availability  of  a  quality  control  manual, 
test  equipment  or  sources  to  be  used,  and  any  other 
requirements  that  are  necessary  to  insure  that  you  can  produce 
a  quahty  product.  (Reference  NISH  Subsection  402 
Commodity  Quality  Assurance.) 

Financial  Responsibility.  The  basis  for  this  review  will  be 
your  ability  to  pay  for  the  materials  and  labor  needed  to 
produce  an  item  or  provide  a  service. 

Review  Of  Pre-Award  Survey.  A  pre-award  survey  report  is 
prepared  and  submitted  by  the  government  inspector(s), 
including  all  the  details  reviewed  during  the  actual  visit,  giving 
a  complete  picture  of  your  capability  to  assume  and  successfully 
perform  the  task. 

Summary 

Your  abihty  to  demonstrate  capabihty  and  knowledge  of  the 
program  will  not  only  result  in  a  favorable  report  but  will 
highhght  areas  which  you  should  review  for  your  own  benefit  in 
advance  of  the  actual  manufacturing.  The  results  of  the  survey 
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will  be  a  major  factor  in  the  determination  of  your  being 
accepted  or  rejected  as  a  supplier  of  government  materials. 
Individual  requirements  and  reviews  will  actually  be 
determined  by  the  commodity  or  service  being  considered; 
however,  the  previously  mentioned  areas  could  and  should  be 
part  of  your  consideration. 

Attached  you  will  find  a  copy  of  the  General  Services 
Administration  form  used  to  compile  a  Plant  Facilities  Report, 
noting  the  various  areas  of  concern.  This  should  assist  you  in 
developing  the  types  of  information  to  have  readily  available  iix 
advance  of  the  survey. 

Editor's  note:  This  form  will  be  found  on  pages  287-290. 


CONCLUDING  SUBMISSION  ACTIVITIES 


Impact  Study 

Workshop  Responsibilities 

1.     None. 
NISH  Responsibilities 

1.  Develop  an  impact  study  to  evaluate  the  possible  effect 
that  the  removal  of  commodity  or  service  from  the  open 
market  will  have  on  the  current  supplier.  If  the  effect  is 
seen  as  substantial,  a  special  review  will  be  conducted. 

Notice  Of  Intent 

Workshop  Responsibilities 

1.     None. 
NISH  Responsibilities 

1.  Will  request  the  Statutory  Committee  to  publish  a  Notice 
of  Intent  in  the  Federal  Register  to  add  a  commodity/ 
service  to  the  Procurement  List.  Current  and  potential 
supphers  are  given  a  30-day  period  to  comment  on  this 
action. 
Reference 

1.     Federal  Register,  inne  21,  1973,  Section  51.2.5. 


Initial  Direct  Labor  Certification 

(NOTE:  Direct  labor  refers  to  all  work  performed  in 
preparation,  processing,  provision,  and  packing  of  commodities 
and  services,  and  includes  labor  on  non-government 
subcontracts  and  prime  products  in  addition  to  government 
work.  Supervision,  administration,  inspection,  and  shipping  are 
excluded  from  direct  labor  calculation.) 

Workshop  Responsibilities 

1.  Will  submit  documentation  ("Initial  Certification  -  Work- 
shop Employing  Other  Severely  Handicapped  under  P.L. 
92-28")  which  certifies  that  75%  of  the  total  manhours 
involving  all  workshop  industrial  operations  are  done  by 
the  severely  handicapped.  If  75%  of  the  direct  labor  is 
not  being  conducted  by  the  severely  handicapped,  the 
workshop  must  show  a  plan  to  comply  with  this  regula- 
tion in  the  future. 
NISH  Responsibilities 

1.     Review  and  forward  the  Initial  Direct  Labor  certification 
to  the  Statutory  Committee. 
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Reference 

1.  Federal  Register,  June  21,  1973,  Sections  51.1.2(1)  and 
51.4.2(c). 

Formal  Proposal 

Workshop  Responsibilities 

1.     None. 
NISH  Responsibilities 

1.  Based  on  the  data  obtained  during  the  pre-submission 
and  submission  periods,  NISH  will  prepare  a 
justification  for  adding  commodity /service  to  the  Pro- 
curement List  (a  formal  proposal)  and  will  submit  this  to 
the  Statutory  Committee.  The  data  will  include  the  num- 
ber of  additional  severely  handicapped  that  are  to  be 
employed,  annual  dollar  volume  and  the  capability  of  the 
workshop. 


Approval  Addition  To  The  Procurement  List 

Upon  unanimous  vote  of  the  14-member  Statutory 
Committee,  the  commodity /service  is  taken  out  of  competitive 
bid,  and  its  production  and  sale  is  reserved  for  a  workshop  and 
is  added  to  the  Procurement  List. 

Workshop  Responsibilities 

1.  None. 
NISH  Responsibilities 

1.  None. 
Reference 

1.     Federal  Register,  June  21,  1973,  Section  51.2.3. 


Formal  Notice 

The  Statutory  Committee  will  publish  a  notice  of  "Addition  to 
the  Procurement  List"  in  the  Federal  Register  and  will  notify 
the  purchasing  activity(ies)  that  the  commodity/service  is  to  be 
obtained  through  NISH  on  a  noncompetitive  bid  basis. 

Workshop  Responsibilities 
1.     None. 

NISH  Responsibilities 

1.     Notify  workshop  of  formal  action. 
Reference 

1.     Federal  Register,  June  21,  1973,  Section  51.5.1-2. 


SECTION  FOUR: 


AFTER  ALLOCATION 


ALLOC  ATION  AND  CONTRACT 
MANAGEMENT  ACTIVITIES 

(iovernment  Allocation  Request 

[\  orkshop  Responsibilities  •  ... . 

1.      None.  ■        .  ', - 

NISH  Responsibilities 

1.  A  government  procurement  activity  will  issue  a  request 
tor  allocation  when  the  commodity/service  is  required. 

2.  Will  advise  the  procuring  activity  of  the  workshop  to 
whom  the  order  is  to  be  allocated  and  authorize  the  pro- 
curing activity  to  issue  the  purchase  order  directly  to  the 
workshop. 

Reference 

1.     Federal  Register,  June  21,  1973,  Section  51.5.1-2. 

Allocation 

W  orkshop  Responsibilities  ..    i- 

1.  W  hen  the  workshop  receives  the  purchase  order,  a  copy 
must  be  sent  to  NISH. 

NISH  Responsibilities  Vx 

1.     Monitor  the  workshop  order  and  delivery  schedule. 

Reference 

1.     Federal  Register,  June  21,   1973,  Section  51.5.1-2(c). 

Production  Inspection  And  Shipment 

W  orkshop  Responsibilities 

1.  Will  produce  the  commodity /service. 

2.  After  a  federal  representative  inspects  the  commodity/ 
service  to  determine  if  it  meets  government  specifica- 
tions and  quality  requirements,  the  workshop  will 
arrange  for  shipment  to  the  purchasing  activity  and  v\  ill 
bill  the  appropriate  government  office. 

3.  Workshop  must  send  a  copy  of  the  invoice  to  MSH. 

4.  Must  contact  NISH  if  it  has  problems  with  either 
shipping  or  orders. 

NISH  Responsibilities 

1.     Monitor,  coordinate,  and  mediate  with  procuring  activ- 
ities in  the  event  that  problems  occur. 
References 

1.  Federal  Register,  June  21,  1973,  Sections  51.4.5  and 
51.5.4. 

2.  Small  Business  Administration  Publications 
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A.  Controlling  Quality  In  Defense  Production:  briefly 
explains  the  quality  control  systems  required  by  the 
Department  of  Defense  on  defense  contracts.  It  also 
emphasizes  that  the  quality  control  systems  is  to  be 
designed  by  the  contractor,  and  sets  forth  the  basic 
considerations  for  such  systems.  The  governnient 
representative's  objectives  in  evaluating  theni  are 
also  explained.  Cost:  free;  Catalog  Number  78. 

B.      Inspection  on  Defense   Contracts  in  Small  Firms:  a 
guide  to  small  manufacturers  in  meeting  government 
inspection  requirements;  cost:free;  Catalog  Number 
82. 


Receipt  And  Payment 

When  the  government  receives  the  shipment,  it  will  send  the 
workshop  the  full  payment. 

Workshop  Responsibilities 

1.     See  "Commission"  section. 
NISH  Responsibilities 

1.     Monitoring  activities. 
Reference 

1.     Federal  Register,  June  21,   1973,  Section  51.5.5. 

Commission 

Workshop  Responsibilities 

1.     Forward  the  4%   commission  payment  to  NISH  for  con- 
tract management  services. 
NISH  Responsibilities 

1.     Monitoring  activities. 
Reference 

1.     Federal  Register,  June  21,   1973,  Section  51.3.5. 

Annual  Reporting  to  NISH 

14  orkshop  Responsibilities 

1.  V\  orkshop  is  required  to  submit  the  following  to  MSll  at 
the  end  of  each  fiscal  year: 

a.  Annual  report 

b.  Direct  labor  certification 
NISH  Responsibilities 

1.  Forwards  the  workshop's  annual  report  and  directs  labor 
certification  to  the  Statutory  Committee  in  an  annual 
report. 
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Reinvestment   —  Recycle 

W  orkshop  Responsibilities 

1.  None. 

NISH  Responsibilities 

1  Reinvest  the  4%  commission  payments  in  the  W  agner- 
O'Uay  program  for  technical  development,  prograni 
expansion,  and  research  services. 

2.  Conduct  a  continuing  program  with  workshops,  invoking 
checking  production,  annual  recertification,  requesting 
price  change  and  coordinating  activities  with  the 
Statutory  Committee. 

Reference 

1.     Federal  Register,  June  21,   1973,  Section  51.3.5. 


SUMMARY  OF  WAGNER-O'DAY 
ACTIONS  BY  PARTICIPANTS 


6. 


7. 


3. 


Actions  By  Workshop 

Establish  capability  via  workshop 
inventory/demonstrated  expertise. 
EstabHsh  legal  qualification. 
Review  referred  specifications  and 
other  pertinent  variables. 
Make  statement  of  intent  to  manu- 
facture/provide. 

Develop    commodity/service :    con- 
tact   multiple    sources    of    supply, 
identify    equipment    requirements 
and  sources,  develop  costing,  deter- 
mine manufacturing  feasibility. 
Develop   cost  proposal,   submit   to 
NISH.  Certify  direct  labor  hours, 
a.     Revise      costs      if     necessary, 
obtain     new     quotations,      re- 
design production. 
Finalize     production/raw     material 
purchasing  schedules. 
Perform  contract  management. 


Actions  By  NISH 

Research    and    analyze    products/ 
services. 

Select  workshop,  handle  assign- 
ment requests,  distribute  specifi- 
cations and  critical  item  informa- 
tion, monitor  assignments,  review 
workshop  commitments. 
Request  commodity /service  for 
assignment  to  develop  and  add  to 
the  Procurement  List. 
Request  procurement  history, 
samples  if  available,  supporting 
specifications,  obtain  future  IFB's. 
Analyze     price      history,      analyze 
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Related  Forms 

Inventory 

Legal  documents 

Transmittal  letter 

Specifications 

NISH  100  (Request 
for  Assignment) 

Assignment  Notice 

Costing  Forms 

Contractual  Agree- 
ment 

Costing  Forms 

Direct  Labor  Certi- 
ficate 


Contractor's  Report 
Contract  Status 

Record 
Annual  Direct 

Labor  Report 

Related  Forms 

Inventory 
NISH  Data  Sheets 
Data  Cards 
Transmittal  letter 
NISH  100 


Commodity /Service 
Request  Forms 

Request  for  Sample 
Procurement  His- 
tory 

FMP  Forms 


Summary  Of  Actions 
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workshop    costing   proposal,    calcu- 
late Fair  Market  Price. 

6.  Obtain  Dun  and  Bradstreet  reports 
on  current  contractors,  determine 
industry  impact. 

7.  Complete  price  proposal,  submit  to 
Committee. 

8.  Request  publication  of  intent  to  add 
proposed  addition  to  Procurement 
List. 

9.  Analvze  responses  tor  industry 
impact. 

lU.   Prepare  justitication  to  add  c/s  to 

Procurement  List. 
11.   Monitor     w/s     producing     activity, 

contract  management. 

Actions  By  Committee 

1.  a.     Commodity  or  service  recorded 

b.  Screened  against  Procurement 
List  and  FPl  Schedule 

c.  FPl  and  MB  requested  to  indi- 
cate waiver  or  exercise  oi 
priority 

2.  Commodity  or  service  assigned  to 
CNA,  and  SBA  notified  ol  interest. 

3.  Commodity  or  service  published  in 
Federal  Register  as  proposed  addi- 
tion to  Procurement  List. 

4.  CNA  informed  of  results  of  staff 
review  of  proposed  price  as  Fair 
Market  Price. 

5.  vote  letter  dispatched  to 
Committee  members. 

6.  a.     Addition  of  commodity  or  ser- 

vice to  Procurement  List  pub- 
lished in  Federal  Register. 
b.     Procurement       activities       and 
CNA    informed    of    Committee 
approval. 


Costing  Forms 
Sample  D&B  report 

FMP  3 

Request  letter 
Sample  Publication 


Commodity /Service 

Justification 
Allocation 
Direct  Order 
Clearance 
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RESOURCES 


MAJOR  PROCUREMENT  ORGANIZATIONS 


GENERAL  SERVICES  ADMINISTRATION  (GSA) 


SERVICE  AREAS 


GSA  Regional  Offices 


ATLANTA. — General  Services  Administration,  Federal  Sup- 
ply Service  (4  FXO),  1776  Peachtree  Street  NW.,  Atlanta, 
GA  30309.  Area  code:  404,  526-5515.  Cable  address: 
Atlas.  Routing  identifier:  GA0.  Operating  hours:  8:00  a.m. 
to  4:30  p.m. 

AUBURN. — General  Services  Administration,  Federal  Supply 
Service,  GSA  Center  (10  FXO).  Auburn,  WA  98002.  Area 
Code:  206.  TEmple  3-6500,  Ext.  333.  FTS  users:  206, 
833-5333.  (Emergency  orders;  206,  833-5465  or  5473.) 
Cable  address:  Silver,  Routing  identifier:  GT0.  Operating 
flours:  7:30  a.m.  to  4:00  p.m. 

BOSTON. — General  Services  Administration,  Federal  Supply 
Service  (1  FXO),  Post  Office  Box  2144,  Boston,  MA 
02106.  Area  code:  617,  223-2791.  Cable  address:  Betty. 
Routing  identifier:  GB0.  Operating  hours:  8:20  a.m.  to 
4:50  p.m. 

CHICAGO. — General  Services  Administration,  Federal  Sup- 
ply Service  (5  FXO),  219  South  Dearborn  Street,  Chicago, 
IL  60604.  Area  code;  312.  353-5517.  Cable  address: 
Chippe.  Routing  identifier;  GC0.  Operating  hours:  8:30 
a.m.  to  5:00  p.m. 

DENVER. — General  Services  Administration,  Federal  Supply 
Service  (8  FXO).  Building  41,  Denver  Federal  Center, 
Denver,  CO  80225.  Area  code:  303,  234-4371.  (Emer- 
gency orders'  303,  234-3985  )  Cable  address:  Peers. 
Routing  identifier:  GD0  Operating  hours:  7:30  a.m.  to 
4:00  p.m. 


FORT  WORTH. — General  Services  Administration,  Federal 
Supply  Service  (7  FXOP),  819  Taylor  Street.  Fort  Worth, 
TX  76102.  Area  Code:  817.  334-2052.  (Emergency 
orders:  817,  334-2601.)  Cable  address:  Dooly.  Routing 
identifier:  GF0.  Operating  hours:  7:45  a.m.  to  4:15  p.m. 

KANSAS  CITY. — General  Services  Administration.  Federal 
Supply  Service  (6  FXO),  1500  East  Bannister  Road.  Kan- 
sas City,  MO  64131.  Area  code:  816,  EMerson  1-0860. 
Ext.  7315.  FTS  users:  816,  361-7315.  Cable  address: 
Kippy.  Routing  identifier:  GK0.  Operating  hours:  8:00 
a.m.  to  4:30  p.m. 

NEW  YORK. — General  Services  Administration,  Federal  Sup- 
ply Service  (2  FXP),  26  Federal  Plaza,  New  York,  NY 
10007.  Area  code:  212,  264-8222  or  8223.  Cable  ad- 
dress: Nitrites.  Routing  identifier:  GN0.  Operating  hours: 
8:15  a.m.  to  4:45  p.m. 

SAN  FRANCISCO. — General  Services  Administration,  Fed- 
eral Supply  Service  (9  FXOP),  49  Fourth  Street,  San 
Francisco,  CA  94103.  Area  code:  415,  556-4355  for 
Domestic  transactions.  556—4376  for  Export  transac- 
tions. (Emergency  orders:  415,  556-3507,  3508  and 
3509.)  Cable  address:  Sugar.  Routing  identifier:  GS0. 
Operating  hours:  7:45  a.m.  to  4:15  p.m. 

WASHINGTON,  D.C. — General  Services  Administration,  Fed- 
eral Supply  Service  (3  FXOP),  General  Services  Regional 
Office  Building,  Washington,  DC  20407.  Area  code:  202, 
962-3354  or  Code  13,  Ext.  23354.  Cable  address:  Wilco. 
Routing  identifier:  GW0.  Operating  hours:  7:45  a.m.  to 
4:15  p.m. 
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UNITED  STATES  POSTAL  SERVICE 
REGIONAL  OFFICES 

For  further  information  on  procurement  matters,  write  or 
contact  the  Manager,  Procurement  Branch  at  the  specific 
regional  office  concerned: 


NEW  YORK  METROPOLITAN  REGION 


Manager,  Procurement  Branch 

New  York       -  -  ■ 

Administration  Division 

(ZIP  Codes:  100  thru 

119, 

U.S.  Postal  Service 

124  thru  127  only) 

33rd  Street  &  Eighth  Avenue 

Connecticut 

Main  P.  0.  Building 

(ZIP  Codes:  068,  069 

only) 

New  York,  NY  10098 

New  Jersey 

(ZIP  Codes:  070  thru 

079, 

Office  Hours:  8:30  a.m.  to  5:00 

088,  089  only) 

p.m.  (EST) 

Puerto  Rico 

(ZIP  Code:  006  only) 

Room  4219-B 

.Virgin  Islands 

Telephone:  (212)  971-5366 

(ZIP  Code:  009  only) 

s.B 


EASTERN  REGION 


Manager,  Procurement  Division 

Administration  Division 

U.S.  Postal  Service 

1845  Walnut  Street 

P.  O.  Box  8601 

Philadelphia,  PA  19101 

Office  Hours:  8:30  a.m.  to  5:00 
p.m.  (EST) 

Telephone: (215)  597-9740 
(215)  597-9741 


New  York 

(ZIP  Codes:  120  thru  123, 

128  thru  149) 
New  Jersey 

(ZIP  Codes: 080  thru  087) 
Connecticut 
(Except  ZIP  Codes:  068  and 

069) 
District  of  Columbia;  Dela-» 
ware;  Massachusetts; 

Maryland;  Maine;  New 
Hampshire;  Pennsylvania; 
Rhode  Island;  Vermont, 
Virginia,  and  West  Virginia 


248-254  O  -  77  -  15 
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SOUTHERN  REGION 


Manager,  Procurement  Branch 
Administration  Division 
U.S.  Postal  Service 
5100  Poplar  Avenue 
Memphis,  TN  38166 

Office  Hours:  7:50  a.m.  to  4:20 

p.m.  (CST) 
Room  1804 

Telephone: (901)  534-4401 


Alabama;  Arkansas;  Flor- 
ida; Georgia;  Louisiana, 
North  Carolina;  South  Caro- 
lina; Mississippi;  Oklahoma; 
Tennessee;  Texas;  and 
Liberal,  Kansas  Sectional 
Center 


CENTRAL  REGION 


Manager,  Procurement  Branch 

Illinois;  Indiana;  Iowa 

Administration  Division 

Kansas  (except  Liberal 

U.S.  Postal  Service 

Sectional  Center); 

433  West  Van  Buren  Street 

Kentucky;  Michigan; 

Main  P.  0.  Building 

Minnesota;  Missouri; 

Chicago,  IL  60699 

Nebraska;  North  Dakota; 

South  Dakota;  Ohio;  and 

Office  Hours:  8:15  a.m.  to  4:45 

Wisconsin 

p.m.  (CST) 

Telephone:  (312)  353-2120 

WESTERN  REGION 

Manager,  Procurement  Branch 

Alaska;  Arizona;  California; 

Administration  Division 

Colorado;     Hawaii;     Idaho; 

U.S.  Postal  Service 

Montana;      Nevada;      New 

631  Howard  Street 

Mexico;   Oregon;    Washing- 

San Francisco,  CA  94106 

ton;    Wyoming;    Utah;    and 

all  Pacific  possessions 

Office  Hours:  8:00  a.m.  to  4:30 

p.m.  (PST) 

Telephone:  (415)  556-2182 

Major  Procurement  Organizations 
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Defense 
Logistics 
Services 
Center 


Defense 

Supply 

Agency 


Defense 
Construction 
Supply 
Center 


Defense 
Electronic 
Supply 
Center 


Wood  Prod. 

Office 

Portland,  Oregon 


Defense 
Contact 
Administration 
Service 


Defense 
Fuel 
Supply 
Center 


Defense 
General 
Supply  Center 


Defense 
Personnel 
Support 
Center 


Defense 
Industrial 
Supply 
Center 


Clothing 

& 

Equipment 


Medical 
Supplies 


Perishable  & 

Nonperishable 

Food 
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DEFENSE  SUPPLY  AGENCY 


Headquarters,  Defense  Supply  Agency 

Small  Business  Advisor's  Office 

Headquarters,  Defense  Supply  Agency 
;    Cameron  Station,  Room  4C128 

5010  Duke  Street 
-    Alexandria,  VA  22314 

(202)  694-647] 

Defense  Contract  Administration  Services 
Defense  Contract  Administration  Services 
Cameron  Station,  Room  8B390 
5010  Duke  Street 
Alexandria,  VA  22314 
(202)  694-7605 

Defense  Contract  Administration  Services  Regions 

Atlanta 

Small  Business  Specialist 

Defense  Contract  Administration  Services 

3100  Maple  Drive,  N.E. 

Atlanta,  GA  30305 

(404)  261-7310,  Ext.  231 
Boston 

Small  Business  Specialist 

Defense  Contract  Administration  Services 

666  Summer  Street 

Boston,  MASS  02210 

(617)  542-6000,  Ext.  886 
Chicago 

Small  Business  Specialist 

Defense  Contract  Administration  Services 

O'Hare  International  Airport 

P.O.  Box  66475 

Chicago,  IL  60666 

(312)  694-3031,  Ext.  6390 
Cleveland 

Small  Business  Specialist 

Defense  Contract  Administration  Services 

Federal  Office  Building 

1240  East  9th  Street 

Cleveland,  OH  44199 

(216)  522-5221 
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Dallas 

Small  Business  Specialist 
Defense  Contract  Administration  Services 
500  South  Ervay  Street 
Dallas,  TX  75201 
(214)  744-4581,  Ext.  207 
Detroit 

Small  Business  Specialist 
Defense  Contract  Administration  Services 
1580  East  Grand  Blvd. 
Detroit,  MI  48211 
(313)  923-0100 
Los  Angeles  (  -  • 

Small  Business  Specialist 
Defense  Contract  Administration  Services 
11099  South  LaCienega  Blvd. 
Los  Angeles,  CA  90045 
(213)  643-0620 
New   York 

Small  Business  Specialist 
Defense  Contract  Administration  Services 
60  Hudson  Street 
New  York,  NY  10013 
(212)  264-0833 
Philadelphia 

Small  Business  Specialist 
Defense  Contract  Administration  Services 
2800  South  20th  Street 
Philadelphia,  PA  19101 
(215)  271-4006,  4007 
San  Francisco 

Small  Business  Specialist 
Defense  Contract  Administration  Services 
866  Malcolm  Road 
Burlingame,  CA  94010 
(415)  692-0300,  Ext.  9523 
St.  Louis 

Small  Business  SpeciaHst 

Defense  Contract  Administration  Services 

1136  Washington  Avenue 

St.  Louis,  MO  63101 

(314)  268-6223 

Defense  Construction  Supply  Center 
Small  Business  Specialist 
Defense  Construction  Supply  Center 
3990  East  Broad  Street 
Columbus,  OH  43215 
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(614)  236-3541 

Defense  Electronics  Supply  Center 
Small  Business  Specialist 
Defense  Electronics  Supply  Center 
1507  Wilmington  Pike 
Dayton,  OH  45401 
(513)  252-5231 

Defense  Fuel  Supply  Center 
Small  Business  Specialist 
Defense  Fuel  Supply  Center 
Cameron  Station,  Room  8B260 
5010  Duke  Street 
Alexandria,  VA  22314 
(202)  694-7428 

Defense  General  Supply  Center 
Small  Business  Specialist 
Defense  General  Supply  Center 
Bellwood,  Petersburg  Pike 
Richmond,  VA  23297 
(703)  275-3861 
Sutovan  639-1110 

Defense  Industrial  Supply  Center 
Small  Business  Specialist 
Defense  Industrial  Supply  Center 
700  Robbins  Avenue 
Philadelphia,  PA  19111 
(215)  697-2747 

Director,  Clothing  and  Textiles 
Defense  Personnel  Support  Center 
2800  South  20th  Street 
Philadelphia,  PA  19101 
(215)  271-2000 

Director,  Subsistence 

Defense  Personnel  Support  Center 

2800  South  20th  Street 

Philadelphia,  PA  19101 

(215)  271-2000 

Acting  Director,  Medical  Material 
Defense  Personnel  Support  Center 
2800  South  20th  Street 
Philadelphia,  PA  19101 
(215)  271-2000 
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Defense  Logistics  Services  Center 
Federal  Center 
Battle  Creek,  MI  49016 
(616)  962-6511 

Defense  Personnel  Support  Center 
Small  Business  Specialist 
Defense  Personnel  Support  Center 
2800  South  20th  Street 
Philadelphia,  PA  19101 
(215)  271-2321  .  .  ' 

Wood  Products  Office  DCSC 
Small  Business  Specialist  ' 

Wood  Products  Office  DCSC  ---■■  ^ 

2850  S.E.  82nd  Avenue 
Portland,  OR  97266 
(503)  777-4441,  Ext.  315  ,:  .      • 

Defense  Depot  Ogden 
Small  Business  Specialist 
Defense  Depot  Ogden 

Ogden,  UT  84401  -'-..., 

(801)  399-7347  .  ^  ';  I 

VETERANS  ADMINISTRATION     ' 

Small  Business  Specialist 

Veterans  Administration  1  I 

Marketing  Center 

P.  O.  Box  76 

Hines,  IL  60141 

(312)  343-7200 
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U.S.  Air  Force 
Deputy  Chief  of  Staff 
Systems  &  Logistics 


Air  Force 

Systems 

Command 

Andrews  AFB 


2750  Air  Base 

Wing 

Wright-Patterson 

AFB 


Air  Force 

Logistics 

Command 

Wright-Patterson  AFB 


Oklahoma  City 

Air  Materiel  Area 

Tinker  AFB 


Ogden  Air 

Materiel  Area 

Hill  AFB 


Sacramento  Air 
Materiel  Area 
McClellan  AFB 


San  Antonio 

Air  Materiel  Area 

Kelly  AFB 


Warner  Robins 

Air  Materiel  Area 

Robins  AFB 


Base 
Support 


Aerospace  Guidance  & 

Metrology  Center 

Newark  AF  Sta. 

Newark,  Ohio 
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AIR  FORCE 

Headquarters,   U.S.  Air  Force 

Deputy  Chief  of  Staff,  Systems  &  Logistics 
Headquarters,  USAF 
Washington,  DC  20330 
(202)  695-3153 

Aerospace  Guidance  And  Metrology  Center 
Aerospace  Guidance  &  Metrology  Center 
Newark  Air  Force  Station 
Newark,  OH  43055 
(614)  344-8791 

Air  Force  Logistics  Command 
Small  Business  Specialist 
Air  Force  Logistics  Command 
Headquarters,  Wright-Patterson  AFB 
Dayton,  OH  45433 
(513)  257-3317  or  7632 

Air  Force  Systems  Command 
Small  Business  Specialist 
Air  Force  Systems  Command 
Headquarters,  Andrews  AFB 
Washington,  DC  20331 
(301)  981-6107 

Air  Materiel  Areas 

California 

Small  Business  Specialist 

Sacramento  Air  Materiel  Area 

Headquarters,  McClellan  AFB 

Sacramento,  CA  95652 

(916)  643-5070  or  2819 
Georgia 

Small  Business  Specialist 

Warner  Robins  Air  Materiel  Area 

Headquarters,  Robins  AFB 

Robins  AFB,  GA  31093 

(912)  926-5871 
Oklahoma 

Small  Business  Specialist 

Oklahoma  City  Air  Materiel  Area 

Headquarters,  Tinker  AFB 

Oklahoma  City,  OK  73145 

(405)  732-7321,  Ext.  2601 
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Texas 

Small  Business  Specialist 
San  Antonio  Air  Materiel  Area 
Headquarters,  Kelley  AFB 
San  Antonio,  TX  78241 
(512)  925-6918  or  6919 

Utah 
Small  Business  Specialist 
Ogden  Air  Materiel  Area 
Headquarters,  Hill  AFB 
Ogden,  UT  84406 
(801)  727-3933 

2750th  Air  Base   Wing 

Base  Procurement  Office 
2750th  Air  Base  Wing 
Wright-Patterson  AFB 
Dayton,  OH  45433 
(513)  257-2324 
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ARMY 


Army  Materiel  Command  5,  -r-:;,-' 

Army  Materiel  Command  ?). 

5001  Eisenhower  Avenue 
Alexandria,  VA  22304 
(703)  274-8010  ,  v.      -    ,  ;     ^ 

Armament  Command 

Small  Business  Specialist         ,,,      , 
Armament  Command 
Rock  Island  Arsenal 
Rock  Island,  IL  61202 
(309)  794-5336 

Aviation  Systems  Command  ,:  i         . 

Small  Business  Specialist  '■ 

Aviation  Systems  Command 

12th  &  Spruce  Streets 

St.  Louis,  MO  63166 

(314)  268-3177  ,.,,>■ 

ft'"*  i 
Electronics  Command 

Small  Business  Specialist 

Electronics  Command  ;,  ' 

Fort  Monmouth,  NJ  07703 

(201)  898-1587  /  ,  . 

Missile  Command 

Small  Business  Specialist 
Missile  Command 
Redstone  Arsenal 
Hunts ville,  AL  35809 
(205)  876-5441 

Test  And  Evaluation  Command 
Small  Business  Specialist 
Test  and  Evaluation  Command 
Aberdeen  Proving  Ground,  MD  21005 
(301)  278-4874 

Troop  Support  Command 
Small  Business  Specialist 
Troop  Support  Command 
4300  Goodfellow  Blvd. 
St.  Louis,  MO  63120 
(374)  263-2222 
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U.S.  Army  Tank-Automotive  Command 
Small  Business  Specialist 
U.S.  Army  Tank-Automotive  Command 
Warren,  MI  48090 
(313)  264-2341 

U.S.  ArTTiy  Materiel  Command  Depots 

Alabama 

Small  Business  Specialist 

Anniston  Army  Depot 

Anniston,  AL  36202 

(205)  237-6611,  Ext.  1155 
California 

Small  Business  Specialist 

Sacramento  Army  Depot 

Sacramento,  CA  95801 

(916)  388-2091 

Small  Business  Specialist 
Sharpe  Army  Depot 
Lathrop,  CA  95330 
(209)  466-6071,  Ext.  6617 

Small  Business  Specialist 

Sierra  Army  Depot 

Herlong,  CA  96113 

(916)  827-2111,  Ext.  517 
Colorado 

Small  Business  Specialist 

Pueblo  Army  Depot 

Pueblo,  CO  81001 

(303)  549-4277,  Ext.  713 
Georgia 

Small  Business  Specialist 

Atlanta  Army  Depot 

Forest  Park,  GA  30050 

(404)  363-5411  or  5412 
Illinois 

Small  Business  Specialist 

Savanna  Army  Depot 

Savanna,  IL  61074 

(815)  273-2211,  Ext.  4150 
Kentucky 

Small  Business  Specialist 

Lexington-Blue  Grass  Army  Depot 

Lexington,  KY  40507 

(606)  299-1221,  Ext.  4138 
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New   York 

Small  Business  Specialist 

Seneca  Army  Depot 

Romulus,  NY  14541 

(315)  585-4481,  Ext.  204 
Oregon  -     ■ 

Small  Business  Specialist 

Umatilla  Army  Depot 

Hermiston,  OR  97838 

(503)  567-6421,  Ext.  2311  or  2091 
Pennsylvania 

Small  Business  Specialist  "     ' 

Letterkenny  Army  Depot 

Chambersburg,  PA  17201 

(717)  264-5111,  Ext.  2386 

Small  Business  Specialist 
New  Cumberland  Army  Depot 
P.O.  Box  2947 
Harrisburg,  PA  17105 
(717)  234-4961,  Ext.  2109 

Small  Business  Specialist 

Tobyhanna  Army  Depot 

Tobyhanna,  PA  18466 

(717)  894-8301,  Ext.  7575 
South  Carolina 

Small  Business  Specialist 

Charleston  Army  Depot 

North  Charleston,  SC  29406 

(803)  747-5241,  Ext.  231 
Texas 

Small  Business  Specialist 

Red  River  Army  Depot 

Texarkana,  TX  75501 

(214)  838-2513 
Utah 

Small  Business  Specialist 

Tooele  Army  Depot 

Tooele,  UT  84074 

(801)  882-2550,  Ext.  2694 
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Major  Procurement  Organizations 
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Command 
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Systems 

Command 


Electronic 
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Command 
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Command 


Ships 

Systems 

Command 


Comd  Gen'l 
U.S.  Marine  Corps 


Facilities 

Engineering 

Command 


Supply 

Systems 
Command 


Retail 

Systems 
Office 


Purchasing  & 

Procurement 

Offices 


Navy 

Exchanges 

Commissary 


Inventory 
Control 
Points 


Clubs  &  Other 

Non-Appropriated 

Activities 


Supply 
Centers 
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NAVY 


Headquarters,  Naval  Material  Command 
Small  Business  Specialist 
Chief  of  Naval  Material  '      • 

Headquarters,  Naval  Material  Command 
Crystal  Plaza  #5 
Washington,  DC  20360 
(202)  692-0936  :. 

Naval  Air  Systems  Command 
Small  Business  Specialist 
Naval  Air  Systems  Command        ■-'■'     ' '■' 
Room  150,  Jefferson  Plaza  #1 
Washington,  DC  20360 
(202)  692-0935  or  0936  -^  t-v 

Naval  Electronic  Systems  Command 
Small  Business  Specialist 
Naval  Electronic  Systems  Command 
Room  7W72,  National  Center  #1 
Washington,  DC  20360 
(202)  692-6091 

Naval  Facilities  Engineering  Command 
Small  Business  Specialist 
Naval  Facilities  Engineering  Command 
Hoffman  Building  #2 
Alexandria,  VA  22332 
(202)  325-8550 

Navy  Ordnance  Systems  Command 
Small  Business  Specialist 
Navy  Ordnance  Systems  Command 
Room  5N08,  National  Center  #2 
Washington,  DC  20360 
(202)  692-0246 

Navy  Ships  Systems  Command 
Small  Business  Specialist 
Navy  Ships  Systems  Command 
Room  4E24,  National  Center  #3 
Washington,  DC  20360 
(202)  692-3679  or  3680 
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Naval  Supply  Systems  Command 
Small  Business  Specialist 
Naval  Supply  Systems  Command 
Navy  Department 
Washington,  DC  20369 
(202)  695-5954 

Navy  Resale  System  Office 
Small  Business  Specialist 
Navy  Resale  System  Office 
29th  Street  &  3rd  Avenue 
Brooklyn,  NY  11232 

(212)  788-5000,  Ext.  1476 

Navy  Regional  Procurement  Offices 
Small  Business  Specialist 
Naval  Regional  Procurement  Office 
312  North  Spring  Street 
Los  Angeles,  CA  90053 

(213)  688-2721 

Small  Business  Specialist 

Naval  Regional  Procurement  Office 

Naval  Supply  Center 

Oakland,  CA  94625 

(415)  466-5037 

U.S.  Naval  Supply  Centers 

California 

Small  Business  Specialist 
U.S.  Navy  Supply  Center 
Long  Beach,  CA  90801 
(213)  547-7172 

Small  Business  Specialist 
U.S.  Naval  Supply  Center 
937  North  Harbor  Drive 
San  Diego,  CA  92132 
(714)  235-3312 
Rhode  Island 

Small  Business  Specialist 
U.S.  Navy  Supply  Center 
Naval  Base 
Newport,  RI  02840 
(401)  841-3332 
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South  Carolina 

Small  Business  Specialist  -^       . 

U.S.  Naval  Supply  Center  ' 

Charleston  Naval  Shipyard 

Charleston,  SC  29411 

(803)  743-2880 
Virginia 

Small  Business  Specialist 

U.S.  Navy  Supply  Center 

Norfolk,  VA  23512  '-         •' 

(703)  444-7621 
Washington 

Small  Business  Specialist 

U.S.  Naval  Supply  Center  ^^  '• 

Puget  Sound  , 

Bremerton,  WA  98314 

(206)  478-2922 

MARINE  CORPS 

Headquarters,   U.S.  Marine  Corps 
Small  Business  Specialist 

Headquarters,  U.S.  Marine  Corps  (Code  CSG) 
Washington,  DC  20380 
(202)  694-1939 

Marine  Corps  Supply  Centers 

California 

Small  Business  Specialist 

Marine  Corps  Supply  Center 

Building  236 

Barston,  CA  92312 

(714)  577-6881 
Georgia 

Small  Business  Specialist 

Marine  Corps  Supply  Center 

P.O.  Drawer  18 

Albany,  GA  31704 

(912)  439-5825 
Pennsylvania 

Small  Business  Specialist 

Marine  Corps  Supply  Activity 

1100  South  Broad  Street 

Philadelphia,  PA  19146 

(215)  546-2000,  Ext.  448 
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MANAGEMENT  AIDS 


Thi'SP  loaflots  deal  with  functional  prohlcr 
to  administrative  executives. 


IS  in  small  nianufactuiing'  plants  and  conccntrato  on  subjects  of  interest 


ICl. 
K.2. 


170. 
.173. 

MA. 
.170. 


.]H2. 
183. 


1H7. 
1H8. 
.180. 


How    Trudo    Associations    Help    Small    Business 
How     the     Public     Employment    Service     Helps 

Small  Business 
Getting   Your   Product  on   a   Qualified    Products 

List 
How   to   A  nalyze   ^'oui    Own   Business 
Know    Your   Patenting    Pioccdurrs 
Loan  Sources  in  the  Federal  (jovernment 
Small  Business  Profits  from  Unpatentable  Ideas 
Choosing  the  Legal  Structure  for  Your  Firm 
Rrducmg  ihe   Risks  in  Product  De-velopment 
Analyzing   Your  fost  of  Marketing 
Wi'^hinp   Won't  Get   Profitable   New    Products 
Steps  in  Incorpitrating  a  Business 
Proving  Fidelity  Losses 

Keeping    Machines   and    Operators    Productive 
Publicize    Your   Company   by    Sharing    Informa- 
tion 
Designing     Small      Plants     for     Economy     and 

FleMl)ility 
The  ABC's  of  Borrowing 
Innovation:  How  Much  Is  Enough? 
Is  Your  Cash  Supply  Adequate? 
Financial    Audits:    A    Tool    for    Bettor    Manage- 
ment 
Planning    and    Controlling    Production    for    Effi- 
ciency 
E(Ter[i\  e      Industrial      Advertising      for     Small 

Plants 
Breaking  the  Byrrieis  to  Small   Business   Plan- 
ning 
Guidelines  for  Building  a  New  Plant 
Numerical    Control    for    the    Smaller    Manufac- 
turer 
Expanding  Sales  Through  Franchising 
Preparing   for   New    Management 
Progressive   Automation  of   Production 
Matihliig  the  Applicant  to  the  .T ob 
Checklist    for    Developing    a    Training    Program 
Using   Census    Data    in   Small    Plant    Marketing 
Developing  a  List  of  Prospects 
Should   You   Make  or   Buy  Components? 


190.  Measuring  the  Performance  of  Salesmen 

191.  Delegating  Work  and  Responsibility 

__    192.  Profile    Your   Customers  To   Expand    Industrial 

Sales 

.      191  What  Is  the  Best  Selling  Price? 

191.  Marketing   Planning  Guidelines 

_.    195.  Setting  Pay  for  Your  Management  Jobs 

196.  Tips  on  Selecting  Salesmen 

197.  Pointers  on   Preparing   an   Employee   Handbook 

198.  How  To  Find  a  Likely  Successor 

199.  Expand  Overseas  Sales  With  Commerce  Depart- 
ment Help 

200.  Is  the   Independent  Sales   Agent  for  You? 

201.  Locating  or  Relocating  Your  Business 

_    202.  Discover  and  Use  Your  Public  Library 

203.  Are    Your     Products    and    Channels    Producing 
Sales? 

..  _  204.  Pointers  on  Negotiating  DOD  Contracts 

205.  Pointers  on  Using  Temporary-Help  Services 

.     206.  Keep  Pointed  Toward  Profit 

..    207.  Pointers  on  Scheduling  Production 

208.  Problems    in    Managing    a    Family-Owned    Busi- 
ness 

. 209,  Preventing  Employee  Pilferage 

. ^210.  Records  Retention:   Normal  and   Disaster 

-  -21L  Termination  of  DOD  Contracts  for  the  Govern- 
ment's Convenience 

— 212.  The  Equipment  Replacement  Decision 

213.  Selecting  Employee  Benefit  Plans 

_     214.  The  Metric  System  and  Small  Business 

_     215.  How  To  Prepare  a  Pre-Award  Survey 

..    216.  Finding-  a  New  Product  for  Your  Company 

_._217.  Reducing  Air  Pollution  in  Industry 

218.  Business  Plan  for  Small  :\Ianufn'-turcrs 

21!).  Solid  Wnstc  iMcniagenirnt  in  linlu^trv 

■120.  nasic  Builgels  for  Profit  riniining 

221.  llu.siiic^s  Plnn  for  Small  Constriution  Finns 


To  receive  copies  of  the  available  publications  listed,  check  the  titles  desired,  complete  this  order 
blank  and  return  it  to  the  nearest  SBA  Office.  Your  order  will  be  filled  as  soon  as  possible.  Check  only 
titles  pertinent  to  your  needs. 

To  he  placed  on  a  rej^'ular  mailing  list  so  as  to  rect'ive,  in  the  future,  a  continuation  of  individual 
in  any  of  the  Aid.s  Seri^cs,  a  Mailing  List  Application  may  be  obtained  from  your  nearest  SBA 


copies 


A  idiMpanion  form.  SHA  115  H,  listin^r  "for  sale"  booklets  is  available  from  SBA  OfTices. 


Name 


(Pl'^nso   Print    or  Type) 
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TECHNICAL    AIDS 

These  leaflets  am  intended  for  top  trrhnical  personnel  in  .-  ".all  concerns  or  for  technical  specialists  who  supervise 
that  part  of  the  company's  operations. 


Cut  ('.iriuTs  With  ronvcyors 
F'.iinliT,  on    111  I'Lint   Tni.kini,' 
(■onlri.llini.'    QumIiIv    in    Dif.nsc-    I'roiliulion 
Inspection  on  Defense  Contr;irts  in  Small  Firms 
PEKT/CPM  Management  System  for  the  Small 
Subcontractor 


K7.     Value  Analysis  for  SnKill  Husiness 
00.     WcldinK  and  Flame  CuttinK  Processes  and  Prac- 
tices 

91.  A  Tested  System  for  Achievmc  Quality  Control 

92.  Using   Adhcsives  in  Small   Plants 


SMAM,  MARKETERS  AIDS 

These  leaflets  provide  suggestions  and  management  guidelines  for  small  retail,  wholesale,  and  service  firms. 


_101 
_1()1. 
_in.''.. 


lOS 
.1119, 
_110. 

.111. 
_H2 

^IKl. 
_114. 


Are  You  Kidding  Yourself  About  Your  Profits? 

Chnklist   foi    doing  Into  Husines., 

Are   Your  Salespeople   Missing  Opportunities? 

Checklist    for  Successful    Retail    Advertising 

Pointers   for   Developing   Your  Top   Assistant 

Pre\eMling  Aicideiits  in  Small  Stores 

A   I'm  iiig  Checklist  for  Managers 

FiniliMg  and  Hiring  the  Right  Employees 

Ruilduig  SlH.iig   R.  lati.ins   With   Your  Bank 

liuildmg    Repeat    Retail    Rusiness 

Stimulating  Impulse  Buying  for  Increased  Sales 

Ciintrolling  Cash  in  Small  Retail  and  Service 

Firms 
Interior  Displav  :  A  Way  To  Increase  Sales 
Sales  Potential  and   Market  Shares 
Quality  and  T.iste  as  Sales  Appeals 
Pleasing  Your  Boss.  The  riistomer 
Are    You    Rcadv   for  Fi  aiicliising  ? 
How  To  Select   a   Resident   Buying   Oflice 
Training  the  Technical  Serviernian 
I.ngal    Services    for    Small    Retail    and    Service 

Firms 
Priventing  Retail  Theft 
liiiildiiig  Good  Customer  Rihilions 
Measuriiii;   the   Results  of  Advertising 
Controlling  Inventory  in  Small  Wholesale  Firms 
Stock  Control  for  Small  Stores 
Knowing  Your  Image 
Pointers  on  Display  Lighting 
Airnunting  Services  for  Small  Service   Firms 
Six  Mcthoik  for  Success  in  a  Small  Store 
Building  Customer   Confidence    in   Y'our   Service 

Shop 


-129.  Reducing  Shoplifting  I,osses 

.130.  Analyze  Your  Records  to  Reduce  Costs 

l.il.  Retirement     Plans     for    Self-Employed     Owner- 
Managers 

1.(2.  The   Federal   Wage-Hour  Law   in  Small   Firms 

13.3.  Can   You  Afford   Delivery  Service' 

.131.  Preventing  Buigl.iry  and  Robbery  Loss 

.135.  .Arbitration:    Peace-Maker  in  Small   Business 

136.  Hiring  the  Right  Man 

137.  Outwitting   Bad  Check  Passers 

138.  Sweeping  Profit  Out  the  Bark  Door 

139.  Understanding  Truth-in-Lending 

HO.  Profit  By  Your  Wholesalers'  Services 

141.  Danger  Signals  m  a  Small  Store 

^142.  Steps  in  Meeting   Your  Tax  Obligations 

143.  Factors  in  Considering  a  Shopping  Center  Loca- 
tion 

M4.  Getting  the  Facts  for  Income  Tax   Reporting 

M.S.  Personal  Qualities  Needed  to  Manage  a  Store 

116.  Budgeting  in  a  Smiill  Seivice  Firm 

147.  Sound  Cash  Managem.ent  and  Borrowing 

148.  Insurance  Checklist  for  Small  Business 

149.  Computers  for  Small  Business — Service  Bureau 

or  Time  Sharing? 

._150.  Business  Plan  for  RetaiUirs 

_15L  Prc^"enting  Embezzlement 

ir,2.  Using  a  Traffic  Study  To  Select  a  Retail  Site 

l.S;!.  Business  Plan  for  Small  Ser\ice  Finns 


SMAM.   HUSINESS  BIBLIOGRAPHIES 

(No  mailing  list  for  this  series) 
These  leaflets  furnish  reference  sources  for  individual  types  of  businesses. 


1        Ilan.licraft" 

2-      Home  Businesses 

:l       .'■:clling  bv  M:nl  Order 

9       Marketing   Res,  lurh   I'roc-ilures 
III       Kelailiiig 
12       Sl:ilisli,s      and       M:ips       for       N.ilioniil       Market 

AomKms 
1.3.      National  Directories  for  Use  in  Marketing 
I  I      The  Nurseiv  Business 

K>       RMordke.piiig  Systems    -Small  Store  and  Serv- 
ic-  Trade 


17  R.stouiants  .iiul  (  atcring 

18.  Basic  Library  Reference  Sources 

20.  Advertising -Retail  Store 

21.  Variety  Stores 
24.  Food   Stores 

27.  Siiliurlian  Shopping   Centers 

29.  Natioii.il  Mailing  List  Houses 

30.  Voluntary  and  Cooperative  Food  Chains 

31.  Retail  Credit  and  Collections 
33.  Drugstores 


234  Publications 


SMALL  nUSINESS   1}IBM0C>!APHIES   (Continued) 


niiyuiir  fnr  Retail  Stores  —  5G.     Tiaininc:  Commercial  Salesmen 

Miibile  llnnus  and  I'aiks  _  _  S8.     Automation  for  Small  Omces 


Ho.^kstor 


Painting   and    Wall    DceoratinR 


Job  I'rinliiijr  Shop  .       r.l.  rholoiriaphic  Dealers  and  Studios 

Men's  and  Hoys'  Wear  Stores  C,:,.  K-al  tstale  Business 

W.>odiw)rkini,-  Shops  _      c.c.  Motels 

Soft  Frozen  Dessert  Stands  _       ,,7  Manufacturers'  Sales  Representative 

Hu.n.ture  Ueta.lmE  ,;s.  Discount  RetailinR 

Ap,|:irrl  and  Accessories  for  Women.  M.sses.&  ^,9.  Machine  Shop-Job  Type 

T,nekl„'"R"an,i   Cartafre  "  H  j;''"",""';'  M"''"''*:^'"''"' 

St. . re  ArranRenieiU  and  Display  "         ''■  'ct^Hl   Horist 

1,    .,      „,  --    '■>■  ln\cntory  Management 

llol.by  Shops  7(-,  ,,(,(  Shops 

Wholesaling 
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MAY   1974 


FORSALE  BOOKLETS 


The   managpment  assistance  booklets  on  this  list  are  published  by  the  Small  Business  Administration  and  are 
sold  by  the  Superintendent  of  Documents,  not  by  the  Smalt  Business  Administration. 


HOW  TO  ORDER  from  the  SUPERINTENDKNT  OF  POCUMENTS  :  Complete  the  order  blank  on  page  4. 
Send  it  with  your  cliecU,  money  order,  or  Documents  coupons  to  (he  Superintendent  of  Documents.  Govern- 
ment Trinting  Office,  \\'ashington,  D.C.  20402.  Make  elieck  or  money  order  payable  to  the  Superintendent  of 
l>m\imerits.  Do  not  send  postage  stamps  or  casli.  These  booklets  are  NOT  SOLD  by  the  Small  Business 
Administration.  Foreign  remittances  should  be  made  either  by  international  money  order  or  draft  on  an 
American  bank    Prices  subject  to  change  without  notice. 


SMALL  BUSINESS  MANAGEMENT  SERIES 

The  booklets  in  this  series  provide  discussions  of  special  management  problems  in  small  companies. 


An  Employee  Suggestion  System  for  Small  Companies 

Explains  the  basic  principles  for  starting  and  operating  a  sug- 
gestion system.  It  also  warns  of  various  pitfalls  and  gives  ex- 
amples of  suggestions  submitted  by  employees  through  company 
suggestion  systems. 


Catalog  No. 

SBA  1.12:1 


Human  Relations  in  Small  Business _ _ SBA   1.12:3 

Discusses  human  relations  as  the  subject  involves  finding  and 
selecting  employees,  developing  them,  and  motivating  them. 

Improving  Material  Handling  in  Small  Business SBA   1.12:4 

A  discussinn  of  the  basics  of  the  material  handling  function,  the 
method  of  laying  out  workplaces,  and  other  factors  to  setting  up 
an  efficient  system. 

Better  Communications  in  Small  Business _ SBA  1.12:7 

Designed  to  help  smaller  manufacturers  help  themselves  in 
winning  cooperation  by  means  of  more  skillful  commu;iications. 
It  also  seeks  to  explain  how  the  controlling  of  communications 
within  the  firm  can  improve  operating  efficiency  and  competetive 
strength. 


Cost  Accounting  for  Small  Manufacturers 

Stresses  the  importance  of  determining  and  recording  costs 
accurately.  Designed  for  small  manufacturers  and  their 
accountants.  Diagrams,  flow  charts,  and  illustrations  are  in- 
cluded to  make  the  material  easier  to  use. 


SBA   1.12:9 


The  Small  Manufacturer  and  His  Specialized  Staff 

Stresses  the  necessity  of  building  a  competent  staff  through  the 
use  of  staff  specialist  and  outside  professional  advisers  so  that 
the  small  husincssman  can  be  relieved  of  routine  work  aa  the 
business  jirospcrs. 


Handbook  of  Small  Business  Finance 

Written  fur  the  small  businessman  who  wants  to  improve  his 
(innncial-inaniigcnicnt  skills.  Indicates  the  major  area.'*  of  linan- 
cIhI  niunageincnl  and  describes  a  few  of  the  many  techniques 
that  can  help  the  small  businessman  understand  and  apply 
results  of  his  past  decisions  to  those  of  the  future. 


SBA    1.12:15 
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Catalog  No.  Pagti  Price 

Heillh  Maintenance  Profrims  for  Small  Business SBA   1.12:16  64  70 

Discusses  huw  smaller  firms  with  limited  funds  can  set  up  health 
programs  to  keep  losses  due  to  employee  siekness  and  accidents 
as  low  as  possible. 

New  Product  Introduction  for  Small  Business  Owners.    _. .-   SBA   1.12:17  69  .90 

Provides  basic  information  which  will  help  the  owners  of  small 
businesses  to  understand  better  what  is  involved  in  placing  a  new 
or  improved  product  on  the  market. 

-  Technology  and  Your  New  Products.. SBA   1.12:19  61  .75 

Designed  to  inform  the  small  businessman  about  the  benefits  of 
technology.  For  example,  he  can  use  technology  to  improve  a 
product,  to  diversify  a  product  line,  and  to  reduce  costs. 

Ratio  Analysis  for  Small  Business SBA   1.12:20  65  .70 

Ratio  analysis  is  the  process  of  determining  the  relationships 
between  certain  financial  or  operating  data  of  a  business  to 
provide  a  basis  for  managerial  control.  The  i>urposc  of  the 
booklet  is  to  hclii  the  r  wner/nianagcr  in  detecting  favorable  or 
unfavorable  trends  in  his  business.  •   .     . 

Profitable  Small  Plant  Layout --    SBA   1.12:21  48  .6r> 

Help  for  the  small  business  owner  wlio  is  in  the  predicaineiU  (if 
rising  costs  on  finished  goods,  decreasing  ueL  i)rofits,  and  lowered 
production  because  of  the  lack  of  economical  and  orderly  move- 
ment of  production  materials  from  one  process  to  another 
throughout  the  shop. 

■  Guides  for  Profit  Planning SBA  1.12:25  62  .70 

Guides  for  computing  and  using  the  break-even  point,  the  level 
of  gross  profit,  and  the  rate  of  return  on  investment-  Designed 
for  readers  who  have  no  specialized  training  in  accounting  and 
economics. 

Profitable  Community  Relations  for  Small  Business SBA   1.12:27  36  .55 

Practical  inforniatiun  en  how  tn  build  and  maintain  sound 
community  relations  by  participation  in  communit}'  affairs. 

Management  Audit  for  Small  Manufacturers SBA   1.12:29  58  .65 

A  scries  of  questions  which  will  indicate  whether  the  owner- 
manager  of  a  small  manufacturing  plant  is  planning,  organizing, 
directing,  and  coordinating  his  business  activities  efficiently. 

Insurance  and  Risk  Management  for  Small  Business SBA   1.12:30  72  .80 

A  discussion  of  what  insurance  is,  the  necessity  of  obtaining 
professional  advice  on  buying  insurance,  and  the  main  types  of 
insurance  a  small  business  may  need. 

Management  Audit  for  Small  Retailers SBA   1.12:31  50  .65 

Designed  to  meet  the  needs  of  the  owner-manager  of  a  small 
retail  enterprise.  The  approach  is  the  same  as  that  in  SBMS 
No.  29 — a  do-it-yourself  technique.  That  is,  149  questions 
guide  the  owner-manager  in  an  examination  of  himself  and  his 
business  operation. 

Financial  Recordkeeping  for  Small  Stores.. SBA   1.12:32  131  130 

Written  primarily  for  the  small  store  owner  or  prospective  owner 
whose  business  doesn't  justify  hiring  a  trained,  full-time  book- 
keeper. 

■  Small  Store   Planning   for  Growth SBA   1.12:33  99  1.35 

A  discussifjn  of  the  nature  of  growth,  the  management  skills 
needed,  and  some  techniques  for  use  in  promoting  growth.  In- 
cluded is  a  considcralion  of  merclmndising,  advertising  and 
displ.'iy,  nnd  checklists  for  increases,  in  transactions  and  gross 
nmrgiti=;. 

Selecting  Advertising  Media— A  Guide  for  Small  Business SBA    1.12:34  120  1.40 

Intended  to  aid  the  small  businessman  in  deciding  which  medium 
to  select  for  making  his  product,  service,  or  store  known  to  po- 
tential customers  and  how  to  make  the  most  use  of  his  advertising 
money. 
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Franchise    Index/Profile - SBA  1.12:35  56 

Presents  an  evaluation  process  that  may  be  uscH  to  investi- 
gate franchise  opportunities.  The  Index  tells  what,  to  look  for 
in  a  franchise.  The  Profile  is  a  worksheet  for  listing  the  data. 


STARTING  AND  MANAGING  SERIES 

This  series  is  designed  to  help  the  small  entrepreneur  in  his  effort  "to  look  before  he  leaps"  into  a  business.  The 
first  volume  in  the  series — Starting  and  Managing  a  Small  liusincss  of  Your  Ovn — deals  with  the  subject  in  general 
terms.  Each  of  the  other  volumes  deals  with  one  type  of  business  in  detail,  and  their  titles  are  designed  to  inform  of 
their  contents.  Available  titles  are  listed  below. 

Calaloc  No.  Pages  Prirt 

Starting  and  Managing  a  Small  Business  of  Your  Own SBA  1.15:1  5)7  $1.05 

Starling  and  Managing  a  Service  Station  ._ SBA  1.15:3  80  .70 

Starling  and  Managing  a  Small  Bookkeeping  Service. _.    SBA  1.15:4  64  .75 

Starting  and  Managing  a  Small  Building  Business SBA  1.15:5  102  .7.S 

Starling  and  Managing  a  Small  Restaurant SBA  1.15:9  116  1.20 

Starling  and  Managing  a  Small  Retail  Hardware  Store SBA  1.15:10  73  .90 

Starling  and  Managing  a  Small   Retail   Drugstore SBA  1.15:11  103  1.2'> 

Starting  and  Managing  a  Small   Dry   (leaning  Business SBA  1.15:12  80  .70 

Starling  and  Managing  a  Small  Automatic  Vending  Business SBA  1.15:13  70  .7.'i 

~  Starling  and  Managing  a  Car  wash SBA  1.15:14  76  .90 

Starting  and  Managing  a  Swap  Shop  or  Consignment  Sale  Shop SBA  1.15:15  78  .Bf) 

Starting  and  Managing  a  Small  Shoe  Service  Shop SBA  1.15:16  86  1.00 

Starling  and  Managing  a  Small  Retail  Camera  Shop SBA  1.15:17  86  .80 

Starling  and  Managing  a  Retail   Flower  Shop SBA  1.15:18  121  1.20 

Starting  and  Managing  a  Pet  Shop  .      SBAl. 15:19  4fl  .60 

Starling  and  Managing  a  Small  Retail   Music  Store. SliA  1.15:20  pj  1.30 

Starting  and  Managing  a  Small   Retail  Jewelry  Store SBA  1.15:21  7s  .90 

Starting  and  Managing  an  Employment  Agency  _ SBA  1.15:22  ng  ].3o 

Starling  and  Managing  a  Small  Drive-In  Restaurant SBA  1.15:23  55  ^75 


SMALL  BUSINESS  RESEARCH  SERIES 

Caialog  No.  Pa^ei  Price 

Cash  Planning  in  Small  Manufacturing  Companies SBA   1.20:1  276  $2.25 

This  bodk  repfirts  on  research  that  was  done  f»n  cash  planning 
for  the  small  manufacturer.  It  is  designed  fnr  owners  and 
managers  of  small  firms  and  the  specialists  who  study  and  aid 
small  businesses. 

— The  First  Two  Years:  Problemaof  Small  Firm  Growth  and  Survival..   SBA   1.20:2  233  2.40 

Thi';  discii>>ion  is  lia-scd  on  (he  detailed  ob.scrvation  of  81  small 
retail  and  scr\  ice  firms  o\  or  a  2-\ear  period.  The  ojierations  of 
each  enterprise  were  systematically  foHnwed  from  the  time  of 
launching  through  the  end  of  the  second  year. 

Interbusiness  Financing:  The  Economic  Implications  for  Small  Busi-     SBA   1.20:3  157  1.50 

ness. 

Interbusiness  financing  can  be  generally-  defined  as  the  financial 
help  that  one  independent  business  gives  another  without  going 
through  conventional  sources  such  as  banks  and  finance  com- 
panies. This  bncklet  tries  tn  bring  into  focus  the  various  methods 
used  for  this  particular  kind  of  a.ssistancc. 

Personality  and  Success:  An  Evaluation  of  Personal  CharaclcrielicB     SBA    1.20:4  84  l.O.'i 

of  Successful  Small  Business  Managers. 

One  of  the  injij.T  KnaU  of  Uir  stndv  rrporlc.l  in  this  honk  was  in 
determine  those  personality  traits  of  a  successful  business  man- 
ager which  cimtriljuted  mca.surably  to  the  success  of  his  enterprise. 
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SMALL  BUSINESS  MANAGEMENT  SERIES 


SBA  1.  12:1  _ 
SBA  1.  12:3  _ 
SBA  1.  12:4  _ 
SBA  I.  12:7  _ 
SBA  1.  12:9  _ 
SBA  1.  12:13_ 
SBA  1.  12:15- 
SBA  1.  12:16- 
SBA  I.  12:17- 
SBA  L  12:19- 


_$0.40 

_  .60 

^  .70 

_  .6.-. 

„  1.60 

_  .65 

_  .95 

_  .70 

_  .90 

-  .75 


SBA  1.  12:20- 
SBA  1.  12:21- 
SBA  1.  12:25- 
SBA  1.  12:27- 
SBA  1.  12:29- 
SBA  1.  12:30_ 
SBA  1.  12:31- 
SBA  1.  12:32- 
SBA  1.  12:33- 
SBA  L  12:34- 
SBA  1.  12:35_ 


.$0.70 

_  .6.-. 

^  .70 

-  .55 
_  .65 

-  .80 

-  .65 

-  1.30 

-  1.35 

-  1.40 

-  .65 


SMALL  BUSINESS  RESEARCH  SERIES 


SBA   1.  20:1  $2.25 

SBA   1.  20:2  2.40 


NONSERIES  PUBLICATIONS 


SBA  1.  19:EX7/971 
SBA  1.13/3:972 
SBA   1.2:M31/11 


$1.30 
2.35 


SBA    1.  20:3 
SBA   1.  20:4 


SBA   1.2:B98 
SBA    I.  2:M31/14 


$1.50 
1.05 


$1.25 
1.85 


STARTING  AND  MANAGING  SERIES 


SBA 

.  15:1 

$1.05 

SBA 

.  15:10 

$0.90 

SBA 

.  15:15 

$0.95 

SBA 

.  15:20 

.$l..1fl 

SBA 

.  15:3  

.70 

SBA 

.  15:11 

1.25 

SBA 

.  15:16 

1.00 

SBA 
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_     .90 

SBA 
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.75 

SBA 

.  15:12 

.70 

SBA 

.  15:17 

.80 

SBA 

.  15:22 

.    1.30 

SBA 

.  15:5  

.75 

SBA 

.  15:13 

.75 

SBA 

.  15:18 

1.20 

SBA 

,  15:23 

.      .75 

SBA 

I.  15:9  

1.20 

SBA 

1.  15:14 

.90 

SBA 

1.  15:19__ 

.60 

Please  place  the  name  shown  below  on  mailing  list  N-222 
to   receive   notifications   of   new   SBA   for-sale    publications. 


Name 

Street  address 

City  and  State ZIP  Code. 


Prices  subject  to  change  without  notice.  A  25-pereent  discount 
is  given  for  quantities  of  100  or  more  of  the  same  pubheation 
to  a  single  address.  For  foreign  mailings,  please  add  25  percent 
to  prices  shown  above. 

The  publications  listed  above  may  also  be  purchased  from  U.S. 
Department  of  Cnmmcrec  field  nfTices.  If  one  is  located  in  your 
eily,  consult  your  telephone  directory  for  the  address. 

Supplies  of  some  publications  are  limited.  To  insure  avail- 
ability of  publications  desired,  please  return  this  order  form 
promptly. 
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NONSERIES  PUBLICATIONS 


Cuiatog  No.  Ptget  Prict 

Export  Marketing  for  Smaller  Firms SBA   1.19:EX7/971  134  1.30 

A  manual  for  owner-managers  of  smaller  firms  who  seek  sales 
in  foreign  maricets. 

U.S.  Government  Purchasing  and  Sales  Directory SBA  1.13/3:172  i$9  2.35 

A  directory  for  businesses  that  are  interested  in  selling  to  the 
U.S.  Government.  Lists  the  purchasing  needs  of  various  Agencies. 

Managing  for  Profits ._ sBA   1.2:M31/11  170  1.60 

Ten  chapters  on  various  aspects  of  small  business  management, 
for  example,  marketing,  production,  and  credit. 

Buying  and  Selling  a  Small  Business SBA   1.2:B98  122  1.25 

Deals  with  the  problems  that  confront  buyers  and  sellers  of 
small  businesses.  Discusses  the  buy-sell  transaction,  sources  of 
information  for  buyer-seller  decision,  the  buy-sell  process,  using 
financial  statements  in  the  buy-sell  transaction,  and  analyzing 
the  market  position  of  the  company. 

Strengthening  Small  Business  Management.    SBA   1.2:M3I/U  168  1.85 

Twenty-one  chapters  on  small  business  management.  This 
collection  reflects  the  experience  which  the  author  gained  in  a  life 
time  of  work  with  the  small  business  community. 


A  Companion  Form,  SBA-115A,  Lists  Current  Free  Publications  and  Is  Available  Without  Charge  From  SBA's 
Washington  and  Field  Offices. 


COPIES  OF  ACTION-RELATED  FORMS 


Sheltered  Workshop  Inventory 

Sample  Letter  of  Transmittal  for  Legal  EligibiHty 

Research  Data  Form  to  Workshop 

Request  for  Assignment  (Form  100) 

Assignment  Notice 

Material  List  (Form  104) 

Estimated  Cost  Breakdown  (Form  105) 

Service  Material  Estimate  (Form  106) 

Estimated  Cost  Breakdown  (Form  107)      .. 

Shop  Labor  Estimate  (Form  108) 

Tooling  Estimate  (Form  109) 

Service  Labor  Estimate  (Form  110) 

Contractual  Agreement 

Initial     Certification     --     Workshop     Employing     Other 

Severely  Handicapped  Under  PubUc  Law  92-28 

Contractor's  Report  of  Orders  Received  and  Shipments 

Made 

Contract  Status  Record 

Annual     Certification     --     Workshop     Employing     Other 

Severely  Handicapped  Under  Public  Law  92-28 

Sample  Request  Letter  for  Publication  of  Intent 

CNA    Letter    to    Procuring    Activity    Requesting    Price 

History  Information  -  Commodity 

CNA    Letter    to    Procuring    Activity    Requesting    Price 

History  Information  -  Service 

Base  Price  Determination  (Form  FMP-5) 

Average  Bid  Worksheet  (Form  FMP-6) 

Cost  Breakdown  (Form  FMP-3) 

Justification  for  Adding  Commodity  to  Procurement  List 

Justification  for  Adding  Service  to  Procurement  List 

Bidder's  Mailing  List  Application 

Plant  Facilities  Report 
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fl.y/H,        fim,^ NATIONAL  INDUSTRIES  FOR  THE 
III      hi  i^  SEVERELY  HANDICAPPED.  INC 

lmjE,i:::: 

mil  '§'■■-'■: - 

mim 


inoi  1  r.s  I  ni , 


SHELTERED  WORKSHOP  INVENTORY 


Date  Submitted: 


Facility  Name: Chief  Executive: 

Title: 

Address: Respondant : 

Zip Title:   ~ 

Telephone : 
Incorporation  Date: 


The  following  information  is  submitted  for  consideration  of  our  workshop  for  participation 
in  the  Wagner-O'Day  Program  of  Government  purchase  of  commodities  and  services  from  qualified 

workshops.   Please  list  as  much  information  as  possible.  Use  the  back  of  these  sheets  if 
necessary  to  explain  additional  information. 

I.   Summary  of  Annual  Operation  Income 
(Most  recent  fiscal  year) 

Prime  Manufacturing  $ 

Customer  Service  Work  $                         ~ 

Retail  Sale  6  Salvage  $  HHHZZZIZIZi^I^^^ZZZ 

Industrial  Subcontract  $ 

Rehabilitation  Fees  $ 

Federal,  State,  County  Grants  $ 

Other  (Explain) $ 


Total 

II .   Resources 

A.   Buildings: 

.  Construction  Type: 


Building : 


Building  Design: 


(check  one) 

Brick 

Cement 

Block 

Pre 

Form  Wall 

Wood 

Metal 

One 

Floor 

Two 

Floor 
Other 

Industrial 

No. 

Commercial 

No. 

Converted  Church, 

No. 

School,  etc. 

Other  (describe) 

No. 
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II.   Resources  (continued) 

.  Electrical  power  supply  capacity  (check  those  which  apply) : 

110  volt  wiring  

,      ■•  220  volt  single  phase 

220  volt  three  phase  \ 

440  volt  wiring  

.  Building  is  in  compliance  with  O.S.Il.A.  Standards.     Yes 

No  

.  Has  it  been  inspected  by  an  O.S.H.A.  officer?         Yes  

No  

B.   Equipment   (Describe  on  back) 

.  Please  list  wliat  equipment  you  have  on  hand,  including  machining  and 
transportation. 


C.   Personnel 


List  the  number  of  staff  (or  fraction  thereof)  employed  in  each  job 
category.   Do  not  record  staff  time  sp>ent  in  these  operations. 


Position 


Administration 

Accounting 

Purchasing 

Marketing 

Cost  Estimating 

Contract  Procurement 

Operations  Supervisor 

Production  Control 

Industrial  Engineering 

Inspection/Quality  Control_ 

Line  Supervision 

Other  (specify) 
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R 

SS 
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0 
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D 

0 

R 

SS 

B 

T 
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0 
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D 

0 
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SS 
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D 

0 

R 

SS 

B 

T 

D 

0 

R 

SS 

B 

T 

D 

0 

R:   Rehabilitation;   SS:   Social  Service;   B:   Business;   I:   Industrial; 
T:   Teaching;  and  D:   Degreed,  no  other  experience;   0:   Other,  to  he 
specified. 

.  List  the  number  of  handicapped  client/employees  on  tlie  payroll  for 

the  most  recent  payroll  period  (beginning ending 

)• 

a.  Total    (actual  

b.  No.    on  waiting   list  

c.  Total    (potential)    (a+b)      
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II.   Resources  (continued) 
D.   Capital  Resources 

1.  Funds  on  hand  for  investment  in  raw  materials,  equipment, 
staff,  etc. 

2.  Estimated  available  funds  through  loans  and/or  grants  in 
immediate  future  (3  to  6  months) . 

3.  Total  estimated  capital  resources  (1  +  2) 
III.   Space  Allocation 

Type  of  Operation: 

.  Industrial  Operations 

.  Storage  §  Warehousing 

.  Retail  Sales  Area 

.  Administration  f,  Business  Services 

.  Rehabilitation  Services 

.  Supportive  Services  (lunch,  recreation) 

.  Other  (explain) 


Approximate  Sq.  Feet 


IV.   Industrial  Work  Performed  Over  Past  Two  Years 

Description : 

SUBCONTRACT  WORK: 

Packaging  f,  Hand  Assembly  (Describe  on  Back) 

Automated  Assembly 

Industrial  Sewing 

Other  Machine  Operations  (Describe  on  Back) 

Other  Processing  (Describe  on  Back) 

PRIME  MANUFACTURING: 

.  Metal  Fabrication  (Describe  on  back) 

.  Wood  Products  (Describe  on  back) 

.  Textile  Products  (Describe  on  back) 

.  Plastic   (Describe  on  back) 

.  Other  Manufacturing 
(Explain) 


Estimated  Annual  Volume 


SERVICES: 

.  Building  Maintenance  6  Janitorial 

.  Lawn  and  Grounds  Maintenance 

.  Mail  Services,  Collating 

.  Printing 

.  Data  Processing 

.  Equipment  Repair 

.  Furniture  Reconditioning 

.  Other  (Explain)   


RETAIL  SALE  5  SALVAGE: 
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SAMPLE 

LETTER  OF  TRANSMITTAL 

FOR  LEGAL  ELIGIBILITY 


Enclosed  are  documents  designed  to  qualify     (name  of  workshop) 
for  participation  in  the  Wagner-O'Day  Program.   All  documents  are 
currently  in  effect. 

It  is  our  desire  to  have  our  workshop  certified  by  the  President's 
Committee  at  the  earliest  possible  date.   Your  cooperation  and 
assistance  toward  this  goal  will  be  greatly  appreciated. 

r-  Respectfully, 


(Officer  of  the  corporation, 
NOT  the  executive) 


Enclosures:   Articles  of  Incorporation 
Constitution  and  Bylaws 
IRS  Tax  Exemption  Letter 
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V .   Sources  of  Supply  of  Industrial  Contract  Work 

List  the  industries  providing  significant  amounts  of  contract  work  (10%  or  more) 
and  the  related  jobs  for  each. 


VI .   Department  of  Labor  Certification 

Due  to  the  t^-pe  of  work  we  perform,  we  are  covered  by: 

.  Fair  Labor  Standards  Act 

.  Public  Contracts  Act 

.  Service  Contract  Act 

.  None  of  the  above 


We  hold  certificates  for: 

.  Work  Activity  Center 

.  Regular  Workshop 

.  Neither  of  the  above 


Number  of  client-employees  working  under  each  certificate: 

.  Work  Activity 
.  Regular  Workshop 
.  Individual  Rate 


VII.   Is  your  shop  presently  undergoing  reconstruction,  remodeling  or  other  major  transition 
which  will  significantly  alter  the  information  contained  in  this  inventory? 

Yes  No 

If  yes,  when  will  the  above  be  completed?  1-6  mos. 

6-12  mos. 
12-18  mos.   2IIIZI 
18-24   mos.   

VIII.   FEDERAL  CONTRACTS 

If  your  facility  currently  has  a  contract  with  the  Federal  Government  for  providing 
commodities  or  services,  such  contract  can  be  permanently  assigned  to  your  facility, 
eliminating  any  need  for  rebidding  in  the  future.   NIB  and  FPI  have  agreed  to  waive' 
priority  on  any  such  contract,  thus  permitting  clearance  and  assignment  to  your 
facility,  through  NISII.   Requests  for  permanent  assignment  (placement  on  Pcdcral 
Procurement  List)  should  be  submitted  as  soon  as  possible.   Requests  should  be 
accompanied  by  federal  stock  number  and  name  of  commodity  and  description  of  service, 
location  and  procuring  activity  identification.   Contract  expiration  data  and  price 
information  should  also  be  included. 
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RESEARCH  DATA  FORM  TO  WORKSHOP 
National  Industries  for  the  Severely   Handicapped,  Inc. 

4350  EAST  WEST  HIGHWAY 

SUITE  Mi^  ////  .     .  

WASHINC3TON.  D.  C.  20014 


Telephone  (301)  654-0115 


Enclosed  please  find  the  specif ication(s)  for  item(s) 


NSN  Unit  Quantity  Price/Unit 


Please  review  the  specification(s)  and  make  a  preliminary  decision  whether 
you  wish  to  pursue  or  reject  production  of  this  item(s) .   Please  notify  us 
in  writing  of  your  decision  indicating  reasons  leading  to  that  decision 
within  45  days  or  the  itemCs)  will  be  given  to  another  workshop  for  study. 
If  you  reject  the  iteni(s),  please  return  the  specification(s)  to  us. 


Sincerely  yours. 


Enclosures 

Spec.  " 


Cat.  Desc. 
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REQUEST  FOR  ASSIGNNENT 


Workshop  Name: 


Addrcsf. : 


Person  Submitting: 
Date: 


Title 

Previously  certified  thru:   JOC      lARF 


NARC 


GOODWILL_ 

NESS       NONE 


UCP 


We  request  assignment  of  the  following  for  our  development: 

COMMODITIES      Name  *NSN  Procuring  Activity(if  available) 


SERVICES Description 


Procuring  Activity 


Federal  Rogion(s) 


We  have  explored  provision  of  this  service(s)  with  the  procuring  activity  and  procuring  activity 
is  agreeable  to  contract.  Yes  No 

ASSIGNMENT  JUSTIFICATION 

Please  explain  why  you  believe  you  can  produce  the  above  commodities  and/or  services;  discuss 
your  consideration  of  the  following  factors: 

Manpower-Availability  6  Training:  


Equipment  Requirements: 


Raw  Material  Resources: 


Finances  for  Capital  Investment: 


We  have  manufactured  this  commodity (ies)  and/or  provided  this  service (s)  in  the  past. 
Yes     Months  Ago     No 


We  are  the  current  contractors. 


Yes 
No 


Contract  ID# 


*If  the  NSN  (formerly  the  FSN)  does  not  exist,  attach  a  separate  sheet  describing  in  detail  the 
function  and  composition  of  the  commodity. 


NISH  100 


08/74 
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Page  2 


r-.nclosed  arc  two  packets  of  materials.   Attachment  1  contains  the  forms 
referenced  above.   Attachment  2  contains  the  additional  specifications 
required  to  complete  the  package  against  which  you  should  identify  mate- 
rial and  equipment  requirements,  production  processes,  and  costs. 

If  you  have  any  questions,  please  contact  us. 

Sincerely  yours. 


A^a^xju^.  ^M^^^ 


Constance  J.  Shook 
Resource  Development  Specialist 
CJS: sa 

Enclosures  (2) 
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ASSIGNMENT  NOTICO 


This  letter  is  your  notification  that  the  following  action  lias  resulted 
pursuant  to  your  request  for  the  following  items  to  research  and  develop. 

Item  NSN  Actio?)  Date 


As  a  result  of  tlic  clearance  actionfs),  you  are  now  instructed  to  pursue 
detailed  research  and  development  of  tliis  itcm(s)  for  manufacture.   You 
have  rn  wliich  to  identify  raw  material  suppliers, 

equipment  sources,  and  production  set-up  requirements. 

At  the  completion  of  this  ,  form  104,  Material 

List,  must  be  returned  to  tliis  office  witli  the  necessary  information 
pertaining  to  the  commodity.   Please  attach  a  narrative  description  of 
your  proposed  production  sot-up  and  processes.   Your  materials  identi- 
fication due  date  is 

Huring  tlic  sulisequent  ,  detailed  costing  shall  be 

formulated  and  production  processes  finalized.   At  tlie  completion  of 
this  period  (six  (6)  months  after  assignment  date),  form  105,  F-stimated 
(lost  Breakdown,  shall  lie  submitted  to  This  office  with  all  cost  cate- 
gories completed  and  backup  data  available  on  call.   Your  cost  deter-' 
mination  due  date  is 

If  you  re(|u  i  re  technical  assistance  during  any  phase  of  youi-  ilevelop- 
mental  activities  or  determine  after  in-dcjith  rcscarcli  that  you  cannot 
produce  this  item,  contact  this  office  immediately. 
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MATLIIIAL    LIST 


ITEM: 

NSN: 

DATE: 

PART  NUMBER 
AND/OR  DESCRIPTION 

(a) 
()TY.  REQ. 
PER  UNIT 

(b) 
PART 
COST 

(c) 
UNIT 
COST 

COST 

SOURCE 

CODE 

REMARKS 

a  X  b 

=  c 

(d)  =  Total  This  Pa^e 

CODE  LEGEND 

(e)  =  Total  Previous  PaRe(s) 

d  +  !■ 

=  F 

(C)  =  Total  ThrouRh  This  PaRe 

1 

Catalog 
Estimated 

(r)  =  Total  Unit  Costs 

2 

g  X  h 

=  i 

(h)  =  No.  of  Units  Per  System 

3 

Similar 

(i)  =  Total  Systems  Cost 

4 

Cost  File 

=  k 

(i)  =  Number  of  Systems 

5 

Phone-Quote 

1  X  J 

(k)  =  Total  Systems  Cost 

6 

1  Letter-Quote  | 

NISH   104 
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ESTIMATED  COST  BREAKDOWN 


ITEM: 


UIJ7T   OF   MEASURE: 


QTY.  : 


DESCRIPTION 

CURRENT 
COST 

PROPOSED 
COST 

Z 
CHANGE 

H 
en 
O 

CJ 

< 

cr: 

H 

Raw  Materials  or  Supplies 

Purchased  Parts 

Subcontracted 

Packing 

Scrap  %  or  Actual 

Other  (Specify) 

Material  Sub  Total 

Losses,   Errors  &  Defects  @ 

% 

TOTAL  MATERIAL  COSTS: 

O  tJ 

Manufacturing 

[      HRS) 

Packaging 

'      HRS) 

Other  (Specify) 

;      IIRS) 

Direct  Labor  Sub  Total 

HRS) 

Rework  (?    % 

HRS) 

TOTAL  DIRECT  LABOR  COST: 

HRS) 

H 
U 

c  c: 
ca  ^ 
<  a 
J  z 

Inspection 

HRS) 

Testing                   ( 

HRS) 

Travel 

Supervision 

Otlier  (Specify) 

V, 

TOTAL  INDIRECT  LABOR  COST:  ( 

HRS) 

:i:  cri 
H  o 
o  o 

Tool ing 

Equipment 

Other  (Specify) 

TOTAL  OTHER  COSTS: 

Tdl 

AL  MAT|;R[AL,  labor  &  ()ni|-.R: 

2  C 
□3 

Ma  L  e  r  i  n I 

'' 

Ovcrliead 

% 

Other  (Specify) 

% 

TOTAL  BURDEN  COSTS: 

KJ'l 

AL  MANUFACTURING  COSTS: 

BASE  COST  (-  MECR  COST  BY  .96) 
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ESTIMATED  CnS T  BREAKDOWN 


PROCURING  ACTIVITY: 
PRICES  PER  ANNUM: 


SERVICE  UNIT: 

ANTICIPATED  FREQUENCY: 


►J 
< 

1.0  V. 
H  O 

Raw  Materials  or  Supplies 

Purchased  Items 

Other  (Specify) 

Material  Sub-Total 

Losses  @       % 

Total  Material 

O 
< 

H 
O 
UJ 

Pi 

Q 

- 

Rework  (3 % 

Direct  Labor  Sub-Total 

Fringe  Benefits  @  % 

Total  Direct  Labor 

H 

u  k: 
u  o 
Pi  oa 

Travel 

Supervision 

Total  Indirect  Labor 

Pi  CO 

U  H 

P  o 

o  t_> 

Tooling  &  Equipment 

Transportation 



Total  Other  Costs 

TOTAL  MATERIAL,  LABOR  &  OTHER: 

Z  00 

3  O 
CO 

Total  Burden  Cost 

TOTAL  COSTS 

BASE  COST  (t  TOTAL  COST  BY  .96) 

Remarks : 
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SI-RVICH  MATlilUAL  ESTIMATE 


Materials 

Material 
Base 

Frequency 

Unit  of 

Measurement 

Material 
Cost 

Estimated 

Material 

Cost 

Total 

Remarks 

Totals 

ISH  106 
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SHOP  LABOR  ESTIMATE 


NSN: 

DESCRIPTION: 

QUANTITY: 

SET-UP  HOURS: 
(x)  NO.  OF  SET-UPS 
(=)  TOTAL  HOURS: 
(x)  SET-UP  $  RATE: 
(=)  TOTAL  DOLLARS: 
(^)  QUANTITY: 
(=)  UNIT  SET-UP 

RUN  HOURS:  NORM. 
(x)  QTY.  FACTOR 
(=)  EST.  RUN  HOURS 
(x)  HOURLY  RATE: 
(=)  UNIT  RUN  COST 

PACKING  HOURS: 
(x)  HOURLY  RATE 
(=)  UNIT  PACK 

OTHER  LABOR: 
(x)  HOURLY  RATE 
(=)  UNIT  OTHER: 

TOTAL  $  RATE 

TOTAL  UNIT  HOURS 

PREPARED  BY: 
REMARKS : 


NISH  108 
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TOOLING  r.STIMATE 


DESCRIPTION: 
PREPARED  BY: 


SUMMARY 


NSN: 
DATE: 


BURDEN  PERCENTAGE 

DESIGN 

FABRICATION 

% 
% 

TEST  EQUIPMENT 

% 

MATERIAL 

% 

GRAND  TOTAL 


QUANTITY  AMORTIZED 


UNIT  COST 


SHOP 

HOURS 

RATE 

BASE 

BURDEN 

TOTAL 

DESIGN  LABOR 

FABRICATION  LABOR 

MATERIAL 

ASSEMBLY 

HOURS 

RATE 

BASE 

BURDEN 

TOTAL 

DESIGN  LABOR 

FABRICATION  LABOR 

MATERIAL 

TEST  EQUIPMENT 

HOURS 

RATE 

BASE 

BURDEN 

TOTAL 

DESIGN  LABOR 

FABRICATION  LABOR 

MATERIAL 

PROCUREMENT 

VENDOR  TOOLING  REQUIRED 

PURCHASED  TOOLING  OR  EQUIPMENT: 

TOTAL 

REMARKS: 


NISH  109 
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SERVICE   LAliOR    ESTIMATE 


Task 

Unit 
Base 
Hours 

Frequency 

Unit  of 

Measurement 

Hourly 
Rate 

Estimated 
Cost 

Remarks 

' 

TOTALS : 

NISH   110 
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(Revised  6/20/75) 

AGREEMENT 

This  AGREEMENT,    made  as  of  this  day  of 

by  and  between  NATIONAL  INDUSTRIES  FOR  THE  SEVERELY  HANDICAPPED, 
a  District  of  Columbia  corporation  having  its  office  at  4350  East-West  Highway, 
Washington,    D.C.      20014  (hereinafter  called  "NISH")  and 


corporation  having  its  office  at 


(hereinafter  called  "Workshop' 


WITNESSETH: 
WHEREAS,    the  Committee  for  Purchase  from  the  Blind  and  Other 
Severely  Handicapped  (hereinafter  called  "the  Committee")  was   established 
by  Public  Law  92-28,    June  23,    1971,    commonly  known  as  the  Wagner-O'Day 
Act,    hereinafter  called  "the  Act,  "  for  the  purpose  of  directing  the  procurement 
of  selected  commodities  and  services  by  departments  and  agencies  of  the 
Federal  Government,    hereinafter  called  "the  Government,  "  from  workshops 
serving  blind  and  other  severely  handicapped  individuals;  and 

WHEREAS,    the  Committee  has  designated  NISH  as  a  central  nonprofit 
agency  to  facilitate  the  distribution,    among  the  workshops  for  the  severely 
handicapped,    of  orders  of  the  Government  for  commodities  or  services  appear- 
ing on  the  Procurement  List,    and  to  enter  into  contracts  for  the    furnishing  of 
coinmodities  or  services  by    such  workshops;  and 

WHEREAS,    Workshop  desires  to  participate  in  the  program  of  supplying 
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commodities  and  services  to  the  Government  in  accordance  with  the  provisions 
of  the  Act  and  Regulations  issued  pursuant  thereto: 

NOW,    THEREFORE,    the  parties  hereto  agree  as  follows: 

1 .  Representation 

"Workshop  designates  NISH  as  its    exclusvie  agent  to   represent 
-'■''''}  workshop  to  the  Committee  and  the  Government.     NISH  agrees 

to  represent  Workshop  in  a  manner  consistent  with  the  express 
purpose  and  objectives  of  this  Agreement. 

2.  Covenants  of  NISH  '' 
NISH  covenants  and  agrees  to  the  following: 

(a)  To  evaluate  the  qualifications  and  capabilities  of  Workshop, 
and  to  provide  the  Committee  with  oertinent  data  concerning 
its   status  as  a  qualified  nonprofit  agency,    its  manufacturing 
or  service  capabilities,    and  other  information  required  by 
the  Committee. 

(b)  To  provide  assistance  to  the  Workshop  in  the  identification  of 
suitable  commodities  or  services  for  provision  to  the  Govern- 
ment,   in  the  establishment  and  operation  of  effective  systems 
and  controls  in  the  development  of  cost  analysis  and  price 
proposals,    and  in  development  of  otlier  resources  necessary 
for  the  provision  of  commodities  and  services  for  the  Govern- 
ment. 

(c)  To  recommend  to  the  Committee,    with  appropriate  justification, 
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including   recommended  prices,    suitable  commodities  or  services 
for  procurement  fron"i  Workshop. 

(d)  To  distribute  within  the  policy  guidelines   of  the  Committee   (by 
direct  allocation,    subcontract,    or  any  other  means)  orders  from 
the  Government  to  Workshop. 

(e)  To  work  with  Workshop  to  insure  contract  coinpliance  in  the  pro- 
duction of  a  commodity  or  performance  of  a  service. 

(f)  To  recommend,  as  market  conditions  change,  price  changes  with 
appropriate  justification  for  commodities  or  services  on  the  Pro- 
curement List  which  are  supplied  by  Workshop. 

(g)  To  monitor  and  inspect  the  activities  of  Workshop  to  insure  its 
compliance  with  the  Act  and  appropriate  regulations. 

(h)     To  submit  to  the  Committee  any  and  all  reports   required  under  the 
Act  and  regulations. 

(i)      To  represent  the  Workshop  in  advising  the  Committee  on  formu- 
lation of  policies  and  procedures,    and  to  advise  and    instruct 
Workshop  in  any  and  all  policies  and  procedures  which  may  be 
developed  by  the  Committee. 

(j)      To  advise  Workshop  of  any  action  or  pending  action  of  the  Govern- 
ment affecting  the  provision  of  commodities  or  services  by  the 
Workshop. 
3.     Covenants  of  Workshop 

Workshop  covenants  and  agrees  to  the  following: 
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(a)  To  submit  documents  and  information  substantiating  its 
continuing  qualification,    as  defined  by  the  Act  and  ensuing 

'    ■         regulations,    as  requested  by  NISH  or  the  Committee. 

(b)  To  provide  such  information,    records,    and  documents  as 
may  be  required  by  NISH  or  the  Committee  for  justification 
of  price  formulations,    or  to  verify  Workshop  capability  to 
provide  a  commodity  or  service  to  the  Government. 

(c)  To  maintain  records  and   submit  reports  as   required  by  the 
Act  and  ensuing   regulations,    and  to  make  its  records  avail- 
able,for  inspection  at  any  reasonable  time  to  representatives 
of  the  Committee  or  NISH. 

(d)  To  produce  and  supply  commodities  or  services  in  strict 
accordance  with  the   requirements   set  forth  in  Government 
issued  purchase  orders  or  other  contracts  and  specifications. 

(e)  To  notify  NISH  immediately  of  any  major  probleins  encountered 
in  providing  a  commodity  or  service  which  could  jeopardize 
compliance  with  Government  specifications. 

(f)  To  comply  with  applicable  occupational  health  and  safety 
standards  prescribed  by  the  Secretary  of  Labor. 

(g)  To  maintain  a  placement  program  as  prescribed  by  the 
Committee. 

(h)  To  seek  the  broadest  possible  competitive  base  in  the 
purchase  of  raw  materials  and  components  used  in  the 
commodities  and  services  provided  to  the  Government  under 
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the  Act;  and  to  inform  the  Committee,    through  NISH,    before 
entering  into  any  multi-year  contract  for  raw  materials  or 
components  used  in  the  commodities  and  services  provided 
to  the  Government  under  the  Act. 
(i)  To  comply  with  any  and  all  regulations,    policies  and  pro- 

cedures which  may  from  time  to  time  be  formulated  and 
published  by  the  Committee  pursuant  to  the  Act. 

4.  Violations 

In  accordance  with  the  Regulations  promulgated  by  the  Committee, 
NISH  shall  have  the  right  to  investigate  any  alleged  violations  of 
the  Regulations.     NISH  shall  also  notify  the  Workshop  of  the  alleged 
violation(s)  and  afford  it  an  opportunity  to  submit  facts  and  evidence. 
NISH  shall  then  report  its  findings  to  the  Committee  together  with 
its   recommendations  regarding  whether  allocations  to  the  Workshop 
should  be  suspended  for  a  period  of  time.     Pending  a  decision  by 
the  Committee,    NISH  may  temporarily  suspend  allocations  to  the 
Workshop.     Notwithstanding  any  alleged  or  proven  violations  of 
the  Regulations,    the  Workshop  shall  remain  liable  for  all  allocations 
made  to  it  pursuant  to  this  Agreement. 

5.  Fees 

NISH  will  charge  and  Workshop  will  pay  NISH  for  its  contract 
administration  and  other  services,    as   set  forth  in  sections   1  and 
2  of  this  agreement,    above,    as  follows: 
(a)        A  commission  fixed  by  the  Committee  ot  a  percentage  of 
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the  gross  income  from  the  sale  of  commodities  and/or 
services  to  the  Government  under  the  Act  for  as  long  as 
the   commodity  and/or  service  shall  remain  on  the  Pro- 
curement List  and  is  provided  by  the  Workshop.      Four 
percent  (4%)  is  the  commission  allowable  by  the  Committee 
on  the  effective  date  of  this  agreement.      NISH  and  "Work- 
shop agree  that  should  this  percentage  be  changed  by  the 
Committee  in  the  future,    the  commission  for  services  of 
NISH  shall  be  the  percentage  then  approved  and  allowed 
by  the  Committee. 
6.       Payments  to  NISH 

Workshop  shall  pay  to  NISH  the  fees  as  set  forth  in  section  5 

above,    as  follows: 

(a)  Coincident  with  its  submission  to  the  Government,    Workshop 
shall  provide  to  NISH  a  copy  of  each  invoice  submitted  to 
the  Government. 

(b)  Within  ten  (10)  days  following   receipt  of  payment  of  such 
invoice  by  the  Government,    Workshop  shall  pay  to  NISH  an 
amount  equal  to  four  percent  {4%)  of  such  payment  or  such 
other  percentage  established  by  the  Committee. 

(c)  In  the  event  Workshop  fails  to  make  payment  to  NISH  within 
the  ten  (10)  day  period,    an  interest  charge  of  one  percent  (17o) 
per  month  may  be  added  to  the  amount  payable. 
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7.  Options  to  Terminate 

Either  party  may  terminate  this  Agreement  by  giving  the  other 
party  sixty  (60)  days    written  notice  of  its  intention  to  terminate 
this  Agreement.     Such  written  notice  shall  be  delivered  by 
registered  mail,    and  the  sixty    (60)  day  notice  shall  begin 
on  the  date  of  receipt  of  the  notice  by  the  second  party.     Not- 
withstanding the  option  to  terminate  this  Agreement  by  either 
party,    exercise  of  such  option  shall  not  release  the  Workshop 
from  the  duty  to  pay  the  established  fee  as  defined  in  section  5, 
above,    where  NISH  has  allocated  a  Government  order  to  the 
Workshop,    even  though  such  order  may  not  actually  be  under- 
taken or  completed  until  after  termination  of  this  Agreement. 

8.  Termination 

Unless  earlier  terminated  as  set  forth  in  section  7,    above,    this 
Agreement  shall  terminate  upon  the  completion  by  the  parties 
hereto  of  their  respective  duties  and  obligations  under  or  arising 
out  of  the  terms  and  conditions  of  this  Agreement. 

9.  Applicable  Law 

This  Agreement  shall  be  governed  by  and  construed  according  to 
the  laws  of  the  State  of  Maryland. 
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IN  WITNESS  THEREOF,    the  parties  hereto  execute  this  Agreement  as 
of  the  day  and  year  first  above  written. 


NATIONAL  INDUSTRIES  FOR  THE               WORKSHOP 
SEVERELY  HANDICAPPED  (NISH)  (  


By:  By: 

Title:     Title: 

Date:  Date: 
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INITIAL  CERTIFICATION  -  WORKSHOP  EMPLOYING  OTHER 
SEVERELY  HANDICAPPED  UNDER  PUBLIC  LAW  92-28 

(*See  reverse  side  for  dednitions  and  notes) 


APPROVED    OFFICE    OF    MANAGEMENT     AND     BUDCET    NO. 

1 76- R 0004 


TO:  COMMITTEE  FOR  PURCHASE  OF  PRODUCTS  AND  SERVICES  OF  THE  BLIND  AND  OTHER  SEVERELY  HANDICAPPED 

t  .     NAME    OF     WORKSHOP 


2.     ADDRESS 

3.    DATES   ISce  nol<-    1) 

197_,   lo                                      197_ 

4.    DIRECT    LABOR    HOURS    (See  note  2J 

HOURS 

PERCENT 

A.  Direct  labor  hours  by  the  severely  handicapped 

(Sec  note  3) 

B.  Direct   labor  hours  by  non-handicapped  workers 

C.  TOTAL  DIRECT  LABOR  HOURS  (A  +  B) 

(DIRECT  LABOR'  includes  all  i 


rt.W.op  uhclhc 


uirr  r„i,i,,   I  „„■  ij-2e) 


5.  I  certify  that: 

A.  Direct  labor  hours  by  the  severely  handicapped  reported  in  item  4A  above  were  performod  by  blind*  ind.v ',dij-ii.; 
and/or  other  severely  handicapped*  individuals. 

B.  There  is  a  file  on  each  blind  individual  which  includes  a  written  report  prepared  by  c;  licensed  physician  rcllcrt- 
ing  visual  acuity  and  field  ol  vision  of  each  eye  with  and  without  qlnssos. 

C.  There  is  a  file  on  each  other  severely  handicapped  individual  which  includes  a  written  report  prepared  by  a 
licensed  physician,  psychiatrist,  and/or  qualified  psycholoaist  reflecting  the  nature  and  extent  of  the  dinahility 
or  disabilities  that  cause  such  person  to  qualify  as  severely  handicapped. 

D.  There  is  a  file  on  each  blind  and  other  severely  handicapped  individual  which  includes  reports  of  preadmission 
evaluation,  and  annual  re-oval  nations  of  the  individual's  rapabilily  for  normal  conirolitivo  eniployinonl  propmod 
by  a  person  or  persons  qualified  by  training  and  experience  lo  evniualc  work  potential,  interest,  aptitudes  and 
abilities  of  handicapped  persons;  and  .such  reports  verify  the  fact,  based  on  the  most  recent  evaluation  ol  the  in- 
dividual's quantity  and  quality  ol  production  and  such  other  factors  as  may  be  appropriate,  that  such  person  is 
unable  to  engage  in  normal  competitive  employment  because  of  his  mental  or  physical  disability. 

E.  There  is  an  onqoinq  placement  proaram  that  includes  staff  assigned  evaluation  duties  and  liaison  resDonsJhilitics 
with  appropriate  community  services  such  as  the  state  employment  service,  err.ployer  groups,  and  others;  and  (hose 
individuals  whose  most  recent  evaluations  show  their,  to  be  capable  o'  normal  coir.petitive  em.ployment  are  listed 
with  one  or  more  of  these  services. 

F.  The  workshop  complies  with  applicable  occupational  health  and  safety  standards  prescribed  by  the  Secretary  of 
Labor. 


SIGNATURE 

•     OFFICER    OF     BOARD 

SIGNATURE 

WORKSHOP 

EXECUTIVE 

TITLE 

DATE 

TITLE 

DATC 

APPROVED t 

CENTRAL    NONPROFIT    AGENCY 

SIGNATURE 

DATE 

TITLE 

COM  402   (7.731 
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DEFINITIONS  AND  NOTES 

"DIRECT  LABOR"  means  all  work  r'xiuircd  (or  preparation,  proco.-r.irvi,  nmi  parkinn  of  n  commodity 
or  work  directly  related  to  the  pcrfonrtance  of  a  .'"crviec  l)ut  not  r.npervir.ion,  adniinmtrcition,  inspec- 
tion, and  shippinq. 

"BLIND"  means  an  individual  or  class  ol  individuals  whose  central  visual  acuity  does  not  exceed 
20/200  ;n  the  belter  eye  with  correct  inq  lenses  or  whose  visual  acuity,  if  belter  than  20/200  is 
accompanied  by  a  limit  to  the  field  of  vision  in  the  better  eye  to  such  a  degree  that  its  widest  diam- 
eter subtends  an  anqle  no  greater  than  20  degrees. 

"OTHER  SEVERELY  HANDICAPPED"  means  any  person  (other  than  a  blind  person)  who  is  so 
severely  incapacitated  by  any  physical  or  mental  disability  that  he  cannot  engage  in  normal  com- 
petitive employment  because  of  such  disability. 

(1)  Sotr.e  specific  cgteaories  of  severely  handicapped  persons  include  those  disabled  by  the 
following: 


(i)  Spinal  Cord  Injury  .  |.   -.,:..,-;.-  .  .■--„,-.-;--. 

(ii)  Deafness  ,         '  [  ' 

(lii)  Muscular  Dystrophy  (Adults)  '•,'■- 

(iv)  Multiple  Sclerosis  ■ 

(v)  Developmental  disability  or  other  neurological  disorders.  ' 

(vi)  Severe  orthopedic  handicap:', 
(vii)  Multiple  disabilities 

(v:ii)  .severe  personality  or  behavioral  disorders  including  psychoses  and  neuroses  : 

(ix)  Severe  pulm.onary  disease 

(>:)  Severe  cardiac  disorders 
The  foreaoing  represent  example:;  only  and  should  not  be  considered  exclusive. 

(2)  A  severely  handicapped  perron  who  is  able  to  enaage  in  normal  competitive  employmon'  be- 
cause he  has  overcome  his  handicap  or  his  condition  ho:^  been  siibstontinlly  corrected  is  not  an 
"other  severely  handicapped  individiial"  within  the  meaning  of  this  delinition. 

(3)  C'ipability  lor  normal  compclilivo  employiriont  ;-h(ill  be  deieimined  Irom  information  fleveleped 
by  an  onoolna  placement  program  conducted  Ijy  the  workshop.    Such  placcnent  procirnm  slinll  include 
m  le;i:  I  (i)  n  preadmission  evghiglion  and  annual  review  to  determine  each  worker':;  capuhilily  for 
normal  competitive  employment,  and    (ii)  maintenance  ol  liaison  with  appropriate  community  serv- 
ices for  the  placement  in  such  employment  of  any  of  its  workers  who  may  qualify  for  such  placement. 

NOTES:    1.  Show  boriinning  and  ending  dales  ol  periorl  covered  in  4. 

2.  Show  bieakdnwn  ol  direct  lalioi  hour:;  for  a  recent  pay  period  (or  con- 
ror-iihvc  pay  peiiod;;)  covoring  at  lea:;!  lour  wr-ok:*. 

3.  I!  p.'P-.-nl  in  AA  v..  I.-:;:;  tlmii  7')%,  fM-lnin  oii  an  alla'li-d  .li-.'t  v;li'il 
<i<-iion  i::  lifinq  tnk^n  ni  i:;  planned  to  achir-v"  7S7o  during  I  ho  lir:;l 
li:;'-a|  yr.-ii  ol  oijeial'on  uridf-i  I'lihlic  I  .'iw  ')2-9B. 
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CONTRACTOR'^  RFPORT  OF 

APPROVED     OFTICE     OF     MANACtMEM 

29.R0109 

AND    eUDGET   NO. 

ORDERS  RECEIVED  AND  SHIPMENTS  MADE 

CONTRACT    NUMBER 

REPORT    PERIOD    COVERED 

FRCW: 
TO 

rii.s 

subtru 

report  is  required   in    occontonce  with  the   terms  of   "he  above  contract.       Please 
(  In  original  only  to  the  GSA  oHice  Indicated  below. 

FROM  (Contractor's  nome  and  address) 

IMS!  FlUCTIONS:     Heport   on  eatrli  new  order  received  during  the  current   report  period.     Also,   report  on  c-ach  order  shown   in  llie  pre- 
vious  report  as  not  completely  shippe.-!.    Show  actual  or  anlicipoted  shijipiriq  dates   (or  i-juontlties  ordered  under  each   slock   numtxr. 
Include  on   the  reverse  ol   this  form  a   lull  explanation   for   e^jch  listed   shipment   which  wos  or  will  be  made  later  than  the  time  allowed 
by  the  contract.    The  report  must  be  forwarded  to  the  address  shown  above  within    15  calendar  doys  after  the  close  of  each  reporting 
pw^riod  as  provided  In  the  contract. 


NAT  lONAL 
STOCK 
NUMBER 


DATE 


SHIPPED 


BALANCE 

DUE 

OUANII  TY 


flATE 

B«L*NCE 

WILL    OE 

SH IPPED 

I  i  I 


CCm  ItlCATION  -  As  required  by  the  conditions  ol  the  contract,  there  are  reported  above  for  the  period  Indicated,  all  GGA  orders 
received,  shipped,  or  to  bo  ahipptd,  lor  llemfsl  under  the  contrad.  The  occuracy  of  the  above  Information  has  been  vended  by  the 
uncfersigned. 


ol  A,,lho,,zc'l  Oliutal) 


GENERAL    SERVICES    ADMINISTRATION 


GSA     FORM     1227      (REV.     10.73) 
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PM    NO^ 

Ht   M 

CONT,(ACT     QUANTITY 

UNI   T     (MIC  L 

1  r£M 

CONTUAC  Ton    (Namm.    Duaine  la  AdJroat,    Tefcphone  l^umbar  nnd  Artsa  Co  do  f^umbors) 

CONTRACTING   OFFICER 

MROCUnEMENT    AGENT 

HEMARKS                                                                                                                                                                                                                                                                                                                -._. 

SCHEDULED 

ACTUAL 

DATE 

QUANTITY 

DESTINATION 

CUf^ULATtN^E 
QUANTITY 

OHLIN- 
_!U  tNCY 
CODE 

PAR- 
TI AL 

NR 

MONTH 

DESTINATION 

QUANTITY 

CUrviUL  ATI  VE 
TOTAL 

. 

IILC    II 


CONTRACT  STATUS  RECORD 
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ANHUAU  CERTIFICATION  -  WORKSHOP  EMPLOYING  OTHER 
SEVERELY  HANDICAPPED  UNDER  PUBLIC  LAW  92-28 

i*See  reverse  side  for  definitions) 

APPROVED    OFFICE    OF    MANAGEMENT    AND    BUDGET    NO. 

176-R00O2 

TO:    COMMITTEE  FOR  PURCHASE  OF  PRODUCTS  AND  SERVICES  OF  THE  BLIND  AND  OTHER  SEVERELY  HANDICAPPED 

1 .     NAME     OF     WORKSHOP 

2.     AD0BE5S                                                                                                                                                                                                js.    FISCAL    YEAR    ENDING 

JIJNH   30,    197 

•1.    DIRECT    LABOR    HOURS 

HOURS 

PERCENT 

A.  Direct  labor  hours  by  the  severely  handicapped 

P.  Direct   labor  hours  by  non-handicapped  workers 

C.  TOTAL  D^RECT  LABOR  HOURS  (A  +  B) 

(DIRF.CT    LABOR'    includes    all   wnrk    perfnrmcl   .n    f/,c    worli^hor    uhcthcr   or   not    the    work    Was    pcrjormr^d   under    Puhhr    !.„„•    IJ-^HI) 

5.  I  certify  that: 

A.  Direct  lalx>r  hours  by  the  severely  handicapped  reported  in  item  4A  above  were  performed  by  blind*  individuals 
nnd/or  other  severely  handicapped*  individuals. 

B.  There  is  a  file  on  each  blind  individual  which  includes  a  vjritten  report  prepared  by  a  licensed  physician  reflect- 
ing visual  acuity  and  field  of  vision  of  each  eye  with  and  without  glasses. 

C.  There  is  a  file  on  each  other  severely  handicapped  individual  which  includes  a  written  report  prepared  by  u 
licensed  physician,  psychiatrist,  and/or  qualified  psychologist  reflecting  the  nature  and  extent  of  the  disnbilily 
or  disabilities  that  cause  such  person  to  qualify  as  severely  handicapped. 

D.  There  is  a  file  on  each  blind  and  other  severely  handicapped  individual  which  includes  reports  of  proadiTii;;:Aion 
evaluation,  and  annual  re-evaluations  of  the  individual's  capability  for  normal  competitive  employment  prepared 
by  a  person  or  persons  qualified  by  training  and  experience  to  evaluate  work  potential,  interest,  aptitudes  and 
abilities  of  handicapped  persons;  and  such  reports  verify  the  fact,  based  on  the  most  recent  evaluation  of  the  in- 
dividual's quantity  and  quality  of  production  and  such  other  factors  as  may  be  appropriate,  that  such  person  is 
unable  to  engage  in  normal  competitive  employment  because  of  his  mental  or  physical  disability. 

E.  There  is  an  ongoing  placement  program  that  includes  staff  assigned  evaluation  duties  and  liaison  responsihilitiei; 
with  appropriate  community  services  such  as  the  state  employment  service,  employer  groups,   and  others;  and 
those  individuals  whose  most  recent  evaluations  show  them  to  be  capable  of  normal  competitive  employmcnl  are 
listed  with  one  or  more  of  these  services. 


SIGNATURE 

•    OFFICER    OF    BOARD 

SIGNATURE 

WORKSHOP    EXECUTIVE 

TITLE 

DATE 

TITLE 

DATE 

APPROVED: 

CENTRAL    NOWPROFIT    AGENCY 

SIGNATURE 

DATE 

TITLE 

COM  404  (7 
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DEFINITIONS 

"DIRECT  LABOR"  means  all  work  required  [or  preparation,  proccssinq,  and  packing  ol  a  commodity 
or  work  directly  related  to  the  performance  of  a  service  but  not  supervision,  administration,  inspec- 
tion, and  shippinq. 

"BLIND"  means  an  individual  or  class  of  individuals  whoso  ccntrni  visual  acuity  docs  not  exceed 
20/200  in  the  better  eye  with  correcting  lenses  or  whose  visual  acuity,  if  belter  than  20/200  is 
accompanied  by  a  limit  to  the  field  ot  vision  in  the  better  eye  to  such  a  degree  that  its  widest  diam- 
eter subtends  an  angle  no  greater  than  20  degrees. 

"OTHER  SEVERELY  HANDICAPPED"  means  any  person  (other  than  a  blind  person)  who  is  so 
severely  incapacitated  by  any  physical  or  mental  disability  that  he  cannot  engage  in  normal  com- 
petitive employment  because  of  such  disability. 

(1)  Some  specific  categories  of  severely  handicapped  persons  include  those  disabled  by  the 
following: 

(i)  Spinal  Cord  Injury 

(ii)  Deafness 

(ill)  Muscular  Dystrophy  (Adults)  ■■-,..' 

(iv)  Multiple  Sclerosis 

(v)  Developmental  disability  or  other  neurological  disorders. 

(vi)  Severe  orthopedic  handicaps 

(vii)  Multiple  disabilities 

(viii)  Severe  personality  or  behavioral  disorders  including  psychoses  ond  neuroses 

(ix)  Severe  pulmonary  disease 

(x)  Severe  cardiac  disorders 

The  foregoing  represent  examples  only  and  should  not  be  considered  exclusive. 

(2)  A  severely  handicapped  person  who  is  able  to  enaaae  in  normal  competitive  cmployinont  be- 
cause he  has  overcome  his  handicap  or  his  condition  has  been  substantially  corrected  is  not  an 
"other  severely  handicapped  individual"  within  the  meaning  of  this  definition. 

(3)  Capability  for  normal  competitive  employment  shall  be  determined  from  information  developed 
by  tin  onooing  placement  program  conducted  by  the  workshop.    Such  placement  program  shall  include 
at  least  (i)  a  preadmission  evaluation  and  annual  review  to  determine  each  worker's  capability  for 
n^^Tmal  competitive  employment,  and    (li)  maintenance  of  liaison  with  appropriate  community  serv- 
ices (or  the  placement  in  such  employment  of  any  of  its  workers  who  may  qualify  for  such  placemen'. 
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SAMPLE 
REQUEST  LETTER  FOR  PUBLICATION  OF  INTENT 


Jiine  16,    1975 


Cliarles  V,'.    Fletcher,   Txccitive  Director 
Coninittcc   for  Purchrist;   fro:ii  the   Rlind 

and  Otlicr  Severely  IlarKllcnppcJ 
2009  14th  Street  North,  Suite  610 
Arlington,  Virginia     222D1 

Re:  Publication  of  Intent 

Dear  Mr.  Fletcher: 

NISIl  is  currently  preparing:  the  justification  for  mlJition  of 

Pallet,  Material  Handling     3990-00-935-7960 

to  the  Procurement  List. 

Price  analysis  and  price  a;iproval  liavo  just  been  Riven.  Tlierofore,  vo 
request  publication  of  proposed  addition  to  the  Procurement  List  of  this 
item  as  soon  as  possible. 

Your  assistance  in  this  matter  Is  greatly  appreciated. 

Sincerely  yours. 


CJS:sa 


Constance  J.    Sliook 

Resource  DcvoloiTment  Specialist 
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CNA  LETTER  TO  PROCURING  ACTIVITY 
REQUESTING  PRICE  HISTORY  INFORMATION 


CO>LMODITY 

We  have  completed  feasibility  studies  on  the  items ' listed  below 
and  have  determined  that  they  are  suitable  for  production  by  one 
of  our  workshops . 

The  following  information  is  necessary  to  prepare  the  justification 
to  the  Committee  for  Purchase  from  the  Blind  and  Other  Severely 
Handicapped  to  add  these  items  to  the  Procurement  List.   Please 
furnish  us  the-  following  for  each  of  the  items  list-;;d: 

1.  Copy  of  latest  Invitation  for  Bid 

2.  Copy  of  latest  Abstract  of  Bids  annotated  to  shov/  tliose 
bids  that  are  nonresponsive  or  considered  not  in  the 
competitive  range  of  the  low  bid 

3.  The  estimated  annual  requirement  for  these  items. 

4.  Procurement  history  for  past  2  years,  if  available 
(name  of  supplier(s),  size  of  business,  and  value 
of  contracts  av/arded  to  each) 

5.  Comments  regarding  potential  problems  to  your  agency 
or  the  workshop  in  its  provision  of  the  itens  to  the 
Government' 

6.  Information  on  procurements  from  Federal  Prison 
Industries  or  contracts/commitments  under  fiJA  8  (a) 
program. 

NAI1E  NSN 


Sincerely, 

APPROVED: 


Committee  Staff 


Date 
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CNA  LETTER  TO  PROCURING  ACTIVITY 
REQUESTING  PRICE  HISTORY  INFORMATION 


SERVICE 

V'c;    have  completed  feasibility  studies  on  the  service  listed  below 
and  have  determined  that  it  is  suitable  for  provision  by  one 
of  our  workshops. 

The  following  information  is  necessary  to  prepare  the  justification 
to  the  Committee  for  Purchase  from  the  Blind  and  Other  Severely 
Handicapped  to  add  thii.s  service  to  the  Procurement  List.   Please 
furnish  us  the  following  for  the  service  listed: 

1.  Copy  of  latest  Invitation  for  Bid 

2.  Copy  of  latest  Abstract  of  Bids  annotated  to  show  those 
bids  that  arc  nonresponsive  or  considered  not  in  the 
competitive  range  of  the  low  bid 

3.  Procurement  history  for  past  2  years,  if  available 

(name  of  supplier (s),  size  of  business,  and  value 
of  contracts  av/arded  t.o  each) 

4.  Comments  regarding  potential  problems  to  your  agency 
or  the  workshop  in  its  provision  of  the  service  to 
the  Government 

5.  Inform.ation  on  procurements  from  Federal  Prison 
Industries  or  contracts/commitments  under  SBA  8(a) 
program. 

SERVICE  LOCATION 


Sincerely , 

AI' PROVED: 


Committee  Staff 
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BASE  PRICE 
DETERMINATION 
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FREIGHT 
COST 

FREIGHT 
(per    100#) 

< 
E-< 
O 

SHIPPING 
ViTIGKT 
(3)    X     (4) 

UNIT 

SHIPPING 

;\fEIGHT 

QUANTITY 
WORKSHOP 
PROVIDES 

2 

o 

M 
EH 

< 

M 

to 
w 

Q 

W 

< 

o 

WORKSHOP 
LOCATION 

w 

■H 

t; 

m 

M 

fc 

M-l 

W 

Oj 

O 

3 

w 

c 

•H 

m 

d 

R 

< 

QJ 

pa 

S^ 

Ol 

lu 

>i 

■H 

p 

0) 

XI 

4J 

M 

F^ 

a 

C 

en 

t^ 

M 

■n 

cd 

O 

fl 

0) 

3 

Cm 

tM 

> 

ti 

Oi 

o 

•H 

Fi 

^ 

> 

rH 

r?. 

n 

lO 

■H 

(0 

u 

4J 

T) 

4-1 

Ul 

w 

() 

I) 

H 

H 

H 

u 

CO 

4J 

d: 

D 

x: 

(.'J 

-p 

(-> 

CJi 

H 

, — , 

x:   >i 

■^1 

W 

a) 

D^  XI 

• 

0) 

Pi 

> 

■H 

tt 

S-l 

W 

0 

QJ    Ti 

!fl 

w 

J.1 

^-l    <u 

§ 

w 

rt 

w  -a 

0) 

o 

•H 

m 

^ 

F, 

.-(      > 

iH 

d 

() 

rd  -H 

n1 

n 

w 

U 

+J   -a 

-P 

ttJ 

^> 

u> 

O 

O 

> 

< 

"-^ 

H 

H 

< 

248-254  G  -  77  -  19 


276  Action-Related  Forms 


AVERAGE  BID  WORKSHEET 


D 
1-1    X 

>  — 


Action-Related  Forms 
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COST  BREAKDOWN 


ITEM : 


CNA  : 


MSN  : 


(1) 


DATE: 
(2) 


(3) 


(4) 


(5) 


DESCRIPTION 

OLD 

PROPOSED 

CfLA-NGi:: 

1.   i^La^TSRIAL  COST 
a. 

' 

b. 

c. 

d. 

e. 

f. 

Q. 

h. 

i. 

TOTAL  MATERIAL  COST 

2.   DIRECT  LABOR  COST 
Avg.  Rate  $        /hr  to  $        /hr 

3.   BURDEN  COST 

4.   TOTAL  ^LANUFACTaRING  COST 

5.   BASE  PRICE        Base  Date 
Divide  Total  l-Ianuf acturing  Cost  by  .96 

:. .   FACTOR 

I.  Code             d.  End  Proc  Yr 

).  List  No          e.  No  of  Mo 

:.  Rate/Mo          f.  Factor 

/.   PRICE 

Per 

Effective  Until 

. 

'OR:'!  FMP-3  (Temp.)  (Revised  9/5/74) 
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JUSTIFICATION  FOR  ADDING 
COMMODITY  TO  PROCUREMENT  LIST 


JUSTIFICATION  FOR  ADDING 
COMIIODITY  TO  PROCUREMENT  LIST 


To:   Committee  for  Purchase  from  the  Blind 
and  Other  Severely  Handicapped 

1 .   CO:-LMODITY 
a .   Name : 


b.   Description: 


c.  NSN  Price 


2 .       VJORKSHOP 
a .      Name ; 


b.       Location: 


c.  Production  will  provide  employment  for  blind/other 

severely  handicapped  vv'orkers. 

d.  Capability: 


e.      Description   of   vrork: 


f.   Source  (s)  of  materials; 


g.   Date  of  first  orders; 


Action-Related  Forms 
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3.   PROCUREMENT  DATA 

a.   Name  of  procuring  activity 


b.  Annual  requirement  -  Quantity: 

c.  Portion  workshop  will  provide: 


Value: 


d.  Dates  of  current  contracts; 

e.  Recent  Suppliers: 

(1)  (2) 


(3) 


(4) 


(5) 


(6) 


Company 
City,  State 


Contract  Value 


Prior 
Year 


Current 
Year 


Annual 
Sales 


Small 
Busi- 
ness 


"Jnern- 
.c'."Fent 


Note:   Complete  columns  (4),  (5),  and  (6)  only  for  companies 
with  entry  in  column  (3) . 


280  Action-Related  Forms 


PROCUREMENT  DATA  (continued) 
f.   SBA  Section  8(a)  activity: 


4 .   INDUSTRY  COMMENTS 

a.   Date  published  in  Federal  Register; 


b.   Summary  of  corurients  : 


5.   IMPACT  SUMMARY 


RECOMMENDATION 


recommends 


that  the  above  product (s),  to  be  produced  by  the  workshop  in- 
dicated, be  placed  on  the  Procurement  List  at  the  price (s) 
indicated  under  the  provisions  of  Public  Law  92-28,  June  23, 
1971. 


(Signature)  (Date) 


(Name) 

(Title) 

Enclosures : 

Industry  comment (s) 

1  Initial  workshop  certification 


Action-Related  Forms 
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JUSTIFICATION  FOR  ADDING 
SERVICE  TO  PROCUREMENT  LIST 


JUSTIFICATION  FOR  ADDING 
SERVICE  TO  PROCUPEMENT  LIST 


To:   Corrjnittee  for  Purchase  from  the  Blind 
and  Other  Severely  Handicapped 

1.   SERVICE 
a .   rJar?.e : 


b.   Activity  and  location; 


c.  Standard  Industrial  Classification: 

d.  Price: 


2.   WORKSHOP 
a .   Name ; 


Location ; 


c.  Service  will  provide  employment  for  blind/other  severely 

handicapped  workers 

d.  Capability: 


e.   Description  of  work: 


f.   Date  to  begin  service: 


3.   PROCUREMENT  DATA 

a.  Name  of  procuring  activity: 

b.  Annual  requirement  -  Units 


Value  $ 


c.   Portion  of  Service  workshop  will  provide: 


d.   Dates  of  current  contract: 
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PROCUREMENT   DATA    (Continued) 
e.       Recent   contractors: 

ii) 12L_ 


LIL 


m 


IIL 


(5) 


Company 
City,  State 


Contract  Value 


Current 
Year 


Annual 
Sales 


Small 
Busi- 
aess 


Uner- 
plo>"-.5nt 


Note:-  Complete  Columns  (4),  (5),  and  (6)  only  for  conpanies 
with  entry  in  column  (3) . 

f.   SEA  Section  8(a)  activity: 


4.   INDUSTRY  COMJ-IENTS 

a.   Date  published  in  Federal  Register 


b.   Summary  of  comments; 


Action-Related  Forms  283 


-3- 


IMPACT    SUMMARY 


6  .       RECO>LMElIDATION 

recommends 

that  the  above  service (s),  to  be  provided  by  the  workshop  indicated, 
be  placed  on  the  Procurement  List  at  the  price (s)  indicated  under 
the  provisions  of  Public  Law  92-28,  June  23,  1971. 


(Signature) 


(Name) 


(Title) 

(Date) 

Enclosures  : 

Industry  comment (s) 

1   Initial  workshop  certification. 
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STAMOARO     FOfM     1  29 
JAf-UAHV     t  %Sb     LPI  T  ipn 
f  rfi     141     ■  .  hi      I  -  1  6.  BO? 


BIDDER'S  MAILING  LIST  APPLICATION 


F.n    ,n   oil    yjoct..      In..rt   'NA'    ,n  b/oct  1  rnjl  Qpp/, coble.      Typ,.  or  ,  Mn>  all  cntr,e.       Sef  rever.,  fc,   mi,,o<r(,o„. 

General  Servlcen  Administration,   Bidder's  MaiUnJ  List  National 
1  Co{orndo"§52^l"*'^'^'   ^^^^^"8  '♦1,   Denver  Federel  Center,   Denver 


Xaul      «NU     «011»l   S".    flncluilr   ,„unl,    aJ    711'    ,.:.lr) 


TO    Bt    MAIU.O  til  difl.rcul  lr„m  ilrm    II 


TYPE    OF    ORGANIZATION    (Chrrk  i„u-) 


PAft  TTJERSHtP 


NON-PROFIT    ORGANIZATION 


NAMES    OF    OFFICERS.    OWNERS.    Ort    PARTNERS 


MCt    CRCSIDCNT 


0»N£HS    0«    PARTNERS 


«.    AfFlllATtS   or    APPLICANT  (NameM,  locatitms,  and 


ofalfil.nuon.     Srr  d,f,n,'i 


PERSONS    AUTHORIZED    TO    SIGN    BIOS.    OFFERS.     AND    CONTRA. :rs    IN    YOUR    NAME    tin.!,.  „l,    ,f  uc.nl ) 

OfFICIAl.    CAPACITV  ItEI.    no.   (In.U 


'■  /.°/,.';.vu/*«':;"i;,T.i.'r7' ''""''''■ "'°"'" '""""'  °"  •"""  ^°"~^=^""^  to  ,,0  ^s..  »„.</„<  f..^,,./ .,.„.,■.  ,u^pic^,n,j 


TYPE    OF    BUSINESS   ^S,■.■  ,1,  f,n,l,„ni   un   rri-rsc} 


ANUfACTURER    OR    PRODUCER 


SERV  tct    ESTABL  I  S>*ENT 


REGULAR    DLALtR   ITtpc  I) 
CONSTRUCTION     CONCERN 


□  surplus    dealer  ^CAcf I,    thi,  box  il  you  O'C  also  a  d<-al<: 


REGULAR    DEALER   (Ttpi-  2) 


RESEARCH    AND    DEVELOPMENT    FIRM 


SMALL     BUSINESS    CONCERN 


SI  It    OF    BUSINESS      (Src  Jijuutmns  nn  revcr^.-J 

I  [other    THAN    CMALL     BOSINtSS    CONCERN 


II  you  art-  n  ^wnll  bu-tnt^s-^ 
runrcn,  fitt  ,n  (a)anj  (b): 


AVERAGE  NUMBER  OF  EMPLOYEES  (Includini 
afl.Uolfs}  FOR  FOUR  PRECEDING  CALENDAR 
OUARTERS 


MANUFACTURING 


FLOOR    SPACE    (Squun-  jntl 


Lf    PCRSONNtL 


TOP    SECRET 


SECURITY    CLEARANCE    (II  uppl,  ral.U,    chck  h.gh,' -t  cl.aranc-  aulh„r,:,-dl 


CONFIDENTIAl     NAMES    OF    AGENCIES   WHICH    GRANTED    SECURITY   CLEARANCES  (I  n,  lu  de  ,l„t,^  I 


THIS  SPACE  FOR  USE  BY  THE  GOVERNMENT 


CERTIFICATION 


j    CERTIFY    THAT     INFORMATION    SuPPLIFO    HE  R  E  I  N  (/"  r  (u  ./.0»    jII    carc,    atln<„,.fl 
IS   CORRECT    AND    THAT  NEITHER    THE    APPLICANT   NOR    ANV    PERSON  Vo'    roilcrmi     T 
ANY    CONNECTION    •  I  "H    THE    APPL  ICANT    AS    A    PRINCIPAL    OR    OFFICER      SO  FAR  «S   |s' 
n?   i"?,-  il„'!°_*..°lV""'  °"  OTHER.ISE   DECLARED    INELIGIBLE    Bv   AN.    •OE-.C 
OF   THE   FEDERAL    GOVERNMENT  FROM  8I00INC  FOR  FURNISHING  MATERIALS      SUF 
fiiLL-OR.  SERVICES    TO    THE    cmFRFWfNT   OR    ANt    AGENCY    THFRFOt.         ' 


NAME    ANO    TITLE    Of    PERSON    AUTHODI  ZEO    TO    iXCN  (T)Pr  or  prtntl 


Action-Related  Forms  285 


PLANT  FACILITIES  REPORT 

1 .    etnncR/coNTR 

\CTGR   (hn<nr,  ndiUf 

5s.   „n-i  t< 

Irphonv 

numhrr) 

1.  REQUEST 

2,     SPECIAL     REOUIRLMENTS 

3.     PLANT.      IF     OlFFtRCNT     TROM     ABOVE    fS'imr,    itddrr  S  s .   tind  t  el  rphorir 
number} 

—         ■  -     t                      ^ 

i.    If  n/rnNTRA':i  numiicr   and  estimated  value 

5.     iNroRMATiON    ON    P  ERF  ORMANCE   (■ /■>nm  r  nn/m.-f  /i/c  •: ; 

6.     REASON     FOR     R£Oi)E?T 

?.     CfOuE^TER    (Samr.    nrgnn<  zrV  ion.    •^Mnhnl,    jlS) 

.... 

8  .                                                                    1  F  L.      1  I  i  ■.'  J 

II.   SUMMARY   EVALUATION 

REQIM  RCMLNTS   lU'Ui  ^) 

9.                            WONrm.V     TPMM  1  TMi:NT5     AN(1     TAPACIIV 

NOMENCLATURE     AND     FSN 
1  al 

TEAK     MONTHL> 
(0  ) 

TOTAL 
(  r  ) 

rAPftr  1  TV 

(,11VL>JNMLNT 

rOMMI TMCNTS 

(b  1 

COMMLRCI AL 

COmmI TMCNTS 

(Cl 

NET    AVAILADLE 

FOR      DID      ITEM 

10.     ANALVSIS^Pasf   performance,   production  capacity,    quality  control  system,  purchasing  and  subcontracting    procediuesi 


I  1  .    CO^«ENTS  (Describe  any  favorable  or  unfavorable  factors  or  conditions  which  may  affect  performance} 


i 1  .  RECOMMENDATION 


_a 


CAPABLE    OF     PERFORMING 


D^ 


CAPABLE    OF     PERFORMING 


3.     REGION  NO.    AND   DATE   RECEIVED    IN   REGIONAL    OCD 


4.     QUALITY    CONTROL     REPRESENT  AT  1  VE  rSiglorureJ 


DATE    COMPLETED       15.     CHIEF.     QUALITY    CONTROL     D  I  V  1  5  I  ON  I'SiSnoturrj  DATE 


GENERAL    SERVICES    ADMINISTRATION 


REPORTS    CONTROL    SYMBOL    FS-IflO 


GSA    FORM     353      (REV.     J-TU 
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III.   EVALUATION  (Con.p/c 

to  prior  to 

Part   II) 

16.     TVPC     OF     COMPANY 
[~~|   CORPORATION 
□    r.RT..rRSM,P 
1       1   OTHER   iSprrifs) 

17,1.     KEY    PERSONNEL     INTERVIEWLO 

b.     TITLE 

r.VRS.  WITH    FIRM 

16.     YEAH     ESTAElLlSHtD 

1  9  .'..     PFRSONNFL 

('•  -     NO.      ON     HAND 

?0. 

PRODUCTION    FOUIPMENT 

UN5MLLCP    PRODMCT  ION 

a.      ON     HAND 

k.     QUANTITY 

C.     CONOmON 

:-K  1  L  L  tlD    PROPLICT  1  ON 

ENGINEERINC. 

ADMtNl STRA1 1 VE 

TOT  AL 

21.     UNtON     AFFILIATION     •     DATE     AGREEMENTS    EXPIRE 

233.     NUMBCn    OF     SHIFTS 

0 .     HOURS    PGR    SHIFT 

23a.     SO.     FT.     UNDER    ROOF 

b.     SO.     FT.     MFG. 

C.     CONSTRUCTION    AND    CHNO 1 T I  ON 

0.    NO.    OF    FILDG. 

2,4 '3.   SPACE   ■    1  Fn   1  tem; 

:-.    SOiJflRF    FEET 

MANUFACTURE 

STOftAT.C 

25.     COMMENTS   ( Arif ,/ijni  y  of 

':parc/prr'! 

onnrl/cQ,upmc>,l) 

26.    SPECIAL    TOOLING  (Qua^my,  condu.on.  p/nns  lor  procun^e,   cost,   JcUvery  dales,  and  ryanufactme^  s  famdianly  wtlh   use  and  hanSifxg] 


27.    PRODUCTION   METHODS  (l-lou;  assembly  line,  parts  mnnufaelured,   parrs  contracted  l,>r/pi,rehasedj 


GSA    foRM  353  PAGE  2    ibev.  2-71 
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ITEMS    CURRENTLY    PRODUCED  (Usine   snme  machinery,  tools,   equtpmcnr.  njid  personnel  ax  bid  itcm(s)) 


29.     PAST     PEHf ORMANCE 


NO.   r.o.'s 


NO.     SHIPMENTS 


30.     QUALITY    CONTROL    SYSTEM/ORGANIZATION   (Fer'ton  responsible,    place  in   orgnnizaUnn,  adcqiiac.y  nf  prrxnnncl 


3t  .     INSPECTION    RECORDS  (Type,   adequacy,  accuracy,   availnbility,  rcspons'ibtlily  un^cr  cnntrnrt  ) 


32.    TESTING   FACILITIES  (Tests  performed,   equipment,   calibralion  plan,  personne^ame  of  outside  lab.   ■  adequacy) 


33.     DEFECTIVE  MATERIAL  SEGREGATION  CONTROL  (During  production  and  after  end-item  inspection)    (How  hnndlrd,  reworked,   salvaged,   cannibnlizrd, 


288 
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34.    PHAWINGS    AND    SPECIF  IC  AT  I0N5  (Ci'nlrnl  nj  clumEcx.   ii'lrqitncy  of  (/ff.  ■'iR.':.   itntlrrslanfiinR  of  scopp,  rommuntcntmn^ ) 


35.     PACKING    AND    MARK  ING   C(,)'"i/iiv   rnnfro/.    uiidcntlandine  of  .':  pcc 


36-     QUALITY     APPROVED    M  ANUF  ACTUREfJ     PROGB 
IJTMORI  ZED     TO    SH  IP 


D 


■D 


RECOMMEND  FOR  CONSIDERATION 


D 


NOT    RECOKWENOrO 


EEO    COMPLIANCE    (l-'mm  nhscrrntton  only  J 


'.     GIVE    ANY     EVIDENCE    OF     SEGREGATED    FACILITIES   {enlr 
drinking  fountains,   eating,  rcstrooms,  etc.) 


QvES    Qno 


38.     REMARKS     AND     ADDITIONAL    CONSENTS 


GPO     907    852         GSA      FORM     353    PAGE    4       (REV.     2-71) 


APPENDIX  A 


CONFERENCE 
PROGRAM 


STIMULATING  GOVERNMENT 
UTILIZATION  OF  SHELTERED 
WORKSHOP  PROGRAMS 


Tuesday,  August  12 
8:30-8:45  a.m. 


8:45-9:45  a.m. 


9:45-10:00  a.m. 
10:00-11:30  a.m. 


11:30-12:00  p.m. 
LUNCH 
1:00-2:30  p.m 


2:30-2:45  p.m. 
2:45-4:00  p.m. 


August  12-13,  1975 
Orlando,  Florida 

AGENDA 


Introductions 

Steve  Cornett 

Bob  Sanders 

Wm.  M.  Jenkins 

Henry  Warner 
Wagner  O'Day,  NISH  overview 

Presiding  —  Wm.  M.  Jenkins 

Charles  Fletcher 

Claude   Whitehead 
Break 

Matching  Government  Requirements 
to  Workshop  Capabilities:  Developing 
a  Commodity  or  Service 

A.  "The  Government  is  Buying" 

B.  What  Can  My  Workshop  Produce? 
Presiding  —  Wm.  M.  Jenkins 
Claude   Whitehead 

Bob  Higgins 
A.udience  participation 

Role  of  General  Services  Administration 
and  Defense  Supply  Agency 

Presiding  —  Henry  Warner 

Paul  Brown 

Allen  R.   Trippeer 

Mack  Strong 
Break 

Panel  discussion:  Workshops  in  Region 
IV  with  Contractural  Experiences 

Presiding  —  Henry   Warner 

Conway  Harris 

Carl  Shreve 

Ray  Miller 

Eugene  Greenspan 
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292  Conference  Program 

4:00-4:30  p.m.  Role  of  State  Facility  Specialists  and 

State  Workshop  Associations 
Presiding  —  Henry  Warner 
Leon  Meenach 

Wednesday,  August  13 

8:30-9:00  a.m.  Wagner  O'Day  is  Working 

Presiding  —  Bob  Sanders 

Claude   Whitehead 

Bob  Higgins 

Bill  Bostion 
9:00-10:00  a.m.  State  "Use"  Laws:  Current 

Development,  Interest  and 

Implementation 

Presiding  —  Claude  Seals 

Ray  Miller 

Bill  Thompson 

Rep.  Tom  Lewis 

In'^^'io'nn  ^'^'  ^^^^  ^y  Workshop  Have  Potential 

10:15-1^:00  p.m.  ^^^  p^.^^  Manufacturing  or 

Contracting? 

A.  Self-Evaluation 

B.  NISH  Staff  Evaluation  of 
Feasibility 

C.  Fair  Market  Price  Development 
Presiding  —  Henry  Warner 
Bob  Higgins 

Bill  Bostion 
LUNCH 

1:00-2:45  p.m.  4  Work  Groups:  How  am  I  going 

to  do  it  in  my  state? 
'  A.     Formulating  a  Strategy  to 

J_  Further  Develop  Govern- 

ment Contractural  Relation- 
ship for  Goods  and  Services 
B.      Development  of  State  "Use" 
Laws 
"1    .  Presiding  —   Wm.  M.  Jenkins 

_ ._  and  Henry    Warner 

-■  ■-         -  Group  leaders: 

"'      "  Alan  Brabham 

S.  S.  Burton 
Frank  Meece 
Mike  Has  we  II 
2:45-3:00  p.m.  Break 

3:00-4:00  p.m.  Group  reports,  summary  and 

wrap-up 
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CONFERENCE 
PARTICIPANTS 


CONFERENCE  PARTICIPANTS 


Bastion,  Bill,  National  Industries  for  the  Severely  Handicapped, 

Inc.,  Washington,  D.  C. 
Browne,     Paul,     Director,     Socio-Economic     Policy    Division, 

General  Services  Administration,  Washington,  D.  C. 
Cornett,    Steve,    Director,    Office    of    Rehabilitation    Services, 

Dept.  of  HEW,  Atlanta,  Georgia 
Culpepper,  W.  Q.,  CSA  Regional  Director  of  Business  Affairs, 

General  Services  Administration,  Atlanta,  Georgia 
Fletcher,  Charles,  Executive  Director,  Committee  for  Purchase 

from   Blind    and    Other    Severely    Handicapped,    Arlington, 

Virginia 
Greenspan,   Eugene,    Executive    Director,    Jewish    Vocational 

Service  Workshop,  Miami,  Florida 
Harris,  Conway,  Executive  Director,  Lions  Club  Industries  for 

the  BHnd,  Inc.,  Durham,  North  Carolina 
Higgins,    Bob,    Director    of    Product    Development,    National 

Industries  for  the  Severely  Handicapped,  Inc.,  Washington, 

D.  C. 
Jenkins,   William  M.,  Coordinator  of  Rehabilitation  Counselor 

Education,  Department  of  Special  Education  and  Rehabilita- 
tion, Memphis  State  University,  Memphis,  Tennessee 
Lewis,    Thomas    F.,    House    of    Representatives,    Tallahassee, 

Florida 
Meenach,  Leon,  Director  of  Facilities,  Division  of  Vocational 

Rehabilitation,  Atlanta,  Georgia 
Miller,  Ray,   Coordinator  of  State  Use  Law  and  Manager  of 

Industries  for  the  Blind,  Talladega,  Alabama 
Sanders,  Robert,  Acting  Chief,  Bureau  of  Facilities.  Division  of 

Vocational  Rehabilitation,  Department  of  Health  and  Reha- 
bilitation Services,  Tallahassee,  Florida 
Seals,    Claude,    Program    Director,    Vocational    Rehabilitation 

Bureau  of  Blind  Services,  Tallahassee,  Florida 
Shreve,  Carl,  President,  Alabama  Association  of  Rehabilitation 

Facilities  Administration,  Huntsville   Rehabilitation  Center, 

Hunts ville,  Alabama 
Strong,    Mack,     General    Services     Administration,     Atlanta, 

Georgia 
Thompson,  Bill,  Executive  Director,  Lions  Inc.  for  the  Blind, 

West  Palm  Beach,  Florida 
Trippeer,    Allen   R.,    Chief,    Small    Business    Office,    Defense 

Supply   Agency,   Defense   Contract   Administration    Service 

Region,  Atlanta,  Georgia 
Warner,   Henry,   Jr.,    Assistant   Regional    Representative    for 

RehabiHtation  Services,  Atlanta,  Georgia 
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Whitehead,  Claude,  Former  Associate  Executive  Vice 
President,  National  Industries  for  the  Severely  Handicapped, 
Inc.,  Washington,  D.  C. 
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CONFERENCE 

EVALUATION 

FORM 


CONFERENCE  EVALUATION  FORM 


MEMPHIS  STATE  UNIVERSITY 
AFTER  CONFERENCE  EVALUATION  FORM 

The  University  would  appreciate  any  coninients  or  suggestions  you  might 
wish  10  make  about  this  program.  We  thank  you  lor  your  assistance  and 
we  hope  that  Memphis  State  University  will  have  the  opportunity  to  serve 
you  again  soon. 

TENNESSEE  DIVISION  OF  VOCATIONAL  REHABILITATION 
SPECIAL  EDUCATION  AND  REHABILITATION 


NAME  OF  COURSt DATE- 


I.     Was  the  course  basically  what  you  expected'  Yes No .  If  no 

please  explain. 


2.  Which  topics  will  benefit  you  niost'.'_ 


3.     Was    an    appropriate    amount    of    time    devoted    to    each    topic' 
Yes No If  no  explain 


4.  Would   you    rate    the    program  as   Poor Fair Good 

Excellent 

5.  Would  you  rate  the  instructor(s)  as  Poor Fair Good 

Excellent 

6.  Were  you  and  the  other  participants  allowed  adequate  opportunity  to 
participate  and  ask  questions?  Yes No 


7.  Were  the  university  services  adequate  in  each  ol^  the  following  areas? 

(A)  Advanced  publicity 

(B)  Registration 

(C)  Facilities 

(D)  Other 

8.  Your  comments; 
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ALABAMA 
STATE  USE  LAW 


ALABAMA  LAW 

(Regular  Session,  1955) 

ACT  No.  542 

H.3044-McKAY,  BRASSELL  SOLOMON, 

STEMBRIDGE  LEE 

(Lawrence),  NICE  VACCA  PAYNE 

AN  ACT 

Relating  to  the  blind  and  visually  handicapped;  authorizing 
the  Adult  Blind  Department  of  the  Alabama  Institute  for  Deaf 
and  Blind  to  maintain,  develop  and  supervise  work  shops  and 
home  industries  for  blind  and  visually  handicapped  persons,  and 
act  as  sales  agent  for  the  products  made  by  blind  and  visually 
handicapped  persons,  and  for  services  of  such  persons; 
requiring  State  departments,  agencies,  and  institutions  to 
purchase  articles  produced  by  the  blind  and  services  rendered 
by  the  blind  under  the  supervision  of  the  Adult  Blind 
Department  of  the  Alabama  Institute  for  Deaf  and  Blind; 
prescribing  the  procedure  for  the  requisitioning,  purchasing 
and  supply  of  such  articles  and  services  and  authorize  political 
subdivisions  of  the  State  to  purchase  blind-made  articles  and  to 
procure  the  services  of  the  blind  and  visually  handicapped  in 
the  same  manner  that  state  departments,  agents,  and 
institutions  procure  them. 

BE  IT  ENACTED  BY  THE  LEGISLATURE  OF  ALABAMA: 
Section  1.  The  Adult  Blind  Department  of  the  Alabama 
Institute  for  Deaf  and  Blind  established  pursuant  to  Title  52, 
Section  530,  Code  of  Alabama,  1940,  in  addition  to  all  other 
powers  and  duties  now  incumbent  upon  it,  is  authorized: 

To  maintain  and  develop  the  work  shops  which  are  currently 
under  the  control  of  the  Alabama  Institute  for  the  Deaf  and 
Blind  at  Talladega  as  shops  for  training  and  employing  blind 
and  visually  handicapped  persons  in  trades  and  occupations 
suited  to  their  abilities  for  the  purpose  of  producing  brooms, 
mops,  sheets,  mattresses  and  other  items  used  by  departments, 
agencies  and  institutions  of  the  State  of  Alabama  and  its 
political  subdivisions. 

(h)  To  develop,  cooperate  with,  and  supervise  similar  shops  in 
other  localities  in  Alabama. 

(c)  To  aid  blind  persons  in  securing  employment,  in 
developing  home  industries  and  in  marketing  their  products. 

(d)  To  act  as  the  agent  or  salesman  of  the  various  shops  or 
other  non-profit  agencies  employing  blind  and  visually 
handicapped  persons  in  the  State  under  the  supervision  of  such 
department  in  the  marketing  of  their  products  and  services  to 
any  department,  agencies,  or  institution  of  the  State  of 
Alabama  or  its  political  sub-divisions.  In  order  to  carry  out  the 
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duties  hereby  imposed  the  Adult  Blind  Department  shall  issue  a 
descriptive  catalog  showing  in  detail  such  articles  as  are,  or 
may  be,  produced  under  it  supervision,  and  shall  furnish  copies 
thereof  to  all  purchasing  agents  for  any  State  department; 
agency  or  institution  and  to  the  purchasing  agents  of  the 
political  subdivisions  of  the  State.  Upon  receipt  of  the 
requisitions  from  the  purchasing  agents  of  the  various  State 
departments,  agencies,  and  institutions  or  the  purchasing 
agents  of  the  political  subdivisions  of  the  State  the  Adult  Blind 
Department  shall  distribute  each  orders  among  the  work  shops 
and  other  non-profit  agencies  employing  blind  and  visually 
handicapped  persons,  under  its  supervision.  Upon  receipt  of 
orders  for  services  such  as  piano  tuning,  cane  seating  or  other 
services  which  can  be  performed  by  the  blind  such  department 
shall  distribute  these  orders  among  the  blind  and  visually 
handicapped  persons  registered  with  it  who  are  qualified  to 
perform  such  work  or  services.  The  Adult  Blind  Department 
shall  keep  accurate  records  showing  the  receipts  from  the  sale 
of  such  products  and  all  disbursements  therefrom. 

Section  2.  Whenever  any  of  the  products  made  or 
manufactured  by  the  blind  or  visually  handicapped  persons 
under  the  direction  or  supervision  of  the  Adult  Blind 
Department  of  the  Alabama  Institute  for  Deaf  and  Blind  meet 
the  requirements  of  any  department,  institution  or  agency 
supported  in  whole  or  in  part  by  the  State  as  to  quality  and 
quantity,  such  products  shall  have  preference  except  over 
articles  produced  or  manufactured  by  convicts  in  Alabama 
employed  in  industries  operated  or  supervised  by  the 
Department  of  Corrections  and  Institutions,  and  all 
departments,  institutions  and  agencies  supported  in  whole  or  in 
part  by  the  State  are  hereby  directed  to  purchase  such  articles 
from  the  Adult  Blind  Department  of  the  Alabama  Institute  for 
Deaf  and  Blind.  All  political  subdivisions  of  the  State  are 
authorized  to  purchase  articles  made  or  manufactured  by  the 
blind  or  visually  handicapped  through  the  Adult  Blind 
Department  in  the  same  manner  that  the  State  and  its  agencies 
and  institutions  purchase  them.  A  fair  market  price  for  all 
articles  offered  for  sale  pursuant  to  this  Act  shall  be 
determined  by  the  board  created  in  Section  3  hereof. 

Section  3.  The  Director  of  Finance,  the  Attorney  General  and 
the  President  of  the  Alabama  Institute  for  Deaf  arid  Bhnd  are 
hereby  constituted  to  fix  a  fair  market  price  for  all  articles 
offered  for  sale  under  authority  of  this  Act,  to  determine 
whether  or  not  articles  produced  by  bhnd  and  visually 
handicapp)ed  persons  meet  the  reasonable  requirements  of  state 
departments  agencies  and  institutions  and  to  authorize  state 
departments,  agencies  and  institutions  to  purchase  articles 
elsewhei'e  when  requisitions  cannot  be  complied  with  through 
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the  Adult  Blind  Department.  No  department,  institution  or 
agency  shall  be  allowed  to  evade  the  intent  and  meaning  of  this 
Act  by  slight  variations  from  standards  adopted  by  the  Adult 
Blind  Department  of  the  Alabama  Institute  for  Deaf  and  Blind, 
when  the  article  produced  or  manufactured  by  it,  in  accordance 
with  its  standards,  are  reasonably  adapted  to  the  actual  needs 
of  such  departments,  institutions,  agencies,  or  political 
sub-divisions. 

Section  4.  No  voucher,  certificate,  or  warrant  issued  by  any 
State  Department,  institution,  or  agency  shall  be  questioned  by 
the  State  Comptroller  or  by  the  State  Treasurer  on  the  grounds 
that  preceding  section  has  not  been  complied  with  by  such 
department,  or  agency;  but  if  intentional  violation  of  the 
preceding  section  by  any  department,  institution,  or  agency 
continues  after  notice  from  the  Governor  to  desist  it  shall 
constitute  a  malfeasance  in  office  and  shall  subject  the  officer  or 
officers  or  agents  responsible  for  this  violation  to  suspension  or 
removal  from  office  as  may  be  provided  by  law  in  other  cases  of 
malfeasance. 

Section  5.  The  provisions  of  this  Act  are  severable.  If  any 
part  of  the  Act  is  declared  invalid  or  unconstitutional  such 
declaration  shall  not  affect  the  part  which  remains. 

Section  6.  All  laws  or  parts  of  laws  which  conflict  with  this 
Act  are  repealed. 

Section  7.  This  Act  shall  become  effective  immediately  upon 
its  passage  and  approval  by  the  Governor  or  upon  its  otherwise 
becoming  a  law. 
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PRICE  LIST  -  STATE  USE  LAW 


EFFECTIVE   JUNE    1,    1975 
PRODUCTS  MANUFACTURED  BY 

NON-PROFIT  MAKING  WORKSHOPS  FOR  THE  BLIND 

FOR  SALE  TO 

THE  STATE  OF  ALABAMA,  ITS  AGENCIES,  INSTITUTIONS 
AND  POLITICAL  SUBDIVISIONS 


Alabama  Law 


Act  No.  542 


(Regular  Session,  1955) 


All  orders  should  be  mailed  to 
Adult  Blind  Department 
Alabama  Institute  for  Deaf  &  Blind 
P.  O.  Drawer  1 7 
Talladega,  Alabama  35160 
Telephone  No.  205/362-9053 
ACTS  Network  No.  231-8890 


These  orders  will  in  turn  be  allocated  and  shipped  from  one  of  the  three  workshops  for  the  blind  participating  under  the  State  Use 
Law,  Act  542.  These  workshops  are  as  follows: 


Adult  Blind  Department 

P.  O.  Drawer  17 
Talladega,  Alabama  35160 


Mobile  Association  for  the  Blind 

P.  O.  Box  7034 

Mobile,  Alabama  36607 


New  Hope  Industries 

P.  O.  Box  338 

Dothan,  Alabama  36301 


FOREWORD 

Public  Law  542,  Section  3,  provides  for  a  Board  to  fix  the  fair  market  price  for  all  articles  offered  for  sale  under 
authority  of  this  Act.  The  law  sets  up  the  membership  of  this  Board,  who  are  the  Director  of  Finance,  the  Attorney 
General,  and  the  President  of  the  Alabama  Institute  for  Deaf  and  Blind. 

Section  3  of  the  Act  also  provides  that  no  department,  institution,  or  agency  shall  be  allowed  to  evade  the  intent 
and  meaning  of  this  Act  by  slight  variations  from  standards  adopted.  In  fixing  the  prices  of  articles  offered  for  sale  on 
this  price  list,  the  Board  carefully  considered  the  fair  market  price  for  all  articles  offered  for  sale. 

A  copy  of  Alabama  Law  542  is  reprinted  and  appears  as  a  part  of  this  price  list. 

DEFINITIONS 

BLIND  PERSONS— A  blind  person  shall  mean  an  individual  having  central  visual  acquity  of  20/200  or  less  in  the 
better  eye  with  correcting  glasses,  or  a  disqualifying  field  defect  in  which  the  peripheral  field  has  contracted  to  such  an 
extent  that  the  widest  diameter  of  visual  fields  subtends  an  angle  distance  no  greater  than  20  degrees. 

BLIND-MADE  PRODUCTS— Blind-made  products  shall  mean  products  or  services  in  which  the  workshop  employs 
blind  persons  to  an  extent  constituting  not  less  than  75%  of  the  total  hours  of  personnel  engaged  in  the  direct  labor  or 
production  of  manufactured  products  or  services. 

WORKSHOP  FOR  THE  BLIND— A  workshop  for  the  blind  shall  mean  a  non-profit  making  workshop  operated  in 
the  interest  of  the  blind,  the  net  income  of  which  does  not  inure  in  whole  or  in  part  to  the  business  end  of  any 
shareholder  as  established  by  affidavits  filed  with  the  Adult  Blind  Department,  Alabama  Institute  for  Deaf  and  Blind, 
P.O.  Drawer  17,  Talladega,  Alabama. 
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FREIGHT  WILL  BE  ADDED  ON  ALL  ORDERS  UNDER  300  LBS. 


NOTICE 

MOPS 


FREIGHT  PREPAID  ON  ORDERS  OF  300  POUNDS  OR  MORE  (orders  may  be  mixed) 


8-oz.  Stick  Wet  Mops 
12-oz.  Stick  Wet  Mops 
16-oz.  Stick  Wet  Mops 
18-oz.  Stick  Wet  Mops 
24-oz.  Stick  Wet  Mops 
32-oz.  Stick  Wet  Mops 
Bowl  Mop  -12%"  wooden  handle 


Approx.  Wt. 
Per  Doz. 
15  lb. 
20  lb. 
25  lb. 
27  lb. 
30  lb. 
36  lb. 


Catalog 
No. 

M-8 

M-12 

M-16 

M-18 

M-24 

M-32 
MBM-6 


Price  Per  Dozen 
Cotton,  Fine  Cotton 

Coarse 
$  8.30 

9.00 
11.00 
12.25 
15.00 
18.30 

3.40 


Rayon 


$10.80 

$10.80 

11.60 

11.60 

13.35 

13.35 

14.75 

14.75 

18.40 

18.40 

20.80 

20.80 

COMMERCIAL  DUST  MOPS 

All  cotton   commercial   dust   mop   securely   stitched   to   heavy  duck   material.    Fits  most  standard   Heads,   3" 
packaged  one  dozen  per  bundle  in  heavy  kraft  paper. 


block   or  wire  frame, 


Catalog  No. 

Approx.  Wt. 

Size 

Handle 

Price  Per 

Dozen 

Per  Doz. 

Size 

Heads  Only 

Complete  w/Handle 

CDM-12 

30  1b. 

12" 

54" 

$20.50 

$  33.10 

CDM-18 

36  1b. 

18" 

54" 

27.60 

42.20 

CDM  24 

42  1b. 

24" 

54" 

35.90 

53.95 

CDM-30 

57  1b. 

30" 

60" 

47.60 

67.40 

CDM-36 

72  1b. 

36" 

60" 

55.35 

79.00 

CDM-43 

87  lb 

48" 

60" 

72.00 

105.60 

CDM-60 

102  lb 

60" 

60" 

95.10 

125.80 

MOPHEADS-Narrow  or  Wide  Band 

Made  of  high  quality  strong,  white  absorbent  cotton  yarn.  Will  fit  any  standard  mop  handle.  Packed  one  dozen  per  bundle  in  heavy 
kraft  paper.  PLEASE  SPECIFY  CHOICE  OF  WIDE  OR  NARROW  BAND  AND  CHOICE  OF  COARSE  OR  FINE  YARN. 

Prite  Per  Dozen 
TTON 

Rayon  Yarn 
W/handles 


COTTON 
Fine  Yarn 


Catalog  No 
MH-16 
MH-24 
MH-32 


Wt.  Ea. 
16-oz. 
24oz. 
32-oz. 


Size 

5y."-6y2"  wide,  31-33"  long 
6-6'/j"  wide,  39"  -41"  long 
6-6'/i"  wide,  41-43"  long 


30.40 
36.65 
42.70 

MMHH  —  Extra  Handles  and  Hardware  for  Wet  Mopheads $16.50  Doz. 

ALL    THE    ABOVE    MOPHEADS   CAN    BE    OBTAINED    IN    "NO   TANGLE"    AT   AN    ADDITIONAL   CHARGE    OF   $1.00   PER    DOZEN. 


COTTON 

COTTON 

^on  Yarn 

Heads  Only 

Coarse 

Heads 

/handles 

Fine  Yarn 

Rayon  Yarn 

W/handles 

only 

30,40 

13.90 

13.90 

28.15 

11.65 

36.65 

20.15 

20.15 

33.00 

16.50 

42.70 

26.20 

26.20 

27.10 

20.60 

BROOMS   —     MADE    OF    TOP    QUALITY    MATERIALS 

Approx.  Wt. 
Per   Doz. 


Catalog 
No. 


Price  Per 
Dozen 


Light  Weight  Utility  Broom         20  1b.                                                            B-20  $16.00 

Light  Weight  Utility  Broom        24  lb.                                                        B-24  18.40 

Janitor  Special           28  1b.                                                        8-28  19.90 

All  Purpose  Janitor        32  1b.                                                        B-32  20.80 

Special  Warehouse          36  1b.                                                            B-36  24.00 

Special  Reinforced  Warehouse          36  1b.                                                            B-36R  24.00 

Heavy  Duty  Warehouse 40  1b.                                                        B-40  27.00 

Reinforced  Duty  Warehouse        40  lb.                                                         B-40R  27.00 

16"  Street  Brooms,  without  handles PB-16  26.90 

Push  Brooms,    18"   50%  black  horsehair  and  50%  Polypropylene PB-652  74.00 

Push  Brooms.  100%  Horsehair,  18"           P8-610  84.60 

Garage  Brooms,  18"           PB-623  39.75 

Push  Brooms.  18",   100%  Polypropylene! PB-618  55.00 

Dust  Pans ....'..'.'.. DP-660  4.25 

u     .4,      .      o           r,                                                                                                                                          DP-665  6.75 

Handles  for  Street  Brooms' 7.80 

BOWL  BRUSHES 

For  cleaning  bedpans  and  toilet  bowls.  Twisted  in  wire.  Packed  12  to  carton.  Made  to  government  specifications. 

Tampico  Bowl  Brushes- 14"  wooden  handle          BBT-14W  $5.44 

Herox  Bowl  Brushes-11"  plastic  handle BBH-11P  c  70 


SWEEPING  COMPOUND 

OIL  BASE  ALA-BLIND  "SUPER  DUPER" 

An  OIL  BASE  sweeping  compound  made  from  a  mixture  of  saw 

dust    and    parafin    base   oil.    Ideal    for  wood  and  concrete  floors. 

Packaged  in  100  pound  containers. 

Catalog  No.  Price  Per  100  lb. 

AOFS  $5.45 


SWEEPING  COMPOUND-WAX  BASE  ALA-BLIND  "WAXIT" 
A   high   quality   WAX   BASE   sweeping  compound  made  from  dry 
saw  dust  meal  and  Sanolite  wax,  scientifically  blended,  absolutti/ 
no    sand.    Packaged    in    50   pound   polyethylene   lined   cardboard 
cartons.  Approximately  20  gallon  vol. 

Catalog  No.  Price  per  100  lb. 

AWFS  $9.10 
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DOOR  MATS 

DELUXE  Size  14"  x  24"  hand  made  of  attractive  blacl< 

Catalog  No.              Price  Per  Doz. 

and  red  processed  rubber  links,  assembled  wi 

th  heavy 

14"x24"                    DM-14-24                             $42.00 

gauge  galvanized  wire. 

Special  Sizes                  Per  sq.  ft.                                  1.26 

NOTICE  -  Prices  on  the  following  items  will  be  F.O.B.  Talladega.  (Shipping  charges  will  be  paid  and  added  to  Invoice)                                       | 

TEXTILES 

POLYETHELENE   TRASH   CAN    LINERS                    PER    M 

MAID'S  OR  COOK'S  APRON 

16x14x40       -  1'/.  Mill       250  PK                                   $53.80 

Catalog  No. 

Price  Per  Dqz. 

-002Mill                     88.00 

23x10x40      -1'/4Mill     ''iS6"PK 58.30 

TH-A  Home  Ec  Apron 

15.95 

-002Mill                     91.40 

18x12x48       -iy.Mill    ■'25d'F'k '^O.OO 

FOOD  HANDLER'S  APRON  (No  Bib) 
Catalog  No. 

-  .002  Mill                   105.60 

12x8x24         -  001  M.ill .'.'.'.'.'.'.'.'.'.'.'.'.'.'.'.'.'.'.'.'.'.'.'.'.'.'.'.'.'.'.'.'.'.'.' j  7 .60 

Price  Per  Doz. 

TFH-A  W/0   Bib 

$12.65 

BEDSPREADS  -   CORDED 

TFH-A  W/Bib 

15.95 

Catalog  No.                           Size                                  Price  Each 

COTTON  DISH  TOWEL  (Birdseye  Weave) 

TBS-63-103                     63"  x  103"                              $7.25 

Catalog  No.                                   Size 

Price  Per  Doz. 

TBS-76-103                     76"  x  103"                                8.25 

TDT-20-30                                 20"  x  30" 

$4.00 

PENS 

COTTON  CRASH  KITCHEN  TOWEL 

Fine  Line  Felt  Tip  Pen  with  Clip 

Catalog  No.                         Size 

Price  Per  Doz. 

Black,  Blue,  Green,  Red  -  12/pkg.                       2.25  doz. 
Liquid  Crayon  (Fine  Magic  Marker) 

TKT-16-28                     16"x28" 

$3.25 

Assorted  Colors  -  1 0/pkg.                                     1.10  pkg. 

DISH  CLOTH 

Magic  Markers 

Catalog  No.                       Size 

Price  Per  Doz. 

Black,  Blue,  Green,  Red  -  12/pkg.                       2.10  doz. 
Retractable  Ball  Point  Pens 

TDC-15-15                     15"x15" 

$2.10 

Black,  Blue,  Red,  Green,  Fine  or 

POT  LIFTER 

Medium  Point,  -  12/pkg.                                       2.76  doz. 

Stick  pens  with  cap.  Fine  or  Medium 

Catalog  No.                        Size 

Price  Per  Doz. 

Black,  Blue,  Red,  Green  -  12/pkg.                       8.50  gross 

TPL                                    7"  X  7" 

$2.10 

Non-retractable  desk  pens,  medium  point 

Black,  Blue,  Red,  Green  -  12/pkg.                          .80  doz. 

OVEN  MITT 
TOM 

Non-retractable  desk  pens,  fine  point 

$6.40 

Black,  Blue,  Red,  Green  -  1 2/pkg.                        1 .05  doz. 

BATH  CLOTHS 

Catalog  No.                        Size 

Price  Per  Doz. 

NECKTIE,  MAN'S 

TBC-12-12                      12"x12" 

$2,95 

55%  polyester,  45%  wool,  four-in-hand.  Made  to  government 
specification.  Ideal  for  uniforms.  2V  wide  at  tip.  Available 

BATH  TOWELS 

in  Army-Navy  black.  Air  Force  blue.  Marine  khaki. 

Catalog  No.                         Size 

Price  Per  Doz. 

Catalog  No.                                                             Price  Per  Doz. 

BT-22-45                        22"  x  45" 
BT-20-40                      20"  X  40" 

$19.50 
$14.50 

8440-926-6604-Black                                                  $10.90 
8440-782-5313-Air  Force  Blue                                  10.90 

BARBER  TOWEL         17"x27" 

$6.80 

8440-931-8371-Marine  Khaki                                    10.90 
Other  ties  available  on  special  order  with  price  negotiable. 

BLEACHED  SHEETS          size  Before 

Catalog  No.          Type               Hem 
TS-72-99                 140            72"x99" 

Price  Per  Doz. 
$42.00 

MATTRESS  COVERS 

TS-72-108              140            72"x108" 

44.00 

Made  from  durable  and  washable  muslin  and  drill  material 

TS-81-99                 140            81"x99" 

52.45 

TS-81-108              140            81"x108" 

54.75 

boxed  corners,  with  six  strong  tie  straps  securely  sewn  to 

TS-63-99                 128            63"x99" 

37.50 

cover. 

Catalog  No.                                                             Price  Per  Doz, 

TS-63-108              128            63"x108" 

39.50 

PILLOWCASES                      Finished 

TMCD  -  36  X  76  (Drill)                                                $55.45 
TMCM  -  36  X  80  (Muslin)                                            54.65 

Catalog  No.          Type               Size 
TP-20yjx30'/2         140            20y2x30''4, 

Price  Per  Doz. 
$10.20 

TMCM  -  40  X  84  (Muslin)                                               55.45 
TMCM  -  31  X  80  (Muslin)  Mattress  Cover 
for  Jail  Mattress                                                             54.65 
TMC-MATTRESS  -  4"  x  26"  x  76" 

SURVEY  STAKES  &  HUBS 

ENGINEERING  STAKES         Catalog  No. 

Price  Per  1000 

Fire  retardant  cover,  urethane  foam                      21.50  M. 

1"x2"x18"  Pine  Stakes               SS-2-18 

$  59.22 

TBBC  -  Blanket,  60"  x  80"  70%  wool. 

1"x2"k24"  Pine  Stakes                SS-2-24 

71.86 

30%  polyester                                                                  4.50  M. 

1"x2"x36"  Pine  Stakes               SS-2-36 
1"x2"x48"  Pine  Stakes                SS-2-48 

101.26 
140.75 

HUBS                                                                      Pric*  Per  1000 

1"x3"x18"  Pine  Stakes               SS-3-18 

80.30 

Catalog  No.                                  Oak 

I"x3"x24"  Pine  Stakes                SS-3-24 

105.18 

2"x2"x6"  Hubs          SH-2-6                                       $39.88 

1"x3"x36"  Pine  Stakes                SS-3-36 

150.85 

2"x2"x7"  Hubs          SH-2-7                                          43.26 
2"x2"x8"  Hubs          SH-2-8                                         51.25 

1"x4"x18"  Pine  Stakes                SS-4-18 

101.49 

2"x2"x12"Hubs        SH-2-12                                       66.25 

The  above  price  list  supercedes  all  other  price  list! 
MOTP  ■ 

.  These  prices  were  approved  by  the  State  Uie  Law  Comminaa  to 

become  effective  June  1,  1975 

PRICES  AR 

E  SUBJECT  TO  CHANGE   WITHOUT  NOTICE. 

Approved  by  Price  a 

nd  Quality  Fixing  BOE 

rd,  Alabama  State  Use  Law  Act  542  -   See  Back  Cover 
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HB  4144  (Regular  Session  1974):  By  Committee  on  Health  and 
Rehabilitative  Services  and  Representative  Lewis 

A  bill  to  be  entitled 
An  act  relating  to  the  blind  and  severely  handicapped; 
providing  definitions;  creating  a  council  within  the  department 
of  general  services  for  the  purchase  of  products  and  services  of 
the  blind  and  other  severely  handicapped;  providing  for 
membership  of  the  council  providing  powers  and  duties  of  the 
council  authorizing  state  agencies  to  procure  products  and 
services  of  the  blind  and  other  severely  handicapped  from 
certain  nonprofit  agencies;  providing  for  cooperation  between 
the  council  and  state  agencies;  requiring  an  annual  report  by 
the  council  to  governor  and  the  legislature ;  prohibiting  evasion 
of  the  intent  of  the  act  by  a  state  agency;  providing  a  penalty; 
providing  an  effective  date. 

Be  It  Enacted  by  the  Legislature  of  the  State  of  Florida: 

Section  1.  The  purpose  of  this  act  is  to  further  the  pohcy  of 
the  state  to  encourage  and  assist  blind  and  other  severely 
handicapped  individuals  to  achieve  maximum  personal 
independence  through  useful  and  productive  gainful 
employment  by  assuring  an  expanded  and  constant  market  for 
their  products  and  services  thereby  enhancing  their  dignity  and 
capacity  for  self-support  and  minimizing  their  dependence  on 
welfare  and  need  for  costly  institutionalization. 
Section  2.  Definitions.  --  As  used  in  this  act: 

(1)  "Bhnd"  means  an  individual  having  central  visual  acuity 
20/200  or  less  in  the  better  eye  with  correcting  glasses,  or  a 
disqualifying  field  defect  in  which  the  peripheral  field  has 
contracted  to  such  an  extent  that  the  widest  diameter  or  visual 
field  subtends  an  angular  distance  no  greater  than  twenty  (20) 
degrees. 

(2)  "Other  severely  handicapped"  and  "severely  handicapped 
individuals"  mean  an  individual  or  class  of  individuals  under  a 
physical  or  mental  disability,  other  than  blindness,  which 
according  to  criteria  estabhshed  by  the  council  created  in 
§3  after  consultation  with  appropriate  entities  of  the  state  and 
taking  into  account  the  views  of  nongovernment  entities 
representing  the  handicapped,  constitutes  a  substantial 
handicap  to  employment  and  is  of  such  a  nature  as  to  prevent 
the  individual  under  such  disability  from  currently  engaging  in 
normal  competitive  employment. 

(3)  "Qualified  nonprofit  agency  for  the  blind"  means  an 
agency: 
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(a)  Organized  under  the  laws  of  the  United  States  or  of  this 
state,  operated  in  the  interest  of  blind  individuals,  and  the  net 
income  of  which  does  not  insure  in  whole  or  in  part  to  the 
benefit  of  any  shareholder  or  other  individual; 

(b)  Which  comphes  with  any  applicable  occupational  health 
and  safety  standard  prescribed  by  the  secretary  of  labor  of  the 
United  States;  and 

(c)  Which,  in  the  production  of  commodities  and  in  the 
provision  of  services,  whether  or  not  the  commodities  or 
services  are  procured  under  this  act,  during  the  fiscal  year 
employs  bUnd  individuals  for  not  less  than  seventy-five  percent 
(75%  )  of  the  man-hours  of  direct  labor  required  for  the 
production  or  provision  of  the  commodities  or  services; 

(d)  That  meets  the  criteria  for  determining  nonprofit  status 
under  the  provisions  of  §196.195,  Florida  Statutes,  and  is 
registered  and  in  good  standing  as  a  charitable  organization 
with  the  secretary  of  state  under  the  provisions  of  chapter  496, 
Florida  Statutes. 

(4)  "Qualified  nonprofit  agency  for  other  severely 
handicapped"  means  an  agency: 

(a)  Organized  under  the  laws  of  the  United  States  or  of  this 
state,  operated  in  the  interest  of  severely  handicapped 
individuals  who  are  not  bUnd,  and  the  net  income  of  which  does 
not  inure  in  whole  or  in  part  to  the  benefit  of  any  shareholder 
or  other  individual; 

(b)  Which  complies  with  any  appHcable  occupational  health 
and  safety  standard  prescribed  by  the  secretary  of  labor  of  the 
United  States;  and 

(c).  Which,  in  the  production  of  commodities  and  in  the 
provision  of  services,  whether  or  not  the  commodities  or 
services  are  procured  under  this  act,  during  the  fiscal  year 
employs  bhnd  or  other  severely  handicapped  individuals  for  not 
less  that  seventy-five  percent  (75%  )  of  the  man-hours  of  direct 
labor  required  for  the  production  or  provision  of  the 
commodities  or  services. 

(d)  That  meets  the  criteria  for  determining  nonprofit  status 
under  the  provisions  of  §196.195,  Florida  Statutes,  and  is 
registered  and  in  good  standing  as  a  charitable  organization 
with  the  secretary  of  state  under  the  provisions  of  chapter  496, 
Florida  Statutes. 

(5)  "Direct  labor"  includes  all  work  required  for  preparation, 
processing,  and  packing,  but  not  supervision,  administration, 
inspection,  and  shipping. 

(6)  "Agency"  includes  any  pohtical  subdivision  of  the  state 
having  its  own  purchasing  agency  such  as  a  county, 
municipality,  school  district,  or  other  pubhc  body  that  is 
supported  in  whole  or  in  part  by  funds  appropriated  by  the 
legislature. 
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Section  3.  Council  established;  member  ship. -- 

(1)  There  is  created  within  the  department  of  general 
services  a  council  to  be  known  as  the  council  for  the  purchase  of 
products  and  services  of  the  blind  or  other  severely 
handicapped  to  be  composed  of  the  executive  director  of  the 
department  of  general  services,  the  chief  of  the  bureau  of 
budget  of  the  division  of  budget  of  the  department  of 
administration,  the  secretary  of  the  department  of  health  and 
rehabilitative  services,  and  two  (2)  members  to  be  appointed  by 
the  governor  who  shall  be  an  executive  director  of  a  nonprofit 
agency  for  the  blind  and  an  executive  director  of  a  nonprofit 
agency  for  the  other  severely  handicapped.  The  appointive 
members  shall  serve  as  follows:  one  (1)  member  shall  serve  for 
a  term  of  four  (4)  years  and  one  (1)  member  shall  serve  for  a 
term  of  two  (2)  years,  thereafter  both  appointive  members  shall 
serve  for  terms  of  four  (4)  years  each. 

(2)  The  members  of  the  council  shall  elect  one  (1)  of  their 
members  to  serve  as  chairman.  Any  member  may  designate  a 
representative  of  his  agency  or  department  to  represent  him  at 
any  meeting  of  the  council. 

(3)  Members  of  the  council  shall  not  be  entitled  to 
compensation  for  their  services  as  members,  but  shall  be 
reimbursed  for  traveling  expenses  as  provided  in  §112.061, 
Florida  Statutes. 

Section  4.  Duties  and  powers  of  the  council.-- 

(1)  It  shall  be  the  duty  of  the  council  to  determine  the  market 
price  of  all  products  and  services  offered  for  sale  to  the  various 
agencies  of  the  state  by  any  quahfied  nonprofit  agency  for  the 
blind  and  other  severely  handicapped.  The  price  shall  recover 
for  the  nonprofit  agency  the  cost  of  raw  materials,  labor, 
overhead,  delivery  cost,  but  without  profit,  and  shall  be  revised 
from  time  to  time  in  accordance  with  changing  cost  factors.  The 
council  shall  make  such  rules  and  regulations  regarding 
specifications,  time  of  delivery,  assignment  of  products  and 
services  to  be  supplied  by  nonprofit  agencies  for  the  blind  or  by 
agencies  for  the  other  severely  handicapped  with  priority  of 
products  to  agencies  for  the  blind,  authorization  of  a  central 
nonprofit  agency  to  facilitate  the  allocation  of  orders  among 
qualified  nonprofit  agencies  for  the  blind,  authorization  of  a 
central  nonprofit  agency  to  facilitate  the  allocation  of  orders 
among  qualified  nonprofit  agencies  for  the  other  severely 
handicapped,  and  other  relevant  matters  of  procedure  as  shall 
be  necessary  to  carry  out  the  purposes  of  this  act.  The  council 
shall  authorize  the  purchase  of  products  and  services  elsewhere 
when  requisitions  cannot  reasonably  be  complied  with  through 
the  nonprofit  agencies  for  the  blind  and  other  severely 
handicapped. 

(2)  The  council  shall  establish  and  publish  a  list  of  products 
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and  services  provided  by  any  qualified  nonprofit  agency  for  the 
blind  and  any  nonprofit  agency  for  the  other  severely 
handicapped  which  the  council  determines  are  suitable  for 
procurement  by  agencies  of  the  state  pursuant  to  this  act.  This 
procurement  list  and  revision  thereof  shall  be  distributed  to  all 
purchasing  officers  of  the  state  and  its  political  subdivisions. 

Section  5.  Procurement  of  services  by  state  agencies; 
authority  of  council.--  If  any  agency  intends  to  procure  any 
product  or  serves  on  the  procurement  list,  that  agency  shall  in 
accordance  with  rules  and  regulations  of  the  council  procure 
such  product  or  service,  at  the  price  established  by  the  council, 
from  a  qualified  nonprofit  agency  for  the  blind  or  other  severely 
handicapped,  if  the  product  or  service  is  available  within  a 
reasonable  delivery  time,  provided  that  this  act  shall  not  apply 
in  any  case  where  products  or  services  are  available  for 
procurement  from  any  agency  of  the  state  and  procurement 
therefrom  is  required  under  the  provision  of  any  law  currently 
in  effect. 

Section  6.  Cooperation  with  council  required;  duties  of  state 
agencies. - 

(1)  In  furtherance  of  the  purposes  of  this  act  and  in  order  to 
contribute  to  the  economy  of  state  government,  it  is  the  intent 
of  the  legislature  that  there  be  close  cooperation  between  the 
council  and  any  agency  of  the  state  from  which  procurement  of 
products  or  services  is  required  under  the  provision  of  any  law 
currently  in  effect.  The  council  and  any  such  agency  of  the  state 
are  authorized  to  enter  into  such  contractual  agreements, 
cooperative  working  relationships,  or  other  arrangements  as 
may  be  determined  to  be  necessary  for  effective  coordination 
and  efficient  realization  of  the  objectives  of  this  act  and  any 
other  law  requiring  procurement  of  products  or  services  from 
any  agency  of  the  state. 

(2)  The  council  may  secure  directly  from  any  agency  of  the 
state  information  necessary  to  enable  it  to  carry  out  this  act. 
Upon  request  of  the  chairman  of  the  council,  the  head  of  the 
agency  shall  furnish  such  information  to  the  council. 

Section  7.  Report  to  governor  and  legislature.-  The  council 
shall,  not  later  than  ninety  (90)  days  following  the  close  of  each 
fiscal  year,  transmit  to  the  governor  and  to  the  legislature  a 
report  which  shall  include  the  names  of  the  council  members 
serving  in  the  preceding  fiscal  year,  the  dates  of  council 
meetings  in  that  year,  a  description  of  its  activities  under  this 
act  in  that  year,  and  any  recommendations  for  changes  in  this 
act  which  it  determines  are  necessary. 

Section  9.  Space  shall  be  set  aside  in  the  capitol  of  the  state  of 
Florida  for  the  purpose  of  exhibiting  products  produced  by 
clients  of  rehabilitation  oriented  agencies  of  the  state. 

Section  10.  This  act  shall  take  effect  October  1,  1974. 
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LEGISLATIVE  SUMMARY 

Creates,  within  the  Department  of  General  Services,  the 
Council  for  the  Purchase  of  Products  and  Services  of  the  Blind 
or  Other  Severely  Handicapped.  Provides  for  the  membership 
of  the  Council  and  the  terms,  qualifications,  reimbursement, 
and  functions  of  the  members. 

Requires  the  Council  to  determine  the  market  price  of  all 
products  and  services  offered  for  sale  to  the  various  state 
agencies  by  any  qualified  nonprofit  agency  for  the  blind  and 
other  severely  handicapped.  Requires  the  Council  to  make  rules 
and  regulations  regarding  specifications,  time  of  delivery,  and 
assignment  of  such  products  and  services.  Requires  the  Council 
to  publish  a  procurement  list  of  such  products  and  services. 
Requires  any  agency  which  intends  to  procure  any  product  or 
service  which  is  on  the  procurement  list  to  so  procure  the 
product  or  service  from  such  a  nonprofit  agency  if  reasonably 
possible. 

Requires  cooperation  between  the  Council  and  state  agencies. 
Requires  the  Council  to  annually  report  to  the  governor  and 
legislature. 

Prohibits  any  state  agency  from  attempting  to  evade  the 
intent  of  the  act  by  slight  variations  from  standards  adopted  by 
the  Council.  Provides  that  any  purchasing  agent  who 
intentionally  violates  the  provisions  of  the  act  is  guilty  of  a 
misdemeanor  of  the  second  degree,  punishable  pursuant  to 
§775.082  or  §775.083. 

Requires  space  to  be  set  aside  in  the  capitol  for  the  exhibition 
of  products  produced  by  cHents  of  rehabilitation  oriented  state 
agencies. 
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